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isk Deman | 
elps Cleanup 
Move Smoothly 


Dealers See Signs 
Of Sales Boom in ’60; 
Imports Confident 


By Robert M, Lienert 
: Associate Editor 
S THE cleanup of '59 models 
moves into the home stretch, 
cations are that dealers will hit 
wire in pretty good shape. 
Although there have been some 
problems, the headaches were not 


+ 
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@s numerous nor severe as the 
Mountain of new-car stocks two 
Months ago had indicated they 
might be. 
Surprisingly, most dealers report 
the field, profit per deal has 
up well and, in some cases, | 
been a shade better than ear-| 
in the summer. 
ctory rebate plans have helped, 
course, providing a tidy gross 
m when the dealer sells at “in- 
ice.” 

















* * 


cleanup has been helped also 
by a continuing customer inter- 
in the 59s, Dealers aren’t quite 
why the market has retained 
much strength in the closing 
weeks of the model year. 
Some believe the steel strike 
has convinced a number of pros- 
that ’60s might be scarce 
a long time. Other dealers re- 
port a greater number of end-of- 
model bargain hunters this year. 
Most optimistic dealer pone ered 
interpret the current buying activ-| 
ity as an indication that pressure is 
beginning to build up and that a 
fales explosion might well be trig- 
by introduction of the ’60s. 
say that 60 might be a 


opper has also been expressed in 
(Continued on Page 4, Col. 1) 
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Top Cars 


New-car registrations for seven 


months, plus one state for Au- 
gust: 
1959 1958 
| Pos. Make Pos. 
1— 895,497 Chev. 777,7384— 1 
2— 870,704 Ford 587,395— 2 
3— 237,734 Pontiac 140,368— 6 
4— 232,915 Plym. 238,228— 3 
5— 227,144 Olds. 193,596— 4 
6— 213,453 Rambler 96,715— 7 | 
7— 155,393 Buick  159,749— 5 | 
8— 90,535 Mercury 83,776— 8 
9— 87,561 Cadillac 78,529—10 
10— 86,715 Dodge 80,419— 9 
1l— 80,911 Stude. 24,457—14 
12— 37,980 Chrysler 37,793—11 
13— 27,766 Edsel 24,767—13 
14— 27,418 DeSoto 30,401—12 
15— 16,988 Lincoln 17,284—15 
16— 10,462 Imperial 9,605—16 
348,888 Misc. 197,451 
Total All Makes 
3,648,064 2,778,317 





By Martin L. Whitmyer 

| Staff Writer 

LL 1960 model cars except 
Chrysler Corp.’s Valiant were 
in production last week as U. S. 
car output climbed to a five-week 
high of 63,444 units. 

That marked a 160.5 percent in- 
crease over the previous week’s 
24,354 assemblies, and was 70.8 
percent above the 37,150 cars 
turned out during the week end- 
ed Sept. 20 a year ago. 

Chrysler Corp. began framing 
and assembly-line shakedown op- 
erations on its Valiant last week at 








Dealers’ New Price Cuts 
Aided by Factory Rebates 


By John K. Teahen Jr. 
Staff Writer 
f geet factory rebates remain in 
effect and the advertised prices 
continue to decline as dealers near 
the end of the trail on their ’59 


| models. 


Many of the prices quoted in 
dealer ads today would be un- 
thinkable were it not for the 
hefty subsidies which the fac- 
tories are paying for each sale. 
Ten makes currently have rebate 

programs in force, and the pay- 
ments to dealers range from $100 
to $200 per unit. 


CTUALLY. th e schaten repre- 

sent price reductions by the 
factories. By using the subsidy pro- 
grams, the manufacturers avoid 
the red tape and extra paperwork 
that would be involved in boost- 
ing the dealer discount or cutting 
the list price at the end of the 
model year. 

Prices under $1,800 are not un- 
common in advertisements placed 
by Ford, Chevrolet and Plymouth 
dealers. Chevrolet retailers re- 
ceive a bonus of $200 per car for 
meeting conditions set down by 
the factory, while the top Plym- 
outh payment is $150. 

Ford division has no subsidy pro- 
gram, but dealers do receive re- 
bates which allow them to sell V-8s 
for the price of sixes. 

New Chevrolets were offered at 
$1,799 by Wilkins, Norfolk, Va., and 


Slaton, Fort Lauderdale, Fla., and 
at $1,795 by Ourisman-Mandell, 
Washington. 
* + + 
YAN FORD, Hattiesburg, Miss., 
said prices start at $1,795, and 
Hull-Dobbs, Louisville, advertised a 
Custom 300 two-door =n at a 
“basic price” of $1,770. 

In Memphis, Automobile \Sales'| 
Co. listed new Plymouths \at $1,- 
749.95 and. new DeSotos at \$2,695. 
The top DeSoto rebate is $175. 

Wilson Pontiac, San Antenio, 
pegged a Catalina two-door 


at $2,189, a price that pro y 


was geared to the factory’s $1 yj 





rebate. 
Buick’s bonus program has a top| 
(Continued on Page 8, Col, 1) 


its Dodge plant in Detroit, but no 
cars are scheduled for production 
until this week. It likely will be a 
few weeks before full-scale out- 
put is under way, officials said. 
+ a * 

. boost in assembly op- 

erations was given the industry 
by Ford division and Chevrolet, 
both of which began output last 
week of their conventional models. 
Both were in production previously 
on their compact models. 

Chevrolet with 15,000 assemblies 
and Ford division with 10,910 as- 
semblies accounted for néarly 26,- 
000 of the 62,444 cars turned out 
by the industry last week. 

Altogether, the “low-price” group 
—Chevrolet, Ford (g¢xcluding Thun- 
derbird), Plymou 
Studebaker turn 
or 59.2 percen 












out 36,995 cars, 


assemblies. 
Of the tota)Y cars turned out last) 
week by the/‘low-price” group, 14,- 


095 or 38 pgrcent were “compacts.” 


Rambler pfoduced 5,500 units; Cor- | 





, Rambler and) 


60 Output in Full Swing; 
— Cars Hit Five-Week High 


vair, 3,700; Studebaker, 3,150, and 
Falcon, 1,745. The previous week’s 
production by the four “compacts” 
totalled 9,856 units. 
* ok +. 
A corporate basis, General 
Motors was the leader ag its 
Buick, Oldsmobile, Cadillac and 
Pontiac divisions continued to in- 
crease 1960-model production. 
With all divisions working five 
(Continued on Page 73, Col, 3) 


GM and Rambler 
Hold Price Line; 
Lark Up $9-$60 


ONTIAC, Oldsmobile and Cadil- 
lac have held the price line for 
1960, and Chevrolet and Buick have 





of total industry | made slight increases in their low- 


| est-priced series to cover the cost of 
optional items which have become 


| standard equipment. 


Elsewhere, Studebaker added $9 
(Continued on Page 70, Col, 3) 








A, (Not available.) 





How '60 Compacts Stack Up 


Length Horsepower Weight 
180 80 2,340 
181.1 90 2,366 
175 90 2,577 
175 180 
178 90 2,475 
189.5 127 2,950 
189.5 200 3,290 
184 100 N.A. 








Colbert Clarifies Valiant Program .. . 





M, Gordon 
= Editor 

IAMI BEACH, Fla, — Chrysler 
Corp. is within 500 franchises 
of completing its extensive Plym- 
outh dealer retrenchment program. 
At the same time, Valiant dealers 
are being chosen to cover all mar- 
kets without “over-dealering in any 

one area.” 
This progress report on Chrys- 
ler’s extensive dealer realignment 











eral excise tax and dealer preparation charges. 





Studebaker Adds Lark Convertible for 1960— 

A convertible—the only one in the compact-car field—has been added to the Studebaker Lark lineyp for 1960. Buyers may 
select either a six-cylinder or a V-8 engine. The six will be priced at about $2,600 and the V-8 at about $2,740, including Fed- 
‘60 Lark will go on display in dealer showrooms Oct, 15. 


The 








was given by President L, L. Col- 
bert Thursday at the company’s 
third consecutive Miami press pre- 
view of new models. 

Revealing an ultimate target of 
about 4,000 Plymouth dealers, Col- 
bert indicated that the number will 
be fewer than 4,500 by mid-October, 
compared with more than 6,800 the 
first of the year. 

He also disclosed that it is Chrys- 
ler’s hope to have the new compact 
Valiant handled by an equal num- 
ber of Plymouth-DeSoto and Chrys- 
ler-Plymouth dealers. 

“There will bea 
Valiant dealer to 
serve every com- 
munity,” Colbert 
explained, “but 
there will not be 
three or four 
where there 
should be one. 
This same ap- 
proach hag been 
applied in locat- 
ing Simca deal- 

L. L. Colbert ers, and it has 
brought good results.” 

* + * 


OLBERT’S discussion of the}! 


dealer reorganization program 
broke a long company silence on 
the progress of its plan to whit- 
tle down the number of Plymouth 
dealers by persuading Dodge fran- 
chise-holders to spin off Plymouth 
in favor of the new Dodge Dart 
series, 
“In putting our new dealer align- 
ment into effect,” Colbert said, “we 
have taken into account the desires 





Plymouth Nears Franchise Goal 


and merchandising records of in- 
dividual dealers, as well as the mar- 
keting aims of the company as a 
whole. 

“It has not been an arbitrary 
regrouping, but a realistic and 


equitable reconciling of interests 
(Continued on Page 4, Col. 1) 








She Helped Design ‘60s— 


This plastic mannequin, called Sally and 
articulated at the joints with comfort 
angles marked off like a protractor, pro- 
vided the women's headroom and legroom 
answers used in designing interiors of 
‘60 Chrysler Corp. cars. Sally is sitting on 
Sturdy Sam, a 150-pound seat depressor, 
which was used to determine cushion con- 
tours and the level of seats above the floor. 
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Views of Market Diverse. . 





Falcon Is Dissected 
By Ford Dealers 


By Kenneth C. Kelly Jr. 
Staff Writer 


7) dealers leaving Dearborn 
after their first look at the new 
Falcon, plus the full-sized Ford for 
1960, are agreed that both cars look 
great but express little agreement 
on the shape of the auto market in 
the year to come. 

A series of dealer previews was 
opened with a showing for deal- 
ers from the Great Lakes region. 
A cross section of dealers at the 
first preview showed more than 
the expected enthusiasm for the 
new cars. 

Speaking of the Falcon, one 
dealer said, “It’s beyond expecta- 
tions.” He went on to say that he 
expected the compact car to be 
smaller and the interior to “look 
cheap like most of those imports.” 

A number of the dealers ques- 
tioned joined in expressing surprise 
about the roominess of the Falcon 
and the quality of its interior. 

There was no agreement about 

















By David J, Wilkie 


MIAMI BEACH.—At least three 
and maybe as many as half a doz- 
en more smaller automobiles are 
distinct possibilities for introduc- 
tion early in the 1960-model year. 

General Motors has three such 
cars sufficiently advanced for in- 
troduction—if the company chooses 
—soon after the start of the 1960- 
model year by its Buick, Oldsmo- 
bile and Pontiac divisions, 

Engineering sources say these 
units would be powered by 125- 
horsepower engines. 

Ford also has been working on a 
couple of smaller cars that would 
carry the names of its already-es- 


who would buy the Falcon and who 
would lose the sales that go to 
Falcon and its counterparts. Per- 
haps it’s just wishful thinking, but 
none of the dealers questioned felt 
that the Falcon would take sales 
away from the big-sized Ford. 
Many of the dealers at the pre- 
view were from the small towns 
of Ohio, West Virginia and Mich- 

igan. These dealers said the im- 

ported car was not a factor in 

their markets and Falcon would 
hardly have to compete with im- 
ports in their home towns. 

On the other hand, dealers from 
the larger cities said they thought 
Falcon would cut into the sales of 
imports in the metropolitan mar- 
kets, 

The imported car is a hot subject 
with some of the dealers from the 
big cities. One dealer wondered 
“why the unions or someone” didn’t 





Dealers See the Falcon— 


These three Ford dealers and most of their counterparts from throughout the Great 
Lakes region saw their factory's compact car, the Falcon, at the first of a series of 
dealer previews in Dearborn. They are, from left, O. L. Mullins of Boone Motor Sales, 
Madison, W. Va., president of the Automobile Dealers Assn. of West Virginia; Dudley 
Holman of Holman Motor Sales, Inc., Nitro, W. Va., and R. J. Osborne of Clendenin 


Motor Sales, Clendenin, W. Va. 





start a drive to urge American 
consumers to buy American cars. 
“After all, they work here and they 
should spend their money on 
American products,” he said. 

One dealer from a small Ohio 
town said the Falcon’s greater gas 
mileage would be a big factor to 
many buyers. He recalled how the 
price of gas has been going up 
and up in his town. 

A West Virginia dealer said he 
thought many of the Falcon sales 
would be bonus sales, not taken 
away from any other make. He 
said the car would be a natural 
as the second car in a family, 
particularly the family whose 
garage is too small for two full- 
sized cars. 

The cross section of dealers 
agreed that the Falcon will sell 
well, One went on to say that the 
Falcon, rather than the full-sized 
Ford, “will be our bread-and-butter 
car next year.” 

The dealers seemed optimistic 
about making a profit on selling 
the Falcon. “We can make money 
on this car,” ‘was the comment of 
two or three dealers. Another deal- 
er from the Detroit area said, “If 
they don’t overload us with cars, 
we'll get the full shot (markup).” 

In the days before there was a 


Spinning Out 


Accents Car’s Stability 


By Joseph M. Callahan 
Engineering Editor 
ILFORD, Mich.—After spinning 
out of control in a new rear- 
engined Corvair, I feel I can give 
an unqualified endorsement of the 
car from a safety standpoint. 
That is because it took so much 
effort to get the car to spin. It 
was subjected to the most severe 
series of right and left turns im- 
aginable before it careened out of 
control into the midfield of the 
three-mile test track at the Gen- 
eral Motors Proving Ground here. 
There has been a lot of talk 
about the danger of over-steering 
or instability in a rear-engined car, 
but it certainly took deliberately 
foolish driving to bring this out. 
a * * 


5 pew press introduction to the 
Corvair was held Sept. 10 at the 
Proving Grounds where about 75 
writers from across the nation had 
gathered. 





(Continued on Page 71, Col, 4) 


There was much curiosity and 








tablished makes. Dodge has already | 
announced plans for its smaller 
Dart models and reportedly has still 
another compact unit in the works. | 
The industry swing to more 
compact models will bring num- 


Total Reaches 58.6 Million ... 





Cars in Use 





erous shifts in the auto market- | 
ing business in 1960. | 
If overall sales of Corvair, Falcon | 


WASHINGTON. — Motor-vehicle 
registrations in the U. S. this year 


and Valiant fall short of Big Three #re expected to total 70,416,000, an 
expectations, these producers al-| increase of 3.1 percent over 1958, 
most certainly will come out with according to B. D. Tallamy, Federal 
other vehicles designed to compete| highway administrator. 

more evenly with the lower-priced; He said the passenger-car total 
imported models. | is due to rise 3 percent to 58,591,- 





Business Barometer 
Automotive News Economic Index — 
98.7 Percent of Last Week 
108.3 Percent of Like Week Last Year 
Percent of 
Percent of Like Week 
° Last Week Last Year 
Auto Production ............... 24,354 140.9 101.2 
Teack Preduction .............. 12,194 79.2 180.3 
Auto Registrations—yYear to date. . 3,648,064 are? 131.3 
Truck Registrations—Year to date. 558,290 ney 135.4 
Steel Production—tons ......... 327,000 98.5 18.4 
Lamber Production—Board feet... 242,640,000 92.0 117.2 
Paperboard Production—Tons.... 250,491 74.6 81.4 
Soft Coal Output—tons ........ 7,325,000 100.8 103.1 
Oil Refinery Output—Borreis .... 50,222,000 97.6 101.2 
Electric Output—Kilowatt hours.... _13,109,000,000 95.3 107.0 
Barometer Freight Car Loadings 335,482 99.4 104.9 
Department Store Sales Index .. 148 106.5 120.3 
Stock Market Price Index....:.. 418.7 98.1 117.1 
U.S. Government Spending 
—Fiscal year to date .........+.. $19,565,779,000 er 103.9 
Commercial and Industrial Loans $28,958,000,000 99.9 ee 
Tr Bae athe sa cap ecicds $30,702,000,000 100.0 101.4 
Used-Cer Prices—Average........ $996 99.7 105.4 
Business Failures ................ 222 72.1 86.7 
Commo Common 
Stocks Sept. 16 Sept.9 1959 Range Stocks Sept. 16 Sept.9 1959 Range 
AMC....... 52 53 53% -25% ed eaikes os 49 50% 9 57% -39% 
Chrysler... 65% 65% 72%-50% Mack...... 41% 41% 49%-32% 
A 80 79% 85%4-50% __ erereree 14 12% 15%_- 9% 
GM........ 54, 54%, 58%-45 White...... 52% 53%, 60 -40% 
(Sept. 21, 1959) 














Gain 3 Pet. 


000. Trucks and buses are expect- 
ed to jump to 11,825,000, a boost 
of 3.5 percent. 

The No. 1 state in expected total 
registrations is California, with 7.3 
million. New York ranks second 
with 4.9 million, followed by Texas 
and Pennsylvania with slightly 
more than 4 million. 

Ohio, Illinois and Michigan are 
expected to have more than three 
million registrations, and New Jer- 
sey and Florida over two million. 
These nine states account for 51 
percent of the total, Tallamy said. 

Vermont is due to have the 

smallest number of vehicles, 148,- 
000, an increase of 18 percent 
over last year’s 145,413. Close be- 
hind is Nevada, with a likely ’59 
total of 156,000. 

Arizona leads in anticipated in- 

(Continued on Page 71, Col, 1) 


Hall Lamp Opens 
N. Carolina Plant 


DETROIT.—C. M. Hall Lamp Co. 
announced that its newly opened 
62,500-square-foot plant at Clinton, 
N. C., is in full production to han- 





dle the overflow of the Detroit plant} © 


capacity. 

Harry D. Hirsch, Hall Lamp 
president, said the Detroit and 
Clinton plants are producing a wide 
variety of auto parts for both the 
automotive original equipment and 
replacement markets. 

Among the newer products the 
company has placed at its Clinton 
plant, he added, are automotive 
door handles, mirrors, speedometer 
cables and tail lamps. 





in a Corvair 


Claims of Big 3 


Irritate Romney 


He Terms Rambler 
Industry’s Yardstick 


DETROIT.—George Romney; 
American Motors president, jg 
irked by conclusions which he saiq 
the Big Three have drawn in com. 
parisons of their new compact cars 
with the Rambler. 


He told a group of Rambler deal. 
ers in Miami at a preview of 
AMC’s 1960 models: 

“We are pleased at their public 
use of Rambler as a yardstick 
of the coming compact-car val- 
ues, but we are as unable to 
understand the conclusions made 
from such comparisons as to 
understand how their imitations 
of the Rambler constitute ‘an en- 
gineering breakthrough.’ ” 

He said the Big Three’s compact- 


could be “as confusing as their 
earlier horsepower claims.” 

“These claims will be directed at 
the Rambler because it has become 
the new standard of basic excel- 
lence,” Romney charged. 


He said he was puzzled by the 
thinking that the Big Three’s crash 
programs could result in a product 





anticipation among newsmen as 
to just how this rear-engine job 
would handle, 

Possibly the reporters’ curiosity | 
was whetted somewhat by competi- | 
tive claims that “our engines are 
up front where they belong” and by 
the sight of arrows hurtling back- 
ward through air. 

About eight or 10 Corvairs were 
available for the reporters to drive. 
The newsmen were permitted to 
drive the cars at any speed or in 
any manner they desired, although 
they had to follow a well-marked 
route on the infield and the track. 
A Chevrolet engineer usually rode 
in each car. 

+ * * 

OME of the reporters, while 

waiting for a turn around in 
the Corvair, elected to drive the 
’60 Chevrolets and Corvettes that 
were available. 

Several drove one Corvette 
whose passenger was a heavily- 
bundled, mustached gentleman 
who turned out to be Mauri Rose, 
the three-time winner at Indian- 
apolis and now a Chevrolet en- 
gineer. 

After Rose’s identity leaked out, 
a considerable demand for rides 
with Rose was created and he prop- 
erly edified the reporters by taking 
them around the track at near- 
Indianapolis speeds, 

After several perfunctory runs 
around the Milford grounds which, 
incidentally, is the nation’s oldest 
automotive proving grounds, I 
teamed up with Art Railton, auto- 
motive editor of Popular Mechan- 
ics. 

os + ok 


AILTON took the wheel, I 


| bler. 


| ers could be transmitted to their 


| ers who, on a crash basis, are 





climbed into the front passen- 
ger’s seat and an unidentified Chev- | 
rolet engineer leaped into the back | 
seat. Railton and I both agreed that | 
(Continued on Page 71, Col, 3) | 


comparable in quality to the Ram- 


“It is difficult to understand 
how the experience of their 
European technicians and work- 


American technicians and work- 


undertaking the biggest change 
in car engineering and construc- 
tion since the introduction of the 
enclosed all-metal body. 

“Perhaps they have discovered 
the process of transferring human 
experience and skill so it should be 
made known so parents can use it 
for the benefit of their children, 
and teachers and coaches can 
shortcut the tedious education, 
training and practice-makes-perfect 
process.” 

He said there are several other 
things he could not understand. 

“We cannot understand how a 
car that gives 30 miles to the gal- 
lon has 35 percent more gas econ- 
omy than our comparably equipped 
1959 Rambler American that has 
repeatedly given 30 or more miles 
per gallon in test runs by consumer 
organizations, trade publications, 

(Continued on Page 71, Col, 5) 





3 Zone Managers 


Named by Olds 


LANSING.—The shift of two zone 
managers and the appointment of 
another have been announced by 
Oldsmobile, They are: 

Theodore J. Higgins, from Minne- 
apolis zone manager to New York 
zone chief; James F. Mattox jr. 
from Charlotte (N. C.) zone man- 
ager to succeed Higgins, and Em- 
met H. Ryan, from assistant St. 
Louis zOne manager to replace 
Mattox. 

Higgins succeeds H. G. O’Connell, 
who recently was promoted to At- 
lantic regional manager. 





Ford's Canadian Economy Car— 


Ford of Canada's new economy car, the 


8. The car will be sold only in Canada through the company's Meteor-Mercury decl- 
ers. It will be offered in two-door and four-door models with heater, radio, auto- 
issi visors, tinted glass and trim kits as optional 

t c will be powered by a short-stroke, six-cylin- 
der engine producing 90 horsepower and 32 miles to the Imperial gallon of gasoline. 
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Frontenac, will go on public display Oct. 
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by Robert M. Finlay 











RE the auto makers getting dis- 

count fever over the compact 
cars before the real competition 
begins? 

At a press meeting the other day, 
a newsman asked the father of one 
of the new smaller cars how he 
hoped to compete with Volkswagen, 
which comes to the buyer at about 
$1,750, when his car would deliver 
for $2,100 to $2,450, depending on 
equipment. 

“Well,” he said, “our dealers 
have $385 in the car, and this is 
an extra profit item for them, So 
subtract about $300 or so and you 
get right down into the Volks’ 
price range.” 

Needless to say, this is not the 
way the dealers are looking at the 
new compact cars. 

Dealers see the new cars as an 
automotive value which they can 
sell at full price—at least until 
some of the bloom rubs off. 

Or, handling lines of cars with 
a different discount structure, deal- 
ers are revising sales plans so they 
can qualify the customer more 
quickly for one car or the other. 

“For example,” one dealer said, 
“if we take in the owner’s trade on 
the smaller car, we should take it 
in at its true value, while if we 
take it in on the full-sized cars, we 
have a few hundred dollars to play 
with.” 

+” * + 


Which Carries Which 


OME of the makers seem to look 
on the full-sized cars as carry- 
ing the dealer’s business, while the 
smaller cars are extra-profit items. 
Yet some dealers wonder if the 
smaller cars won’t wind up as the 
cars carrying the load for the full- 
sized cars. 

You run into an _ interesting 
mental switch when you see the 
smaller cars alongside the full- 
sized line. Last year there was no 
question about Ford, Chevrolet 
and Plymouth being the lowest- 
priced American lines, if not the 
low-priced lines. 

Yet the moment you place one 
Corvair among a group of full-sized 
Chevrolets, you change gears men- 
tally and think of the Corvair as 
the low-priced car and all of the 
full-sized Chevrolets as definitely 
medium-priced. 

And the interest is all in the 
Corvair, a truly different car which 
has certain performance and com- 
fort qualities not to be found in 
the bigger cars. Of course, the 
larger cars have certain other per- 
formance and comfort features the 
Corvair doesn’t have. 

But the plans call for Chevrolet 
dealers to sell 300,000 low-priced 
Corvairs and a million and a half 
full-sized medium-priced Chevrolets 
hext year. To put it mildly, this is 








Advertising News .............. 54 
Auctions, Used Import Cars ..... 65 
Auctions, Used U. S. Cars ....... 44 
Auto Dealer Changes ........... 26 
Auto Market Reports ............ 30 
me Tews BN BHIGT 22. ca cccesee 58 
Business Barometer ............. 2 
DE: NENT esac clsasesesenas 10 
IT UNGMIGEEUD ce. 6:0.s.0'0'9 0.60 y'0:06 6 25 
EE NES ong ooo bag 8 60.60 29 
RASA Aer 10 
TE, wedicboseocccesnes 49 
Highway & Safety News ........ 48 
ae eee ee 51 
Legislative News ............... 52 
I Re a a 10 
| Ae 50 
NI Ny. ea iol mo elahe'n wo 74 
Parts & Accessories News ........ S7 
Personnel (Factory) ............. 46 
Pe, OUND. o's 5-655 seco sees 56 
Prices, U. S. New-Car ........... 55 
Production by Makes ........... 73 
Salesmen—Case Histories ....... 60 
Service Highlights .............. 32 
IR GEG Oe oo wae cba ba cee v.aee 20 
Used-Car Market Report ......... 6 
I IN Ss acess Kid aed s 61 
ROY CP Te 2 
Washington Column ............ 14 

















not the usual ratio of low-priced to 

medium-priced cars. 
* * * 

Sign of Times 

NOTHER sign of the new-car 

discount fever was this line in 

the New York Times story on the 
newest thing in the S-P line, a 
smart-looking convertible: “Com- 
pany officials said frankly that they 
hoped dealers would push it at a 
discount to generate interest in the 
entire Lark line.” 

In this eagerness to meet price 
competition by means of dealer dis- 
count dollars, it is interesting to 
note that in recent years imported 
cars—with their full but smaller 
official discounts—saved many an 
American dealer from bankruptcy. 

You wonder, too, how long 
dealers could sell the compacts 
against the two leading imports, 
Volkswagen and Renault, for $50 
a car when the import dealers are 
getting $250 a car and more, 

Dealers tell us they have been 
getting the $250 and taking in the 
used-car at wholesale, making $330 
to $450 a car. 

Dealers scoff at the idea that the 
new compacts will be extra-profit 
items, which can be sold at $50 or 
so a car above dealer invoice, The 
$50 might cover the salesman’s 
commission, but dealers ask what 
about their extra expense in phone 
bills, extra used-car lot expense, 
extra service expense, to say noth- 
ing about the compact cars carry- 
ing their share of the overhead. 

The dealers see plenty of extra 
expense on servicing the new cars— 
especially since they are brand-new 
cars insofar as production lines are 
concerned. While factories point to 
100 percent warranty, dealers say 

that they often spend much more 
than they get back from the fac- 
tory, The factory pays for what is 
fixed. Often, dealers say, the dealer 
spends more finding out what to 
fix than in fixing. 

It could be that an aggressive 
policy to get dealers to discount 
to meet important competition 
would not succeed in meeting the 
import competition but would 
succeed in messing it up, 

From what we have seen of the 
new cars, if they are built right, 
they can win a place in the market 
on their own with a fair dealer 
markup. They don’t have to be dis- 
counted down to compete with the 
economy imports, for they repre- 
sent more automotive value than 
those cars. One Chevrolet dealer 
said the Corvair is the best-built 
car since the 1936 Chevrolet, which 
is his all-time favorite. 

ca * * 


One View 


™~ GIVE you an idea of one 
factory’s thinking on merchan- 
dising the compact car, here are 
quotes from the transcript of the 
press conference with E. N, Cole, 
general manager: 

QUESTION: Will the dealer 
make an allowance for the differ- 
ence in discount between the Cor- 
vair and the regular line? 

COLE: “We have no way of 
knowing how each dealer will han- 
dle that difference. We have better 
than 7,000 dealers, and I am of the 
opinion that we will probably have 
7,000 different plans of merchandis- 
ing these two products by our 
dealers. 

“We have a very aggressive 
plan to show our dealers how to 
sell the Corvair, but how they 
actually do it cannot be determ- 
ined until after we have been in 
the business a while. 

“Personally, I think the Corvair 
offers a good profit opportunity for 
the Chevrolet dealer, and he is 
getting this car without too much 

added investment. 

“In other words, it is a plus item 


for our dealers.” 
* 


* * 


Import Competition 


ANOTHER question dealt with 
competition against the im- 


ports: 
QUESTION: From what you have 
(Continued on Page 73, Col, 4) 





Tradition Shattered Among States... 





Wild Shuffle in Sales 


By Robert M. Lienert 
Associate Editor 
eee was a time in the auto 
industry—and not too long ago 
—-when factory chieftains liked to 
talk about their “historic” ranking 
in new-car sales, | 
In the raging sales competition | 
this year, no maker could be as- | 
sured of his sales standing in any 
given area. 
An analysis of state-by-state| 
market penetration shows the| 
rankings completely scrambled for} 


| where Chevrolet is the perennial 


the first half. Even at the top, 


front-runner, Ford captured first 
place in 22 states. Elsewhere in the 
Top Ten, the various makes show- 
ed no consistency in standings. 

* * oe 


5 hye analysis of sales penetration 
also showed that: 

1, In Oregon and Wisconsin, the 
Big Three consisted of General Mo- 
tors, Ford Motor Co, and American 
Motors, AMC’s Rambler outsold all 





Dealers Select Dates for Milwaukee Show— 


Dates for the 1960 Milwaukee Auto Show were set last week by the newly formed 
Executive Auto Show Committee of the Milwaukee County Automobile Dealers Assn. 
The eight-day show, Feb. 6-13, will once again be at the Milwaukee Auditorium and 
Arena. Committee members, seated, from left, are, Al Shallock (Ford), John D. Mad- 
den (Dodge) and L. E. Siegel (Cadillac). Standing: Ed Wehe (Studebaker-Packard) and 


Robert Black (Oldsmobile). 








Dealers Get a 


In New Labor Law 


By Frank Gawronski 
Staff Writer 

MALL businessmen, including 

several thousand auto dealers, 
are expected to benefit most from 
provisions of the labor-reform bill 
signed into law last week by Presi- 
dent Eisenhower. 

The bill is designed to halt union 
racketeering and to curb the eco- 
nomic power of or- 
ganized labor. 

The law is the first 
new major labor leg- 
islation put on the 
statute books since 
the Taft-Hartley Act was enacted 
in 1957. It amends the Taft-Hartley 
Law to limit union’s use of second- 
ary boycotts and picketing as a 
major economic weapon. 

The bill puts new restrictions 
on picketing designed to force 
employes to join a union or to 
force an employer to recognize a 
union as bargaining agent. 

The bill also puts a general ban 
on secondary boycotts aimed at a 
neutral third party in a labor dis- 
pute. A secondary boycott involves 
union pressure against a neutral 
employer in an effort to force him 
to cease doing business with an em- 
ployer having labor trouble. 

The bill also outlaws all hot- 
cargo agreements under which an 
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Break 


lations Board refuses to handle be- 
cause they are too small, This 
means dealers no longer will have 
to operate in a “no man’s land.” 

The bill also writes into law de- 
tailed controls over union internal 
operations on such points as fi- 
nances, elections, trusteeships and 
rights of members. 

+ * * 


Labor Forms Ready 


EANWHILE, James P. Mitchell, 

secretary of labor, announced 
that a Bureau of Labor-Manage- 
ment Reports has been set up in 
his department. 

The announcement last week 
said the department would issue 
preliminary regulations advising 
unions of procedures to be fol- 
lowed in filing trusteeship re- 
ports, which are due within 30 
days. 

The labor-organization report 





(Continued on Page 69, Col, 2) 


Chrysler Corp. lines combined in 
those two states. 

2, Miscellaneous makes (mostly 
imports) topped 20 percent pene- 
tration in two states — Florida 
and Nevada. 

3. Ford cracked Chevrolet’s dom- 
inance of the new-car market in 
Dixie — running No, 1 in such 
Southern states as Alabama, 
Georgia, Kentucky, North Carolina, 
South Carolina, Tennessee and Vir- 
ginia. 

4. Strength of the Big Three (in 
this case, GM, Ford Motor and 
Chrysler Corp.) was diminished 
least in the Midwest. The Big 
Three was softest in sales in 
Alaska and on the West Coast. 

5. Deepest penetration by any 
make in any state was Chevrolet’s 
29.88 percent in Oklahoma, A year 
ago, Chevrolet topped 30 percent in 


13 states. 
x * 


* 
a, endeavor produced 
some of the following sur- 
prises: Buick outsold Plymouth - 





New-car sales penetration table 
by states is on Page 62. 





and Rambler in Louisiana and 
Texas and ran ahead of Oldsmobile 
in South Carolina and Vermont. 

Cadillac outsold Buick in 
Washington, D. C., and tied with 
Buick in Nevada, Studebaker 
passed up Dodge, Buick and Mer- 
cury in New Hampshire. 

As noted above, standings were 
thoroughly shuffled, particularly 
among those makes trailing Ford 
and Chevrolet. 

Third place was held from state 
to state by four different makes. 
Four makes also shared fourth 
place; fifth was divided among six 
makes; sixth was held by five; sev- 
enth was shared by six; eighth was 
split up among five; ninth by five, 
and 10th by four makes. 

* * ob 


ORD was first in 22 states; Chev- 

rolet was on top in the others. 
Pontiac, third nationally, was third 
in 14 states, fourth in 18, fifth in 
12 and sixth in six. 

Plymouth, No. 4 overall, was 
third in 17 states (more than 
third-place Pontiac), fourth in 
seven, fifth in 19, sixth in six and 
seventh in one. 

Oldsmobile, fifth across the U, S., 
was third in nine states, fourth in 
17, fifth in 12, sixth in 10 and sev- 
enth in two, 

Rambler, sixth overall, was in 
third place in 10 states, fourth in 
eight, fifth in three, sixth in 16 and 
seventh in 13. 

‘ The No, 7 seller, Buick, was fifth 
(Continued on Page 71, Col, 1) 





Tampa Auto Show 


Moved Up One Day 


TAMPA, Fla.—The Tampa Auto 
Show will be held from Nov. 30 to 
Dec. 5 instead of Dec. 1-6 as an- 
nounced earlier. The show is spon- 
sored by the Tampa Automobile 
Dealers Assn. 

Jerome J. Berger, producer-direc- 
tor, said the dates were changed 
because of the recently passed 
“Sunday-closing” law. 








employer contracts not to do busi- 
ness with another employer if the} 
union so requests. | 

Another key change in the Taft-| 
Hartley Law permits state courts 
to assume jurisdiction over dealer-| 
ship and other business labor dis-| 
putes that the National Labor Re-| 


Breedlove Picked to Head | 


Amarillo Dealer Group 


AMARILLO, Tex.—J ohn Breed- 
love, general sales manager of 
Plains Chevrolet Co., is the new 
president of the Amarillo Automo- 
bile Dealers Assn. He succeeds Sid 
Stout, Amarillo Motors. 

Joe Poole, Poole Motor Co., re- 
places Breedlove as vice-president, | 
and Vic Peyton, Hedgecoke Motor | 
Co., was elected secretary treasurer. 


On the House... 








Wemhoft 


(for the ladies, of course) . 


Rambler rolls . 
disposed of his interest in Amos & 
owner of Trotter Pontiac, 





Are the Big Three’s compact cars overpriced; are 
the first prices announced just window-dressing; 
will they be lowered later? Ask each maker, after 
he’s examined his competitors’ cars piece by piece, 
and he’ll tell you: 
makers can charge such a high price.” Or is it just 
sOur grapes? ... 
Miss America, is president of Bluff City Motors, 
Inc. (Ford), Natchez, Miss... . 

Northern California dealer association has 
started a Hanford A, Crockard Memorial Trust 

Fund to aid worthy students... 
bumpers look like the next break-through for 
this metal, Manufacturer Dave Reynolds believes . 
dealers convention this week features a “strip-tease” fashion show 
. . Re the recent Falcon name battle 
between Ford and Chrysler: Chrysler’s Virgil Exner named one of 
his 1957 dream cars the “Falcon” .. 
For Rambler dealers flying to the preview at Oakland, Calif., West- 
ern Air Lines came up with a special automotive menu, like Metro- 
politan fruit cup, American Motors sirloin, Ambassador potatoes and 
. . NADA regional vice-president Andy Trotter has 


“I don’t see how these other 


Herb Mead, father of the 1960 


Aluminum 


. . New Jersey 


Andy Buick, Chattanooga; is now 


—Prte Wemuorr, Editor, 
Automotive News 
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Colbert Clarifies Valiant Program .. . 





Plymouth Nears Franchise Goal | 


(Continued from Page 1) 


for the common good of every- 
one associated with the com- 
pany.” 

Colbert said that many Dodge 
dealers have met the requirements 
of Operation Splitup by setting up 
separate Plymouth and Valiant fa-| 
cilities, while others have given up| 
Dodge to become exclusive Plym-| 
outh-Valiant retailers. 

“This regrouping of our dealers | 
Was made possible,” Colbert added, | 
“only because we were taking the| 
unusual step of bringing to market 
simultaneously two new, highly at- 
tractive cars in the low-price field. | 
In other words, these two cars—| 
the Valiant and the Dart—have 
enabled us to accomplish what no/| 
amount of talk and reasoning could | 
ever have done.” | 

* 


* * 


OLBERT cautioned expectant 

Plymouth dealers that although 
the new Plymouth-DeSoto-Valiant 
division will market the new com- 
pact, not every Plymouth-DeSoto 
dealer automatically will be offered 
Valiant to round out his line. 


location and market potential make 
it advisable,” he said, “the Chrysler- 
Imperial dealers will also handle 
the Plymouth or the Valiant, or 
both,” 

Reduction of the Plymouth 
dealer total from nearly 7,000 to 
4,000, according to Automotive 
News statistics, will compare 
with Jan. 1, 1959, franchise totals 
of 7,246 for Chevrolet, 6,897 for 
Ford and 3,229 for Dodge. 
“For the individual Plymouth 
dealer,” said Colbert, “this process 
of realignment and strategic loca- 
tion will mean greater volume and 
profit opportunities — and greater 
incentive. For the company it 
should mean substantial penetra- 


tion in the volume sector of the | 


market. 


“These same benefits will be en-| 


joyed by our Dodge dealers and by 
our Chrysler-Imperial dealers as 


the result of better location and 
increased concentration of mer- 
chandising effort, The new lineup 


|combination of favorable factors 





will appeal to 70 percent or more} 
of new-car buyers.” 
* ca * | 
OLBERT forecast retail U. S.| 
sales next year of between 6% 
million and 7 million new cars, up 
from this year’s estimated 6.4 mil- 
lion. He forecast sales of 1% mil- 
lion U. S.-built economy cars in 
1960 and included projections of 
600,000 import-car sales this year 
and 500,000 next year. 
“We do believe that the right 


| 


could push 1960 up to the 7-million 
mark,” he said. “That would make 
it the second highest year in the 
history of the business.” 

General Motors general managers 
have forecast a 6.9 million market 





Chrysler's Valiant Designed for Roominess— 
Designed for both roominess and accessibility, Chrysler Corp.'s new four-door Vali- 


for new-car sales in 1960, including 
500,000 imports. 

“In spite of our optimism,” said 
Colbert, “we are not expecting 
1960 to equal or surpass 1955, 
when 7.2 million cars were sold 
at retail.” 

The 1955 total included 58,000 im- 
ports, equal to about a month’s 
volume currently. 


ant is said to be exceptionally easy to enter and leave. Its doors are hinged for full 
opening and extend high into the roof line, allowing maximum clearance. In the front 
compartment, the roof-to-floor sweep of the “no dog leg" windshield pillar further 
facilitates passage. Comfortable clearance is provided for the driver between the 
seat cushion and the steering wheel. 


Chrysler’s Lines for 1960 


Colbert singled out as plus fac-| 


also gives the dealers in each group 
rations of dealer a range of products and prices that 


“Where conside 





Look at Plymouth-Dart Six— 


The completely new 225-cubic-inch, six-cylinder engine to be offered on 
Plymouth and Dodge Dart cars is shown above. The new power plant has a com- 
Pression ratio of 8.5 to 1 and is designed to operate on regular-grade gasoline. 
A new, optional three-speed lightweight automatic transmission, developed specifically 
for the six-cylinder engines, also is shown. 


Brisk Demand Bolsters 
Smooth New-Car Cleanup 


(Continued from Page 1) 











some factory quarters. General Mo- 
tors spokesmen have pegged the ’60 
market at about 6.9 million. Chrys- 
ler Corp. executives quote 6.5 to 7 
million as their estimate. 

* ae * 


N THE meantime, however, deal- 

ers must sell out what they have 
on hand. 

Dealers in Chrysler Corp, lines 
have the heaviest stocks at the 
moment. A corporation spokes- 
man said last week this was a 
calculated development. 

He explained that big dealer 
stocks were necessary because the 
factory needed a longer period than 
usual for changeover this year in 
going to unit-body construction. 

With end-of-model selling pre- 
occupying retailers, there remains 
one segment of the auto industry 
where “cleanup” is a word used 
only by the janitor. 

That, of course, is the import 
field, where model changes are 
frequently no more complex than 
a matter of changing the serial 
number. 

In quizzing several dozen import- 
ed-car dealers from coast to coast, 
Automotive News could find only 
one who admitted to current diffi- 
culty in sales. 

To a man, import dealers are 
conspicuously unimpressed by what 
they have seen of the new U. S.- 
built compact cars. 

Nearly all dealers questioned on 
the impact of U. S. compacts on 
import sales said there has been no 
effect so far. 

- oe cd 
ew expect any trouble. Some 
said the only imports threatened | 


by the new compacts are family 
sedans costing over $1,900. The new 
compacts, they said, will offer no 
competition to economy cars cost- 


cars or other specialized types of 
imports. 

Several dealers said news of 
the Corvair, Falcon and Valiant 
has already helped to boost sales 
of their own imported lines. 

Said one South Carolina dealer, 
“I fully believe that selling of small 
cars is still in its infancy.” 

In Dallas, an import dealer said, 
“I expect an increase in sales due 
to small-car publicity by the Big 
Three.” 

A Maryland operator, averaging 
50 new-import sales per month, 
said, “I believe more (imports) will 
be sold after the Big Three are all 


seen.” . 

| tod THE Pacific Northwest this 
was the comment: “We are 

dualled with American makes and 

both (imports and U. S.-built cars) 

seem to be exploding right now.” 

An Oklahoma City operator 
said the new compacts would 
hurt nobody in the import field 
“except marginal makes without 
real intrinsic value.” 

In discussing price-cutting, the 
vast majority of import dealers 
said they discount nothing. The 
average price cut among all dealers 
contacted with a shade over $70. 

In many cases, dealers said, these 
slashes were applied only to old 
stock or other hard-to-move pieces. 


* * * 








*60 | 


tors in the approaching market the 
following: 

Relaxation of international ten- 
sions occasioned by the LEisen- 
hower-Krushchev visit exchanges, 
marketing by all makers of domes- 
tic economy cars and a continued 
strong demand for good used cars. 

aK es ok 


“DDAST experience is no guide 
whatever to what will happen 
when these new economy cars are 
|made available,” Colbert noted. 
“They could generate a demand far 
in excess of any forward estimates 
that have been made, and it may 
| well be that in the coming months 
| the industry will be hard pressed 
| to meet that demand.” 
| Chrysler’s Valiant, to be intro- 
|duced to the public late next 
month, entered production last 
| week at Hamtramck. Chevrolet’s 
| Corvair and Ford’s Falcon will go 
jon dealership display Oct, 2 and 
er 8, respectively. 


Colbert observed that Chrysler 
achieved streamlined levels of ad- 
ministrative efficiency and vastly 
improved labor relations this past 
| year. He acclaimed the fact that 

after suffering long and costly 
strikes throughout the 1950's, 
Chrysler enjoyed a relatively 
walkout-free 1959. 

Chrysler also is eminently pleased 
with its new international manu- 
facturing and marketing arrange- 
ments and its year-old Simca tie- 
up, Colbert said. 

A prediction of further sales 
gains for Simca was made by D. R. 
Crandall, national sales director, 
who voiced confidence that the 720 
Simca dealers would continue to 





ing less than $1,900 or to sports | 


prosper in spite of the new domes- 
tic compacts. 

Crandall said Simca sales this 
year have already crossed the 32,- 
000 mark, compared to 17,125 reg- 
istrations for all of 1959. 


| 
| 





Are Previewed 


IAMI BEACH.—The Big 

Three's arrival in the compact- 
car market will catapult U. S. sales 
of domestic economy cars to ap- 
proximately 1% million next year, | 
according to L. L. Colbert, Chrysler 
Corp. president. 

Colbert made the forecast as 
Chrysler took the wraps off its ’60 
car and truck lines, including the 
economy-tailored Valiant and Dart 
models, at a press preview here. 

The Valiant four-door sedan, 
which will go on the public mar- 
ket the last week of October, en- 
tered production last week at the 
old Dodge Main plant in Ham- 
tramck, Volume assemblies are 
expected by the end of Septem- 
ber, with station-wagon output 
due before Jan. 1. The new 
Chrysler plant at St. Louis will 
begin building Valiants in Janu- 
ary. 

When St. Louis output begins, 
Valiant capacity will be 300,000 a 
year, said Executive Vice-President 
William C. Newberg. 

* * 7 


Tes 300,000 figure used for Val- 
iant coincides with the sales 
goal forecast previously for GM’s 
Corvair by Chevrolet Genera] Man- 
ager E. N. Cole. Ford had forecast 
that the Big Three compacts will 
chalk up between 750,000 and one 
million sales next year. Rambler 
and Lark sales this year are ex- 
pected to exceed 500,000. 

Along with all other compact cars 
except the Lark, the Valiant will 
have a unitized body. Chrysler 
Corp. is adopting this construction 
for all its ’60 cars except Imperial. 

Valiant’s four-door sedan and 

two-seat station wagon will be 

184 inches in overall length, com- 

pared with 180 for the Corvair 











Convenient Engine Accessibility— 

Front fenders on Dodge's 1960 cab-forward gasoline and diesel trucks swing out 
110 degrees at the release of a single latch to provide convenient engine accessibility. 
An alligator-type hood also opens a full 90 degrees vertically. 





for Press 


and 181 for the Ford Falcon. 

Valiant’s wheelbase will be 106% 

inches, shorter than either Cor- 

vair’s 108 and Falcon’s 109%. 

Valiant also will offer a 185-inch- 
long three-seat station wagon and 
with the two models, obviously ex- 
pects to get a jump on competition 
in the wagon field. 

The 118-inch-wheelbase Dart will 
be handled by Dodge dealers to- 
gether with the 123-inch-wheelbase 
Dodge cars. The Dart will be mer- 
chandised as an economy car and 
is reaching the market perhaps a 
year ahead of anticipated competi- 
tion from the medium-priced GM 
and Ford divisions. 

A Chrysler Corp. spokesman said 
last week that the corporation con- 

(Continued on Page 69, Col, 1) 


S-P Establishes 
3 Region Offices, 
Shifts Zone Men 


SOUTH BEND.—Creation of 
three regional sales offices and es- 
tablishment of a Detroit zone sales 
office by Studebaker-Packard are 
announced by S. A. Skillman, sales 
vice-president. 

The new regional sales managers 
are E. J. Platfoot, eastern region, 
and Glenn Finney, central region, 
with headquarters for both regions 
at South Bend, and L. G. Carne, 
western region, with headquarters 
at the San Francisco zone sales 
office. 

Platfoot and Finney have been 
promoted from representative and 
manager of dealer development, re- 
spectively. Carne formerly was San 
Francisco zone Manager, 

W. L. Dallas has been appointed 
zone sales manager of the re-estab- 
lished Detroit zone. He was former- 
ly Dallas zone manager. Donald A. 
DeVlieger is the new assistant zone 
sales manager. 

Other changes in zone field per- 
sonnel are: Edward B. Tate, Bos- 
ton zone sales manager, formerly 
Detroit city sales manager; John R. 
Wallace, New York zone sales man- 
ager, formerly Boston zone man- 
ager; W. O. Kumpf, Kansas City 
zone sales manager, formerly New 
York zone manager; M. L. Letten- 
maier, Dallas zone sales manager, 
formerly assistant Los Angeles zone 
manager, and Richard O, Chaney, 
San Francisco zone sales manager, 
formerly Kansas City zone man- 
ager. 








GM Executives Stage 
Blue-Ribbon Conference 


WHITE SULPHUR SPRINGS, 
W. Va.—More than 800 persons at- 
tended a blue-ribbon executive con- 
ference of General Motors officials 
last week at the Greenbrier Hotel. 

The super conference, held every 
two to three years, was the first 
under the administration of Fred- 
eric G. Donner, chairman of the 
board, and John F, Gordon, presi- 
dent. 
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Brightest 


new 
Cal 


on the 
horizon 


BMW 700 


Star of the Frankfurt Auto Show... here is the blueblood of economy cars, by the makers of the world-famous 


BMW 507! This new German pS has all these exclusives @ sleeker design ty finer appointments 
fine-car “breeding”. ..anda competitive price that makes this fashionable motor car 





unbeatable engineering 
right for the average family! You'll want this sensational new addition to the BMW 600 and BMW ISETTA 300. 


IN THE U.S.: FADEX COMMERCIAL CORPORATION + EXCLUSIVE IMPORTERS AND DISTRIBUTORS IN THE UNITED STATES FOR ALL BMW AUTOMOBILES * EXECUTIVE OFFICES, 487 PARK AVENUE, NEW YORK 22 | IN CANADA: BMW GANADA Lro., 3 RONCEVALLES AVENUE 


NEW YORK SPARE PARTS CENTER, 421 EAST 91, NEW YORK 28, TR. 6-7010 + WESTERN DISTRICT OFFICE & PARTS CENTER + 319 VAN NORMAN RD. + P. 0. BOX 422, MONTEBELLO, CALIF., RAYMOND 3-1348 | TORONTO 3, ONTARIO ° LENNOX 7-4167 
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Foreign Production Climbs .. . 





98 World Output 
Of Vehicles Declines 


WASHINGTON. — Although for- 
eign production was up, the drop in 
U. S. motor-vehicle output during 
the 1958 recession caused the world 
total for the year to fall below the 
1957 level, the Commerce Depart- 
ment said. 

World production in 1958 total- 
led 11,724,651 units, compared 
with 12,849,463 the previous year, 
according to the department’s 
Business and Defense Services 
Administration. 

The agency reported that U. S. 
auto output was down from 6,113,- 
344 in 1957 to 4,257,812 last year. 
Trucks went from 1,103,343 to 874,- 
255 and buses from 3,833 to 3,039. 

The foreign leader in auto pro- 
duction again was West Germany, 
where 1,306,854 units were built in 
1958, compared with 1,040,188 the 
previous year. 

The United Kingdom placed 
second in car output, up from 
865,000 to 1,051,551, and Italy was 
third on a '58 production total of 
369,009 cars, compared with 325,- 
488 in 1957. 

Soviet Russia topped foreign 


Three Promoted 
In Sales by S-P’s 
Mercedes Unit 


SOUTH BEND.—Three sales pro- 
motions have been announced by 
Mercedes-Benz Sales, Inc., subsidi- 
ary of Studebaker-Packard Corp., 
in line with increased sales and a 
new distributing program for Auto 
Union-DKW products in the U.S. 

Heinz Waizenegger has been ap- 
pointed sales manager for Auto 
Union-DKW products. R, A. Bald- 
win has been promoted to sales 
promotion manager for Mercedes- 
Benz and Auto Union-DKW, Walter 
J. Swarm has been named Mer- 
cedes-Benz truck and bus sales 
manager. 

Waizenegger, who will continue 
as sales -training director for Mer- 
cedes-Benz, joined S-P when it took 
over U. S. distribution of the Ger- 
man-built car in 1957. 

Prior to that he was passenger- 
car sales manager for Daimler- 
Benz of North America, Inc., and 
sales-training manager for Daim- 
ler-Benz in Germany. 

Baldwin, who also has been with 
the S-P subsidiary since 1957, had 
been administrative manager of the 
sales division. Swarm had been as- 
sistant to the president of S-P and 
has participated in development 
work. 


Mohawk Tires 
Drop Rayon 


AKRON. — Mohawk Rubber Co. 
has become the first manufacturer 
in the tire industry to produce and 
sell nylon cord tires exclusively in 
all its passenger-car tires. 

H. M. Faweett, president, said the 
company has discontinued rayon 
tire production and has converted 
all passenger-tire production to ny- 








truck producers with a total of 
389,000, a slight drop from 1957. 
The nation turned out 122,400 cars, 
compared with 90,000 the year 
earlier, 

The breakdown of world figures 
for 1958 follows: Cars, 9,157,468; 
trucks, 2,523,194; buses, 43,989. The 
’57 figures were: Cars, 10,095,106; 
trucks, 2,730,933; buses, 23,424. 


Ford’s Eggert 
Sees Economy Up 
65 Pet. by 1975 


CHICAGO.—A Ford Motor Co. 
market researcher predicted last 
week that the nation’s economy has 
the potential of increasing 65 per- 
cent by 1975. 

Robert J. Eggert said such an 
increase in the gross national prod- 
uct would mean a jump of $325 
billion over the $500 billion level 
expected to be achieved by early 
1960. 

Addressing the 29th annual meet- 
ing of the Central Motor Freight 
Assn., Eggert said the 65 percent 
increase, an average expansion of 
3.3 percent a year, assumes inten- 
sive effort in both private and pub- 
lic areas to ensure continued eco- 
nomic growth. 

Discussing the role that the 
trucking industry plays in the na- 
tion’s economy, he said that more 
than one-fifth of the total ton-miles 
of intercity freight traffic now is 
hauled by truck, and he predicted 
that trucking will grow in relative 
importance. 

“In just 15 years,” he said, 
“trucks are expected to haul over 
two-fifths of the sharply expanded 
total volume, or 1.1 trillion ton- 
miles of intercity freight traffic— 
over three times the 1960 levels. 
This is an average expansion of 7.7 
percent a year.” 


NADA Sets Forum 
On Import Dealer 


WASHINGTON. —-NADA Man- 
agement Services announces the 
first of its fall series of seminars, 
“The Management of the Imported 
Car Dealership,” to be held at the 
Savoy Hilton Hotel, New York, 
Oct. 6-7. 

Herschel S. Harkins, Sports Car 
Center, Asheville, N. C., will act as 
general chairman. Harkins was 
chairman of the first imported car 
seminar held earlier this year. 
Leading the discussion will be: 
Paul E. Herzog, NADA director of 
research; James C, Downing, presi- 
dent, Southern Sports Car Center, 
Atlanta, and C. Hunter Jones, cer- 
tified public accountant, Richmond, 
Va. 

James C. Moore, NADA executive 
vice-president, will discuss how 
current developments are affecting 
the imported car dealer and how 
NADA is assisting him. The sem- 
inar fee is $75 per person for 
NADA members and $100 for non- 











lon. Fawcett said this would help 
dealers simplify inventories. 


members. 





Late Report... 





index. 


lished for ’57s. 





Used-Car Market 


The overall average price of used cars sold at wholesale auction | 
last week declined $3 to reach $996, according to Automotive News’ 


As they have in recent weeks, late models again bore the brunt 
of the price setback. Losses amounted to $14 on ’59s, $17 on ’58s, 
$12 on ’57s, $6 on ’55s and $2 on ’52s. A new low price was estab- 


Three models moved in a counter pattern, with gains reported 
at $9 on ’54s, $6 on ’53s and $5 on ’56s. 

At a group of representative auctions last week, the average 
consignment was 207.3 units, compared with 226.9 a week earlier. 
It was the smallest offering in two months. The sales ratio was 66.6 
percent, a shade less than the 66.7 percent recorded the previous 


Auction reports begin on Page 44, 
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World Vehicle Output in 1958 
Cars Trucks Buses Totals 

MeN des sdigivinctdevecsieieivectensictds 4,257,812 874,255 3,039 5,135,106 
IE Fiikecchiestsbuototiestecevevsdend 297,025 4 de 355,365 
RETO 3,800 25,500 * 29,300 
SID acts cssecesssnstavscst scosmnss *#225,308 aa 241,364 
Austria 14,494 4,214 448 19,156 
Belgium 120,322 15,500 135,822 
Brazil 5,119 57,227 361 62,707 
Czechoslovakia 43,439 14,048 1,069 58,556 
Denmark ................. 13,467 3,515 199 17,181 
EEN evonstdiniivervevmiewsscsovereers inane 1,000 250 1,250 
ee 938,590 185,305 ns 1,123,895 
Germany, East 38,422 i ae 54,163 
Germany, West .................... 1,306,854 181,395 7,007 1,495,256 
RES. seibsteiileridsietsieeseieces «sean 3,683 1,414 5,097 
India 8,113 14,578 4,097 26,788 
Italy 369,009 §32,505 2,034 403,548 
Japan 50,643 228,931 7,628 287,202 
Mexico 23,583 16,835 2,056 42,474 
TIED cicsicservsevcesvessosiecs +16,030 3,482 639 20,151 
New Zealand ....................... 36,168 6,318 * 42,486 
LL , Ror 691 1,101 147 1,939 
EOD. Scvsecscncssscercensocsessce 2,668 |. ee 6,230 
NEEL ‘Dbunevssdhexedvsésbedyensese 11,507 10,233 670 22,410 
MEE | siverscrvsccerysteescenseoseees 31,500 8,900 * 40,400 
EEE «| soxcerspesevciverbseseniiins 68,896 19,000 2,414 90,310 
Switzerland 11,858 eee 12,396 
RENEE wedccsstsewvewsteccsetsreinis —— “Ceaniieds a ‘covennigh 46 
Tc tidhinriviedinaavaes .Snuiap . AO 174 
Of ) & ere 122,400 389,000 * 511,400 
SE UII cresscqssvescusiqheivise 77,227 19,027 * 96,254 
United Kingdom ................ 1,051,551 303,010 9,846 1,364,407 
ee 8,036 6,086 * 14,122 
eo een 2,936 4,089 671 7,696 
World Totals ................ 9,157,468 2,523,194 43,989 11,724,651 
* Included with trucks + Includes some motor scooters 

** Includes utility vehicles under 1 ton & Includes station wagons 








Chevy Dealers 


SEATTLE.—A new-car cleanup 
sale, believed to be the first of its 
kind anywhere, was staged here 
through the combined efforts of 
four Seattle Chevrolet dealerships 
and the Chevrolet zone office, 

The sale was held on the huge 
Civic Auditorium parking lot 
where more than 200 1959 Chev- 
rolets were displayed to the ac- 
companiment of bomb bursts and 
public address system ballyhoo. 
Flags, banners, pennants and 
Chevrolet signs decorated the 
display area, on which temporary 
desk and telephone facilities were 
installed. 

Participating dealers were West- 
lake Chevrolet, University Chevro- 
let, Davies Chevrolet and Nelson 
Chevrolet. 

The dealerships pooled their ef- 
forts, resources and sales staffs, 
and shared equally in the sales that 
resulted in accordance with a 
predetermined sequence, Salesmen 
received their commissions from 
the dealer for whom the sale was 





Tight Money Ups 
Car Loan Interest 
At N. Y. Banks 


The money market grew even 
tighter last week, producing a num- 
ber of side effects including an in- 
crease in interest charges on retail 
auto paper in several areas, 

New York City banks began 
moving up interest rates on retail 
installment borrowing and there 
were scattered reports that banks 
in other areas were either in- 
creasing their rates or thinking 
seriously about a boost. 

The New York banks had been 
charging $3.75 per year for every 
$100 borrowed on such items as 
new cars. The charge was discount- 
ed; that is, collected at the time the 
loan is made. The boost was to $4.25 








per year per $100. 

The New York increase was the 
first in four years and only the 
second since the banks entered the 
installment credit field more than 
30 years ago. The increase will have 
the effect of increasing the gross 
return to the banks on auto loans 
by a little more than one percent- 
age point. 

There is a wide variation in 
what the nation’s banks charge 
for auto loans, The amount of 
loan funds available and the de- 
mand for loans have a bearing on 
the charges along with competi- 








(Continued on Page 71, Col, 2) 


Join Forees 


For Huge Cleanup Sale 


made, regardless of their own af- 
filiation. 

One of the dealers was on hand 
at all times to make “on the spot” 
decisions as to credit, insurance or 
any other part of a deal. Two sales 
managers were on duty to accept 
deals and help with the closings; 
and two appraisers were on duty in 
the appraisal lane. 

In addition, each dealer had per- 
sons assigned to bring accepted 
|deals from the lot to the agency 
for speedy processing and return 
to the lot. 

An original operating budget of 
$8,500 was exceeded somewhat 
because of a two-day extension 
of the sale. Over $5,000 went into 
newspaper and radio advertising. 
On the sale site free prizes and 

favors were offered and food and 
drinks were sold at “old fashioned” 
prices—hot dogs at 7 cents, coffee 
and soft drinks at 3 cents per cup. 

Estimated attendance at the sale 
[vss 35,000, with 250 appraisals 
made and 141 sales attributed to 
the promotion. Of the latter, 66 
were actual deliveries from the dis- 
play, and the balance were sold at 
| the dealerships the following week. 
|The dealers felt that considerable 
| future business will be generated 
by the sale. 











Safety Committee 
Headed by Freed, 
Wagstaff, Holt , 


WASHINGTON. — Charles C 
Freed, J. B. Wagstaff and Victor 
Holt jr. were re-elected chairmag, 
vice-chairman and secretary-treag. 
urer, respectively, of the Inter-In 
dustry Highway Safety Committes®, 
at the annual board meeting. ; 

M. R. Darlington jr. continues to 
serve as managing director and « 
sistant secretary to the board. 

Freed is a director and past preg 
ident of NADA and a DeSoto-Plym 























C, C. Freed 
outh dealer in Salt Lake City. Wag- 
staff is vice-president and director 
of corporate sales of Chrysler 
Corp. Holt is executive vice-presi- 
dent of Goodyear Tire & Rubber 
Co. 

In addition to the three officers, 
board members elected to the ex- 
ecutive committee were H, L. Gak 
les jr., president of NADA; W, F, 
Hufstader, vice-president, General 
Motors; K. R. Schaal, president of 
the National Tire Dealers & Re 
treaders Assn., and H, D. Tomp- 
kins, vice-president of Firestone 
Tire & Rubber Co, 

In accepting the chairmanship 
for another year, Freed asserted 
the committee’s intention to con- 
tinue concentrating its action pro 
grams in three major areas of op- 
eration — vehicle condition, the 
young drivers of the nation and an 
improved highway system. 

“The 5 percent increase this year 
in the nation’s traffic deaths points 
up the need for intensifying our 
efforts,” Freed said. 

The board proposed expansion of 
Industrial Vehicle Safety-Check 
programs for employes, to help re- § 
duce “off-the-job” accidents, as a & 
particular area of concentration in fF 
the coming year. | 
Other members of the board in- 
clude: Roy Abernethy, vice-presi- fF) 
dent—automotive distribution and & 
marketing, American Motors Corp.; § 
G. R. Cuthbertson, general manager 
—tire division, United States Rub- 
ber Co.; L. A. McQueen, vice-presi- 
dent, General Tire & Rubber Co.; 
Charles F. Moore jr., vice-president 
—public relations and advertising, 
Ford Motor Co.; James S. Morri- 
son, first vice-president of the Na- 
tional Tire Dealers and Retreaders 
Assn.; Sidney A, Skillman, general 
sales manager, Studebaker-Packard 
Corp., and E. F. Tomlinson, presi- 


J. B. Wagstaff 
















































dent, B. F. Goodrich Tire Co. 


































Cooperative Outdoor Sale— 





Four Seattle Chevrolet dealers staged this mass outdoor display and cleanup sale 
of 1959 Chevrolets on a share alike basis. 
parking lot adjoining the Civic Auditorium. 











Over 200 cars were arrayed on the 
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RAMBLER DEALERS 


IN SALES 
PER DEALER 


(Reported by 
Automotive News, August 17, 1959) 






ARE IN THE TOP 





IN 6-CYLINDER 
STATION WAGON SALES 


Yes, Rambler Dealers, during the first 6 months 
of 1959, vaulted into the Top 3 in sales per 
franchised dealer. And they lead all dealers in 
sales of 6-cylinder station wagons . . . are in 
the first three in all station wagon sales, regard- 
less of price or number of cylinders. Wouldn't 
You Like to Go and Grow With Rambler? 


AND No. 





MAIL THIS COUPON TODAY 
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American Motors Sales Corporation 
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Calls Them ‘Calloused, Selfish’... 





Minn. Governor Rips Auto Makers 


By Donald M. Lyons 
Staff Correspondent 

ST. PAUL.—Minnesota’s Gov. Or- 
ville L. Freeman lashed out at the 
nation’s automobile ‘makers in a 
speech at the Minnesota Automo- 
bile Dealers Assn. convention here 
tabbing their failure to incorporate 
safety devices in new cars as an 
“incredible, calloused and_ selfish 
attitude.” 

Freeman warned the group 
that manufacturers will surely 
face Federal control such as the 
railroad, bus and airplane car- 
riers have now if they fail to 
heed the growing demand by 
safety officials to install safety 
devices. 

“About one half of 24,000 injuries 
in 1958 to Minnesotans on the high- 
way could have been avoided if 
medical and engineering studies on 


Factory Rebates 
Help Dealers on 
New Price Cuts 


(Continued from Page 1) 


payment of $150 per car, plus addi- 

tional awards for sales of Electras. 

This helped Galloway Buick, 

Greensboro, N. C., advertise savings 

of $500 to $1,000 on new '59 models. 
* * * 





N VIRGINIA, Norfolk Motor Co. 

announced “30 Bargains in 1959 
Oldsmobiles.” The cars were de- 
scribed, and “list prices” and 
“clearance prices” were quoted for 
each. Discounts ranged from $565 
to $860. 

The Oldsmobile rebate program 
offers dealers up to $175 per car. 

Another outgrowth of the fac- 
tery rebates is the “dealer-cost” 
or “$l-over-invoice” sale. Many 
dealers dislike these distress- 
merchandise ads, but they admit 
that the subsidies make it pos- 
sible for dealers to sell at such 


A Texan, working under Chevro- 
let’s $200 rebate, staged a “dealer- 
cost” sale, while new Edsels were 
offered at $1 over invoice by a 
Pennsylvanian who was taking ad- 
vantage of a $150 subsidy. 

. +. * 


N ADDITION to the rebates 
mentioned above, Mercury is 
paying dealers $150-$175 per sale; 
Chrysler has a $100 bonus plan, and 
Dodge dealers collect up to $165 per 


car. 

General Motors dealers fare 
best under the cleanup bonus 
programs. In addition to the end- 
of-model rebates, GM divisions 
pay their dealers 5 percent of the 
list price of any cars carried over 
into the new model year. 

Ford Motor and Chrysler Corp. 
also pay 5 percent on carryovers— 
but only if no cleanup bonus is of- 
fered. 

Studebaker pays dealers 5 per- 
cent of the list price of carryovers, 
and American Motors pays 4 per- 
cent. Neither Lark nor Rambler 
has a cleanup bonus plan in effect 
this year. 

a 
/ — 


+ * 











Why Dealers Get Gray— 


Stretched across the showroom window of Snyder-Lynch Dodge, Resada, Calif., was 


an advertisement that makes many dealers shudder—‘New ‘59 Dodges; $1 over 
Dealer's Cost." Many automen condemn -cost-plus advertising, but factory rebate pro- 
grams often enable dealers to make such claims at cleanup time. 





| Co. and Selby Motors. 


safety devices had been used,” 
Freeman said. 

“These figures are not pulled out 
of a hat. They are sobering statis- 
tics from studies conducted by the 
Cornell Automotive Crash Injury 
Research project, the Colorado 
State Medical Society and by Prof. 
James J. Ryan of the University of 
Minnesota Engineering School,” he 
said. 

Freeman listed a number of 
safety devices which could be in- 
stalled without loss of style or ad- 
ditional cost to the manufacturer. 
They were: Roll-over frames, seat 
belts, safety door latches which 
function at all speeds, padded 
dashes, recessed knobs, handles and 
projectiles both inside and outside 
the car, shock absorbing steering 
wheels and folding steering col- 
umns. 

He scored the automobile mak- 
ers “indecisive vagueness” when 
presented with the facts of these 
studies. “fhe manufacturers 
seem to be overwhelmed with the 
idea that consumers will not buy 
cars with these devices. Their 
stock answer seems to be ‘let’s 
test it some more.’ I’m sure they 
have not logically refuted the re- 
sults of the studies,” he said. 

Freeman added, “with the pros- 
pect of saving at least half of the 
persons killed in highway acci- 
dents, I’m not satisfied with the 
smug rejection of the automotive 
industry. 

“I cannot urge you too strongly 
to make an effort this year and in 
the following years to sell safety to 





Tucson Dealers 
Reluctantly Offer 
36-Month Terms 


TUCSON, Ariz.—Thirty-six month 
financing is being offered by new- 
car dealers here, but with little en- 
thusiasm. Until recently, Arizona 
dealers generally held the line at 
30 months. There were isolated 
cases of longer financing, but it 
Was never advertised. 

Holmes Tuttle Broadway Ford 
made the first announcement in 
local: newspapers, with Beaudry) 
Motor Co. following immediately. 

“We feel it will bring more peo-| 
ple in the market to buy cars,” said | 
Art Wilson, Tuttle vice-president. | 

“With smaller down payments, 
they can afford a new car.” 

Lee Beaudry, president of the firm | 
bearing his name, said he was still | 
not in favor of 36-month financing 
but that his firm had to go along 
with competition, 

He noted that organized dealers 
in the state have for a number of 
years worked with banks and fi- 
nancing companies to hold the 30- 
month line. 

Other new-car dealers offering 
36-month financing include Bill 
Hoffman Pontiac, Paulin Motor Co., 
O'Reilly Motor Co., Young Buick, 
Galloway Motors, Rollings Motor 
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your customers and to the manu- 
facturer. You will be performing an 
invaluable service to the customer 
and, in the final analysis, a mean- 
ingful service to the car maker. 

“Just as sure as I’m standing 
here, these changes will have to 
come. I hope it will be a voluntary 
change free from Congressional 
action.” 

Three convention veterans, 
H. L. Galles jr., Albuquerque, 
N. M., NADA president; Warren 
A. King, New York City, Life 
magazine automotive merchan- 
dising manager, and Dave Reese, 
Oldsmobile dealer at Drexel Hill, 
Pa., provided a varied conven- 
tion program designed to im- 
prove sales techniques. 

The Minnesota dealers were in- 
troduced to the “brainstorming” 
technique of verbalizing some 
major problems in selling automo- 
biles by King. 

In a spirited session the conven- 
tion audience discussed possible 
solutions to the age-old questions 
“What do you do to clinch a sale?” 
“How do you handle lending cars 
to service customers?” and “How 
do you get the salesman to go out- 
side the display room to make sales 
contacts?” 

One dealer pointed out that half 
of the final sales pitch must be 
made to the wife. Another said that 
he made the final sale a big pro- 
duction by driving the buyer to the 
garage, showing him the car up 

on a grease rack, pointing out new 
mechanical features and finally 
taking him for a trial spin show- 
ing how all the instruments work. 

Lending cars to service cus- 
tomers is successfully combatted 

by several dealers. One said he 
used a fee schedule to inform 
customer of the added service, 
another said he disconnected the 
fuel gauge in the borrowed car, 
cutting gas expense. 

Getting the salesmen out of the 
office took the form of cash induce- 
ments. King said one dealer gave 
an article of clothing for so many 
new orders. At the end of the year 
he held a party with the men wear- 
ing the clothes they had earned. 
“Needless to say,” King added, 
“some of the less eager came to 
the party quite barren of clothing.” 

Reese presented a thorough dis- 
cussion of how the dealer can make 
more profit by a careful review of 
his financial setup. “It’s about time 
some of our dealers recognized the 
fact that gross profits, not units, 
pay the bills,” Reese said. He point- 
ed out that Ford and Chevrolet 
dealers should set an objective of 
10 percent of sales. Other tips 
were: 

1, Trade cars at absolute whole- 
sale cash value. 

2, Retail or wholesale cars within 
30 days. 

3. Wholesale account should be 
black each month. 

4. Used cars should produce 8 to 
15 percent gross of sales. 

5. Pay salesmen an incentive 
bonus for highest total gross and 
high individual deal each month. 

6. Use a daily operating control 
every day of the month. 

7. Operate the new and used car 
departments based on daily gross. 

Reese chided the dealers for be- 
ing so lax in finding out where the 
money goes and trying to sell on 
volume. “Let’s get back to the posi- 
tion of selling for profit and con- 
trol expenses by carefully review- 
ing every minute detail in the deal- 
ership.” 

Galles told the convention that 
the national organization has con- 
tinued to work vigorously for fav- 
orable legislation in the nation’s 
capitol. He urged each dealer to 
work hard to uphold the integrity 
of all dealers by honoring the pro- 
visions of the “good faith law.” 

Officers elected were: president, 
Frank Pickard, Pickard Motor Co. 
(Chrysler-Plymouth), St. Cloud; 
first vice-president, Harold W. Lar- 
son, Harold Chevrolet, Inc., Minne- 
apolis; second vice-president, Rich- 
ard E, O'Connell jr, O'Connell 
Motor Sales, Marshall; secretary, 
W. H. Queenan, Hetfield-Queenan, 
Inc, (Dodge-Plymouth), St. Paul; 
treasurer, Omar Hilligoss, Hilligoss 
Chevrolet, Inc., Hibbing; director, 
Randolph Light, Randolph-Light, 
Inc, (Studebaker-Packard), Minne- 
apolis. 








Borgward Six Has Italian Lines— 


s 





Borgward's new four-door sedan is a six-cylinder model with Italian styling. The 
115-horsepower engine displaces 140.3 cubic inches and has a compression ratio of 
8.2 to 1. Coil springs are used all around, and all four wheels are independently 


suspended. 





Aluminum Bumpers Next? 


Reynolds Looks Ahead 


DETROIT.—Predictions that cars | 
would get lighter and lighter flowed 
like molten aluminum last week at 
the formal dedication of Reynolds | 
Metals’ new head- | 
quarters building | 
in Southfield, a! 
Detroit suburb. 

Executive Vice- 
President David 
P. Reynolds told 
a dinner of auto 
executives in the 
ultra-modern 
building that the | 
auto industry is 
leading the way 
in bringing about | 








David Reynolds 
lightweight components because of | 
aluminum. | 

A large maker of auto horns is 
switching from copper wire to 
aluminum strip coils for use in ’60 


models, he revealed. The biggest 
aluminum advance on 60s is in the 
Chevrolet Corvair engine. 

Jean A. Gregoire, French auto 
engineer, said the Renault Dau- 
phine probably would turn to 
more parts of aluminum alloy to 
keep costs down on future mod- 
els. 

“One general tendency of auto- 
mobile construction in the whole 
world is reduction of weight,” 
Gregoire said. “A reduction for 
which aluminum is the choice ma- 
terial.” 

At a press conference, Reynolds 


Galles to Keynote 

. . . 

Virginia Parley 

RICHMOND, Va.—-NADA Presi- 
dent H. L. Galles jr. will be the 
keynote speaker at the opening 
business session of the annual con- 
vention of the Automotive Trade 
Assn. of Virginia here Oct. 11-13. 

A presentation by Warren King, 
Life magazine’s automotive mer- 
chandising manager, will follow the 
Galles address. Dave Reese, Drexel 
Hill (Pa.) Oldsmobile-Rambler 
dealer, will direct a workshop on 
profits at the afternoon business 
session Oct. 12. 

Dr. Herbert True, University of 
Notre Dame, will discuss motiva- 
tion and creative thinking at the 
morning session Oct. 13. Dr, Karl 
Winters will speak at the annual 
banquet the evening of Oct. 12. 

A special entertainment program 
and prizes have been arranged for 
women guests. 








Dart, DuPont Team Up 


In Arctic Circle Trek 


WILMINGTON, Del.—A ’60 
Dodge Dart has been picked to 
carry the first woman ever to drive 
alone to the Arctic Circle, accord- 
ing to the sponsors of the event, 
DuPont Co.’s antifreeze section. 

Tom McCahill, automotive test- 
ing director and consultant to Du- 
Pont, acted as advisor in selection 
of a vehicle to make the 2,512-mile 
trip from Seattle to Circle, Alaska, 
north of Fairbanks. 

Driving the Dart is 39-year-old 
Mrs. Pat Sawyer, of Hemet, Calif., 
who was scheduled to leave Se- 
attle Sept. 18 and will arrive. in 
Fairbanks eight or nine days later. 





predicted that the average 1960 
model car would have 60 pounds 
of aluminum, compared with 52 
pounds on the ‘59s. In two years, 
the average use per car may rise 
to 100 pounds, he said. 

Next big automotive use in alu- 
minum is expected to be in 
bumpers. Increased use in en- 
gines, front and rear, also is ex- 
pected, he said. 

Progress also is likely in alumi- 
num use in wheels and brakes, 
Reynolds added. Reynolds said that 
aluminum bumpers which can pass 
any automotive test have been de- 
veloped. A drawback so far is that 
plants are tooled up for use of 
other materials, he pointed out. 





Relief on Reserve 


Dies in Senate 
Bill Is Lost in Rush 


To Reach Adjournment 


WASHINGTON.—A bill that was 
designed to give dealers a measure 
of relief on making tax payments 
on their finance reserves was by- 
passed last week as the Senate 
rushed to adjournment. 

The bill was passed unani- 
mously by the House but was in 
the Senate Finance Committee 
when adjournment came. A 
spokesman for NADA said the 
committee was expected to con- 
sider the bill shortly after Con- 
gress reconvenes in January. 

Efforts to get tax relief on fi- 
nance reserves were stepped up 
after the Supreme Court ruled that 
dealers must pay the tax on this 
income when it is credited to their 
accounts, not when it is actually 
paid to them, 

Reps. Wilbur Mills, Arkansas 
Democrat and chairman of the 
House Ways and Means Committee, 
and Frank N. Ikard, Texas Demo- 
crat, introduced a bill that would 
make reserve income taxable only 
when paid to the dealer or made 
available to him. 

Another bill was substituted for 
the original during hearings in the 
Ways and Means Committee and 
the second bill was changed before 
it was sent to the House. 

The final bill does not give deal- 
ers any relief from the Supreme 
Court ruling, taxes on finance in- 
come will still have to be paid when 
credited to the dealer’s account, 
not when received. 

The NADA spokesman said the 
association would seek further 
Congressional action on the ques- 
tion of delayed taxation of dealer 
reserves in January. 

There is no clear interpretation 
yet available on just what the 
House-passed bill on the reserve 
question provides. It appears to be 
centered on the dealer who is be- 
hind on his tax payments because 
he has considered reserve income 

as taxable only when received. 

These dealers apparently will be 
able to skip any taxes owed for 
years before 1954 and pay up any 
taxes owed for the period since then 
in up to 10 yearly installments. A 
clarification on the effect of ‘the 
bill is expected to be available soon. 
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For 14 consecutive years the Chicago 
Daily News has led this important 
market in new passenger car linage. 
Why? Because the Daily News delivers 
a mass audience of families interested 


in...and able to buy... newcars. 


If it’s new, tell folks about it 
in the Daily News! 


Chicago 
Daily News 


USE THE POWER OF THE NEWS... 
CHICAGO’S LEADER IN NEW 
PASSENGER CAR LINAGE 
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{ |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

¥ 2. Every dollar oat and oil taxes, collected by states and federal 
governments, applied to the building and maintenance of highways; 

f 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 
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Capsule Comment 


With the Big Three’s compact cars ready to debut, market 
penetration of imported cars reached a new high of 9.94 
percent in the U. S. during July—almost one out of every 
10 registered in this country. 


A big target for the new entries to shoot at. 


* * * 


In July also, latest registration figures show Rambler 
jumped to fourth place in the industry (a new high for 
this make), accounted for 6.50 percent of total sales 
and increased its share of the market over the previous 
month hy a wider margin than any other make. 


President George Romney has set a goal of 8 percent 
of total U. S. sales in 1960. 
* * a 
Prices on the Big Three’s compacts indicate that the low- 
est priced models will sell for over $2,000, ready to run in 
the factory city. 


Let’s hope the makers don’t expect the dealers to cut 
their profit margin to bring the price below $2,000. 
* * * 


On the darker side, stocks of used cars in franchised 
dealers’ hands rose by 22 percent to represent a 37-day 
supply as September opened. 

Prices, which have held up remarkably well this sum- 
mer, were expected to crumble shortly. 

* * * 

Declining at the fastest rate in history, new-car stocks 
dived from a record high of 976,390 on Aug. 1 to 719,113 
as September opened, AUTOMOTIVE NEWS compilations re- 

. And, to make things even more exciting, dealers report 

they're making a profit on the cleanup cars. 





Coming 
Events 


Dealer Conventions 


Sept. 20-22—34th Annual Convention, New 
York State Automobile Dealers, The 
Concord, Kiamesha Lake, N. 


Automotive Cartoon 


Of the Week 





Sept. 20-22—Colorado Aatémobile Dealers 





Assn., Broadmoor Hotel, Colorado 
Springs. 

Sept. 22—Kentucky Automobile Dealers 
7 ee Dam Village, Gilberts- 
ville, Ky 

Sept. 20-22—New Jersey Automotive Trade 
Assn., Hotel Chalfonte-Haddon Hall, 
Atlantic City. 

Sept. 21-22—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee, 

Sept. 27-28—New Hampshire Automobile 
Dealers, Mount Washington Hotel, 
Bretton Woods, N. H. 

Oct, 11-13—Automotive Trade Assn, of 
Virginia, John Marshall Hotel, Rich- 
mond. 

Oct, 17-19—Texas Independent Automo- 
bile Dealers Assn., Hilton Hotel, San 
Antonio, 

Oct, 18-19—Florida Independent Automo- 
bile Dealers Assn., Barcelona Hotel, 
Miami Beach, 

Oct, 18-20—Florida Automobile Dealers 
on. Hotel Robert Meyer, Jackson- 
ville. 

Oct. 20-2i—Federation of Automobile 
Dealer Assns. of Canada, Montreal. 
Oct, 25-26—Oklahoma Automobile Deal- 

ers Assn., Hotel Tulsa, Tulsa. 

Nov. 1!0—Connecticut Automotive Trades 

Assn., Statler-Hilton, Hartford, 

Nov. 15-17—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Nov, 21-23—Arkansas Automobile Dealers 
Assn., Hotel Arlington, Hot Springs. 
Dec. 2—Utah Automobile Dealers Assn., 
Utah Hotel Motor Lodge, Salt Lake 


City 

Jan. ’\7-19—National 
mobile ealers 
Convention, Eden 


Beach. 

Jan, 30-Feb, 3—National Automobile Deal- 
ers Assn., Washington, 

Feb. 14-15—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 

Apr. 24-26—Automobile Dealers Assn. of 
Alabama, Buena Vista Hotel, Biloxi, 


iss, 
. 2426—Ohio Automobile Dealers 


Independent Auto- 
Assn., 13th Annual 
Roc Hotel, Miami 





"Your wife's birthday is next week, Sam—it's time 
you started thinking about the gift.” 








., Commodore Perry Hotel, Toledo. 
1-3 — Georgia Automobile Dealers 


Letterbox 








Assn., British Colonial Hotel, Nassau. 

May 5-6—Joint Convention of Kansas 
otor Car Dealers Assn. and Missouri 

Automobile Dealers Assn., Hotel 





‘Public Interest. ... . 
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Pg ang Kansas —_. “=. - 
13-14 — th t 
A ag a ‘inten Fete, This is an open forum for the discussion of any subject of interest to our 
Charleston. readers, and your letters are welcomed. No attention is given to unsigned 
+ * letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 
Auto Shows 
4 + ga Auto Show, Frank- Fights T. Ss. provisions of the anti-trust laws 
Oct. J-li—Paris Auto Show, Grand Palais, We will appreciate if you will se aay ~d yt _—— 
Oct, 9-25—Texas State Fair Automobile | accept this letter as our opposition a deatio — =, nistration th 
Show, Dallas. to bill S. 4293, “The Franchised| ®PP » a 


Oct, 21-25—Iinternational Foreign & Sports 
Car Show, Commonwealth Armory, Bos- 


ton. 
Oct. 21-25—World's Fair Auto Show, In- 
dustrial Arts Bldg., Eastern States Ex- 
position Fairgrounds, West Springfield, 


Mass. 

Oct. 21-31—44th Motor Show, Earls Court, 
London, England. 
Oct. 24-25—International "500" Motor 
Sports Show, mag Memorial Audi- 
torium, Des 


Dealer Act’—territorial security in 
the sale of new cars—introduced by 
Hon. Charles E. Potter during the 
last session in the Senate of the 
United States on August 14, 1958, 
or a similar bill. 

We are opposed to bill S. 4293— 
or a similar bill—because it seeks 


to put into law the practice of ex- 
show, rir uN Aist ‘International Motor clusive sales territories for the sale 
Nov. S—Baton. Rouge Auto Show, |of new automobiles. We believe 


oy ya e, La. 

Nov. 12-22—San Francisco Imported Car 
Show, Brooks Hall, San Francisco. 

Nov. 13-22—Los Angeles Auto Show, Pan 
Pacific Auditorium, Los Ange 

Nov. 14-2I—Philadelphia fae =. Phil- 
adelphia, 

Nov. 21-29?—Cleveland Auto Show, Public 
Auditorium, Cleveland. 

Nov. 30-Dec, 5—Denver Automobile Show, 
Denver Coliseum, Denver. 


that territory security as referred 
to in this bill is nothing more or 
less than closed territory or ex- 
clusive sales territories, all of 
which practices most certainly are 
against the public interest. This 
bill puts exclusive sales territories 
under the title of distribution and 


Nov, 30-Dec. 5—Tampa Auto Show, Fort 
Homer Hesterly Armory, Tampa, __ 

Jan. 8-10—Birmingham Auto Show, Bir- 
mingham, Ala. 

Jan. 9-16—Pittsburgh Auto Show Hunt 
National Guard Armory, East Liberty, 
Pittsburgh. 

Jan. 9-16—Toledo Auto Show, Sports Arena 
and Exhibition Hall, Toledo. 
Jan. 9%17—Buffalo Auto Show, 

Avenue ‘edo f Buffalo. 

Jan. 16-24—52nd' Annual Chicago Auto 

Show, International Amphitheatre, Chi- 


cago. 

Jan, 20-24—Lincoln Auto Show, Pershing 
Municipal Auditorium, Lincoln, Neb. 

Jan, 24-28—International Foreign & Sports 
Car Show, Dinner Key Auditorium, Mi- 


ami, 
Jan. 30-Feb. 6—Rochester Auto Show, War 

Memorial Exhibit Hall, Rochester, N.Y. 
. arcane Auto Show, Artillery 


(seo > CALENDAR, Page 29, Col. 5) 


Maston 


ucts. 

It is our understanding that 
the Government’s two trustbust- 
ing agencies—the Justice Depart- 
ment and the Federal Trade 
Commission — are now stepping 
up the trend to mere prosecu- 
tions of exclusive sales territories 
violations of the Sherman Act’s 
ban against restraint of trade 
conspiracies. This position makes 
bill S. 4293 a violation of existing 
law. It is noted that bill S. 4293 
seeks to escape the power of 
these two Federal agencies by 
providing expressly that in the 





event of any conflict between the 


sale of complex mechanical prod- 











The Big Stories 
34 Years Ago 


The motor industry has cash and cash items in excess of $500,000,- 
000. Nine companies are estimated to have about $460,000,000. Cash 


holdings of Ford are estimated at $200 million; GM, 


$140 million; 


Chrysler, $25 million; Nash, $25 million; Studebaker, $19 million; 


Willys, $18 million; Packard, 
Hupp, $7 million. 


$15 million; Hudson, $12 million, and 


20 Years Ago 
Dodge’s 1940 models show price cuts of $5 to $15. Price reductions 


on the Nash range from $20 to $50. 


30 Years Ago 
Territorial protection for GM dealers will end with renewal of con- 
tracts in October. New agreements will be revised “in light of legal 
trends under the anti-trust laws.” The change is expected to have 


far-reaching effects in the field. 


—From Automotive News Files 


| proper service from new car deal- 











rT 


territory security provisions will 
govern. 

Senator Potter claimed that ter- 
ritory security is not the same as 
closed or exclusive sales territories. 
He claimed that bill S. 4293 does 
not prevent a dealer from selling 
outside his territory, and that cus- 
tomers are free to buy from the 
dealer of their choice. If this is 
true, why does bill S. 4293 require 
a dealer selling into the area of 
another dealer, or other dealers, 
to pay the infringed dealers what 
is claimed to be a small amount of 
compensation? 

What constitutes a small amount 
of compensation for an infringe- 
ment penalty? In the period after 
World War II when the Chevrolet 
Motor Division installed closed ter- 
ritories on its dealers, the penalty 
for infringement was $35. Bill S. 
4293 provided that a small amount 
of compensation will not be in ex- 
cess of 5 percent of the manufac- 
turer’s suggested retail price. 

In the instance of Chevrolet deal- 
ers, 5 percent of the suggested 
retail price will average higher 
than $150. Under present economic 
conditions, few dealers indeed will 
make enough profit, after applic- 
able expenses and losses, to pay a a 
dealer in another area the sum of 
$150 as a penalty—to permit what 
Senator Potter calls a free choice 
for customers to buy outside his 
area, 

Senator Potter claimed that the 
sale of a new car is a sale of a 
complex mechanical product, and 
therefore it is necessary that ter- 
ritory security provisions be made 
lawful in order that customers re- 
ceive proper service. Incidentally, 
he failed to mention that customers 
frequently do not buy from the 
local dealer because they prefer the 
service or general attitude of the 
other dealer. It so happens that 
Senator Potter freely admitted to 
facts which disprove that territory 
security provisions are necessary 
in order for. customers to secure 


ers. 
Senator Potter admitted that 


dealer franchises for years have 


required dealers to give new cars 
the presale conditioning and 
(Continued on Page 28, Col, 1) 
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TELILLLELLL LLL BAA LPREL ALLELE AAR 


SERVICE LEASING PLAN HELPS 
LOCATE SALES PROSPECTS, T00 





BEVERLY HILLS, Cal.—When a 
dealer’s leasing plan also enables him 
to sell—not lease—sixteen new cars— 
that’s news! This profit-making benefit 
of promoting the Service Leasing Plan 
was brought to light recently by Bev- 
erly Hills Ford Company of this city. 
According to Curtiss H. Bradford, 
Sales Manager, the dealership sold the 
sixteen units as a direct result of their 
leasing activity, while at the same time 
many profitable leases have been de- 
veloped. 


Four Benefits Cited 


Mr. Bradford cites four additional 
reasons why his dealership favors the 
Economy Lease offered through the 
Service Leasing Corporation: 

First, the plan is backed by a large, 
widely known financial institution. 
Second, it enables the dealer to contact 
the heads of soundly financed organi- 
zations with high credit and do busi- 
ness with the top man. Third, it gives 
the dealer plus business among the 
lessee’s employees because they would 
naturally be referred to the dealer. 

Finally, according to Mr. Bradford, 
the plan is easy to explain, and where a 
lease will serve a customer better than 
a purchase, he can recommend the plan 
with confidence. 

“To start the ball rolling in our 
area,” says Mr. Bradford, “we sent a 
brief announcement to selected cus- 
tomers, merchants and key men in cer- 
tain well-established companies. We 
had numerous replies and in a short 
time we had several leases going. 

“All told, we have had nine leases 
approved, one rejected (but we sold 
them two cars anyway), lost one to a 
local leasing company and sold four- 
teen units instead of leasing. All this as 
a direct result of the leasing activity. 
One leasing prospect which we worked 
on instead bought ten units, all deliv- 


” 
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ered within the last ten days 
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Douglas Doan (left), Partner, Beverly Hills Ford, and Curtiss 
Bradford, Sales Manager, waiting for ‘“‘Lease’’ car to be unloaded. 








Phone Follow-up Pays Off 


Mr. Bradford encourages his sales- 
men to turn in lease prospects, and fol- 
lows up personally. “‘Usually a phone 
call arranges the appointment,” he 
says, “and invariably the interested 
party will come to you. It’s a program 
that appeals to the businessman who 
operates a fleet of cars but can use the 
capital to make more profits. We par- 
ticularly like the repeat aspect of this 


plan. Once you get the master lease. 


signed, future deliveries are practically 
automatic. 

“‘We can recommend this plan toany 
dealer who contemplates a lease plan 
to meet the increasing demand for this 
service.” 

For full details on the Service Leas- 
ing Plan, write to G. A. Culp, Vice 
President, Service Leasing Corp., 650 
Madison Ave., New York 22, N. Y. 


OU AT... 


the Universal C.I.T. Hospitality Suite at 
the following State Dealer Conventions .. . 


CITY 
Colorado Springs 


STATE 
Colorado 
Kentucky 
New Jersey 
New York 
Wisconsin 
New Hampshire 
Virginia 
Florida 
Oklahoma 
Connecticut 
Mississippi 
Arkansas 


Atlantic City 
Kiamesha Lake 
Milwaukee 
Bretton Woods 
Richmond 
Jacksonville 
Tulsa 

Hartford 

Biloxi 

Little Rock 


Kentucky Dam Village 


DATES 
Sept. 21, 22 
Sept. 21, 22 
Sept. 21 


HOTEL 
Broadmoor 


Haddon Hall 
Concord Sept. 21, 22 
Schroeder Sept. 21, 22 

Mt. Washington Sept. 27, 28 

John Marshall Oct. 11, 12, 13 
Robert Meyer Oct. 18, 19, 20 
Tulsa Oct. 25, 26 

Statler Nov. 10 

Buena Vista Nov. 15, 16, 17 # 
Arlington Nov. 21, 22, 2330 








$50 AWARD IDEA 


“JALOPY NIGHT” IS 
SMASH HIT FOR DEALER 





A tie-in with a local theatre chain on 
a “jalopy night” promotion wins this 
month’s $50 Sales Ticker Award for 
George Cragin, Cragin Motor Com- 
pany (M-E-L), El Paso, Texas. 

It’s an idea any dealer can adapt in 
his own community. Mr. Cragin met 
with the manager of a local chain of 
drive-in theatres, and worked out this 
plan. Cragin Motor Company donated 
a $100 wholesale car to the chain, and 
the theatres conducted a jalopy night. 
Patrons had to register at their theatre 
and be present to win when the jalopy 
was given away. 

The theatres had a special advertis- 
ing trailer produced, and Cragin Motor 
Company received free advertising. 
The theatres donated free passes to the 
dealership, which were given away free 
to all adult members of a family when 
they came in for a demonstration ride. 

The free movie ticket offer was ad- 
vertised by Cragin, along with the 
names of the theatres participating. 

The result was a ‘“‘smash hit’’ for all 
concerned. Cragin Motor Company re- 
gards the promotion as so successful 
that they will use it again in six months. 
The theatre chain, in turn, has asked 
for a “re-run” as soon as possible. 

Any dealer who considers staging. 
this promotion should, of course, check 
the legal situation in his community. 





CyT saLes TICKER 


Published monthly by Universal C.I.T. Credit Corporation, the Sales Ticker contains items of interest to automobile dealers and salesmen. 





“FRIENDLY AID” CASES 
PROVE CUSTOMERS 
APPRECIATE EXTRA SERVICE 


Whenever a serious flood, hurricane 
or tornado hits an area, Universal 
C.I.T. publishes an ad in the local 





newspaper offering “friendly aid’ to- 


customers whose property is damaged. 

This aid may take the form of exten- 
sions or postponement of payments, or 
small loans—through an affiliated com- 
pany—for the replacement of house- 
hold appliances or furniture. In addi- 
tion, Service Fire adjusters are rushed 
into the area to make on-the-spot ad- 
justments on insured cars. 

What actually happens when a 
“friendly aid” situation develops in an 
area? To learn actual case histories, the 
Sales Ticker staff investigated several 
areas where recent disasters occurred. 

In Findlay, Ohio, for example, a seri- 
ous flood developed early this year. Mr. 
H. G.*, a customer of McCullough 
Motors Sales Company, reported that 
he had been washed out by the flood, 
and requested help from the local Uni- 
versal C.I.T. office. 

Mr. G. was granted extensions for 
the months he felt would be required 
until he was able to recover from the 
damage. According to the Branch Man- 
ager, “‘After the extended months, Mr. 
G. continued paying his account in his 
customary excellent paying habit.” Re- 
sult—a continuing satisfactory rela- 
tionship among customer, dealer, and 
finance company. 

In Cleveland this past winter, Mr. 
W. made his home in a trailer situated 
on the lower banks of the Huron River. 
A flood completely washed out the 
trailer and all furnishings, leaving Mr. 
W. homeless. He notified the local Uni- 
versal C.I.T. branch, and an extension 
was granted from January 6 to April 7. 
Since then, the customer has continued 
his payments satisfactorily. 

Nearby, in Warrensville Heights, 
Ohio, Mr. S. ownsa basementless home. 
As a result of a flood, Mr. S.’s carpet- 
ing and several other household items 
were ruined. To help replace these 
items, Mr. S. obtained a substantial 
loan from Universal C.I.T.’s loan 
affiliate. 

In Mt. Vernon, Ohio, the W. family 
was completely inundated by a flood. 
The Red Cross moved the family out 
of the flooded area. Mr. W. then ap- 
plied to our loan affiliate for a loan. 
According to the local branch office, 
this is the second account with the W. 
family, since Universal C.I.T. Credit 
Corporation finances a car for them. 

These are only a few examples of 
“friendly aid” in operation, another 
way in which Universal C.I.T. fulfills 
its pledge to continue the customer 
goodwill established by its dealers. 


*Customer names not used because all Universal 
C.I.T. transactions are confidential. 
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9500 LAKEWOOD e DOWNEY, CALIFORNIA 


9500 LAKEwoop BOULEVARD 
DOWNEY, CALIFORNIA July 6, 1959 


Culp, Vice President 
asing Corporation 
On Avenue 
New York 22, New York 


Dear Mr, Culp: 


Let us tell you of an actual experience with the Service Leasing 
Corporation lease plan. 


Late in the fal] of 1958, we had bid toa large oil company in 
Los Angeles for a fleet Of 22 hair ton Ford panel trucks, 4A Los Angeles 
leasing company contacted this oi] Company and sold them on the idea 
of leas rather than purchasing their trucks, 


This meant that we were to lose the entire fleet business of 
this oil campany. In desperation we called in your local representative 
in Los Angeles, Mr. S. c, Webb, requesting that he contact this oil 
company on your leasing program, 


we leased this oil ¢ 
id, and received 
te 


Best wishes for 800d leasing in 1960. 


DOWNEY AUTO CENTER 


La Ged, 


Ralph Graham 
Vice President 














Lost Fleet Sal 
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9424 DAYTON WAY . BEVERLY MILLS, CALIFORNIA 
CRestview 4-6753 


July 6, 1959 





Mr. George A, Culp, Vice President 
Service Leasing Corporation 

50 Madison Avenue 

New York 22, New York 


Dear Mr, Culp, 


May we take this Opportunity of thanking you for the fine lease 
Program that Service Leasing Corporation have installed with 
Our company, 


In December of 1958 our board of directors approved an ambitioug 
Sales expans On program that involved the employment of many new 
Salesmen and the purchase of a considerable fleet of = Ton 

Panel Trucks, 


investigate the 
S rolling 6quipment, 


Frankly, Mr, Culp, we checked all the leasing Plans 


offered to us here in Los A after 
very Carefully, Selected 


it has be 
Angeles a 


Sincerely, 


H, Cromwell, Jr. 
Trice President 
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AUTOMOTIVE WASHINGTON 








Fast Rise in Road Costs 
Target of House Quiz 


By William Ullman 

Washington Bureau Chief 
_— the Federal roads program assured of enough| 
money to continue on schedule, the House of Repre-| 
sentatives now will try to find out why the costs of highway 








building rose so fast. A select* 


Public Roads subcommittee 
has been named to carry on a com- 
prehensive 


investigation of the 
Federal-aid pro- 
gram, with hear- 
ings expected to 
start late this fall. 

Picked to head 
the probe is Rep. 
John A. Blatnik, 
a member of 
Minnesota’s Dem- 
ocrat-Farmer-La- 
bor Party, and a 
former school 
teacher, intel- 
ligence officer and 








paratrooper. Chairman Blatnik 
promised that the investigation 
“will be thorough . . . the members 
are in dead earnest about this.” 
In creating the subcommittee, 
House Public Works Committee 
Chairman Charles A, Buckley, New 
York Democrat, said the action was 
“necessary and advisable in view 
of the magnitude of the program, 
increased cost problems, and infor- 
mation received by the committee 
alleging deficiencies, wasteful ex-| 
travagance, and disregard of public 
sentiment in routing portions of the | 
Interstate System.” 
The Blatnik investigation, he 
said, will include a study of all 








“policies, procedures, and prac- 
tices” in administering the high- 
way program, Besides Rep. Blat- 
nik, there will be 17 members of 
the select probe group. 

It is significant that in announc- 
ing the charges that would be in- 
vestigated, no charges as such were 
leveled against the Bureau of Pub- 
lic Roads, the agency with primary 
responsibility for administering the 
highway program. Several decades 
of honest and careful administra- 
tion have earned the Bureau a rep- 
utation as a skilled, down-to-earth 
arm of Government. No scandal 
ever has been connected with the 
Bureau or its staff, in the recollec- 
tion of this columnist. 

The Public Works probe will be 
in addition to an investigation an- 
nounced earlier by the House Ways 
and Means Committee. That one 
will take a look at the whole fi- 
nancial structure of the Federal 
highway program. 

* ok 


Auto Legislation 


y Congress expected to have 
adjourned by the time this 
column is published, it is time to 
take a look at the brief record of 
automotive legislation approved by 
this Congress. 

Shortly before adjournment, the 
House had approved the Roberts 








Supplier Says Valiant 
Will Offer Station Wagon 


DETROIT.—Chrysler Corp.’s 
Valiant apparently will be the 
first of the Big Three compact 
cars to offer a station wagon. 
A supplier said last week that it 
is furnishing material for the 
“Valiant Deluxe four-door sedan 
and station wagon.” 

Ford expects to bring out a 
Faleon wagon by next spring. 
Chevrolet has said that a station 
wagon probably will be added to 
the: Corvair lineup, but no date 
has been mentioned. 





bill to require reasonable safety de- 
vices and equipment on Govern- 
ment-owned motor vehicles. 

It also had passed the Ikard 
bill, affecting income tax treat- 
ment of so-called dealers’ re- 
serves, That measure says that 
auto dealers and others who sell 
installment paper to banks and 
finance companies need not g0 
back further than 1954 in paying 
back taxes. It also provides two 
alternative methods for paying 
the tax due on the income that 
has not previously been reported. 
Both the Roberts and Ikard bills 
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Dry type air filters are today’s fastest 
growing service item—used as origi- 
nal equipment by all car manufac- 


turers. 


AVE DRIVERS 3: A GALLON 
EARN YOURSELF *1 A MINUTE 


Big money 
for everybody 
in 
spectacular 


FRAM 
AIR FILTER 
DRIVE 








GAS-SAVING STORY MAKES NEWS! National magazine advertising and a coast- 


to-coast outdoor campaign are delivering over 700 million FRAM ad messages 
this year. Don’t miss out on big air filter profits— Act Now! 


BOOST 
GAS 
MILEAGE 





Automotive authorities agree these 
filters clog with dirt and can cut 
gas mileage up to 10%. Replace 
clogged filters with fresh Fram Filters 
— you can save customers as much as 
3¢ a gallon on gas! It’s a great sales 
story—in a great new replacement 
market. 


Fram now puts you into this big- 
profit business fast—with this full 
scale air filter sales drive. Order a 
full supply of Fram Air Filters—and 
cash in. 


Win 5 Silver Dollars! Catch the Fram Air Filter Fantom! 


Drivers of Fram Air Filter Fantom Cars are 
calling on dealers everywhere! When one 
drives in, any dealer who asks to check 
the air filter immediately gets 5 Silver 
Dollars. If you use any light test, you 

get $10! See your supplier for details. 





10: 


/ WITH ANEW 


FRAM 


/ AIR FILTER 





TIE IN! This dramatic poster makes 
you headquarters for gas-saving 
service! Display it. Get full benefit 
of Fram’s hard-hitting advertising. 


*patented 
tpatent pending 





CASH-IN! Earn $1 a minute! It 
takes less than 2 minutes to install 
a new Fram Air Filter—and the 
profit is almost $2! Sales come easy 
when you use a Fram Inspect-O- 
Scope * or Inspect-O-Litet. 





O/L*AIR*FUEL+*WATER 


Fram Corporation, Providence 16, R. I. 


were awaiting Senate action in the 
final hours of this session, but nei- 
ther measure was considered 
“must” legislation by Senate lead- 
ers. 

Legislation that did become law 
during this session generally spell- 
ed bad news for car retailers. To 
pay the rising costs of the roads 
program, the gas tax went up a 
penny—ostensibly for 21 months 
only. At the end of that time, the 
law calls for a transfer of half the 
10 percent auto excise tax from 
the Treasury’s general fund to the 
Highway Trust Fund. 


If this transfer actually takes 
place, it will mean that the auto 
excise tax is with us for another 
five years, at least. Despite the 
new law, however, Congress has 21 
months to come up with an alter- 
native law. 


More bad news came when 
Congress extended the 52 per- 
cent corporate tax rate and the 
“emergency” excise taxes on Cars, 
parts, trucks and buses. Just 
about the only cause for rejoic- 
ing in dealer ranks this year 
came with passage of the Lan- 
drum-Griffin labor law, the 
“tough” version. 


Territory security, which stole 
most of the dealer news columns 
this year, was put on the shelf 
until next year. Members of the 
Senate Auto Marketing subcom- 
mittee will talk over the idea with 
dealer constituents at home this 
fall, and try to figure out what to 
do next. 

One member, Senator Clifford 
Case, New Jersey Democrat, asked 
dealers in his state to write him 
their views, but less than a fifth 
bothered to respond, Those that did 
favored territory security two to 
one, but 141 replies isn’t much of a 
sample out of 1100 retailers, 

Why the dealer apathy on the 
question is anybody’s guess. 

a co * 


AAA Conclave 


TOMORROW (Sept. 22) the 
American Automobile Assn. 
opens its two-day annual conven- 
tion at Atlantic City, The meeting 
will be the 57th for AAA, and it will 
feature a luncheon address by 
Chrysler Corp.’s L. L. Colbert, pres- 
ident of the Automobile Manufac- 
turers Assn. 

Other speakers will include Gov. 
Robert E. Meyner of New Jersey 
and Rowley J. Hastings, president 
of the Canadian Automobile Assn. 
AAA President Frederick T. Mc- 
Guire will preside at all official ses- 


sions. 
* * * 


Battery Catalog 


A NEW Catalog of Technical Re- 

ports listing all reports in the 
field of batteries available to the 
public from the Government’s col- 
lection costs 10 cents. It may be 
ordered from OTS, U. S. Depart- 
mas of Commerce, Washington 25, 





Foy Quits Board; 
Bogan Made VP 


NEW YORK.—Byron C. Foy, 
son-in-law of the late Walter P. 
Chrysler and a Chrysler Corp. di- 
rector since 1930, has retired from 
the board of di- 
rectors. A former 
DeSoto president 
and car distribu- 
tor here, Foy was 
the last kinsman 
of the company 
founder to retain 
an active connec- 
tion with the 
company. : 

Chrysler Presi- : 
dent L, L. Colbert a 
announced the Byron C. Foy 
election of B. W. Bogan as pur- 
chasing and supplier relations vice- 
president and of Robert C. Page 
as a director, succeeding Foy. 

Bogan, 50, is a former Dodge ex- 
ecutive engineer who has served 
recently as executive assistant to 
W. C. Newberg, executive vice- 
president. Page has been president 
of Phelps Dodge Corp. since 1947. 














Exchange Buildings 
SYLVESTER, Ga. — Jones 
Brothers Chevrolet Co. and Syl- 
vester Motor and Tractor Co. 
have exchanged buildings. Jones 
Brothers is now at 301 Franklin 
St. and Sylvester Motors at 301 
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Used-Car Deals Doubled in 36-Hour Marathon... 








Unusual Ideas Spur Sales 


By C, Thomas 
Staff Correspondent 

EL PASO, Tex.—Joe Zink, used- 
car sales manager at El Paso Ford, 
came up with a number of novel 
special-discount offers to promote a 
weekend cleanup drive that more 
than doubled sales. 

Here’s an example: One radio 
spot announced that “the first 
one coming to our lot wearing a 
Bikini will receive a special dis- 
count on any car of their choice.” 

Special discounts also were of- 
fered to the first person coming 
in with a hula hoop and a home- 
made apple pie. Two others who 
sang “God Bless America” without 
any errors also got a special rate. 

A lower price was offered to the 
first person in with a Rudy Vallee 
recording of “Vagabond Lover.” It 
went to a customer who brought in 
a phonograph to play a record of 
Vallee singing “My Time Is Your 
Time.” 

Two more persons who had 
heard the radio spots came in late 
at night with steaming pots of 
coffee to get their special dis- 
count. 

Discounts also awaited the first 
person in on a pogo stick and one 
wearing a World War I military 
uniform. But there were no takers, 

A 1954 Buick Riviera hardtop was 





Replacement Sales 


Of Tires Climb 
Nearly 10 Percent 


NEW YORK. — Sales of replace- 
ment tires continued their upward 
trend this year, with a total of 66,- 
750,000 tires bought by car-owning 
families during the 12 months 
ended May, 1959. 

This was a jump of almost 10 
percent over last year’s sales for 
the same period, according to the 
23rd annual National Automobile 
and Tire Survey by Alfred Politz 
Research, Inc., under the sponsor- 
ship of Look magazine. 

In contrast to last year’s survey, 
which showed that 42 percent of 
the nation’s car owners purchased 
replacement tires, the 1959 study 
shows that virtually half (49.4 per- 
cent) of all car maintainers had 
bought one or more replacement 
tires. 

While sales of both new and re- 
tread replacement tires are up over 
the preceding year, there are indi- 
cations that retread sales are mov- 
ing ahead at a faster rate than 
sales of new tires, it was stated. 

The survey showed that sales of 
new rubber amounted to 51,450,000 
tires—a jump of 2,350,000 over last 
year—but sales of retreads, total- 
ling 15,300,000 were up 3,550,000 over 
the same period. Percentagewise, 
retreads represented 22.9 percent 
of total replacement tire sales in 
the recent survey, as against only 
19.3 percent in last year’s study. 

The survey showed that 3.5 per- 
cent of new tires were purchased 
from new and used-car dealers, as 
compared with 33.4 percent from 
service stations. 





Dart, 2 Compacts 


Use Lurex Yarn 


MIDLAND, Mich.—The Dodge 
Dart, Ford Falcon and Chrysler 
Corp. Valiant will have interior up- 
holstery fabrics styled with Lurex 
Metallic yarns, according to Dow 
Chemical Co., maker of Lurex. 

Dow said the Dart has “Dakar” 
fabric originated by Swift Mfg, Co.; 
the Falcon contains “Nub Tweed” 
by Bachmann-Uxbridge Worsted 
Co., and the Valiant has a “Valen- 
cia” fabric made by Sidney Blu- 
menthal & Co. 





Railway Equipment Division 
Set Up by Sparton Corp. 


JACKSON, Mich.—Sparton Corp. 
has created a railway equipment 
division to keep pace with its ex- 
Panding business activity in the 
railway industry. 

Headquarters for the division will 
be 17333 Healy Ave., Detroit, where 
the corporation’s Allied steel and 
conveyor division is located. W. E. 


™ McKittrick, corporate vic e-presi- 


dent, will be general manager of 
the division. 





bought by a man 90 miles away 
who phoned in his order after see- 
ing the car advertised on TV at 
$595, according to Zink. 

The 36-hour sales marathon 
started at 9 a.m, on a Friday and 
ran through 9 p.m, the following 
day. Zink said 43 cars were sold 
during that time, each sale averag- 
ing out at $1,300 for a gross of 
$55,900. 

Spot announcements were 
broadcast every 15 minutes dur- 
ing the day on two radio stations 
and every 15 minutes on the city’s 
only 24-hour station, Zink said. 
Newspapers and television also 
were used. 

“It takes novelty and a sense of 
fun to put one of these marathons 
over,” said Zink. “Merely being 
open around the clock isn’t enough. 
There has to be a gimmick to get 
people talking and laughing about 
the promotion.” 

He said he is planning to stage 
a similar campaign “just as soon as 
I can think of some new gim- 
micks.” 

“The promotion cost $900 and for 





the expense and added effort, 43 
units were sold in a period during 
which only 20 sales would have 
been made normally,” Zink said. 

Salesmen must be told about 
the promotion at least two weeks 
before it’s staged, he added, and 
they must be willing to work 36 
straight hours. 

“Without their wholehearted co- 
operation, one of these type sales 
promotions can fall flat on its face,” 
Zink said. 

He said the salesmen began 
working on prospects seven days in 
advance of the promotion. 

“Each salesman had to make a 
minimum of 60 phone calls a day 
to alert people to watch for what 
would happen,” Zink added. “And 
each had to send 25 postcards to 
persons whose names were chosen 
daily from a registration list.” 

He said that during the promo- 
tion two of his six salesmen sold 
nine cars each. 

“We're still making sales that can 
be traced directly to that mara- 
thon,” Zink said. 





i 
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Briefing Session— 





Joe Zink, right, used-car sales manager at El Paso Ford, El Paso, Tex., briefs his 
salesmen on details of a 36-hour marathon during which sales were doubled. 





3 Calif. DeSoto Dealers 


Named to Advertising Group 


LOS ANGELES.—Tom Dalbey, 
Tom Dalbey, Inc., Huntington 
Park; C. L. McCann, Severin Mo- 
tors, Inc., Long Beach, and C. D. 
Colley, Colley & Herrick, Inc., Los 





Angeles, have been elected to the 
advertising committee of the De- 
Soto Dealers of Los Angeles & 
Orange Counties. 

They replace Joe Phillips, Bur- 
bank; H. R. McNeil, East Los 
Angeles, and Bob McClure, Long 
Beach. ‘ 
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Hammer away 


at the advantages of 


"financing where you buy" 





BUILD 


Remind customers how convenient and practical 
it is to handle everything with their dealer— 
like “one-stop shopping.” 


Impress upon them that, in addition to the 
car itself, they can finance car insurance 
premiums, and low-cost creditor life insurance. 


Show them how the GMAC Plan can make 
credit facilities available for future purchases 
of tires, parts or major repairs. 


Assure them of considerate treatment by 
GMAC should they move or if their circumstances 
change. Any one of nearly 300 GMAC offices 
in the U.S. and Canada can assist them. 


Prove the dependability of GMAC financing. 
Since 1919, GMAC has helped people 


buy more than 40 million cars “on time 
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TIME BUSINESS 
IS PROFITABLE BUSINESS 
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Available to Dealers in CHEVROLET * PONTIAC * OLDSMOBILE * BUICK * CADILLAC new cars and used cars of all makes 
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Good Care of Well-Equipped Car Is Secret... 





JEFFERSON CITY, Mo. — Law- 
rence M. Humfeld, owner of Boone 
County Motors, Inc. (Dodge), Col- 
umbia, Mo., is in the process of 
stocking up one of his customers 
with new cars. He sells the Mis- 
souri Highway Patrol, and this 
year has delivered more than 600 
units. 

Fleet business is highly com- 
petitive and not all of it is de- 
sirable to a retail dealer because 
of tradein headaches, especially 
when the trades have been given 
hard use, maintenance has been 
neglected and the mileage is high. 
Such trades, like taxi fleets, have 
a stigma and usually must be 
sold at ridiculously low prices. 

Missouri Highway Patrol cars 
i.” 5 Mi are different. Tradeins are much 
in demand because of the excep- 
Dodges Join Highway Patrol— tionally good maintenance program 

This is part of a recent shipment of 1959 Dodges to the Missouri Highway Patrol! Set up by the Patrol and because 
in Jefferson City, Mo. Checking the contract is Lawrence Humfeld, Columbia (Mo.) Specifications for new cars are 
Dodge dealer. With him, left to right, are Lt. H. H. Schaperkotter, head of the motor made up with the saleability of 
equipment division; Martin Chamberlain, Dodge market analysis manager; Warren the used units in mind. 

McGee, Patrol shop superintendent, and E. B. Knaus, Dodge zone manager in St. Louis. Consequently, these cars are sold 








Handling Police Tradeins 


to second owners who can be proud 
of their purchase because it has 
such a good appearance and will 
go out and do a good job. 

Humfeld told Automotive News 
he has hundreds of owners of these 
cars who are glad to give a good 
testimonial at any time. 

Missouri Highway Patrol cars 
are not selected on price alone, 
but on the basis of efficiency. 

The Patrol’s Dodge Coronets are 

equipped with power steering, 
Torque-Flite pushbutton automatic 
transmission and other features. 
Not only do they provide a top- 
value police car with the premium 
D-500 Special V-8 engine, but they 
also constitute a fully equipped car 
for the trade which is in demand 
by the public. 

Careful consideration regarding 
equipment of these cars and re- 
placement with new units at 25,000 
miles have resulted in a formula 
under which the Patrol enjoys 
what is probably the lowest fleet 
cost in the nation, with mainte- 
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Your TBEA distributor gives truck sales a boost wher- 
ever he’s consulted. Write now for the name of the TBEA 
distributor nearest you. 
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You'll have no problems selling special trucks if you call in your 
TBEA distributor. His know-how and experience actually help you 
make the sale. He figures the technical details, recommends the 
proper equipment, and makes certain the job’s done right. It’s like 
having an engineer on your payroll, except it costs you nothing. 


Who is the TBEA Distributor? 


He represents nationally-known manu- 
facturers of specialized truck equipment. 
He is well-qualified to help you meet 
your prospects’ specialized require- 


ments when “stock” models won’t do. 


What Are His Products? 


Your TBEA distributor can supply you 
with dump bodies, 
walk-in bodies, school buses and many 
other special bodies. His line of special 
equipment includes power tail gates, 
special-purpose cargo handling equip- 
ment, and a wide variety of other acces- 
sories for all makes of trucks. 


reefers, milk and 





Pian to attend! 


1ose TBEA 


Exhibition 
HOTEL SHERMAN 
CHICAGO 
OCTOBER 5, 6, 7 








DEPT. H-9 


-*< TRUCK BODY & EQUIPMENT ASSOCIATION, inc. 


‘BOARD OF TRADE BUILDING ¢ 1616 K STREET N.W. ¢ WASHINGTON 6G, D. C. 


nance, running, standing and own- 
ership costs below five cents a mile, 

The formula was worked out by 
officials of the Patrol, Dodge «nd 
other experts. 

Humfeld has the cars deliverod 
to the Patrol direct from the fac- 
tory. The Patrol does its own 
predelivery, which includes 70 
safety and maintenance checks, 
Humfeld has his own auto trans- 
port truck for picking up trade- 
ins which, with police equipment 
removed, look as good as new. 
He runs the trades through his 

own service department, and gives 
each a road check before it is of- 
fered for sale. 

The more than 600 ’59 Dodges 
were delivered to Patrol headquar- 
ters in Jefferson City, and the fleet 
turns 1% times a year on the 25,- 
000-mile basis. 

Humfeld said other dealers in 
fleet-contract areas might be sur- 
prised at what can be done when 
a buying-and-selling formula is 
worked out to provide the customer 
with low-cost service. 

“Stripped cars at lowest prices 
on a competitive-price basis do not 
always make for lowest operating 
cost,” Humfeld told AvrtTomorive 
News, “because tradeins of stripped 
cars are not readily salable. 

“Each fleet has its own problems, 
but it could pay dealers to try to 
work out solutions to fleet problems 
and help customers achieve a low 
cost figure. This can often be done 
by buying a better equipped car in 
the first place and trading more 
often.” 


Auto Dealership 
Called ‘Natural’ 
As Boat Outlet 


FORT DODGE, Ia. — The auto 
dealership is a “natural” outlet for 
boat sales, Span America Boat Co. 
said in announcing a sales program 
it is offering dealers throughout the 
country. 

Span America added that an auto 
dealer can get into the boat busi- 
ness with a minimum of investment 
because his present facilities tie in 
ideally with the program. 

Cc. C. Peterson, national sales 
manager, said that in a study of the 
automotive market, Span America 
found that some dealers “are real- 
izing fast profits with a boat di- 
vision.” 

A complete merchandising pro- 
gram and national advertising cam- 
paign are available for dealers, 
Peterson said. 

Span America, whose models 
range from cruisers to runabouts, 
recently announced an expansion 
program which included new facil- 
ities in Oklahoma, Kentucky and 
New Jersey. The firm already has 
plants in Santa Ana, Calif., and 
Crescent City, Fla, 

New sales offices also are being 
established in Los Angeles, Chicago, 
New York, Dallas and Atlanta, 
Peterson said, 


New York OK’s 
Tandem Trailers 


For Thruway 


ALBANY.—The New York State 
Thruway Authority has approved 
the use of tandem trailers on the 
559-mile superhighway system, The 
approval followed a 4%-month test 
during which six trucking firms 
had operated tandems on the Thru- 
way under special permits. 

To use the Thruway, tandem op- 
erators must obtain permits from 
the Thruway authority. Operators 
and manufacturers must guarantee 
that their vehicles can maintain a 
minimum speed of 20 m.p.h. on the 
Thruway’s main line and that ade- 
quate braking and other safety 
equipment are being used. 

All tandems will be charged 
double the regular tolls on the 
Thruway which, in most cases, will 
be 10 cents per mile. 

Col. Clinton B. F. Brill, authority 
chairman, said the authority plans 
to build additional terminal points 
where the tandems can be assem- 
bled and broken up so their trailers 
can be drawn over regular high- 
ways as single units. 


Moses Opens VW Outlet 


TEXARKANA.—Moses Import 
Motors (Volkswagen) has opened 
at 622 W. Seventh St. V. N. Moses 














is owner. 











Since this 1931 Lincoln 
got its Motorola... 





' 1931 Lincoln four-door sedan 


...Motorola leadership 
has created today’s most 
compact car radio 


Motorola’ Car Radios (and the cars they’re built for) have come a long way 
in twenty-eight years. 

For example, in 1931 radio installation could sideline a car for three 
days! Reason: speaker, tuning mechanism and heavy-duty batteries were 
separate units. It took time, space and a lot of dexterity to get all three 
placed and working together. 

Today, however, continuous research has made Motorola the most com- 





{ { ni ‘ ; Elegance in a hurry! This transistor-powered beauty custom-fits 

pact radio on the highway...the first 6- or 12-volt car radio model with Biaguect i ¢ ea. eek be indiined ecient ca 

i i it i ‘ H : sM la-developed Volumatic,* the long-armed Automatic 

self-contained speaker. Easy to work with, it installs in minutes to deliver sete comal dix tome ean ee ee 
, ' ; present. Model 300X 

years of trouble-free, static-free entertainment wherever it goes. aaa srannenant 0” woronsta tae 
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Finance Companies Talk About: 





Dealers’ Management Troubles 


By Kenneth C. Kelley Jr. 
Staff Writer 
be egies companies, with their 
big stake in the success of auto 
dealerships, have found two chief 
sources of trouble in dealership 
management, 

A survey of major finance com- 
panies shows they have found 
that management problems are 
most likely to stem from a fail- 
ure to understand basic man- 
agement or a failure to put good 
management techniques into 
practice. 

Of the two, the second is prob- 
ably the most important. The fi- 
nance companies have found that 
many dealers will understand a 
given practice of good management 
but will never get around to in- 
stalling the practice in their deal- 
erships. 

* 

AJOR sales finance companies 

rely on the retail automobile 
paper they buy from auto dealers 
as the chief source of profitable 
business. A network of successful 
auto dealers is essential to a sound 
finance company. 

The finance companies have 
found that successful dealerships 
are well managed, This accounts 
for a part of the finance-company 
interest in dealership management 
and for the management advice 
services which the finance com- 
panies offer to dealers. 

Finance companies have an- 
other important reason for being 
interested in dealership manage- 
ment. A finance company will 
have a major investment in each 
affiliated dealership. New cars 
will be floor planned and there 
may be loans for other purposes. 

The finance companies have 
found that the poorly managed 
dealership is the place where they 
are most likely to lose money on 
these investments. 
* . *- 

peas companies have two 

main worries in their relations 
with auto dealers: 

1, They offer the dealer certain 
services for little or no profit, In 
return, they expect to get a repre- 
sentative amount of profitable re- 
tail auto paper from the dealer. The 
finance company which doesn’t get 
enough retail paper will sooner or 
later have to close the dealer’s ac- 
count, 

2. The finance company often 
has a sizable amount of money in 
the dealership. New cars and 
sometimes used cars are floor 
planned. In addition, the finance 
company may have extended 
money to carry demonstrators 
and as capital funds of the deal- 
ership, The finance company 
wants to be sure that none of this 
money is lost, either through dis- 
honesty or unfortunate mistakes. 

Floor-plan money is advanced to 
the dealership at relatively low 
rates of interest. There are some 
costs involved in handling floor- 
plan business — checking on the 


* * 








A Necessity for the 
Modern Car Dealer! 








ENGINEERED FOR 
MODERN TRANSMISSIONS 


@ Resists Formation of Sludge 
@ Cuts Gear Wear 
@® Works at All Temperatures 
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Pennsylvania Oil Products 


dealer’s stock of floor-planned cars, 


for instance. 
~ * 


A§ AN example, General Motors 

Acceptance Corp. charged 4.5 
percent for floor-plan money 
through most of the first half of 
this year, Chief source of floor-plan 
money is short-term borrowings. 
The company paid an average of 





Speakers Named 
For Okla. Meeting 


OKLAHOMA CITY.—NADA 
President H. L. Galles jr., James 
Moore, NADA executive vice-presi- 
dent, and Senator A. S. Mike Mon- 
roney, Oklahoma Democrat, will 
speak at the 26th annual conven- 
tion of the Oklahoma Automobile 
Dealers Assn. in Tulsa Oct. 25-26. 

The program will include busi- 
ness sessions and elections of of- 
ficers and directors for the coming 
year. A special program is being 
planned for women guests. 





3.63 percent for its short-term 
money in the first half. 

The .87-point difference between 
the cost of the money and the 
charge to dealers had to cover op- 
erating expenses and any profit 
GMAC made on floor-plan opera- 
tions. 

The profit potential on financing 
demonstrators is limited in much 
the same way. 

The reason that finance com- 
panies offer floor-plan and dem- 
onstrator services is that they 
provide an avenue to obtain retail 
auto paper, which provides the 
profit of the finance company. 
This is just about the only ave- 
nue to retail paper that is open 
to finance companies. 

Therefore, finance companies al- 
ways check the amount of retail 
paper flowing in from the dealer- 
ship. They know that about two of 
every three new cars purchased are 
financed in some way and they ex- 
pect dealers to steer a reasonable 
portion of this business to their fi- 
nance source, 

A dealer who sends little of his 











“We have spoken.” 





auto paper to his finance company 
is likely to find the finance com- 
pany getting out of his dealership. 
After a dealer has been abandoned 
by two or three finance companies, 
he often finds that he has no source 
of floor-plan and demonstrator 
loans. 
* + * 
NCIDENTALLY, the finance 
companies feel that it is good 
business for the dealer to control 





the financing on his car sales for 


his own sake. In addition to bcing 
assured of a source of floor-plan 
and demonstrator money, the ceal- 
er who successfully sells his finance 
and insurance package has acded 
income from this source. 

There have been times when 
this added income hag meant the 
difference between red and black 
ink for many dealers. 

Finance companies have to set up 
measures to be sure that the money 
they have advanced dealers on the 
floor plan and for demonstrators 
is safe. 

The best known of these is the 
ear check, The car check is the 
surprise visit of the finance com- 
pany representative who checks 
cars in stock against the cars listed 
on floor-plan notes. 

* + + 
— finance company is always 
on guard for any sign that the 
dealer is obtaining loans for cars 
that are not in stock or that he is 
slow in paying off the floor-plan 
loan, once the car has been sold. 

On rare occasions, the finance 
company feels that the dealer has 
been obtaining floor-plan money 
dishonestly. More often, it is not 
a case of outright dishonesty but 
the case of a dealer who is press- 
ed for cash and is using the fi- 
nance company’s money for 

(Continued on Page 19, Col, 3) 





MISS SHERRY SUZANN WOOD 
1959 “Miss Indianapolis” 


Ranks 30th nationally in population 
Ranks 22nd nationally in Automotive Sales 


Sources: Sales Management, 
May 1959 A.B.C, 12/31/58 
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} Framed Menedge By Dealer— 


These framed, glass-covered signs are located on the front wall, 
showroom and service entrance, of Scott Motor Co. (Lincoln-Mercury-Edsel), in Kansas 


ag 


between the 





City. Used for many different kinds of pr ti ges, the current message 
accents service—an important topic in highly competitive Kansas City. 








On Management Questions... 





How Finance Conca 
Views Auto Dealer 


(Continued from Page 18) 


working capital without telling 
the finance company. 
In line with the protection of its 


_| floor-plan money, the finance com- 
-|pany checks to be sure that new 


cars in a dealer’s stock are not 
being driven. The finance company 
could not hope to get its money out 
of floor-planned cars, if they are 
turned into used cars by the dealer 
or his employes. 
* * 
putANcS companies have found 
a number of signs which point 
to trouble in dealership manage- 
ment. One of the most important of 
these is absenteeism on the part 
of the owner, 

The finance companies have 
found that managing a dealership 
is a big job and that trouble is 
liable to set in when the owner is 
away too long or too often. 

One area where dealers some- 
times slip is in granting credit 





to customers for parts and serv- 
ice business, It is recommended 
that credit be granted on repair 
bills just as carefully as it is on 
new-car deals. Even more care 
might be in order because new- 
car debts are backed up by notes, 





Michigan Is Eighth State 
To Use Reflective Licenses 


Michigan has joined seven other 
states in providing motorists with 
reflective license plates to make 
vehicles more visible to approach- 
ing motorists at night. 

Reflective license plates, ordinary 
license plates surfaced with a 
sheeting which brightly reflects the 
headlights of oncoming cars back 
to the driver, provide each car or 
truck with a night safety device 
that works independently of the 
vehicle’s lighting system. 








NAPOLIS >> IN TOP FORM 
GER and BETTER AUTOMOBILE SALES! 


0 Automobiles will be SOLD in Indianapolis During 1959 


January, 38,800 families stated that they will buy an automobile in 1959. Figures over 

years indicate that this is a conservative estimate. A comparison over a five year period 

tween the Consumer Analysis (an annual field study conducted in January) and year-end 

rds of the Indianapolis Auto Trade Association show that anywhere from 33% to 84% 

ORE PEOPLE Buy cars than were able to predict such purchases earlier in the year. IMPULSE 
G CANNOT BE ForEcastT . . . but it can be influenced by effective advertising. 


.. of these familiés, 22% own two or more cars. 





ianapolis is BIG . 


gny 2-Car Families as the National Average 


inual Automotive Store Sales in metroplitan Indianapolis total more than $180 million 
bllars. Here’s an auto-minded, mobile market where 84% of the families own an automobile 


able Income... more than $1.3 Billion Dollars 


es, you’ll sell more automobiles in Indianapolis because family income is high. In addition, 
. 659,600 population. Employment and income is steady, Indianapolis 


unsurpassed for diversification and balance of industry and agriculture. With all these ad- 


tages, make Indianapolis a ‘“‘must”’ on your newspaper list. 


IBTAR and THE NEWS as your Major Media 


y’re Indiana’s leading newspapers with unmatched, saturation coverage of the metropoli- 


7,174, Total Sunday circulation . . . 322,041. 
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TOUR FIRS? 





area and 54.9% coverage of the 45 county trading area. Total daily circulation . . . 





while repair bills are generally 
open accounts. 

Successful credit policies include 
careful screening of those seeking 
credit, checks with credit bureaus, 
granting credit only to those with 
good paying records and the ability 
to pay, giving one person respon- 
sibility for passing on all credit ap- 
plications, and aggressive collec- 
tion of all bills which become 
delinquent just as soon as they 
become delinquent. 

* + * 

——— area of management 

trouble is wild trading which 
is often followed by an excessive 
stock of used cars in the dealer’s 
hands. A heavy inventory of new 
ears frequently touches off the wild 
trading. 

One finance company says that a 
45-day supply of used cars is about 
normal] but the dealer who can turn 
his inventory in 30 days is in the 
best position, When the inventory 
exceeds a 60-day supply, the dealer 
is considered overloaded. 

In addition to wild trading, the 
used-car stock will get too large 
if the dealer holds out too stub- 
bornly on high prices. Many fi- 
nance companies are reluctant to 
offer floor-plan money for used 
cars because they feel this may 
make dealers more inclined to 
hold on to used cars which are 
declining in value. 

One finance company official ob- 
served that the average dealer is 
weakest in record keeping. Needed 
records aren’t kept, other records 
are out of date and many dealers 
do not understand the records they 
do receive, 

* om a 
ILE some dealers are content 
with statements which are as 
much as 60 days old, this official 
said the monthly statement should 
be prepared no later than five to 
10 days aftef the end of the month. 


Auto Classification OK’d 


For Some S. C. Wagons 


COLUMBIA, S. C.—Station wag- 
ons previously registered as one-ton 
trucks, but used primarily for car- 
rying passengers, may be licensed 
as passenger cars in South Carolina 
in 1960, according to the State 
Highway Department. 

Chief Highway Commissioner 
Claude R. McMillan said the an- 
nual fee for station wagons regis- 
tered as one-ton trucks is being in- 
creased from $6.30 to $11.30, and 
that for this reason persons using 
station wagons primarily for trans- 
porting passengers may wish to 
change license classifications. 


3 New Dodge Dealers 


DETROIT.—New Dodge deal- 
ers are announced by Dodge 
General Manager M. C. Patter- 
son: 

Nicholas Boske, Shannon Mo- 
tors, Inc., 11 Williams St., Sten- 
ington, Conn.; R. W. Sheetz, Bud 
Sheetz, Inc., 232 S, Ninth, Le- 
banon, Pa., and Franklin Collier, 
Collier Motor Co., Inc., Augusta, 
Ark. 

















BE READY TO SELL '60 MODELS! 

You'll want an ample supply of colorful business 
cords on hand for this important event. Order 
your supply of Full-Color cards today. If you 
wish a free sample folder send request on your 
company letterhead. 


DODGE DEALERS . 
Our new card pr are now reudy for ker 
Simca dealers and Dodge-Dort deoalers. 
folder upon request. 

UTLEY BROTHERS 
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TURNINGS ... 


Centrifugal 








A Low-Volume Method 


Casting— 





By Joseph M. Callahan 
Engineering Editor 
_” THE auto industry turns more and more to cast alu- 
minum components, there is bound to be increasing de- 
bate on the best method of casting aluminum. 


Conversation with veteran 


aluminum experts invariably 


produces comments on the lack of feeling that the automo- 





tive men now have for alu- 
minum because they are so 


steeped in iron foundry prac- 
tices. 

“Iron and aluminum are two 
completely different metals,” is a 
frequent remark. 

The aluminum men emphasize 
that the casting method selected 
varies with each part. Among the 
factors that have to be considered 
are the part’s shape and size, the 
thickness of its walls, the alloy be- 
ing used, equipment available and 
the quantity of parts required. Gen- 





erally, the casting method recom- 
mended is either die casting, per- 
manent mold casting, low-pressure 
permanent mold casting or sand 
mold casting. 

But there is another method— 
centrifugal mold casting—which is 
suitable in certain situations and 
which has been used to a consider- 
able extent in the past for making 
Chrysler Corp. parts. 

+ * * 


HERE are a handful of centri- 
fugal casting foundries in the 






country, but the leading exponent 
of this system in the auto industry 
|is probably Leo W. Wickson, presi- 
|dent of Centr-O-Cast Engineering 
Co. in Detroit. 

Wickson, former assistant super- 
intendent of Chrysler Corp.’s cen- 
tral pattern department who re- 
tired in 1945 after 25 years with 
the company, has developed and 
patented his own centrifugal cast- 
ing machines. 

He feels that centrifugal cast- 
ing of aluminum is extremely 
competitive with other types of 
casting when the desired volume 
is between 50,000 and 500,000 
units, when a variety of alloys 
may be used and when fairly 
thick walls are needed. Die cast- 
ing, he admits, does a better job 
when thin walls are required. 

A centrifugal mold casting ma- 
chine consists primarily of a die 
that sits on a hydraulically actu- 
ated table that rotates at 50 to 900 
r.p.m., although the typical speed 
is about 350 r.p.m. 

. * ca 


Molds Are Whirled 


1. molten aluminum is poured 
either automatically or by hand 
into the die from the top while 
the mold is being whirled about. 
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Casting Aluminum Centrifugally— 


A worker prying loose a torque converter housing from a mold after the alumin 
housing had been centrifugally cast at Centr-O-Cast Engineering Co. in Detroit. 
left is Leo H. Wickson, Centr-O-Cast president. 

* x * * * * 

sends the hot metal to the ex-; chine is opened up and the part i 
tremities of the die, forming the removed, Generally, the part ig 
piece. The metal “chills” or sets; quickly trimmed of excess metal 
up while the rotating table is | and it’s then sent to the customer 


, 








The resultant centrifugal force 


brought to a stop, the casting ma- A comparison of the advantages 
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HOW TO SELL MORE NEW CARS! », VALVOLINE 


| THINK WHAT FINALLY 
SOLD ME WAS THIS 








Yes. ee FOLKS REALLY LIKE THE ASSUR- | costs for centrifugal casting are not 
ANCE OF GUARANTEED PERFORMANCE 
AND you'LL FIND THAT A GUARANTEED | casting. 

CAR RATES A BIG 





























of centrifugal mold casting re- 
veals that it is second best in 
most of the important criterion 
of casting methods, And, like a 
decathion star at a track meet, 
enough second places often pro- 
duce a winner. 

For instance, the individual tool 


|as low as they are for sand cas 
| ing, but they’re lower than tho 
for permanent mold casting or d 





| Centrifugal casting generally ha 
|a higher production rate than sand 
| casting or permanent mold casting, 
hee not as high as die casting. 


TRADE-IN ! 


| & N IMPORTANT criterion of a 
aluminum casting method 
|how much metal must be trimmed; 
|off the casted part and remelted) 
| It costs about two cents a pound t&@ 
jremelt aluminum and this caf 
| quickly eat up the profit. 
| Centrifugal casting is advantag 
lous in this respect because it uses 
a combination gate (entrance for 
the molten metal) and riser (am 
|accumulation of metal that goe 
into the die as the metal chills and 
|shrinks). This has an important 
| bearing on the “yield” of a given 
amount of aluminum—the ratio be 
tween metal poured and metal sold 
Wickson said that centrifugal 





HE'LL BE BACK FOR SERVICE, REGULARLY, 
TO KEEP THE GUARANTY IN FORCE. WE'LL 
KEEP AN EYE ON THE CAR AND WELL SELL 
HIM HIS NEXT ONE TOO! 








casting lends itself to smaller 
volumes than die casting, but to 

larger volumes than other meth- 
ods, Also, centrifugal often does 

a better job than permanent mold 
casting when holes within certain 
tolerances are required. 

Another important advantage o 
centrifugal casting is that it 
more versatile as to what alloy 
can be used. 
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* * * 


Depends on Alloy Type 
“4¥70U have a different amount o 
fluidity in the molten metal 
depending on whether you have 
ductile alloy or a silicone alloy,” 
he said. “We get directional solid 
fication to the source of pour, Th 
centrifugal force really packs i 
that metal.” 
In this respect, aluminum is pe 
culiar in that it becomes more fluid 
as more silicone is added, until the 
silicone reaches 11 percent of the 
total volume. Then aluminum be 
comes less fluid. This is called hy* 
perutectic alloy. 
A significant characteristic of a 














“Plus the manufacturer's 4,000-Mile Warranty 


VALVOLINE’S 36,000-MILE GUARANTY* 


to— *% SELL MORE NEW CARS! 
%& BOOST SERVICE DEPT. PROFITS! 


%& MAKE MORE NEW CAR REPEAT SALES! 
Write today for Valvoline New Car Guaranty Brochure 


VALVOLINE OIL COMPANY 


Freedom, Pennsylvania 
DIVISION OF ASHLAND OIL & REFINING COMPANY 


casting process is the tempera- 
ture to which the metal must be 
heated. This is important because 
the lower the temperature the 
longer the dies last, the better 
quality the chilled metal is and 
the less is the cost of heating the 
metal. 

Centrifugal casting requires the 
metal to be at about 1,240 degrees. 
This is slightly higher than die 
casting requires, but lower than the 
other methods. 

Now, Chrysler is die-casting most 
of the parts formerly produced by 
Centr-O-Cast at its aluminum 
foundry at Kokomo, Ind. 

A well-informed official said that 
Chrysler found centrifugal casting 
to be too slow, expensive and hard 
to maintain, 

But Wickson, his work force cut 
from 168 to 40 men, still has great 
faith in centrifugal casting, main- 
taining that it does have a place in 
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the auto industry. 
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COMPLETE 
RANGE 
PROGRAMMING 











ate ane bate 


there’s more life in 


LIVE 


o)geyede-lanlanliayss 


And WJR has it! Live programming 
dare) ae meler-)colaame-li(ela-1e mie) mdal-maal-1ahy 
different tastes and needs of the 
100100100 Nel-ro)e)(-my si caliamielelale medi 
Our voice. 


WJR broadcasts 29 different live 
shows, most of them daily. In addi- 
tion, there are two 15-minute 
sportscasts and nine 15-minute 
newscasts every day. All these 
programs are written and produced 
by WJR, and star WJR personalities. 
Fact is, our staff of 134 people is 
probably the largest of any single 
gle lom-}e-)dlelamiamesi-moelelalda's 





For years our policy has been 
live, imaginative programming, 
specifically directed at adults, serv- 
ing adult interests. This pays off 
for the listener... and the adver- 
tiser, since his message goes first 
class to the people who are most 
likely to buy what he sells. 


WJR is the wide-awake, hustling, 
bustling, ‘‘buying power"’ station 
Tale (al-C1a-1-) lol ¢-1--1 4-1 
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NEWS PROGRAMS 


THE SUNNY SIDE 
OF THE STREET 











there’s more of 
everything in 


COMPLETE-RANGE 
PROGRAMMING 





NEWS 

Nine 15-minute newscasts 
daily 

“‘Business Barometer”’ 
“President's News 
Conference” 
‘Washington Report” 
Jack Hamilton 

“Your Government” 
“City Hall Reports” 


'e) f 
} yt 


“‘Bob Reynolds Show” 
“Sports Final” 

Night major league baseball 
Professional football 
College football 

Major golf events 

High school basketball 


f 
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“Dinner Date’ 
Jimmy Clark Quartet 
““Guest House”’ 
““Composite”’ 
Wally Schaefer Trio 
‘*Mother’s Album” 
“Jack Harris Show” 
“Renfro Valley Gatherin’”’ 
Harry Safford and the 
WJR Studio Orchestra 
RECORDED MUSIC 
“Showcase” 
‘“‘Wake Up Show”’ 
“*Music Hall” 
“Time Out for Music” 
“‘Music before Midnight”’ 
“Night Flight” 
“‘Country Style Jamboree”’ 
“Choral Cavalcade” 
“Broadway Musicals”’ 
‘*Holiday in Hi-Fi” 
FINE ARTS 
“Spectrum” 

“Summer Symphony” 
Detroit Symphony Orchestra 
“Great Operas” 
‘‘Adventures in Good Music”’ 
“Sunday Symphony” 
“Symphony Hall” 


FARM 

“Voice of Agriculture” 
“Weekly Farm Review” 
“Farm Forum” 
“Farm Roundup” 
“Farm Digest” 
RELIGION 
“Sunday Hymns” 
“‘Layman's Hour” 
“Religion in Action” 
“Hymns of Faith” 
“The Chapel Hour”’ 
“Sunday Choir”’ 


A i Ne 


VULCAL! | 

Fred Kendall 

Jan Wynn 

Judy Carroll 

Jack Harris 

WOMEN'S DEPT 

“Mrs. Page’”’ 

“Show Business”’ 
Marjorie Gibbs 

HUMOR 

“The Sunny Side 

of the Street”’ 

“The Best of Guest’’ 

YOUTH 

“Make Way for Youth” 

“Junior Symphonic Band”’ 

“Junior Town Meeting” 

“Your Story Hour”’ 

NEWS ANALYSIS 

“Points and Trends”’ 

“Topic for Today” 

“Public Affairs” 

“Press Club Presents”’ 

EDUCATION 

“You and Your Health”’ 

“Animal Land” 

“You are the Jury” 

“Don’t You Believe It”’ 

“The Answer Man” 

“‘Ask the Professor” 

“Portrait of Cities” 

“Sunday Supplement” 


‘‘America’s Economic Future” 
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wealthy 


adult 


responsive 


the next step 


in the Great Lakes area, 
the Live One is 
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at west VIRGINIA” Nt’ 
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San ELC >, 
PEI ERS 


. covering major portions of Michigan, Ohio, Indiana 
and Southwestern Ontario. More than 17,000,000 people 
live here. Nearly 200 radio stations can be heard in parts 
of this area. Only WJR reaches it all. 


... the fifth richest market in America. In population, 
income and retail sales, this area accounts for about 10° 
of the entire U.S. market. With one single advertising 
buy, you’ve covered the heartland of the Great Lakes. 


. .. the people with purchasing power listen to WJR for 
“Radio with Adult Appeal.’”’ WJR broadcasts a skillful 
blend of entertainment, information and education, 
tailored to adult tastes. 


..a radio station which provides the most in pro- 
gramming, gets the most in audience respect and response. 
It’s just good sense—when they like what they hear, 
they’re more inclined to take action on the advertising 
that comes along with it. 


...get in touch with WJR sales or your Henry I. 
Christal representative. 


DETROIT 


760 KC. 50,000 WATTS 


RADIO WITH ADULT APPEAL 
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| | Lawsuits Affecting Dealers... 





By Leo T. Parker 
Attorney at Law 

HE courts hold that all persons, 
including minors, must pay the 
agreed purchase price for “neces- 
gities’ such as clothing, food and 
other similar merchandise. 
- Last month a higher court held 
that an auto used by a minor to go 
to and from work is not a neces- 
gity. Hence, the minor can use the 
auto as long as he pleases, wear it 
out or wreck it 
and still he can 
deliver it back to 
the seller, and de- 
mand return of 
the full purchase 
price. 

For example, in 
Pelham v. Ho- 
ward Motors, 156 
N. E. (2d) 597, it 
was disclosed that 
a minor, named 

L. T. Parker Pelham, bought 
an auto from Howard Motors un- 
‘der a conditional sale contract for 
$2,075.60, and paid $500 down. At 
that time he was 20 years and three 
months old; but in the bill of sale 
he certified that he was “21 years 
of age or over,” and he told the 
seller he was 22 years of age. 

Later he brought it back to the 
seller and demanded return of all 
the money he had paid, The seller 
argued that the auto was a “neces- 
sity” because Pelham used it to go 
to and from his work. It is interest- 
ing to note that the higher court 
indicated that the seller must take 
the car back and refund to the 


NADA Expands 
Truck Section 


Of U.C. Guide 


WASHINGTON. — The NADA 
Used-Car Guide has expanded its 
truck section to include most 
models up to 26,000 pounds gross 
weight. In addition, NADA said, 
the truck section has been simpli- 
fied for quick, easy identification. 

The most widely circulated book 
of its kind, the Guide is published 
every 30 days in eight regional edi- 
tions, and reports current average 
wholesale, average retail, and, in 
most areas, the average loan values 
on domestic and imported passen- 
ger cars and most trucks. 

These figures are based on actual 
Sales reported by dealers through- 
out the nation every 10 days. 

Another Guide feature is the in- 
clusion of detailed scale drawings 
of both domestic and imported pas- 
Senger cars, which afford easier- 
than-ever identification of year, 
make and model. 

















Lucky Winner— 


Winners in the recent Los Angeles 
Dodge dealers promotion of a trip to 
“anywhere in the world,” get some as- 
sistance in their selection. The winners, 
Mr. and Mrs. Richard B, Latimer of Whit- 
tier, Calif., study the globe as Daniele 
Aubry, right, “Miss Tour With Dodge,” 
points out the world's vacation spots. In 
rear are Kenny Parr, president of the Los 
Angeles Dodge dealer group, and Joe 
Denker, account executive, Grant Adver- 
tising. 





Court Decisions 


minor all the money he had paid 
on the car, saying: 

“The question is whether the 
automobile was a ‘necessity.’ If 
it was, the infant or his estate 
may be held liable for necessities 
furnished him, It was error to 
find that the automobile was a 
‘necessity’.” 

Also, see Redmond v, Campbell 
Motors, Inc., 156 N. E. (2d) 599, de- 
cided last month. This court held 
that a minor has the legal right 
to disaffirm a contract for the pur- 
chase of an automobile and to re- 
cover that part of purchase price 
which he had paid. 

Also, this court held that the 
minor, when exercising his right 
to disaffirm the contract for sale 
of an automobile, which was not 
a necessity, cannot be held liable 
for damage suffered by the dealer 
though the minor had misrepre- 
sented his age to the seller. 

* * > 


Pay Royalties, Maker Told 


AST month the court held that 

if a manufacturer agrees to pay 

the owner of a patent royalties on a 

patent, the manufacturer is obligat- 

ed to make the royalty payments 

irrespective of how weak the pat- 
ent turns out to be. 

For example, in Muth v. Speak- 
er Corp., 262 Fed. Rep, (2d) 797, 
Speaker Corp. contracted to pay 
to one Muth, the owner of a pat- 
ent No, 2,305,983, certain royal- 
ties on a brake-saver warning 
light. 

This patent involved a signal 
light which warned an automobile 
operator that his parking brake 
was engaged when the ignition was 
in contact. Later the officials of 
Speaker Corp. learned that the pat- 
ent was very weak and covered 
only very minor and immaterial 
parts of the warning light. Then 
Speaker Corp. refused to pay to 
Muth the agreed royalties. 

In subsequent litigation, the high- 
er court held that Speaker Corp. 
must pay to Muth the agreed royal- 
ties, saying: 

“We agreed that in this case 
what if anything is wholly irrele- 
vant. To allow Speaker Corp. to 
renege on its agreement simply 
because it may now feel that it was 
overcautious would certainly be in- 
compatible with public policy.” 

* * * 


Finance Firm Is Loser 


A FEW weeks ago a higher court 
rendered an important decision 
ordering a finance company to pay 
to a receiver all monies received 
from an automobile dealer, known 
at that time to be insolvent. 

For illustration, in Greathouse 
Co, v. W. P. Millard, 320 S. W. 
(2d) 630, the testimony showed 
facts, as follows: Greathouse Co. 
had for some time financed the 
purchase of new automobiles un- 
der an arrangement known as 
“floor planning” for Thompson- 
Gordon Motors Co. 

Under this arrangement, Great- 
house Co. would pay for the new 
cars; Thompson-Gordon would ex- 
ecute demand notes covering the 
purchase; and would execute chat- 
tel mortgages on the automobiles 
to secure the notes. Such mortgages 
authorized the Thompson-Gordon 
Co. to sell the automobiles, and re- 
quired the latter to pay off the 
portion of the debt represented by 
the particular automobile on or be- 
fore each sale, 


* + * 
Appellant Paid $11,000 
| ial FEBRUARY, 1956, appellant 
had financed the purchase of 
five new automobiles for Thomp- 
son-Gordon, These cars were sold 
Feb. 16. 

Five checks (aggregating $11,- 
000) were drawn on a bank where 
Thompson-Gordon did business, 
and the checks were received 
by appellant Feb, 20. Upon re- 
ceipt of the checks, an official 
of Greathouse Co, telephoned the 
bank and on Feb. 23 the checks 
were paid, 

Since the testimony proved that 
developments between Feb, 16 and 
Feb. 23 were ample evidence that 
the motors company contemplated 
insolvency, the higher court order- 
ed Greathouse Co, to return the 
money to the receiver to be dis- 
tributed to all the insolvent’s cre- 
ditors, 





when you change-over 
change-over 


Make this change-over time your most 
efficient. BORROUGHS BINS will cut your 
investment and 
profits by maintaining easy balance of 
inventory. BORROUGHS BINS will save 
you time in preparing orders and finding 
parts. You cut the possibility of over- 
stocking and obsolescence. BORROUGHS 
BINS are rugged . . . frame has separate 
base and top bolted to uprights and 
back. Get in touch with your BORROUGHS 


dollar 


distributor today! 






Borroughs sliding dividers 


20 gauge, in 1%”, 3%”, 
3” base 


6%” heights. 


4%” and 
flange. 


Dividers snap over front and rear 
shelf flanges and hold by spring 


tension. 


Label holder attached. 


Sliding label holders 


Travel with dividers. 20 gauge steel. 
Holders snap over shelf at any point, 
utilizing spring tension. 3” black 
oxide label holder attached. 





One-piece base 


A rugged 1-piece base constructed of 18 gauge, 
is 3 inches in height and will receive all acces- 
sories designed for use on the standard shelf. 


pierced at each end to receive 3” 
label holders. 





Borroughs standard trays 


22 gauge one-piece flanged and 


hemmed 


strength. Formed pull. Lanced label 
and partition 
gauge back stop spot welded to 
back of tray. 


holder 


increase your 


Borroughs sliding shelves 

18 gauge steel. 35%” long with 7%” 
front and rear flange. Front flange 
has a %” 


return flange, and is 


body, for maximum 


slots. 20 











Choice of green, gray, buff, 


white or cascade, electrostati- 
cally baked-on enamel. 


send for Brand New Borroughs Bin Catalog TODAY! 





These Borroughs warehouse distributors are at your service.... 


ALEXANDRIA, VA.: 


ATLANTA: 


BROOMALL, PA.: 


BUFFALO: 
CHICAGO: 
CINCINNATI: 
CLEVELAND: 
DALLAS: 
DENVER: 
DETROIT: 
FARGO: 

FORT WORTH: 
FRESNO: 


HOUSTON: 


Universal Equipment Co. 
2420 Oakville St. 

Bins & Equipment Co., Inc. 
1918 Buford Highway, N.E. 
East Coast Distributing Co. 
2010 Boxwood Dr. 


Automotive Bin Service Co., 


20 East North St. 


Felix F. Loeb., Inc. 
8810 S. Vincennes Ave. 


Automotive Bin Service Co., 


1220 Richmond St. 


Automotive Bin Service Co., 


8905 Loke Ave. 

W. W. Cannon Co. 
9739 Denton Dr. 
Sparkman-Barker Co, 
421 Sonta Fe Dr. 


Automotive Bin Service Co., 


10040 Freeland Ave. 
Adams, Inc. 

6 North 13th St. 
W. W. Cannon Co. 
P. O. Box 464 
Healey & Co. 

2302 Tulare St. 

W. W. Cannon Co, 
1901 Winter St. 


Inc. 


Inc. 


Inc. 


Inc, 


INDIANAPOLIS: 
JACKSONVILLE: 
KANSAS CITY, MO.: 
LOS ANGELES: 
LOUISVILLE: 
MEMPHIS: 
MILWAUKEE: 
NEW ORLEANS: 
NEW YORK: 
OAKLAND: 
OKLAHOMA CITY: 
OMAHA: 
PHILADELPHIA: 


PORTLAND, Ore.: 


Automotive Bin Service Co.,Inc. SACRAMENTO: 
54 West 30th St. 


Bins & Equipment Co., Inc. 


2610 Ligustrum Rd. SALT LAKE CITY: 
Siggins Co. 

706 Broadway ST. LOUIS: 
Green-Penny Co. 


4180 .E, Noakes St. 

Automotive Bin Service Co., Inc. 
204 Builders Bidg. 

Metal Products Co. 

359 Madison Ave. 


ST. PAUL: 


SEATTLE: 


Felix F. Loeb, Inc. 

864 E. Birch Ave. STERLING, ILL.: 
Edco Metals Inc. 

73 S. Wren St. TACOMA: 
Borroughs Mfg. Corp. 

121 Varick St. TOLEDO: 
William A. Gore Co. 

1834 Adeline St. WATERTOWN, Mass.: 
W. W. Cannon Co. 

P. O. Box 7317 CANADA: 
Siggins Co. 

1236 S. 13th St. HAWAII: 
East Coast Distributing Co, 

780 S. 52nd St. 

The Brower Co. PUERTO. RICO: 


1633 N. W. 21st Ave. 


SEATTLE: 


Poul W. Roeder Co. 

P.O. Box 1552 

1721—13th St. 

Business Equipment Co. 

902 S. Main St. 

Siggins Equipment Co. 

1410 Pierce Ave. 

Borroughs Mfg. Co. 

Factory Branch and Warehouse 
809 Hubbard Ave. 

The Brower Co. 

114 Virginio St. 

William A. Gore Co. 

214 3rd Ave., S. 

Felix F. Loeb, Inc. 

1708 Avenue F 

Tacoma Asbestos Co. 

25th and Holgate 

Automotive Bin Service Co., Inc. 
518 Jefferson Ave. 

Alexander Steel Products, Inc. 
264 N. Beacon St. 
Wickware-Stackbin, Ltd. 

P.O. Box 740, Perth, Ontario 
Hunters’ Office & Industrial 
Equipment Company 

538 Reed Lone, Honolulu 
Automotive Specialties, Inc. 

252 Ponce de leon Ave., Hato Rey 
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TWIN RIVERS, Wis.—Harry F. 
Langer has joined his father, 
Frank, in the operation of Langer 
Bros. (Dodge-Plymouth). The 
younger Langer purchased the in- 
terest of his uncle, Edward Langer 
sr., who retired. 

* * 


VW Deal Opens in Georgia 

ALBANY, Ga.—Flint Motors, Inc. 
(Volkswagen), has been opened 
here by Jack Brundage, who for- 
merly operated a Volkswagen deal- 
ership in Miami; Tony Ross, Mar- 
tha Chadwick and Cody Allen will 
operate the Albany firm. 

+ * * 


Eight More Dealers Sign 


To Handle Toyopet 


LOS ANGELES.—The appoint- 
ment of eight dealers to handle 
Toyopet has been announced by 
Toyota Distributors, Inc. 

They are Richard Motors, Inc., 


Auto Dealer Changes 











Bergenfield, N. J.; Wade Plymouth, 
Inc., Langhorne, Pa.; Monte Peters 
Co., Santa Ana, Calif.; Rod’s Auto 
Imports, Montebello, Calif.; Dewey 
Felton Motors, Ventura, Calif.; 
Whitlock Motors, Darby, Pa.; Bill’s 
Auto Exchange, Gilbertsville, Pa., 
and Nassau Motors, Inc., Hicks- 
ville, N, Y. 


+ * * 


Haller Ford Opens 


MT. LEBANON, Pa. — Haller’s 
Garage (Ford) has opened at 600 
Washington Rd. Cliff Heath is pres- 
ident; Bill Lane, general sales man- 
ager; Sam Martin, secretary-treas- 
urer and John Haller, parts and 
service director. 

+ + * 


Evans Expands in Wyoming 

CASPER, Wyo.—Plans for a 
new building to house the Buick 
and Pontiac dealerships at 
Yellowstone and McKinley, Wyo., 





have been announced by Harry 
Evans, president of Evans-Nagel 
Motors. Evans also announced 
the purchase of Galley-Griffis 
Motors (Pontiac), Evans will 
continue as president; H, Peter 
Nagel as vice-president. 
* * oa 


Tipton Buys Ford Deal 


NACOGDOCHES, Tex.—James A. 
Tipton, automobile dealer in Beau- 
mont, Tex., from 1951 to 1958, has 
purchased the Ford dealership here 
from Josephine H, Gray. 

a * * 


Soderstrom Adds Lines 


SAN PEDRO, Calif—Charles 
Soderstrom has been awarded the 
Mercury, Edsel, Lincoln and Eng- 
lish Ford franchise. He has been 
a Ford dealer here for 27 years and 
an Edsel dealer for two years. Sam 
Priestly, formerly with Sachs and 
Sons in Downey, will be general 
manager of the new dealership, 

+ * * 


New Fiat Dealers 


NEW YORK.—The following new 
dealers have been appointed to rep- 
resent the Fiat Motor Co., Inc.: 

U. S. Car Imports, 155 North Ver- 
mont Ave., Los Angeles, Calif.; 
Banner Imports, 7035 Foothill Blvd., 


Tujunga, Calif.; Lee Circle, Inc., 
1063 Boston Post Road, Milford, 
Conn.; Imported Car Service by 
Franz Dorr, Inc., 854 Main St., 
Stamford, Conn. and Hill-Kelly 
Motor Co., 141 North Florida Ave., 
Fort Walton Beach, Fla. 

In addition, the following dealers 
have made a change in name or 
address: 

Harold Menzies, Inc., 4249 Geary 
Blvd., San Francisco; Imported 
Sport Cars, 33 Farmington Ave., 
Bristol, Conn., and Continental Mo- 
tors, Ltd., North Main St., Presque 
Isle, Me. 


Nine New Dealers 


Listed by S-P 


SOUTH BEND.—Nine new addi- 
tions to Studebaker-Packard’s list 
of dealerships are announced by 
S. A. Skillman, S-P vice-president 
and general sales manager. They 
are: 

Al’s Auto Sales and Service, Nan- 
tucket, Mass. Albert L, Silva, 
owner; Ed. Fongemie, Van Buren, 
Me., Edmund A. Fongemie, owner; 
Kennebec Motors, Ltd., Gardiner, 
Me., Thomas H. Eaton, president; 





Collins Buick Co., Inc., Columbia, 
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Even a complete shop costs as little as '73¢ 


an hour* . .. modernize with lacks Decker: 


And, in modernizing your shop, you keep your cap- 


Imagine putting every tool you see here—a completely 
modern tool set-up—in your Service Department for 
73c an hour. You'll see work speed through your shop. 


You’ll reduce labor costs. 


Increase your profits, With- 


out spending a penny of your capital. 

The reason is simple: every Black & Decker tool is 
built for peak performance over a long, long time. You 
select from 39 cost-cutting, profit-making Black & 
Decker tools—each designed to do best the job for 


which it was built, 


ital intact. You pay for your new cost-cutting tools just 
as you pay your mechanics—as they produce for you. 
No interest or carrying charges. Take twelve months, if 
you like. Call your local automotive distributor today. 


*Based on 40 Hr. Wk.—12 months to pay. 








LEADING DISTRIBUTORS EVERYWHERE SELL 
QUALITY ELECTRIC TOOLS BY BLACK & DECKER 
TOWSON 4, MD. (IN CANADA: BROCKVILLE, ONT.) 





Ky., James R, Collins, president; 
Mundy’s Garage, Riparius, N. Y,, 
Donald E,. Mundy, owner; C. B. 
Auto Sales, Rt. 2, Punxsutawiey, 
Pa., C. P. Varner and William F, 
Varner, partners; Oxendale P»n- 
tiac Co., Farmington, Minn., Roy A, 
Oxendale jr., owner; Swank Motor 
Co., Osborne, Kans., B, L, Swank, 
owner, and Cherokee Motor Sales, 
Inc., Knoxville, Tenn., Briscoe 
Rutherford and Charles Rutherford, 


partners. 
* * - 


Schumacher Sells Out 


DAYTON, O.—George Schu- 
macher, president of Park Mo- 
tors, Inc. (Plymouth), 701 8. Pat- 
terson Blud., has sold his interest 
in the firm to Alex Campbell and 
D. G. Tenny, Lexington (Ky.) 
Plymouth dealers. Benjamin Hart 
is new president of the firm, 
which has been renamed Hart 


Plymouth. 


= * 


* 
Second Rambler Deal 


OKLAHOMA CITY.—Shepard- 
Richardson’s second Rambler outlet 
here has been opened at 3316 N. 
May St, The other deal is at 1100 
N. Broadway. The new facility has 
a 12-car showroom and an adjoin- 
ing area suitable for displaying 100 
cars. Partners Clarence D. Shepard 
and Bill Richardson have been 
Rambler dealers since 1955. 

+ & * 


Borgward Distributor 

PORTLAND, Ore.—Billingsley 
Motors Co, SE 7th Hawthorne, have 
been named Borgward distributors 
for Oregon, southern Idaho and 
southwest Washington. The firm is 
headed by N. J. Vickerman. 

* * * 


‘Impala Palace’ Opened 


SAN ANTONIO.—The new 
Dumas-Milner “Impala Palace” has 
been opened at 2615 Fredericksburg 
Rd. The building has 33,750 square 
feet of floor space with a display 
area capable of showing 125 Chev- 
rolets at one time, according to 
Buhl Reichstein, manager. 
+ * oo 


Vaughn Joins Edmunds 


BIRMINGHAM, Ala. — Allen 
Vaughn has been named general 
manager of Edmunds Ford Town, 
1401 W. Third. Vaughn has been 
with Ford dealerships 13 years 
and for the last two years has been 


in Jackson, Miss. 
ok * OF 


Stewart Gets Buick Deal 


CORSICANA, Tex.—Maco Stew- 
art, Maco Motor Co., has acquired 
the Buick franchise from Town & 
Country Motors. Sales and service 
will be handled at the Cadillac- 
Pontiac-GMC outlet he acquired 
earlier from Norris Hamilton Co. 
ok cd + 


Stenzel Adds Lark 


SPRINGFIELD, Minn.—Stenzel 
Motors (Oldsmobile-Cadillac) here 
has added Studebaker to its line. 
Ray Stenzel and Don Lindley are 
members of the firm. 

* * * 


Santa Fe Gets Renault Deal 


SANTA FE, N. M.—Santa Fe 
Motors (Chevrolet), Cerrillos Rd., 
is putting up a new building next 
door to house its new import divi- 
sion, Santa Fe Imported Cars (Re- 
nault-Peugeot). The division is 
managed by Ron Kalk. 

o” * * 


Kuehn Opens New Home 

MILWAUKEE. — Kuehn & Sons 
Rambler has opened its new show- 
room and service department at 
4775 N. Green Bay Ave. A free 
radio was offered with the pur- 
chase of a new car during the 10- 
day grand opening event. 

cd cd * 


Baker Sells to Teague 


SALEM, Ore.—Emerson 
Teague, formerly Chevrolet rep- 
resentative at Independence, Ore., 
has taken over Sam Baker Motor 
Co. here. He will handle Dodge, 
Chrysler, Imperial and Simca. 

of ok SS 


Peerless for Rambo 
PORTLAND, Ore.—Rambo Mo- 
tors, 307 N. E, Broadway, has been 
awarded a franchise for the British 
Peerless. 
ok oe os 


Sadler Chevrolet Moves 
GOODLETTSVILLE, Tenn.— 
Harry Sadler Chevrolet has moved 
to a new six-acre site on the north- 
west corner of Gallatin Rd. and 
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Two Mile Pike. Sadler bought Ben 
Polk Chevrolet last year and has 
been operating in a building owned 
by Polk. 


* * 


Benham Sells Pontiac Deal 


PHILADELPHIA. — Benham 
Pontiac, Inc., 211-13 E. Lancaster 
Ave., Ardmore, Pa., has been ac- 
quired by Howard Pontiac, Inc., 
which is headed by Howard Segal. 
G. Harry Benham, former owner 
of Benham Pontiac, remains with 
the dealership, now called Howard 


Pontiac, Inc. 
aa * 


Willys Awards 
Jeep Franchises 


To 43 Dealers 


TOLEDO.—T he appointment of 
43 Jeep dealers has been announced 
by C. W. Moss, vice-president and 
general sales manager, Willys Mo- 
tors, Inc. 

They are Trader Motor Sales, 
Dixon, Ill.; Superior Motors, Inc., 
Orangeburg, S. C.; Dothan L & M 
Co., Dothan, Ala.; Theiss Chevrolet, 
Greensburg, Ky.; Oliver Motor 
Sales, Pontiac; Corsicana Motor 
Co., Corsicana, Tex.; Gale Cable, 
Inc., Springfield, Mo. 

Kliff Trucks & Jeeps, Fort 
Worth; Stimson Mctors, Man- 
chester, Ia.; Midwest Jeep Sales, 
Rolla, Mo.; Indian River Farm 
Supply Co., Vero Beach, Fla.; Lolley 
Motor Co., Starkville, Miss.; Potter 
Motors, Jenkins, Ky.; Dees Chevro- 
let Co., Biloxi, Miss. 

W. H. Nelson jr., Moss Point, 
Miss.; Meeks Motor Sales, Muncie, 
Ind.; R. H. Anderson Car Sales, 
Hollywood, N, M.; Savageau Jeep, 
Yuma, Ariz.; Ernest Clark Jeep, 
Waynesboro, Miss.; Jeep Rambler 
City, Las Vegas, Nev.; Bob Daniels, 
Inc., Columbus, O.; Burns Motor 
Jeep, McAllen, Tex. 

Try Fine Products, Inc., Can- 
andaigua, N. Y.; Yates Motor Co., 
Nashville; Justus Buick Co., W. 
Caldwell, N. J.; Jeep Auto Hire, 
Inc., Ellenville, N. Y.; West Shore 
Motors, Houghton Lake, Mich.; 
Creech Auto Sales, Kingsport, 
Tenn.; Presnell Motors, Elizabeth- 
ton, Tenn. 

‘ Baum Pontiac, Tucumcari, N. M.; 
Sunland Motors, Las Cruces, N. M.; 
Fowler Tractor & Implement, Har- 
risonville, Mo.; Leo J, Mason Mo- 
tor Co., Caldwell, Id.; Fundingsland 
Motors, Bend, Ore.; Casey’s Jeep 
Sales & Service, Santa Maria, 
_ Suburban Buick, Wheaton, 


Downtown Motor Sales, Inc., 
Warren, O.; Hadcock Pontiac, Inc., 
Wolcott, N. Y.; Willys division of 
Reliable Pontiac, Inc., Roswell, N. 
M.; Cornelius Jeep division, 
Wooster, O.; Lin-Mar Motors, Inc., 
Morton Grove, Ill.; Michaelson Mo- 
tors, Baltimore, and Island Motors, 
Inc., Manahawkin, N. J, 

co * ok 


6 More Dealers Receive 


Franchises from Fiat 


NEW YORK.— Appointment of 
six more dealers has been an- 
nounced by Fiat Motor Co., Inc. 
They are: 

Bowers Imports, Inc., 6120 §S, 
Western Ave., and Foreign Cars, 
Inc., 1025 N. Clark St., both of 
Chicago; Millbrae Imported Car, 
Inc., 310 El Camino Real, Millbrae, 
Calif.; Frazier-Ward Motors, Inc., 
608 Tenth St., Modesto, Calif.; E. 
Fronteras & Co., 6111 Dempster St., 
Morton Grove, IIl., and West Seat- 
tle Auto Center, 4712 Fauntleroy 
Ave., Seattle, 


* * * 


Denver Pair Open U. C. Deal 


DENVER.—G,. D, Beavers and 
Merrill B. Berger, president and 
vice-president respectively of the 
former Downtown Buick, Inc., 
have opened a used-car dealer- 
ship under the name of Beavers- 
Berger Inc., 3150 S. Broadway, 
Englewood. 

o* * + 


Wallace Adds Edsel 


COLORADO SPRINGS, Colo.— 
Wallace Motors, Inc, has taken 
over the Edsel dealership in this 





area. In addition, the firm will con- 
tinue to sell Lincoln and Mercury 
cars, according to Dave W. 


president. 
* + a 


13 Franchises 


Awarded by Fiat 


NEW YORK.—Fiat has awarded 
franchises to 13 dealers. They are: 

Calhoun Motor Co., Inc., Annis- 
ton, Ala.; Rogers Motors, Inc., New 
London, Conn.; Van Trow Imports, 
Inc., Baton Rouge, La.; Aroostock 
Auto Sales, Presque Isle, Me.; Im- 
ported Cars of Dearborn, Dearborn; 
Milano Motors, Inc., Grand Rapids, 
Mich. 

Also, M. V. Motors, Ltd., Mineola, 
N. Y.; Sholz Buick, Inc., White 
Plains, N. Y.; Don Ellis Buick, Inc., 
Ashtabula, O.; Lima Imported Car 





Co., Lima, O.; Vermont-Willys, Inc., 
Barre, Vt.; Watts Motor Co., Inc., 
Williamsburg, Va., and Stumps 
Ford Sales, Inc., Glenville, W. Va. 

ok * i 


Six Toyopet Dealers 


Added by Toyota Motor 


LOS ANGELES. — Toyota Motor 
Distributors, Inc., has added six 
Toyopet dealers. They are: 

Bob Auffenberg Buick, Inc., 3345 
S. Kingshighway Blvd., St. Louis; 
Al Taafe Motor Co., Inc., 935 N. 
State St., Girard, O.; Lima Import- 
ed Car Co., 1404 Findlay Rd., Lima, 
O.; Columbus Buick Co., 32 S. Fifth 
St., Columbus, O.; Citrus Motors, 
3100 Market St., Riverside, Calif., 
and Carl’s Motor Co., Inc., 1200 N. 
Avalon Blvd., Wilmington, Calif. 

* Oo * 


Two Switch to GM Fold 


APPLETON, Minn.—Schoening 
& Huckle, Inc., is the new Chevro- 
let-Oldsmobile dealership here. 
Partners are Allan M. Schoening 
and Arthur R. Huckle, who for- 
merly operated the Chrysler-Plym- 
outh dealership here. 

. = 2 


Wick Buys LaRiche Deal 


CLEVELAND. — William M. La- 
Riche has sold LaRiche Lincoln 





Mercury, Inc., 15001 Euclid Ave., 
East Cleveland, to Robert Wick, 
formerly a manufacturer’s repre- 
sentative. The firm has been re- 
named Wick Lincoln Mercury, Inc. 
La Riche will continue to operate 
his Lakewood Ford deal. 
* 


cd * 
Diamond T to McGee 


ST. PAUL, — McGee Trucks, 
Inc., has taken over sales and 
distribution of Diamond-T trucks. 
Facilities for parts and service 
at 2330 West County Road C have 
been enlarged. The firm’s head- 
quarters are at 2535 University 
Ave. Officers of the new Diam- 
ond-T Truck Sales, Inc., are 
Harvey McGee, president; John 
C, O’Donnell, vice-president, and 
William C. Johnson, general man- 
ager. 


29 More Dealers 
Get Franchises 
To Sell Triumph 


LOS ANGELES. — Standard- 
Triumph Motor Co. Inc. has 
awarded franchises to 29 more 
dealers in 20 states. They are: 

Wyatt Motor Co., Birmingham, 





Ala.; Tony M. Coury Imports, 
Mesa, Ariz.; Skyview Auto Sales, 
Oroville, Calif.; Principal Motors, 
Inc., Monterey, Calif.; Fisher Im- 
ports, Inc., Los Angeles; Cantrell 
Motors, Rome, Ga.; Lenihan Mo- 
tors, Princeton, Ill., and Ken Ford’s 
Auto Supply, Rensselaer, Ind, 


Western Motors and Fred Gorges, 
Inc., Wichita; Williams Marine & 
Motors, Manhattan, Kans.; Foreign 
Car Exchange, Kansas City, Kans.; 
Lawrence Warta Motor Co., Salina, 
Kans.; Clark Buick Co., Gardiner, 
Me.; Stotts & Murphy, Mt. Clem- 
ens, Mich.; McMullan Auto Sales, 
Meridan, Miss.; Boschert Auto 
Sales, St. Charles, Mo.; Medley 
Motor Co., Springfield, Mo.; Mid- 
west Jeep Sales, Rolla, Mo.; Nelson 
Foreign Car Co., Joplin, Mo., and 
Berl Berry Studebaker, Kansas 
City. 

Prater Motor Co., Falls City, 
Neb.; Howard’s Auto Mart, Greens- 
boro, N. C.; Import Motors, Dick- 
inson, N. D.; Ripley Motor Co., 
Marion, O.; A-Z Enterprises, Inc., 
Eugene, Ore.; Canaday Auto Sales, 
Aiken, S. C.; West Side Motor Co., 
Watertown, S. D.; M & L Motor 
Co., Brattleboro, Vt., and Bantam 
Auto Mart, Inc., Menasha, Wis. 





The world’s most popular 


Power Brake is Hydrovac 


because... 


original cost! 


Vacuum power provides instant, effortless power braking 
plus maximum dependability and safety—even if power should ever fail, brakes can be 
applied manually. 


Vacuum power saves dead weight. This can add several hundred extra pounds to 
every pay-load. And extra pounds mean extra profits. 


Vacuum power does the job simpler and better with less maintenance and lower 


Vacuum power steals no horsepower as it is completely free of compressor drain 


on engine power. 


Unchallenged facts like these have made Hydrovac® Vacuum Power Braking first choice 
among truck operators—in fact, with over 514 million sold, more Hydrovac units 
are in use than all other types. 


HYDROVAC (VACUUM HYDRAULIC) POWER BRAKING BY BENDIX 
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In the Letterbox 








(Continued from Page 10) 


after-sale service the cars re- 
quire. Senator Potter admitted 
that manufacturers of new cars 
have franchise provisions obli- 
gating dealers to provide service 
regardless of whether or not the 
dealer actually sold the new car 
requiring service to the customer. 

Senator Potter admitted that cus- 

tomers have come to expect as a 

matter of custom that new car 
manufacturers will provide, 

through franchised dealers, serv- 
ice for the product throughout its 
useful life. 

Senator Potter admitted that 
General Motors Corp., for example, 
since 1956 reimburses their dealers 
100 percent of the entire cost of 
warranty adjustments, whether or 
not sold by the particular fran- 
chised dealer performing the serv- 
ice under the warranty. 

In this connection, a fixed serv- 
ice investment is a requisite in 
securing a new car franchise to 
do business; therefore, standby 
service facilities are already here. 

This old-time dealership believes 
that a bill similar to S. 4293 is not 
Necessary to preserve our free en- 
terprise system—particularly small 
business—in the distribution of 
new cars. 

We believe that the legislative 
effort back of bill S. 4293 is pri- 
marily the doing of a clique of new 
car dealers in control of the Na- 
tional Automobile Dealers Assn. 
This clique of dealers is attempt- 
ing to force exclusive sales terri- 
tories on all new car dealers, 

Recently, a director of the NADA 
has taken exception to our claim 
that a clique of new car dealers 
is in control of the association. 
Our answer to his exception was: 
“Your statement that membership 
in the NADA would give us a voice 
in the programs and policies of the 
NADA brings up the issue of your 
serious exception to our claim that 
a clique of new car dealers is in 
control of the association. 

“In 1951 the NADA ran a survey 
with the membership which in- 
cluded the following question: “Do 
you want a territory security or 
other infringement protection 
clause in your factory selling 
agreement?’ Of a total of 8,506 re- 
Plies to this question, 4,254 said 
‘no’ and 4,252 said ‘yes.’ It is there- 
fore our opinion that the results 
of this particular survey should 
have convinced directors and man- 
agement of the NADA that the 
issue of territory security was too 
controversial to push in a legisla- 
tive way. 

“However, the NADA did push 
hard for territory security. On Feb- 
ruary 27, 1952, we asked the NADA 
for an explanation of legislative ac- 
tion toward this issue in the light 
of the results of the survey show- 
ing a small majority of the mem- 
bership as opposed to territory 
security. 

“On March 5, 1952 we received 

a reply from the NADA but with- 
out a satisfactory explanation to 
our question. Accordingly, we 
concluded that there was a clique 
in control of the association using 
the power of office to force their 
personal viewpoint to territory 
security on all the members of 
the association. 

“To our knowledge the NADA 
took no further national survey on 
territory security for a number of 
years after. In the interim, we ex- 
pressed our displeasure to territory 
security efforts on a number of oc- 
casions, repeatedly calling the 
NADA’s attention to the 1951 sur- 
vey in question. Finally, we con- 
cluded that our voice in the pro- 
grams and policies of the NADA 
was very weak indeed. We made 
the decision to drop our member- 
ship.” 

It is our understanding that the 


Richards Adds Lark 

AUGUSTA, Ga. — Richards 
Buick Co. of 1350 Broad St., has 
been named a Studebaker dealer. 
John R. Richards, president, said 
the Studebaker-Packard fran- 
chise previously was held by 
Southern Motors Co. 








NADA proposes to submit to the 
new session of Congress, legisla- 
tion which would give permission 
to automobile manufacturers to 
write an agreement with their deal- 
ers on some form of territory 
security agreeable to dealers and 
factories. Further, the legislation 
proposed would not spell out the 
exact method a territory security 
provision would operate but instead 
it would be ‘permissive’ legislation 
only. This brings up two questions. 
How can any exclusive sales terri- 
tories agreement be agreeable to 
dealers when the issue is so con- 





troversial? Is there any real dif- 
ference between permission granted 
to automobile manufacturers to 
write an agreement with their deal- 
ers on territory security or an ac- 
tual law enacting territory security 
with an exact spelling? 

We have read the open letter in 
Automotive News addressed to you 
by a certain dealer, asking your 
consideration for territory security 
legislation, We quote from his let- 
ter: “Every dealer was happy when 
our factory had the territory secur- 
ity clause in the selling agreement.” 
This dealer’s statement is as utterly 
ridiculous ag two other statements 
from his open letter to the NADA: 
“The opposition, or much of it, on 
territory security is sponsored by 
new-car bootleggers and other new- 
car dealers who do business with 
them. Why should the law favor 
a certain minority of unreliable 





dealers and keep on with this de- 
plorable condition?” 

We, too, find the going rough 
but we do not believe that ter- 
ritory security is the panacea for 
our problems. We believe that 
competition is something that 
has to be faced whether or not 
we like it—after all, competition 
made the automobile industry 
great. 

Basically we don’t believe the 
question of territory security can 
rightfully be decided on whether 
or not dealers, factories or associa- 
tions want territory security. Ter- 
ritory security is not in the public 
interest. How can dealers make a 
decision for territory security when 
in the public interest it igs not their 
right to do so? 

Rear-Admiral Frederick J. Bell 
emphasized recently: “Territory 
security is not a system designed 
to build a fence around any dealer 








or to restrict in any way the com- 
plete freedom of a customer to buy 
wherever or whenever he pleases.” 
This simply is not true under the 
NADA proposals. 

It is so obvious that the cut- 
rageous limit of infringement pen- 
alty as imposed under a bill such 
as S. 4293 will for practical pur- 
poses prevent new car dealers from 
selling to customers in another 
area. Customers are to be forced 
to buy from the local dealer; in- 
deed they cannot do otherwise. The 
proposed bill takes away from cus- 
tomers the freedom of choice to 
buy—any other viewpoint is strictly 
‘double talk.’ 

The NADA is determined to put 
a high fence around all new car 
dealers — regardless of the public 
interest. I sincerely hope that the 
power of the Federal] Government 
will prevent this from happening. 
—A. J. R. 
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PEAK WITH RUST-GUARD 


YEARS-AHEAD FORMULA! Three years in Proof of PEAK Performance! 


Incredible! 














research and development — and finally 
came the break-through. CSC scientists 


succeeded in attaining their goal — the 
formulation of a significantly improved 
ethylene glycol anti-freeze. 


It had to pass hundreds of tests to prove 
itself! First, in bench-type corrosion tests 


1440-HOUR SIMULATED SERVICE TEST 
(with solutions that protect to 15°) 
SHOWS THAT PEAK GIVES 5 TO 14 
TIMES BETTER PROTECTION 


You'd Think 
ith PEAK 





aS 
Sa 


“Made To Order” For the ’60 Models 


(and every other car on the road) 





Actual Metal Loss in milligrams 


Brand 
PEAK 
Brand “A” 
Brand ‘’B’’ 








steel and cast iron! 


... then in a series of exhaustive simulated 
service tests. And finally, actual passenger- 


car road trials in which the test cars were 
driven hundreds of thousands of miles. Re- 
sult: our introduction last year of the new 
PEAK Anti-freeze with RUsST-GuARD. 


SEVEN SPECIAL CHEMICALS! Only PEAK 


AGAINST CORROSION LOSS of 
aluminum, brass, copper, solder, 


1440-HOUR SIMULATED SERVICE TEST 
(with solutions that protect to 35° 
below zero) SHOWS THAT PEAK 
GIVES 7 TO 33 TIMES BETTER 


Brand “’C’’ 
Brand “‘D” 





Actual Metal Loss in milligrams 


Brand 
PEAK 
Brand “A” 





Brand ‘'B”’ 








has Rust-GuarbD, the exclusive CSC com- 


bination of seven special chemicals in a 


PROTECTION AGAINST CORROSION 
LOSS of aluminum, brass, copper, 
solder, steel and cast iron! 


Brand “’C“’ 
Brand ‘’D”’ 








balanced formulation that gives all the 


metals and alloys in the automobile cool- 
ing system the most effective protection 
obtainable against rust and corrosion — 
under all driving conditions! 





PEAK’S ALL SET FOR THE ‘60's! ‘The news 
is — more aluminum in engines and cool- 
ing systems than ever before. PEAK with 
RusT-Guarp is ready for them. PEak’s 


years-ahead formula meets the demands of 
present-day automotive production—gives 
maximum protection against corrosion of 
aluminum, 


developed by COMMERCIAL SOLVENTS 
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ly How They're Pushing Sales... 





| Qn the Air in the Air 


or RADIO broadcaster was hoist- 
d ed 40 feet aloft, sitting in a 
- Chevrolet El Camino, where he 
e broadcast the festivities at the 
- opening of the new Boyd Mullen 
1) Chevrolet dealership in Pasadena, 
y Tex. 

The broadcaster is Ha] Harris of 
it Radio Station KRCT. For two days 
r he spent all day in the air—as well 
c as on the air. His Chevrolet was 
e hoisted by a crane to a position 40 
it feet above the dealer’s new build- 
/ ing, and directly in front of it. 


The new building covers 85,000 





7 Dealer Ad Ideas 


square feet and includes the dis- 
play room with a “floating stair- 
way” built over a rock garden and 
leading up to the second floor exe- 
cutive offices, a customer’s lounge 
and snack bar. The building is on 
a 4%-acre area which encompasses 
the used car department, with 7,200 
square feet, a service area of 13,300 
square feet, and 35,000 square feet 
of covered storage for 150 new cars. 

The Boyd Mullen Chevrolet Co. 
was founded six years ago in Pasa- 
dena, and is managed by John C. 
Davis, The new location at the in- 
tersection of Richey and West Ster- 
ling in Pasadena includes all the 





old Boyd Mullen operations except 
the paint and body shop which 
remains at the old location at 110 
N, Shaver. 

The two-day opening celebration 
drew spectators to register for a 
free 10-day cruise for two to Nas- 
sau; free rides for the children in 
on-the-spot amusements, the do-it- 
yourself Chevrolet Featurama dis- 
play, and the broadcasts over 
KRCT by Hal Harris, sitting in the 
El Camino model 40 feet aloft in 
front of the new Plant. 

* 


Fishing Theme Sells Cars 
” HAT a Fish Story!” cap- 
tioned the page display ad 
by O’Neil Ford Superautomart in 
Mishawaukee, Ind., for a “fish- 
ing” Ford promotion. The show- 
room was turned into a lake, 
with ice cold lemonade served 

free while the people fished. 
Each fish caught during the 





Foreign Cars Featured 


In Week-Long Sale 


A PARADE and display of for- 
eign cars was a feature of 
“Shop-portunity Days,” a week- 
long retail sales promotion 
staged in Manchester, N. H., by 
the Manchester Downtown Mer- 
chants’ Assn. 

On various days during the 
promotion, foreign cars from lo- 
cal dealers were driven through 
the streets and parked in the 
downtown area for public inspec- 
tion. There also was an exhibit 
of antique cars. 








nine-day promotion carried with 
it some free merchandise or 
service. Door prizes and gifts for 
all the children were added at- 
tractions. Fifteen salesmen were 

















| Detroit Designed the NewCars 
ANTI-FREEZE in Mind! 








1440-HOUR SIMULATED SERVICE TEST 
(with solutions that protect to 35° 
below zero) SHOWS THAT 

PEAK GIVES 63 TO 114 TIMES 

BETTER PROTECTION AGAINST 
CORROSION LOSS OF ALUMINUM! 


PEAK—A-1 for Aluminum! 


Actual Metal Loss in milligrams 








Brand 
PEAK 
Brand “A” 


Brand “’B”’ 
Brand “C” 
Brand “’D”’ 





DO! PEAK wit 





new cars with PEAK in mind! 


4 CAR MANUFACTURERS DEMAND IM- . 
PROVED CORROSION PROTECTION — _ fanty — and PEAK was the only nationally- 


AND THAT'S WHAT PEAK GIVES! 

Because of the special corrosion problems 
with aluminum, car manufacturers are 
seeking better anti-freezes to protect 
aluminum. That’s why we call PEAK the 
“years-ahead” anti-freeze — it will protect 
where old-fashioned anti-freezes fall short. 
It’s almost as if Detroit had designed the 


THE CHOICE OF LEADING VU. S. IMPORTER, 
roo; Last winter a major importer of 


well-known continental cars — with a wide cooling system and one 
variety of anti-freeze brands to choose 
from — approved only two for installation 


under the manufacturer’s new car war- 


act! advertised brand thus approved! 


MAKE THIS EASY ‘‘PROVE-IT-YOURSELF”’ 
rest; Clean the cooling systems of a num- 


ber of your customer’s cars this fall to re- 
move old rust and scale. 
half of them. When your customers come 
in for a “drain-out” next spring, see for PEAK 


the clear, clean superiority of PEAK, and 
the cooling system of every PEAK-pro- 
tected car will be “clean as a whistle”! 


THERE ARE SOME THINGS PEAK WON'T 
RusT-GUARD won't freeze 


up, won’t boil away, won’t harm gaskets or 
rubber hose. It won’t mar or mark the 
finest car finish. It won’t creep, seep or 
leak from a cooling system tight enough to 
hold water. PEAK gives guaranteed all- 
winter, all-weather anti-freeze protection. 


PEAK ANTI-FREEZE 


Install PEAK in 


yourself the extraordinary difference be- 








CORPORATION GY 


system protected with any other anti- 
freeze. You'll see the difference. You'll see 


tween PEAK and the other brands. Drain 
off a “sample” from a PEak-protected 


from a cooling 


Customers 


Don't forget 
Nor’way® Wu 


—The Non-Permanent Type 
for Your Economy-Minded 


with RUST-GUARD 


ORDER YOURS NOW — be way ahead 
with the years-ahead anti-freeze— 





ANTI-FREEZE 





on hand to take care of the 
crowd. 

During May, O’Neil had the 
best month ever with 275 cars 
sold, 


Dealer Ties 
‘Noodle’ in Ads 


To Promote Sales 


IGGS MOTOR CoO., INC. (Lin- 

coln-Mercury), Auburn, N, Y., 
switched from cars to photos of 
people in a series of ads to attract 
new customers. 

One photo showed the back view 
of a bald-headed man. The head- 
line read: “Local merchant flips 
wig in Mercury showroom.” Under 
the photo was this caption: 

“You'll very likely ‘flip,’ too, 
when you hear the deal we'll give 
you on a Mercury. Special low 
prices, special high tradeins and a 
choice of free extra equipment. 
Come in and be ready to buy, be- 
cause we're going all out to sell.” 

The headline with a photo of an 
attractive girl read: “Blonde 
beauty blushes for local Mercury 
dealer.” The caption said: ’ 

“Right now we're putting such 
ridiculously high valuations on 
used-car tradeins, it’s downright 
embarrassing. No matter, we’ve got 
to move our inventory and we'll 
deal like crazy to do it, even give 
double trade allowances.” 

* ok n 


Promotion in St. Paul 
IX dealers in the Midway dis- 
trict of St. Paul, Minn., joined 
in a promotion of over 600 new 
cars on a lot at Snelling and 
University Aves. June 18-20. 

The promotion was advertised 
extensively in the St. Paul Dis- 
patch and Pioneer-Press. Dealers 
who participated were Midway 
Ford, Arrow Pontiac, Kline Olds- 
mobile, Midway Chevrolet, Whit- 
aker Buick and Hetfield-Queenan, 
Inc. (Dodge-Plymouth). 

* * ck 


U. C. Buyers Given $100 
AVIS-CHILD CHEVROLET, 
Hutchinson, Kans., set up 18 

used cars with $100 checks to the 

buyers. 

Advertised prices fixed the retail 
selling price and the $100 check 
was given with each car for the 
buyer to spend, save, help pay a 
vacation trip with the new car, or 
as part of the purchase price. 

+ * * 


For the Youngsters 


7 KEEP the youngsters 
happy while their parents 
shop for a new Rambler, Davies 
Motors, San Diego, has installed 
the “Satellite Room.” 

Toys for children of all ages 
are available, along with free re- 
freshments. Saturday afternoon 
is special. There is a 90-minute 
TV show and prizes are awarded 
to contest winners. 





Calendar 


(Continued from Page 10) 


General 

Sept. 25-27—Detroit Section, SAE, Green- 
brier Hotel, White Sulphur Springs 
West Va. 

Oct. 5-7—Annual Truck Body & Equip- 
ment Assn. convention and exhibit, Hotel 
Sherman, Chicago. 

Oct, 5-10—National Aeronautic Meeting, 
Aircraft Manufacturing Forum and Air- 
craft Engineering Display, The Am- 
bassador, Los Angeles. 

Oct. 1823— Annual American Trucking 
Assn. convention, Hotels Biltmore and 
Statler, Los Angeles. 

Oct. 21-24—Automotive Wholesalers of 
Texas, Adolphus Hotel, Dallas, Tex. 
Oct. 21-25—Second Annual Rod & Custom 
World's Fair Auto Show, Industrial Arts 
Bidg., Eastern States Exposition Fair- 

grounds, West Springfield, Mass. 

Oct. 26-28—National Transportation Meet- 
ing, La Salle Hotel, Chicago, 

Oct. 27-28—National Diesel Engine Meet- 
ing, La Salle Hotel, Chicago. 

Oct. 28-30—Annual convention and trade 
show, Automotive Parts Rebuilders Assn., 
Roosevelt Hotel, New Orleans. 

Oct. 28-30—National Fuels and Lubricants 
Meeting, La Salle Hotel, Chicago. 

Nov, 5-6—23rd Annual Industrial Engineer- 
ing and Management Clinic, onrad 
Hilton Hotel, Chicago. 

Nov. 12-13—The American Society of In 
dustrial Designers, Open Meeting, Hotel 
Statler, New York City, 

Jan. 25-28—33rd Annual National Auto- 
motive Accessories Manufacturers of 
America Exposition, Navy Pier, Chicago. 

Feb. 7-9—Automotive Affiliated Represen- 
agg meeting, Manhattan Hotel, New 


York, 

Feb. 10-13—Automotive Service Industries 
Assn. Show, Coliseum. New York, 

March 14-16—Canadian Automotive Whole- 
salers' & Manufacturers’ Assn.. Queen 
Elizabeth Hotel, Montreal. 

Sept. 6-16, 1960—Production Engineering 
Show, Navy Pier, Chicago. 

Sept. 6-16, 19%60—Machine FoI Exposition, 
International Amphitheatre, Chicago 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Denver 

Figures compiled by the Metro- 
politan Denver Automobile Dealers 
Assn. from new-car registrations 
in four counties show dealers have 
sold more new cars during the first 
seven months of 1959 than in any 
comparable period of record. 

The seven-month total for Den- 
ver, Adams, Arapahoe and Jeffer- 
son counties shows 20,483 units 
sold, compared with 15,342 for 
the comparable period of 1955, 
previous record year. 

July registrations in the four 


counties totalled 3,791, compared | Fr 


with 2,237 in July, 1958. 

Chevrolet continued as the leader 
in the area, with 5,823 sales, up 
1,073 from the 1958 total, Ford was 
a strong second with 4,856, up 1,889. 
Rambler had a firm hold on third 
Place with 1,416, up 591 in the year. 





Pontiac, seventh last year with 
626, is fourth this year with 1,246. 
Plymouth retains fifth place with 
1,003, down 288, Oldsmobile is sixth 
with 954, up 167. 

Buick holds the seventh spot with 
605, down eight. Dodge is No. 8 with 
564, 44 below last year. Mercury 
has the ninth spot, with 456, down 
62. 

Volkswagen holds the lead among 
the imports and is in 11th spot be- 
hind Studebaker, with 409, an in- 
crease of 256, Cadillac sold 305, 
which is down 10—(Ernest W. 
air.) 

* * * 
Cincinnati 
New car registrations in Hamil- 
ton County (Cincinnati), O., during 
August increased to 3,148 units, 
compared with 2,206 vehicles in Au- 





gust, 1958, In July, the total was 
2,206, 

Registrations by makes were: 
Chevrolet, 800; Ford, 761; Oldsmo- 
bile, 277; Rambler, 219; Plymouth, 
174; Pontiac, 173; Buick, 169; Stu- 
debaker, 95; Mercury, 87; Renault, 
63; Dodge, 58; Cadillac, 49; Volks- 
wagen, 31; Opel, 23; Metropolitan, 
21; Chrysler, 20; DeSoto, 14; Eng- 
lish Ford, 13; Triumph, 12; Fiat, 
12; Edsel, 9; Austin, 7; MG, 6; 
Vauxhall, 6; Lincoln, 5; Imperial, 
3; Taunus, 3; Peugeot, 3; Mercedes- 
Benz, 3; Alfa Romeo, 2; Hillman, 
2; Morris, 2; Volvo, 2; Willys, 1, 
and miscellaneous, 5, 

New-truck registrations in Au- 
gust totalled 230 units, compared 
with 186 vehicles in August, 1959, 
and 291 in July. 

Registrations by make: Ford, 71; 


Chevrolet, 57; International, 37;: 





GMC, 16; Volkswagen, 15; Mack, 8; 

White, 7; Dodge, 4; Willys, 3; Stu- 

debaker, 3; English Ford, 3, and 

miscellaneous, 3.—(Frank Kappel.) 
+ * * 


St. Louis 

The cleanup is on in full swing, 
accelerated by extra effort with the 
ending of a 10 week strike of me- 
chinists. Practically all dealers were 
struck or locked out and about 30 
percent of the dealers with sales- 
men’s union contracts were virtu- 
ally out of business. 

Stocks are comparatively heavy 
for this late date, and if newspaper 
advertising is any indication, com- 
petition is furious. However, cars 
are being delivered and hope is ex- 
pressed on all sides that the clean- 
up, however hectic, will be pretty 
well accomplished by showing dates 
of the new models, 

Factory kickbacks in the form of 
rebates on volume reportedly is 
helping. But even so, the held 
grosses are pretty thin in most 
cases. The strike was helpful in 
some instances in weeding out dead 
wood and lowering overhead ex- 
penses, 

Practically all dealers are report- 
ing good labor and parts business, 





M E N D E N H A L L ...@ Leading Ford Dealer in St. Louis, Selects 


LINCOLN Because of Proven Sales-Building Performance 












Mendenhall 
Motor Co. 
St. Louis, M 


Bob Dietz, 
Service Manager 


says: 





Mr. Bob Dietz, Service Manager of 
Mendenhall Motor Co., St. Louis, Mo., 


“We run a lot of lube jobs 
through here every month. To keep 
our customers really satisfied, those 
jobs must be fast, and they must be 
good. Lincoln air-operated Golden 
Standard Lubreels definitely help us 
turn out more cars per hour with 
neater, better work. Two operators 
can work from one bank of reels on 
two cars to double our service output. 
The saving in time permits us to make 
those all important on-the-rack checks 
that lead to extra profit sales in re- 
pairs, parts and T.B.A. I can’t help 
but recommend Lincoln highly to any- 


one who wants to upgrade his lube 


0. 
does a job!”’ 


ST. LOUIS 


room because this equipment really 


Add ‘‘Show Room”’ elegance to your lube room. Write for new 
Lincoln Catalog 57, or contact your Lincoln jobber. 


LINCOLN ENGINEERING COMPANY 
Division of The McNeil Machine & Engineering Co. 
4010 GOODFELLOW AVENUE -; 


20, MISSOURI 





cleaning up an accumulation of 
work that is best done by author- 
ized service specialists—(Sam X, 
Hurst.) 


* * 


Atlanta 

In June, 3,384 new cars were reg- 
istered in Atlanta. Of this number 
343 were imports, New trucks to- 
talled 337. 

By make, registrations were: 
Chevrolet, 932; Ford, 862; Pontiac, 
276; Oldsmobile, 190; Plymouth, 
176; Rambler, 125; Buick, 113; 
Volkswagen, 80; Dodge, 76; Cadil- 
lac, 70; Studebaker, 61; Chrysler, 
51; Mercury, 39; Renault, 30; De- 
Soto, 28; Fiat, 27; Opel, 23; English 
Ford, 22; Volvo, 22; Hillman, 21; 
Metropolitan, 17; Triumph, 12; Sim- 
ca, 11; Mercedes-Benz, 11; Vaux- 
hall, 11; MG, 11; Lincoln, 9; Im- 
perial, 8; Edsel, 8; Morris, 6; 
Borgward, 3; DKW, 2, and miscel- 
laneous, 51. 

New-truck registrations were: 
Chevrolet, 153; Ford, 99; Interna- 
tional, 27; GMC, 23; Dodge, 9; 
Mack, 6; Volkswagen, 5; White, 4; 
English Ford, 2; Willys, 2, and 
miscellaneous, 7.—(E. C. Bash). 

* * * 


Toledo 

New-car sales in Toledo and 
Lucas County totalled 1,670 in July, 
compared with 1,794 in June and 
1,059 in July, 1958, according to 
figures compiled by the Toledo 
Automobile Dealers Assn. 

July registrations by makes 
were: Chevrolet, 461; Ford, 368; 
Oldsmobile, 129; Pontiac, 120; 
Plymouth, 92; Rambler, 77; 
Buick, 60; Dodge, 59; Mercury, 
50; Studebaker, 48; Cadillac, 31; 
Edsel, 27; Renault, 25; Volks- 
wagen, 19; English Ford, 17; 
Chrysler, 14; DeSoto, 8; Willys, 8; 
Imperial, 5; Lincoln, 1, and mis- 
cellaneous, 80. 

New-car sales in the first seven 
months numbered 11,661, compared 
with 7,744 in the 1958 period. 

Dealers sold 143 new trucks in 
July, compared with 168 in June 
and 67 in July a year ago, New- 
truck sales for the seven months 
were 997 in 1959 and 558 in 1958.— 


(Ernest C. Kish.) 
ok * Oo 


Dallas 

Dallas dealers retailed 3,621 new 
cars in July, compared with 3,892 
a month earlier. 

By makes, registrations were: 
Chevrolet, 1,132; Ford, 775; Olds- 
mobile, 329; Rambler, 263; Pontiac, 
218; Buick, 144; Plymouth, 111; 
Cadillac, 89; Fiat, 75; Renault, 62; 
Dodge, 52; Vauxhall, 43; Studebak- 
er, 39; Simca, 34; Mercury, 28; 
Opel, 28, and Chrysler, 27. 

Volkswagen, 27; Lloyd, 20; Tri- 

umph, 19; DeSoto, 17; English 
Ford, 11; Peugeot, 11; Mercedes- 

Benz, 9; Lincoln, 8; Edsel, 7; MG, 

7; Volvo, 6; Imperial, 6; Goliath, 
4; Hillman, 4; Austin, 2; Austin- 

Healey, 2; DKW, 2; Jaguar, 2; 
Morris, 2; Willys, 1, and miscella- 

neous, 5. 

New-truck registrations number- 
ed 571, compared with 558 a month 
earlier. 

By makes, they were: Chevrolet, 
244; Ford, 154; International, 75; 
GMC, 36; White, 31; Dodge, 8; 
Mack, 2; Studebaker, 2; Willys, 2, 
and miscellaneous, 17.—(Ruby Fen- 
oglio.) 

LJ * * 


Houston 

Dealers in Houston sold 4,202 
new cars in August, compared with 
4,792 a month earlier. New-truck 
sales also declined, from 791 to 716. 

New-car registrations by makes 
were: Chevrolet, 1,203; Ford, 967; 
Pontiac, 277; Oldsmobile, 260; Ram- 
bler, 214; Plymouth, 185; Buick, 
175; Cadillac, 109; Renault, 102; 
Studebaker, 80; Dodge, 59; Simca, 
49; Volkswagen, 45; Mercury, 42; 
Volvo, 42; English Ford, 32; Fiat, 
31, and Triumph, 29. 

Metropolitan, 27; Opel, 24; 
Chrysler, 23; Hillman, 23; Peu- 
geot, 22; DeSoto, 21; Austin- 
Healey, 20; MG, 17; Morris, 12; 
Edsel, 11; Mercedes-Benz, 11; 
DKW, 11; Vauxhall, 10; Imperial, 
9; Lincoln, 8; Willys, 8; Isetta, 7; 
NSU Prinz, 7; Alfa Romeo, 5; 
Continental, 5; Singer, 5; Taunus, 
4; Jaguar, 2; Borgward, 2; Lan- 
cia, 2, and miscellaneous, 5. 

Truck registrations were: Chev- 
rolet, 319; Ford, 217; International, 
71; Dodge, 28; GMC, 26; White, 19; 
Mack, 16; Volkswagen, 5; English 
Ford, 5; Diamond T, 4; Autocar, 3; 

(Continued on Page 43, Col, 1) 
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Jobber stocks of next year’s excit- 
ing car colors in Du Pont “‘Lucite”’ 
acrylic lacquer, ‘‘Duco’”’ lacquer and 
‘‘Dulux” enamel are available earlier than 
ever before. 





To refinishers, this means immediate availabil- 
ity of new-car colors for repair of 1960 models as 
soon as they take to the road . . .“‘Lucite”’ for touch- 
up and repair of “‘Magic-Mirror’’* colors; ““Duco”’ for 
touch-up and ‘‘Dulux” for panel repair and over-all refin- 
ishing of enamels. New-car dealers can immediately touch- 
up cars damaged in transit, expediting deliveries to customers. 






Also available now are the factory-accurate color 

formulations for both “‘Duco” and “Dulux” for jobber and refin- 
isher mixing machines. So remember, 1960 car colors in the three 
Du Pont finishes are ready to build more business and bigger profits 
for you. Order now from your Du Pont refinish jobber. 






*General Motors’ name for acrylic lacquer 


Du Pont Refinishing Materials 


BETTER THINGS FOR BETTER LIVING 
... THROUGH CHEMISTRY 


REG. U.S. PAT. OFF 
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How It All Began 
CE in a while a casual remark 
made by someone in the trade 
will send this department on a 
search that may take weeks and 
then end up with only part of a 
story. 

This happened with the piston 
ring story in this issue. 

While talking with Walter Kline- 
schmit, of Automobile Equipment 
Co., one of Detroit’s larger job- 
bers, about a month ago, he asked 
me if I had any idea of why sales 
of rings had soared this year. 

I didn’t know. In fact I didn’t 
even know that there had been 
an increase in piston ring sales. 

I had carried the impression that 
with the improvement in engine de- 
sign and in oils, piston rings were 
lasting at least three times as long 
as they did back. in the early thir- 
ties and that engines only needed 
reringing about twice in the entire 


life of the engine unless they run 


out of oil or something broke. 
So I started asking questions. 
- o ca 
EVEN went out to the B-19 
Jobber Day affair and gathered 
quite a panel of experts on the 19th 
hole for discussion of the subject. 
Then something happened that 
intrigued. me even more. My own 
car started acting up. 
I had taken my car to a serv- 


A little over 3,000 miles after this 
was done, my engine started to 
get sluggish, it became rough on 
oo oe “conked out” on me 
stop lights and when 


cw, it might be spark plugs, 
I couldn’t understand how they 
d go bad in less than 8,000 


As it was getting near the 4,000- 
mile mark again, I stopped off at 
my dealer on the way home one 
night and had him change my oil 
and filter. I was late and in a hurry 
so I stayed right with the mechanic 
as he did the job and found that 
the filter had not been changed at 
the station, It was certainly full 
of “goo” and as heavy as a rock. 

Now I’m even beginning to think 
that maybe the oil hadn’t been 
changed, either. 

*~ 


* 
Ran. Like When New 


Slade this oil and filter change 
and without anything else being 
done to that car, at about 50 miles 
of driving my car began running 
like it did when I first got it. 
Now I rarely take short Shieh 
(Continued on Page 36, Col, 








Tops in Transmission, Power-Steering Repairs . . . 





Dealer Shops Get High Rating 


AR and truck owners still have 
more faith in the franchised 
dealer’s shop than in any other 
automotive service facility, accord- 
ing to Look magazine’s national 
auto and tire survey, which is con- 
ducted every other year. 

This year’s report shows that 
on both automatic-transmission 
and power-steering repairs, most 
owners still patronize franchised 
dealers. 

On automatic-transmission serv- 
ice, 48 percent of the owners told 
Look they took their cars to a 
dealer; 37 percent had their work 
done by an independent garage; 3 
percent by a service station; 6 per- 
cent did their own repair, and 6 
percent went to another source. 

On power steering, 63 percent 
said a dealer made the repairs; 23 
percent went to an independent 
garage, and 2 percent to a service 
station. None repaired their own. 

On other services, the Look sur- 
vey was not as complimentary to 
dealer service, primarily because 
the cars checked were eight years 
and older. The average dealer’s 
service department seems to con- 
centrate on cars three years old 
and less. 

oe * * 
us was brought out vividly in 
a table that showed that for 
the first two years of the car’s life, 
the dealer did the last work on the 
car before the survey. 

Dealers did the most recent re- 
pair job on 49 percent of the 1959 
cars, independent garages on 17 
percent, service stations on 27 
percent, and the owner made his 
own repairs on 7 percent. 

Dealers did the last repair job on 
47 percent of 1958 cars, independ- 
ent garages on 19 percent, service 
stations on 24 percent and the 





owner did his own work on 10 per- 
cent. 

On cars two years and older, how- 
ever, the dealer did less work, 
which seems to indicate that deal- 
ers are missing a good bet by not 
expanding their service depart- 
ments to attract owners who rep- 
resent the second-owner group and 
who are normal buyers of high- 
priced used cars. 

+. oo * 
|b peng y: serviced only 25 per- 
cent of the 1957 cars, independ- 





ents did the last job on 29 percent, 
service stations on 42 percent and 
owners on 4 percent. 


On cars three years and older, 
what work the owners did ap- 
parently was minor, work that 
did not require the skill of an 
experienced mechanic. 

While the dealer did 22 percent 
of the last jobs on 1956 cars, in- 
dependent did 41 percent, and serv- 
ice stations did 29 percent, owners 


did only 7 percent and another 
source did one percent. 

It is on the 1955 cars that the 
survey indicates the money pinch 
starts. Dealers did the last work 
on 21 percent, independents on 38 
percent, and service stations on 30 
percent, Owners did their own 
work on 10 percent of the cars and 
another source on One percent. 

On 1954 cars, dealers got only 16 
percent of the last jobs, independ- 
ents got 35 percent and service sta- 

(Continued on Page 35, Col, 1) 











Brakes adjusted 
Spark plugs replaced ....... 
Motor tuneup .. 
Oil-filter cartridge replaced 





Brakes relined 
Front wheels aligned .... 
Headlight beams aimed .. 
Fan belt replaced 


Generator repaired or replaced 


Body or fender repaired 
Fuel pump replaced 


Major engine overhaul . 
Fuel pump repaired 
Shock absorbers replaced 
Standard transmission repaired 
Power steering repaired 
Standard steering repaired 











Carburetor overhauled or replaced 
Voltage regulator adjusted or replaced 7 


Automatic transmission — ; 


Look Survey—Where Work Was Done 
Car Inde- Service Did Own 
Dealer pendent Station Work Other 
Garage 
21% 33% 29% 16% 1% 
16 31 28 24 1 
26 35 25 13 1 
31 15 17 50 17 1 
18 15 36 25 20 4 
17 25 33 21 19 2 
16 26 44 22 7 1 
16 16 40 23 20 1 
16 28 46 19 6 1 
il 26 28 30 15 1 
11 15 20 41 21 3 
pdixsous 7 21 41 il 24 3 
Mibtasbenintes 7 15 37 21 23 4 
19 38 22 21 _ 
wvenobeckes 7 24 61 5 9 1 
eeeesiconie 6 15 34 23 24 4 
pacnioheves 5 48 37 3 6 6 
5 21 45 5 24 5 
15 31 21 24 9 
besisadonres 3 15 33 27 25 _ 
siiskistwinkae 2 20 36 16 24 4 
ecoiuacesd 1 63 23 2 12 _ 
eidtishien 1 34 26 13 26 1 
sceiauiieds 2.88 

















Carrying School to the Students— 


Factory-trained insttuctors and specially 


mobile training units, in operation throughout the U. S. These travelling service teams 
conduct five-day courses for training dealer service managers and mechanics. Renault 
issues certificates to those who complete the course and pass a written examination. 


d cars combine to form Renault's 





ee 





Why Is Ring Business Soaring? 


should piston ring sales 

which showed a 9-percent in- 
crease for 1958 over 1957 suddenly 
jump to a better than 20-percent 
increase for the first six months of 
1959 over a similar period in 19587? 
What has happened that ap- 
proximately 55 percent of the 


tured since 1953 and a high per- 


* centage in engines only twe and 


three years eld? 
is it that engine rebuilders 





report that, while a few years ago 
the. majority of the engines coming 
in for rebuilding were from six to 
eight years old, now they say more 
engines from two to three years 
old are showing up in their shops? 

There must be a reason for this 
sudden upsurge of piston-ring re- 
placement. 

Yet when one starts questioning 
different persons in the replacement 
market to find the answer one gets 
many different opinions but few 





facts on which to base a conclusive 
answer. 
* x as 
T= only one reaction that seems 
to be universal from fleet op- 
erators, engine bearing manufac- 
turers, engine rebuilders and those 
dealers who watch their customers’ 
service records closely is that peo- 
ple are not changing their oil and 
oil filters and cleaning their air 
filters often enough. 
Despite the claims of the filter 
(Continued on Page 34, Col, 1) 





‘Oil Film’ on Interior Glass 
Laid to Vapors from Vinyl 


A NEW service problem termed 
“vinyl oil film’ has shown up 
during the hot weather this sum- 
mer, It manifests itself by a haze 
or oily film which forms on the 
inside glass and resists cleaning by 
normal methods, 

While affecting practically all 
cars made this year, it has reached 
what might be termed serious pro- 
portions in only a few makes, 

The film is believed to be 
caused by the condensation of 
vapors from the plasticizer used 
in the vinyl upholstery and trim 
and in the foam rubber or plas- 
tic used in the dash pads. 

When a closed car stands in the 
hot sun, a considerable amount of 
heat is generated inside the car. 
During this period the vapors are 
released and collected as an oily 
film on the interior glass surfaces 
—particularly on the windshields 
of cars with the plastic dash pads. 

* * + 


yas film is deposited on the 
windshield in the greatest de- 
gree because of the angle and con- 
tour of the glass. It collects on the 
rear windows to a lesser degree 
but for the same reason. It seems 
to affect side windows least of all. 
Unless removed, this haze in 
some instances affects visibility 
and can be dangerous, especially 
in night driving. 

To remove the film, it is recom- 
mended that the glass be wiped 
with a rag wet with an ammonia 
solution and immediately dried 
with a clean cloth. It has been 
found that vinegar and Bon Ami 


also will cut this film from the 
glass. 
a ++ * 

ILE the chemists of the ma- 

terial manufacturers have been 
working on this problem all sum- 
mer, it is reported that no solution 
has been reached. 

It has reached epidemic pro- 

portions in the products of but 

(Continued on Page 35, Col, 1) 


AMC Launches 


Service Schools 


Aas is getting its service 
show on the road. 

It’s not as spectacular as Gen- 
eral ‘Motors Guardian Maintenance 
or as pinpainted as the initial Ford 
Motor Co, program, but it is aimed 
at helping American Motors Corp. 
dealers do a better job of taking 
care of the customer's service 
needs and ‘making their shops 2 
profitable and prospect-producing 
center. 

AMC executives know that one 
of the best methods of making 
sales is to hold the customers 
you now have, and to do that 
the dealer must have mechanics 
who can do the job right the 
first time. 

“Comebacks” and irritated serv- 
ice customers do not build a profit- 
able sales volume, nor do they 
make for a profitable service op- 
eration. 

In its drive to aid their dealers, 
AMC has developed a training pro- 

(Continued on Page 37, Col, 3) 
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NEW TODAY...DESIGNED FOR TOMORROW...TO GIVE YOUR CUSTOMERS 


EXPRESSWAY PERFORMANCE! 


— | 


A & E M | iz E Only Alemite offers you a complete, dependable source 
for all your modern service equipment needs. Alemite 
THE ONLY COMPLETE LINE equipment not only gives you faster, longer-lasting 


OF SERVICE EQUIPMENT! service. It is backed by unmatched protection in writ- 
ing. Only Alemite offers: (1) a 27-month “Sealed-in Air 


@ Deluxe lubricant pumps and drains Motor” warranty... (2) a 12-month Equipment War- 
ranty...(3) a 12-month warranty on high-pressure 


@ Overhead hose reels 2 
EI . neal teil hose! And Alemite maintains 484 service centers coast- 
ee ee ae to-coast, to give prompt attention to any maintenance 


@ New Cross-Sight Aligner or repair problem. 


@ Spray-Kleen Car Wash System ALEMITE 
Dept. AP-99, 1850 Diversey Parkway, Chicago 14, Hlinois relat i 
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Up 20 Pct. in First Half . 





Why Is Ring Business Soaring? 


(Continued from Page 32) 


makers that their filters will func- 
tion up to 10,000 miles under nor- 
mal driving conditions and of ve- 
hicle manufacturers who say they 
have put vehicles through rigorous 
tests and have proved to their sat- 
isfaction that oils and filters will 
protect the engine up to 4,000 miles 
or more between changes, the inci- 
dence of two-to-three-year-old en- 
gines failing continues. 

There seems to be basically 
three reasons why more piston 
rings are being sold today: 

One is very basic and economic. 
That is that more vehicles were 
built in 1955 than in any year be- 
fore or since and thus there are 
more 1955 engines arriving at the 
point where they may need new 
rings. But these engines are now 
four years old, not two and three. 

ca e * 


2-Car Families 


_— there is the reason offered 
by some that due to the popula- 
tion shift from city to suburbs, 





there is a need for more second 
cars in families that cannot afford 
two late model cars. 

It is said that an increasing 
number of these people buy a low 
price older car for the second car. 
As their driving changes from city 
streets to expressways, the oil con- 
sumption increases and puts a bur- 
den on the pocketbook that the 
owner feels justified in having new 
rings installed in the older cars. 

Then some of the rebuilders 
bring up the case of the driver 
of a two-or-three-year-old car 
who has been driving to and from 
his work and on short trips who 
suddenly decides to take a long 
trip on the expressways. 

Many of these engines fail on the 
long, high-speed run when the 
sludge and other contamination 
that have built up in the short-trip 
driving suddenly let go. If the oil 
and filter have not been changed 
just before the trip, the sludge 
either clogs the oil pump screen 
and severely restricts the oil to the 
bearings or the acids and abrasives 





in the oil get to the engine bearings 
and etch or cut the crankshaft 
bearing areas. 
* . 
> engine builders claim 
they have found evidence of 
this when they open up these en- 
gines. They say that, in most of 
these engines, the bores are not 
worn enough to demand ring re- 
placement. But when the engine 
bearings have to be replaced, it is 
just good practice to change the 
rings, gaskets and other replace- 
able engine parts while the engine 
is down. 

There may be a great deal of 
foundation for this theory as many 
piston-ring makers claim that all 
engine parts business is up this 
year, in some cases as high as 30 
percent over last year. 

And then, in another fact find- 
ing “round table” discussion in 
which engine bearing makers, en- 
gine rebuilders and one ring 
maker representative was pres- 
ent, the theory was advanced that 
the additives in some high-deter- 





gent oils lose their ability to 
carry the abrasives at about 2,500 
miles and suddenly collapse, 
throwing the accumulation of 
miles onto the filter in a short 
space of time. As many of the 
new filters by-pass the oil when 
they become filled with debris, 
this oil, with its contamination, 
goes to the engine bearings. 

As the bearings in the modern 
high-compression engines are made 
to withstand the higher thrust 
loads and have a thinner lining, the 
bearings do not absorb this grit but 
the abrasives in the oil cut the 
engine bearing area of the crank- 
shaft. 


* * * 


‘Second’ Oils Better 


OE factory engineer, who has 
made quite a study of engine 
oils and is about to do some tests 
to prove out his theory, claims that 
the second grade oils of several 
prominent refiners have a longer 
safe life than the same companies’ 
premium products. 

He claims that in many cases the 
detergents used do more harm to 
the engine after a couple thousand 
miles of ordinary driving than the 
oils themselves. 

He, like many factory engineers 
who have made exhaustive tests on 















This brand new SNAP-ON 6-12-volt timing light gives you the 


See those 
timing marks 
better with new 
extra-bright 


® 


TIMING LIGHT 






things a mechanic needs most on timing work: 


Extra-bright light 
Sharp, concentrated light pattern 
Same high brightness for 6- or 12-volt systems 


Same high brightness regardless of engine speed 


No double-flashing 


Streamlined case is made from tough, high-impact plastic that 
can really take rough service. It resists breakage, is not 


harmed by grease or solvents, and’ it’s shockproof. 


Comfortable pistol-grip handle is located to give perfect 
balance for easy handling. Handle has on-off trigger button. 
Timing light leads are exceptionally flexible and run through 
a rubber strain reliever that protects the wire from cracking 
or breakage. Spark plug lead is 414 feet long — two battery 


leads are each 5 feet long. 


This new, extra-bright timing light gives you greater speed 
and accuracy — will pay for itself — and more — for that 
reason. It was designed and built with the mechanic in mind. 


Order one the next time your SNAP-ON man calls. 
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MT-4000A Tune-Up Set 
Improve work quality, boost income 
with new SNAP-ON tune-up set. In- 
cludes exhaust gas analyzer — Tach- 
Generator-regulator 
meter — Ignition analyzer. 


These four SNAP-ON testing sets give 
low-cost packaged unit for 
diagnosing engine and electrical trou- 
bles accurately, and in a hurry. 
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the lubricating properties of vari- 
ous oils, claims that under norma] 
operating conditions the oil does 
not lose its lubricating properties 
in even more than 4,000 miles of 
use in an automobile. 

He also goes along with most 
factory engineers in that the 
modern filters will keep most oil 
reasonably free of abrasives for 
up to 4,000 miles or even more 
where dust problems are not 
harsh. 

One automobile dealer in Detroit 
tells his customers that, if they will 
come in to his shop and have their 
oil and filters changed every three 
months regularly, he will guarantee 
them against any engine failure. 

* * ok 


UT, this dealer points out, his 

customers must replace their 
filters with the make his factory 
supplies for the cars he sells. 

He claims that there are a 
number of poorly made paper 
filters on the market and that, 
while they are lower in price, 
they also have little to offer in 
doing an effective filtration job. 
He claims that in practically 
every case of any engine failure 
that comes into his shop the 
cause can be laid at the door of 
these cheap filters that are sup- 
plied by some service station ap- 
pealing to the price buyer, 
Factory engineers also claim that 
there are far too many filters on 
the market made by small manu- 
facturers with a can source. 

These engineers claim all it takes 
to get into the filter business today 
is the ability to find a can maker 
that can produce cans that will fit 
the various cars, Unprincipled mak- 
ers can fill these cans with any type 
of paper filter and sell them to a 
price-gullible trade. 

* * * 
30-Percent Increase 


REPORT from one of the ma- 

jor piston-ring manufacturers 
contacted in an effort to find the 
cause of the sudden upsurge of 
piston-ring replacement business, is 
typical of practically all, 

This maker says, “Last year 
ended with over a 9-percent in- 
crease and, for the first six months 
of 1959, the industry has shown 
about a 19 percent increase over the 
same six months of the previous 
year. The same size increase is 
reflected in all engine and many 
chassis parts. For the first six 
months of this year, my company 
will show in excess of a 30 percent 
increase overall.” 

This maker attributed much of 
the increased piston-ring business 
to the fact that big-production- 
year cars were just coming into 
the replacement ring market, 

He pointed out a survey recently 
completed by the Piston Ring Ver- 
tical Group that: indicates that, 
while piston rings are seldom re- 
placed under 40,000 to 50,000 miles, 
the number of cars has increased 
during the last 35 years and car 
life mileage has quadrupled from 
an average of 26,000 to 110,000 
miles. Thus, though cars need new 
rings only half as often, there are 
three times as many cars and they 
are driven four times as far as they 
were 35 years ago and that means 
six times as great a market. 

* * ” 


Bu. the survey doesn’t come up 
with any reason for the big re- 
ported increase in tw o-to-three- 
year-old cars that are coming in to 
the engine rebuilders or for the 
reports from many small-town 
dealers that they have had to re- 
ring more 1956 and 1957 cars this 
year than any other year make. 
Perhaps the answer is in the sup- 
position that the public has taken 
the car factory recommendations 
between oil changes so literally that 
they are failing to change oil and 
filter even as often as recom- 
mended. 

Maybe now is a good time for 
franchised dealers, who wish to 
protect their customers while 
they are boosting their service 
shop profits, to recommend to 
their owners that they come in 
at least every three months for 
an oil and oil filter change and 
to have their air cleaner thor- 
oughly cleaned ag well. 

At the least, they should be as- 
suring a longer trouble free use of 
their present car and a cleaner, 
better car when it comes back in 
a trade. 


Herrold Chevrolet Sold 


DALLAS, Ore.—Gardner Bennett 
and Al Starr have purchased 








Herrold Chevrolet Co, 
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First in Power-Option Work .. . 





Study Shows Dealer 
Still Tops in Service 


(Continued from Page 32) 


tions, 28 percent. Owners did work 
on 21 percent. 
* * * 

N 1953 cars, dealers did the last 

work on 17 percent, independ- 
ents on 34 percent, service stations 
on 36 percent and owners on 13 
percent. On cars older than 1953s, 
the dealer worked on only 8 per- 
cent, independents on 39 percent, 
service stations on 25 percent and 
owners did the work on 26 percent. 
Another source did the last work 
on 2 percent. 

The survey also showed there 
has been an increase of approx- 
imately 800,000 autos, or 13 per- 
cent, in multi-car households 
since the last survey in 1957. 
There are about 45,850,000 cars in 
38,200,000 households compared 
with 43,400,000 cars in 36,450,000 
households in 1957, the magazine 
said. 

The survey indicates there are 
approximately 6,950,000 cars in 
multi-car households, compared 
with 6,150,000 in 1957. This increase 
should interest the dealer who 
makes any endeavor to use his 
service department to bind his cus- 
tomers to him, because the survey 
indicates that many of these multi- 
car families owned many of the 
older cars now on the road. 

In another part of the survey, 
dealers seem to be losing ground 
in an area in which the industry 
considers the dealer has an ad- 
vantage—reputation for good work- 
manship and fair prices. 

+ * 7 


ON GOOD workmanship, 85 per- 
cent said they believed the 
dealer gave excellent or good serv- 
ice. Independents were given the 
nod by 88 percent and service sta- 
tions by 91 percent. 

Dealer service was rated fair in 
8 percent of the cases and poor 
in 7 percent, the independents 
were considered fair by 7 percent 
and poor by 5 percent and serv- 
ice stations were called fair by 
7 percent and poor by 2 percent. 

On the question of charges, 74 
percent thought dealer charges 
were reasonable and 26 percent 
thought they were too high. 
Eighty-six percent felt independ- 
ent prices were reasonable and 14 
percent said they were too high. 
Service-station charges were called 
reasonable by 91 percent, while 9 
percent said service stations charge 
too much, 

Mileages have gone up consist- 
ently since the 1957 survey. That 
year the average mileage was 9,034, 
in 1958 it had gone up to 9,202 and 
in this last survey it was 9,980. 

* * * 

NE of the most interesting 

points brought out in this sur- 
vey was that 10,000 of the people 
queried had gasoline-credit cards 
and 7,999 did not. 

The table showed that the 
owners had 2.88 different services 
performed on their cars during 
the 12 months prior to the sur- 
vey. Thirty-three percent had 
their brakes adjusted, 33 percent 
had their spark plugs replaced, 
31 percent had motor tuneups 
and their oil-filter cartridge re- 
placed. 

The car dealer ranked first in 


Glass Film Laid 
To Vinyl Vapors 


(Continued from Page 32) 


one company, although the prod- 
ucts of several makers are sub- 
ject to the fault in various 
degrees. 

Various sprays to prevent the 
film from escaping from the ma- 
terial have been tried to no avail. 
Except in the case of the products 
from this one company, it is un- 
derstood that the film stops coming 
out of the material after a few in- 
stances. 

In some cars with dash pads, the 
film has been especially severe and 
has resulted in some vehicle mak- 
ers replacing this one make of dash 
pad with pads that are less subject 
to this vapor problem, 








automatic-transmission and power- 
brake repairs, but the independent 
garages ranked high on wheel bal- 
ancing, brake relines, front-wheel 
alignment, carburetor overhaul, 





Auto Camber Adjusters 


Introduced by Gregory 

TOLEDO.—An automotive divi- 
sion to market a newly developed 
line of auto camber adjusters has 
been established by Gregory Indus- 
tries, Inc. Camber can be corrected 
with the adjusters in as little as 
20 minutes, Gregory said. 

The adjusters consist of four 
threaded Nelson studs made by 
Gregory and end-welded in an off- 
set position, two on the bottom and 
two on the top of a three-inch tem- 
pered steel bar. 





major engine overhaul and body 
and fender repairs. 

Service stations accounted for 
the larger share of oil-filter car- 
tridge sales and fan-belt replace- 
ments. This is another indication 
that dealers can save considerable 


money in handling “quick-service” | ' 


items like brake adjustment, oil 
changes and fan-belt replacement 
by setting up special stalls so that 
the customer won’t have to leave 
his car. By doing this the dealer 
also can increase his share of this 
market. 
* *~ + 


a = dealer’s share of the repair 
business remains constant in 
the Northeastern, Northcentral and 
Southern states, but drops sharply 
in the West where he gets only 11 
percent of the repair work. 

As the age of the owner in- 
creases, the average mileage of 
the car decreases. Cars owned by 
individuals under 26 years of age 
average 10,000 miles per year, 
while cars owned by individuals 
Over 55 years average only 5,093. 

Along the same line, cars owned 
by males have an annual average 
mileage of approximately 10,000 
compared with 6,302 for cars owned 
by females. Household income also 














ws 


Analyzing an Engine— 

Joanne Gregory, Friden Computyper operator in the machine accounting section 
of Snap-On Tools Corp.'s Southwest regional offices in Dallas, shows Mayor R. lL. 
Thornton how to adjust the Snap-On Anal-O-Scope so that the electrical operation of 
the mayor's auto can be viewed and analyzed on the screen. Thornton was visiting 
Snap-On's new regional warehouse and offices during the recent official opening. 





affects mileage, Cars owned by a|age of 5,000 miles, while those 
family with an annual income of| above $5,000 show an average of 
under $3,000 have an average mile-| around 10,000 miles per year. ‘ 





EQUIPMENT THAT SPEAKS FOR ITSELF 


BUILDS PROFITABLE NEW BUS 
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On-A-Car Balancer “Jiggler” says, 
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the 
Telaliner says, 
“THE ALINEMENT JOB 
IS BEING 
DONE RIGHT” 











“YOUR WHEELS 


F NEED BALANCING” 


BEAR 


Dobuse, Sewite 


does the SELLING... 


the 
Drive-Over Tester says, 


“YOUR CAR NEEDS 
WHEEL ALINEMENT” 


Bear’s new DELUXE Service is a special selection of precision 


equipment that sells its service om sight! The new “FREE TEST” Sign 
on the 240 Drive-Over Tester invites customers to make their own test of 


alinement ... and it sells them. The balance-prover “Jiggler” on the 
On-A-Car Balancer lets customers see for themselves that wheels 


are in need of balancing... it also lets them see that the job is done right. 


The big, T-V like screen of the Bear Telaliner lets them see alinement 





--- the most famous name 
in car safety service 
brings you the world’s 
most complete line 


R-713 





corrections as they are being made... and finally... when they 
drive out of your shop over the 240 Tester, they see, and 

you see, that the job is done right! 

The Bear DeLuxe Service is just one of the new business-building, 
profit-making services shown in the new Bear Idea Book. 

MAIL THE COUPON TODAY FOR YOUR FREE COPY! 




















SSSSSSSSSSSRSSHESESESESSSSES SESE Bese eeeees seaeay 
BEAR MFG. CO., Dept. A-10, Rock island, ilinois . 
Without cost or obligation, have your - 
representative call to present my FREE ® 
copy of the new “Bear Profit Idea Book.” . 
I sche hialabunsoslinionghinstoioaniesprceeibnasiisthceee aaa . 

: 
a cannstishinamunibieliamaicviembiinilintentineeatebtalae aa 7 
& 
s 
ADDRESS . 
city. ZONE........STATE : 
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(Continued from Page 32) 


Most of my summer driving is on 
trips from 10 to 50 miles without 
stopping and no dilly-dallying 
around. I use my car for transpor- 
tation and rarely for pleasure trips. 
It goes fast enough and long 
enough each trip to blow out any 
condensation that may be in the 
system. 

So I began to wonder if part of 
this piston ring increase might be 
from causes such as I had, or be- 
cause too many people weren't 
changing oil soon enough or on a 
regular basis. 

I hope I’m a good enough re- 
porter not to have led any of my 
latter questioning into this phase 
of the “whyfores” but Ill have 
to admit that when this not- 
changing-oil-frequent-enough an- 
gle was brought up, I did pick 
up my ears a bit. 

If it is part of the reason, then 
only dealers and service shops can 
cure this cause. I feel quite certain 
the factory boys will not back down 
on their oil change recommenda- 

tions. 
oe * * 
I ASKED one of my good friend- 
factory service managers what 
he considered an “average” driver 
in the wording of their oil change 
advice. 

He said, “I would take you for an 
average driver,” — and he knows 
how I drive. 

If I am average, heaven help 
those who use their cars 
to drive to and from work or 
shopping and don’t drive it long 
enough or hard enough to get it 
really heated up once in a blue 
moon, For I’m beginning to be- 
lieve that they are the people who 
think that they are “average” 
drivers and who can drive 4,000 
miles or more safely without 
changing oil or filter. 

They'll have to be reeducated into 
the facts of high compression en- 
gines and high detergent oils. 

This brings me into another 
thing I have already been criticized 
for writing. In a reporting of the 
Chevrolet truck preview I stated 
that General Manager Ed Cole had 
said he thought that perhaps in an- 
other three years the vehicle mak- 
ers could remove the grease fittings 
from automobile chassis. 

He didn’t say, and neither did I 
say, anything about cost, 

* * 


Not Doomed Yet 
SS there seems to be a tre- 
mendous sales advantage in do- 
ing it, I can’t see any factory sub- 
stituting cheap lube fittings for 
retainers of any type that 
will keep the dirt and abrasives out 
of the chassis bearings that are 
fitted with Teflon caps or bearings 
that are impregnated with the stuff. 
And as I have said many times, 


‘the makers of Teflon admit that 


the stuff, excellent as it is, is very 
susceptible to abrasion. It must be 
completely protected and while 
miracles are happening every day 
in this scientific world we are liv- 
ing in, Chevy is protecting its 
Phenolic disks in the cheapest, yet 
most effective manner, known to- 
day by using chassis grease to act 
as a barrier to keep water and 
abrasives out of the bearings. 

When the automobile engineers 
find some means of doing this 
protection job as economically as 
they now do it with grease, we 
may see the lube fittings disap- 
pear. 

But, being completely realistic 


Food Chain to Expand 
Filling-Station Operation 
PHILADELPHIA.—Food Fair 
Stores, Inc., a supermarket chain, 
has announced plans to expand its 
network of gasoline and auto serv- 
ice stations for its customers. 
The firm, which operates about 
400 supermarkets from Connecticut 
to Florida, has six such stations 
and plans to open at least 24 more 
within a year, on store parking lots, 
according to Louis Stein, president. 


Gard Offers Dealer Premium 


KANSAS CITY, Kans. — Gard 
Products Co. is offering stainless 
steel tableware to dealers who 
stock any of the firm’s 10 “Triple 
Action” additives. 











and a little dubious as to how far 
“pure engineering” will win over 
cost of manufacture, I expect to 
see grease fittings on automobile 
chassis as long as I am around to 
drive them. 

* a *” 


JPCRDENTALLY some of you 

doubters are going to get the 
shock of your lives when you get 
a chance to drive the new Chevy 
Corvair on the open road. At 
Chevy’s 1960 cdr preview, they let 
us writing machine pounders drive 
the new light car. 

I wasn’t content, naturally, to 
just whirl it around the proving 
ground pavements but had to ask, 
and get permission, to get out in 
the rough stuff. 

I took that little baby through 
loose sand on a gravel road that 
would make the rear wheels of 
nine out of ten large cars slur 
and skid, but Corvair took it 
without a tremor, and I wasn’t 





babying it one bit, I also hit a 
replica of a worn-out macadam 
road with nice deep chuckholes 
and all at better than 60 miles an 
hour and not a flutter or a tramp 
from those rear wheels. 

I tried to hit the next-to-top 
track on the high speed curve with 
my “foot in the sink” but too many 
years of driving would not let me 
keep my foot down with such a 
light car. Habit was just too strong 
and I’d lift my foot despite my best 
intentions. 

* * * 


Clean Rear End 


I WOULD like to join thousands 
of mechanics across this nation 
of ours in thanking Chevy Chief 
Engineer Harry Bar for the clean 
rear-engine compartment. 

You knuckle knockers won’t 
have to wear asbestos gauntlets 
to change spark plugs in this 
baby. You won’t even have to 
put any thing over your white 
coats. 

You can change the plugs and 
the oil filter without half bending 
over and you reach both from the 
top. 

This is the first of the Big Three’s 
compacts I have driven. Now I am 
kinda anxious to see what the oth- 
ers will do under similar condi- 
tions. 








Service Managers Visit Plant— 


Visiting the Rochester products division in Rochester, N. Y., members of the Chev- 
rolet Buffalo retail service managers council view a carburetor final assembly line 


operation. Appr 





tely 40 bers of the council visited the plant as part of a 


quarterly service meeting. From left are: Robert Toohey, Rochester Products; Edward 
Kloeyser, Palmyra Motors, Palmyra, N. Y.; Truman Link, Schrader Chevrolet, Silver 
Creek, N. Y.; Robert Brewer, Mclouth Chevrolet, Macedon, N. Y.; H. S. Bock, Chevrolet 
Buffalo zone service manager; Willard Hipple, Robert Schall Chevrolet, Cochranton, 
Pa.; William A. Youtzy, Cool Chevrolet Corp., Rochester; Robert Schall, Robert Schall 


Chevrolet, Cochranton, Pa, 





Make sure the cars and trucks you sell 


give top performance in all kinds of weather. 
Order them factory-equipped with limited slip differentials. 


Most of your customers can’t 
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Service Boosts 


New-Car Sales 
For DiNovo 


STEUBENVILLE, O.—Many suc- 
cessful auto dealers insist that a 
good percentage of their sales are 
made in the service department. 
Michael DiNovo, owner of Pietro 
DiNovo & Son (Dodge), agrees 
wholeheartedly. 

DiNovo’s willingness to service 
all competitive makes also has led 
to new-car sales, Customers have 
switched to Dodge after becoming 
acquainted with the dealership 
through the backshop. 

In a town of 36,000, DiNovo 
writes about 1,000 repair orders per 
month, Customer labor has aver- 
aged $12,600 per month this year, 
and the parts department has 
grossed $15,200 per month. 

DiNovo’s parts and labor grosses 
have almost doubled since he es- 
tablished an incentive pay system. 
Mechanics, parts men and even the 
men on the grease rack are paid 
strictly according to the dollar vol- 
ume of the business they handle. 





For views on retail auto distribution, 
read the Dealer Forum column on Page 3. 








Rambler Classroom— 


This is the interior of one of the mobile 
training units for Rambler mechanics now 
in use across the country. Recesses under 
the work benches are designed to hold 
the parts used in classroom work. A screen 
for the projector is located above the 
instructor, Big gh to acc dat 
12 students, the classrooms are heated for 
cold weather use and air conditioned for 
warm weather. 


Luby Adds Fiat Deal 


MIAMI.—Luby Motors, Inc. 
(Fiat), has opened an additional 











Mobile Schools Go to Dealer... 





AMC Training Mechanics 


(Continued from Page 32) 


gram that will take the school to 
the dealer, at least close enough to 
each dealer so that his mechanics 
can drive to the school in a rea- 
sonable time, 

The five mobile training schools, 
AMC’s first step in an “improved 
service” program, were announced 
recently. 

* oF * 
| Xe unit has been assigned 
sections of the country, ena- 
bling the school to get into each 
dealer’s area with a minimum of 
travelling distance. 

On the first swing across the 
country, two one-day schools will 
be conducted in each selected lo- 
cation, The subjects are electrical 
and engine tuneup and auto- 
matic-transmission work, These 
subjects have been picked after 
an intensive analysis of what the 
company feels is most needed. 

Each school will be in charge of 
an instructor who has been se- 


outlet at 10330 N. W. Seventh Ave.| lected from the field-service force 





and given intensive training at the 
factory, He will be aided by the 
zone parts-and-service representa- 
tive in whose territory the school 
is covering. 

It is felt that having the zone 
representative aid in the operation 
of each school not only improves 
his knowledge, but will acquaint 
him with what his dealer’s per- 
sonnel are getting in the training. 

Instructors who will “captain” 
each mobile school are B. H. Ca- 


Ball-Joint Lubrication 


Explained in Booklet 

KANSAS CITY.—A booklet titled 
“Recommended Practices for Lu- 
bricating Passenger-Car Ball-Joint 
Front Suspensions” has been pub- 
lished by the National Lubricating 
Grease Institute. 

The booklet is 25 cents and is 
available from the NLGI, 4638 
Nichols Parkway, Kansas City 12, 
Mo. 








AFFORD to get stuck 


The dollars-and-cents value of the limited slip differential is immediately apparent to 


the man whose mobility means money in his pocket. It’s designed for him. 


Designed to keep him on the move whenever the road is slick. 


With the limited slip differential, power is instantly, positively, shifted to the wheel 


with the greater traction. In winter snow or summer mud, if the footing is there, 


the car equipped with limited slip differential moves . . . and keeps moving. 


If your prospect is a salesman—or anyone else who is constantly on the 


move—be sure to demonstrate the simple, positive plus values of the 





limited slip differential and clinch that new car sale. 


The cost is low, customer satisfaction high. 


Make sure the cars and trucks you demonstrate and sell 
give top performance in all kinds of weather. Order 
them factory-equipped with limited slip differentials. 


CORPORATION 


Toledo 1, Ohio 


Serving Transportation — Transmissions e Auxiliaries e Universal Joints e Clutches e Propeller Shafts e Power Take-Offs 
Torque Converters @ Axles e Powr-Lok Differentials e Gear Boxes e Forgings e Stampings e Frames e Railway Drives 
Many of these products are manufactured in Canada by Hayes Steel Products Limited, Merritton, Canada 





son, H. R. Dittberner, L. F. Rob- 
erts, H. J. Rowe and H. R, Shafer. 
These men will be aided from the 
home office by J. N, Demers, who 
conducted the pilot schoo] in the 
Washington and Philadelphia areas 
earlier this year, 
*~ * of 

si apa program is designed so that 

each Rambler mechanic can at- 
tend at least three school sessions 
each year. 

The trailer-school is so design- 
ed that it will seat 12 students 
comfortably at a time in the 
class room, which is equipped 
with work benches, Provision 
also have been made for a tent 
“leanto” that will enable me- 
chanics to work on a complete 
car in the rear of the trailer. 
Both the schoolroom and the 

tent will be air conditioned in 
warm weather and heated in cold 
weather. Under the trailer floor at 
each desk is storage space for as- 
semblies that the mechanics will 
work upon and each trailer is 
equipped with a 35-mm slide pro- 
jector and screen as well as a 16- 
mm movie projector. Over four 
tons of “props” (assemblies to be 
worked on) are carried in the un- 
der-floor compartments of each 
trailer. ‘ 

Each school also is equipped with 

a 6,000-watt generator plant to pro- 
vide its own power. 


Brakeblok Informs 
Public on Auto 


Service Business 


NEW YORK.—At least one auto- 
motive parts manufacturer is doing 
something about improving the 
working relationship between the 
motoring public and the auto re- 
pair trade. 

The American Brakeblok division 
of American Brake Shoe Co. has 
distributed a 1,000-word feature on 
“How to Work with Your Auto 
Mechanic” to more than 16,000 pub- 
lications in the U. S. an’ Canada. 

American Brakeblok felt that it 
was time something was done to 
increase public understanding of 
the workings of the automobile 
service business. The article is a 
first step in that direction. 

Some tips contained in the ar- 
ticle: 

Don’t switch mechanics without 
good cause; pick a good one and 
stick with him. 

Let the repairman do the diag- 
nosis and don’t mislead him with 
amateur guesses about the cause 
of the trouble. 

Take advantage of tuneup “pack- 
ages” and let the serviceman sug- 
gest other work to be done at the 
same time as a needed repair. 

If your car gives trouble imme- 
diately after a repair job, don’t 
assume faulty work; the trouble 
may be in something not related 
to the previous repair job. 

If you’re not satisfied with a re- 
pair job, talk it over with your 
mechanic before shopping around 
for another repairman, 


Big 3 Compacts 
To Be Equipped 
With Tyrex Tires 


NEW YORK, — The Big Three 
compact cars wil be equipped with 
13-inch tires made with Tyrex vis- 
cose cord, according to Willam Dal- 
ton, president, Tyrex, Inc, 

Dalton said the larger 1960 mod- 
els built by American manufac- 
turers also will use Tyrex cord 
tires, just as they did in 1959. 

He attributed the continuing use. 
of Tyrex cord tires as standard 
equipment to the “high degree of 
success” the auto manufacturers 
had with these tires on their '59 
models. 

Tyrex, Inc., is a trade association 
of the firms manufacturing Tyrex 
viscose cord. They are: American 
Enka Corp., American Viscose 
Corp., Beaunit Mills, Inc., Cortaulds 
(Canada), Ltd., and Industrial Ray- 
on Corp. 


Goodyear Adds Test Road 


AKRON.—A three-mile gravel 
road, designed to “cut, dig and 
gouge” the tread off pneumatic 
tires, has been added to the tire 
testing facilities operated near San 
Angelo, Tex, by Goodyear. 

















——————————————————————— ——— 


AUTOMOTIVE NEWS, SEPTEMBER 21, 1959 


— 





Dodge Dealers 


apolis. Among those 


Robert Thompson, Greenfield; H. O. May, New Castle; Ralph Fruits, Lafayette; Bill 
Resemeyer, Indianapolis; Don Frick, Indianapolis; Neil McClintick, Muncie; W. H. Love, 
Dodge Cincinnati regional service manager; A. T. Jones, Cincinnati regional business 
manager; E, G. DeBolt, Indianapolis district service representative; Phil Rice, Indian- 
try McDaniel, Indianapolis; N. D. Butz, Indian- 
Lewis Clay, Anderson, and Charles Fisher, 


apolis; Clyde Bailey, 
apolis; Andrew D 





Discuss Profits— 
Profits became the topic of panel discussions at a Dodge service clinic at Indian- 


tending the Indi clinic were George Girdler, Indianapolis; 








Noblesville; Har 
Kak 





Indianapolis. 


vg ’ 








Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of AuTo- 
motive News. 


For Make Servicemen 


FORD DIVISION—From Sept. 21 
to public introduction date, the 35 
Ford district service school instruc- 
tors will be conducting one-day in- 
troductory courses on 1960 models 
for dealer service managers and 
parts managers. After public show- 
ing of the new models, Ford’s serv- 
ice school instructors will conduct 
20-hour orientation courses on 1960 
models for dealer service techni- 
cians. 

GMC TRUCK & COACH DIVI- 
SION—Instruction in the approved 
overhaul, maintenance and diag- 
nosis procedures using the latest 
tools and equipment is available 
(free of charge) to all service per- 
sonnel sponsored by a GMC truck 
dealer, or a GMC truck fleet opera- 
tor. The following courses are 





offered: 1, rear axles, 2. standard 
transmissions, 3. automatic trans- 
missions (Hydra-Matic, twin 
Hydra-Matic, and torqmatic), 4. 
diesel engine (one-week tuneup 
class or two-week overhau)), 5. 
gasoline engine tuneup, 6, gasoline 
engine overhaul, 7, power steering 
(in-line or booster type), 8, carbure- 
tion, 9, four-wheel drive, 10. air- 
suspension, 11, hydraulic brakes. 
GMC maintains classrooms in the 
following cities: Atlanta, Jackson- 
ville, Boston, Charlotte, Chicago, 
Milwaukee, Cincinnati, Dallas, El 
Paso, Houston, Denver, Salt Lake 
City, Detroit, Cleveland, Kansas 
City, Oklahoma City, Omaha, Los 
Angeles, Memphis, New Orleans, 
New York (two centers), Oakland, 
Philadelphia, Washington, Pitts- 
burgh, Buffalo, Portland, St. Louis 
and Minneapolis. Address inquiries 
to Service Training Activities, GMC 
Truck & Coach Division, Pontiac 
11, Mich. 

INTERNATIONAL HAR- 








set up 


BRAKE-SHOP-ON-WHEELS! 


Brake Service business is available 
.. . lots of it! Equip to get maximum 
profits with complete customer , 
satisfaction. BE PREPARED with 
AMMCO'S new Brake-Shop-On- 


ROFITS 


when 
you 


your 


Wheels. 


You can use it and store it anywhere. 


Comes complete with Brake Drum 
Lathe, Brake Shoe Grinder, Drum 
Micrometer, Brake Cylinder Hone and 
other accessories necessary to do a 
fast, sure, safe, profitable brake job. 
Just one complete job a week pays 
for the equipment and brings a hand- 


some 





profit, too! 





WRITE TODAY 
for your copy. New free book- 
let tells how you can increase 
your Brake Business and 





AMMCO 


WORLD RENOWNED 


SAFETY 


ROLL In 



















AMMCO TOOLS, INC. 


2150 Commonwealth Ave., North Chicago, Ill. 





VESTER— International truck sales 
districts are now conducting serv- 
ice meetings covering three new 
International low-stress V-8 truck 
engines for dealer and fleet service- 
men. The presentation covers note- 
worthy design features, Special em- 
phasis on the proper service meth- 
od of the full-flow bypass cooling 
system, full-pressure, large-capacity 
lubrication system, the new electri- 
cal system and the latest fuel sys- 
tem, 

STUDEBAKER - PACKAR D— 
Technical training centers in New 
York, South Bend, and Los Angeles 
have scheduled courses on all 
phases of the Studebaker Lark and 
Hawk models as well as Mercedes- 
Benz and DKW passenger cars for 
Sept. 21-Oct, 16. The courses are 
tailored to dealer mechanic needs 
and grouped in relation to basic 
requirements—(1) elementary, (2) 
overhaul repairs, (3 )advanced clas- 
ses on heavy repair procedures and 
specialized unit rebuilding. A spe- 
cial two-week course on Stude- 
baker models has been established 
for newly appointed dealer service- 
men. Subjects cover a brief history 
of prior models and provide a 
working knowledge of the current 
passenger cars and trucks, Train- 
ing will be conducted at New York 
by F. X. Coghlan, at Los Angeles 
by L. J. Young, and at South Bend 
by A. S, Kidder. 


WHITE MOTOR CO. — Gasoline 
school—Oct. 12-16 (White); diesel 
school—Sept, 28-Oct. 2 (Cummins). 
School will be held at the White 
Motor factory, Cleveland. 


For All Servicemen 


ALLEN ELECTRIC and EQUIP- 
MENT CO., Kalamazoo, Mich.— 
The Allen Power-Tune course, cov- 
ering diagnosis and electrical 
performance troubles, includes 
training on regulators, generators, 
batteries, distributors, ignition cir- 
cuit and use of Allen scope. Also 
offered is the Allen PM Tune-Up 
school for learning the fundamen- 
tals of the tuneup business includ- 
ing servicing and merchandising. 

A nominal fee is charged. For 
starting dates, contact local Allen 
representative or write directly to 
Educational Department, Allen 
Electric & Equipment Co., 2101 N. 
Pitcher St., Kalamazoo, Mich, 

AMMCO TOOLS, Inc., North Chi- 
cago—Brake Servicing instruction. 
Contact Richard Stevenson, Ammco 
Tools, Inc., 2128 Commonwealth 
Ave., North Chicago, Ill. Instruc- 
tion facilities available through 31 
mobile units manned by factory- 
trained technicians, No instruction 
charge. 

AUTO MECHANICS INSTITUTE, 
Los Angeles, Calif—Six courses 
starting the first Monday of each 
month; tuneup, Robert Steiner, in- 
structor; automatic transmission 
rebuilding, John Kamuk, instruc- 
tor; Ammco brake, Jack Cronin, 
instructor; auto parts, Fred Ham, 
instructor; engine, Ben Johnson, 
instructor. The third Monday of 
each month, a Bear alignment 
course, Jack Cronin, instructor. 
Contact Frank O. Bregnard, Auto 
Mechanics Institute, 50th & S. Ver- 
mont Ave., Los Angeles, for fur- 
ther information. 

JOHN BEAM DIVISION, Lans- 
ing.—(A) Wheel alignment, wheel 
balance, steering systems, Sept, 14, 
28, Oct. 19; (B) Advanced wheel 
alignment, power steering, advanced 
suspensions and minor frame 
straightening, Oct. 5; (C) Collision 
service of front suspension, frame 
straightening and body alignment, 
Oct. 12; (D) Brake servicing, Sept. 
21. Combined courses will also be 
available. They are: (AD) Sept. 14- 
25, Oct, 19-30; (ABC) Sept. 28-Oct. 
16; (AB) Sept, 28-Oct. 9; (BC) Oct. 
5-16. 

BARRETT EQUIPMENT CO., St. 
Louis, Mo.—Brake School—Theory, 
principles and practical application. 
Training conducted by the Barrett 
Brake Schools in St. Louis, Miami 
and Los Angeles with a new school 
opening in Philadelphia. For dates 
of scheduled classes and enroll- 
ment contact Barrett Equipment 
Co., 2101 Cass Ave., St. Louis 6, Mo. 

BEAR MFG, CO., Rock Island, 
Ill.—School offers training in align- 
ment, balancing and frame 
straightening for four-week pe- 
riods, Next class Sept. 28, Oct. 12. 
Address all inquiries to Mildred T 
Clark, registrar, 2103 Fifth Ave., 
Rock Island, Il. 

BENDIX PRODUCTS DIVISION, 
South Bend—Courses are offered on 
Bendix power brakes and Strom- 

(Continued on Page 39, Col, 1) 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 38) 


berg carburetors through schools 
sponsored by authorized Bendix 
distributors. The schools provide 
the basic service and sales training 
for automotive servicemen required 
in the development of service deal- 
ers. Classés are scheduled by each 
distributor to meet local needs and 
the length of an individual course 
is three or four evenings or one 
full day. No tuition fee is charged. 
Additional information may be ob- 
tained by contacting a. Bendix dis- 
tributor or writing to the Bendix 
training director in South Bend. 


BINKS MFG. CO., Chicago — 
Classes are held for a period of one 
week once a month. Anyone inter- 
ested in spray painting and spray 
equipment may attend. No tuition. 
Next classes will be held Oct. 5-9. 
Contact J. R. Adams, instructor. 


DeVILBISS CO., Toledo.—At fac- 
tory and at field schools, company 
instructors wil give a complete 
course of instruction in spray 
painting, with emphasis on use of 
the new airless equipment, on 
spraying catalysts and other ad- 
ditive materials, on use of the re- 
mote cup spray outfit and other 
new systems and products, Indus- 
trial, auto refinishing, maintenance 
and jobber schools have all been 
scheduled at the factory and field 
schools for jobbers have been 
scheduled in the Midwest and on 
the West Coast. Attendance at the 
factory school in Toledo is without 
charge for instruction or equip- 
ment. However, a nominal charge 
is made for attendance at field 
schools. 


INLAND MFG. CO., Omaha — 
School teaches all aspects of radia- 
tor repair and takes one to two 
weeks to complete, depending upon 
the student’s prior knowledge. No 
charge for training course to grad- 
uates who buy or whose employers 
purchase equipment — $200 other- 
wise. Write to Inland Mfg. Co., De- 
partment TS-20, 1108 Jackson St., 
Omaha 2, Neb., for additional in- 
formation. 


NATIONAL TECHNICAL 
SCHOOLS, Los Angeles—Complete 
resident and home study training 
in auto mechanics and diesel, in- 
cluding engine rebuilding, tuneup, 
overhaul, brakes, automatic trans- 
mission, ignition, fuel injection, 
servicing, etc. Day and evening 
classes. Resident schools training 
programs start the first school day 
of every month, Contact Paul 
Peterson, National Technical 
Schools, 4000 S, Figueroa, Los An- 
geles 37, Calif. For home study 
courses in the same field, write 
Extension Division, same address. 


RAYBESTOS DIVISION, Bridge- 


Auto-Club Gouge 
Exposed in K. C. 


KANSAS CITY.—An automobile 
club and insurance scheme that 
brought in more than a million il- 
legal dollars has been smashed and 
the originator taken out of orbit. 
Raymond Nelson Standefer, ex- 
convict, 45, has pleaded guilty here 
to using the mails to defraud. Sen- 
tencing has been deferred. 

O. J. Taylor, assistant U, S. dis- 
trict attorney, told how the plan 
worked, Standefer operated the 
Union Automobile Club in Kansas 
City from 1947 to 1957 and later the 
American Motorists Assn., in Chi- 
cago. These clubs sold a member- 
ship which provided liability, col- 
lision insurance, bail bond, tow and 
tire repair services in a two-year 
Policy for $49.50. 

Taylor said liability and collision 
claims were refused and only those 
who put the toughest kind of pres- 
my on Standefer were able to col- 
ec 








Deal Changes Name 


HOUSTON.—Jack Roach Broad- 
way, Inc. (Ford), has undergone 
& name change and now is known 
as Luke Johnson Ford, Inc., ac- 
cording to Mrs. Jack Roach sr., 
widow of the late Jack Roach sr., 
and L, Johnson. 





port—A complete brake service 
course will be held at the Raybestos 
Brake Service School and Work 
Shop located in Stratford, Conn. 
This course will consist of five con- 
secutive daily sessions, each session 
going from 8 am. to 4 p.m. All 
phases of brake service work such 
as major adjustments, minor ad- 
justments, and complete brake 
overhauls of all types of both new 
and old brake systems will be cov- 
ered. Personal instruction is aug- 
mented by two technical, sound, 
color, motion pictures showing ad- 
justment procedure and trouble 
shooting procedure as well as 
changes made in 1959 brakes. 
Individuals who successfully com- 
plete the course will receive a cer- 
tificate showing that they are qual- 
ified to work on all types of auto- 
motive brakes, The course will be 
conducted by A, D’Andrea, director 
of service training. For further in- 
formation, write to J, W. Hefferon, 





Raybestos Division, Bridgeport 2, 
nn, 

SUN ELECTRIC CORP., Chicago 
—tTraining courses are available in 
the operation and application of 
automotive test equipment. Two 32- 
hour evening classes are to be held 
each month. Courses will be con- 
ducted in Sun’s Automotive Divi- 
sion Training Center, Harlem and 
Avondale Aves., Chicago, Ill. For 
further details, write R. C. Heidrich. 

SUNNEN PRODUCTS ©CO., St. 
Louis—Specialized phases of engine 
rebuilding instruction for servicing 
pistons and connecting rods regard- 
ing pin fitting and reconditioning 
and alignment of rods. Cylinder siz- 
ing and finishing instructions also 
available. Instruction offered by 
factory engineers with service units 
completely equipped. For details on 
instruction available without obli- 
gation throughout the nation, con- 
tact A, Del Pico, Sunnen Products 
Co., 7910 Manchester, St. Louis, Mo. 

THERMOID DIVISION, H. K. 
Porter Co., Inc., Trenton, N, J.— 
Brake service school conducted at 
various times during the year, de- 
pending upon the demand. 

UNITED MOTORS SERVICE— 
Instruction in factory-approved 
service methods, using the latest 
equipment, is available in (1) auto- 











A clergyman in Bolivar, Mo., 
was presented with a cow on 
condition the gift be driven home 
in the minister’s car. The clergy- 
man fulfilled the request. 





motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 
and Guide autronic-eye), (4) auto- 





matic transmissions (Hydra-Matic), 
(5) New Departure bearings. United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, 
N. C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 


WALKER MFG. CO., Racine, 
Wis., is conducting clinics through- . 
out the country designed to help 
independent dealers build their 
muffler business and obtain maxi- 
mum profits from _ installations. 
Harry Liebendorfer is conducting 
the clinics on a fulltime basis and 
instructs in proper tools. 


WEAVER MFG. CO.—Spring- 
field, IIL, offers a complete wheel- 
alignment instruction course. 
Classes are conducted in the com- 
pany’s laboratory garage the first 
full week of each month. A one- 
week advance notice is required. 
Address all inquiries to the Weaver 
Mfg. Co., (Division of Detroit Har- 
vester Co.), 2171 S. Ninth § 
Springfield, Ill. ‘ 





Every car owner is a prospect for this 
amazing new undercoating. Cork, one 
of nature’s most efficient insulating 











LION 


Nok 
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UNDERCOATING 


the new, improved undercoat that insulates as it protects 


road noises. 


materials, is a primary ingredient, 
bringing increased efficiency to both 


car heaters and air conditioners. Just 
one-eighth inch dry film thickness ap- 
plied to the underside of a car will 
decrease heat loss or gain by 40%! 


In addition to its superior insulating 
qualities, Lion Nokorode protects 


N OIL COMPANY 


A DIVISION OF MONSANTO CHEMICAL COMPANY 





@ Lio 


YOUR MARK-UP IS 
100% OR MORE ON 


idle 





against rust, prevents squeaks and 
rattles, stops dust leaks and deadens 


WRITE TODAY FOR FULL DETAILS 
ABOUT LION NOKORODE CORK 
UNDERCOATING AND HOW IT 
CAN OPEN A BIG, NEW PROFIT- 
ABLE MARKET FOR YOU... 








EL DORADO, ARKANSAS 


LION OIL COMPANY 

A Division of Monsanto Chemical Company 
Dept. AN-I, El Dorado, Arkansas 

Please send complete information about Lion Nokorode Cork Under- 


: 
Nokérode | coating and how it can increase my market and profits. No obligation, 
of course. i 
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ford falcon 


COVERS THE NATION 





FORD FAMILY OF FINE CARS CLEARINGHOUSE e NO. 153 OF A SERIES 





Laleor 


> 


{CE RUN, U.S.A. 


76 OO0-MILE EXPERIENCE RUN! 


Gueling road test, climaxing three years of research, development and 


aing, to earn Falcon the title of “World’s Most Experienced New Car” 


On September 10th a group of cars never before seen by the public, rolled from 
Ford Motor Company’s test track at Dearborn, Michigan. Fourteen of Ford 
Division’s exciting new Falcons, piloted by expert drivers in bright blue blazers, 
were off and running in a 27-day Experience Run that will ultimately cover 
every mile of numbered U.S. highway from coast to coast! 


At precisely the same moment, two more Falcons left the track — one heading for 
New York and the other for Chicago — both to take part in a torturous turnpike 
run designed to publicly demonstrate the efficiency and stamina of Falcon 
standard and automatic transmissions. Each car is destined to log over 22,000 
miles in driving a continuous circuit between the two cities. 








The two marathon events, following thousands of hours of private testing in Ford 
laboratories and on Company proving grounds, are even now providing countless 
motorists and pedestrians with an exciting first glimpse of the new-size Ford. 
Drivers are distributing Falcon literature at every stop. Newspapers are publicizing 
the event nationally. Special television coverage is focusing millions of eyes on the 
colorful promotion. And NBC’s Monitor radio is adding dramatic impact with 
“live” progress reports as the cars follow their separate courses to every 

quarter and corner of the nation. 


Far more than a spectacular highway preview, the 176,000-mile, nationwide test 
spotlights the impressive results of three years of painstaking research and 
development and presents Ford dealers everywhere with “The World’s Most Experi- 
enced New Car”... proved in design, performance, economy and roadmanship. 


Another reason why it’s great to be a dealer in the Ford Family of Fine Cars. 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
FORD * FALCON * THUNDERBIRD * EDSEL * MERCURY * 
LINCOLN * LINCOLN CONTINENTAL * ENGLISH FORD LINE * 
TAUNUS * FORD TRUCKS « INDUSTRIAL ENGINES * 

FARM AND INDUSTRIAL TRACTORS AND IMPLEMENTS * 


AERONUTRONIC—PRODUCTS FOR THE SPACE AGE MOTOR COMPANY 


THE AMERICAN ROAD, 
DEARBORN, MICHIGAN 
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Maintenance Tips .. . 





Here’s How Experts Do It 


Wiper Adjustments 

tye ASSURE proper operation of 
the two-speed electric wind- 

shield wipers, particularly those 

equipped with windshield washers, 

the following adjustments may be 

required: 

Windshield-wiper control knobs 
which have excessive spring back, 
when turned to the maximum 
“on” position, can be corrected by 
loosening the retaining nut and 
adjusting the control cable at the 
wiper motor. 

If the control knob binds or is 
hard to operate, check the wind- 
shield-washer control cable nylon 
sliding block at the wiper motor. 
The sliding block must ride freely 
in the control cable guide, If the 
sliding block does not slide freely, 
loosen the control cable guide re- 
taining nut and allow the guide to 
align itself with the sliding block, 
then tighten the retaining nut. 

In some cases, the fast wiper 
speed cannot be obtained when the 
control knob is in the maximum 
“on” position, To correct this con- 
dition, bend the control-valve cable- 
attaching tab toward the retaining 
nut to obtain additional travel on 
the wiper-motor control valve. Bend 
the tab only enough to obtain the 
wiper second or fast speed.—Epse. 
Service Buuietin 

* + - 


Analyze Your Analyzer 
QWHEN was the last time you had 
your exhaust-gas analyzer 
checked or calibrated? This should 
be done periodically by your equip- 
ment supplier, A report from the 


Service Department of Champion 


Spark Plug Co, reminds mechanics 
that an exhaust-gas analysis can 
only be as accurate as the instru- 
ment and the man who operates it. 
Here are some suggestions on the 
use of the analyzer. 

Be sure the exhaust system is 
tight before attempting to make 
an analysis, You can’t get an ac- 
curate reading when air is leak- 
ing into the exhaust system 
through a bad muffler or tail- 
pipe. Also check carburetor flange 
bolts and carburetor linkage for 
possible leakage. 

Unless the manual which accom- 
panies your analyzer indicates dif- 
ferently, do not attempt to measure 
air-fuel ratios leaner than 14:1. 
Champion cites the case of an ana- 
lyzer which insisted upon swinging 
“rich” on a car that was known to 
be lean. At slightly above 14:1, 
hydrogen in the exhaust disappears 
and oxygen becomes a product of 
combustion, Carbon dioxide also 
shows a sharp break in its percent- 
age curve at the same point, This 
chemical phenomenon throws any 
analyzer off the beam and can pro- 
duce false readings. 

Exhaust analyzers are generally 
quite accurate up to a reading as 
high as 14:1, however, This covers 
all normal! carburetor mixtures 
which most mechanics are likely to 
encounter, According to Champion, 
its engineers find the analyzer use- 
ful both in pinpointing carburetion 
trouble and in improving fuel econ- 
omy where no actual trouble exists. 

In the first category a late 
opening power valve in the car- 
buretor often causes excessively 
lean mixture at high power, con- 
tributing to detonation, burned 
valves and burned spark plugs. 
Power valve operation, however, 
can be checked quite easily either 
on a dynamometer or on a road 
test by using the exhaust ana- 
lyzer in conjunction with a vac- 
uum gauge. This gives you an 
opportunity to see just when the 
power valve cuts in and compare 
it with manufacturer’s recom- 
mendations. 

To obtain maximum economy, the 
analyzer is an essential] tool for 
establishing optimum air-fuel ratios 
at part throttle, constant speed 
driving. This is the range which 
has probably the greatest effect on 
overall economy. 

An. exhaust-gas analyzer can be 
a tremendous selling tool, too. For 
customers who may be skeptical 
about paying for a tuneup because 
“it seems to be running fine,” they 
can soon tell a lot about the effici- 
ency of their engine when you show 
them the reading on the analyzer. 
An excessively rich mixture often 


caused by a combination of ignition 
and carburetion problems can cost 
motorists many times the price of 
a tuneup in a few months.—CHAmM- 
PION SPaRK Puiue Co. 
* * * 

Protective Wax 

N ARTICLE of interest to sta- 

tionmen providing car washing 
service was released recently by 
the automotive technical service of 
American Motors Corp. The article 
contained information relative to 
the removal of chrome protective 
materials used-on the 1959 Ameri- 
can Motors products built since 
Jan. 6, 1959. 

All external plated parts on these 
cars are protected by a liquid wax 
coating. Under ordinary conditions 
this protective coating can be re- 
moved with the use of household 
washing detergents such as Rinso 
Blue or Oxydol mixed in hot water. 
The waxed surfaces must be sat- 
urated with the thick suds solution 





applied with a sponge or soft cloth. 
Then a hot water rinse will wash 
off the wax coating. 

In cases where the protective 
coating has been only partially 
removed, it may appear as though 
the paint or plating is defective, 
which is not the case. 

Where the car has been exposed 
to the elements for a considerable 
period of time, Johnson’s Kleen 
Floor, available locally, will be very 
effective in removing the protective 
material. It should be applied ac- 
cording to the directions on the 
container. With the solution as 
warm as can be conveniently han- 
dled, apply it to the area to be 
cleaned, permit it to soak for sev- 
eral minutes and then flush if off 
with a hot water rinse—CHEK- 
Cuart Service BULLETIN 

* * 
Truck Lubrication Tips 
._ following new service lubri- 
cant recommendations apply to 
1958 and prior model trucks. 

Rear axles and steering gears: 
Lubricant—B6A—19580-A (SAE 90) 
above 10 degrees F., B6A-19580-B 
(SAE 80) below 10 degrees F. 

Transmissions (manual shift): 
Lubricant—Engine Oil (SAE 50 
HD), conforming to military speci- 





fications MIL-L-2104-A.—Forp Di- 


VISION Service LETTER 
* * + 


Quick Brake Checks 


bye in the car and get the 
“pedal feel” yourself. You can’t 
beat first-hand information. 

Hold the pedal down several sec- 
onds with just a light touch, If it 
keeps going down to the floor 
boards, then there is a leak in the 
lines or cylinders, Push easy—a 
quick jam could temporarily seal 
the leak and it would go unde- 
tected. 

Run the car up on a lift and 
look over the front end, You 
never know when it might be 
something else besides brakes 
that’s causing the trouble, 

Shake the wheels, Trouble can be 
caused by kingpins or shock ab- 
sorbers—maybe a bent frame—or 
something out of line. 

In checking to see if the drums 
are out-of-round while the wheels 
are still on the car, move the lining 
in against the drum until it 
touches. Then rotate the wheel 360 
degrees to “feel out” any low spots. 

Set the lining into low spot and 
try to move the wheel. If it’s a 
real low spot it will turn hard, 
and when that happens there’s 





only one answer—a drum job. 

If the drum is out-of-round it 
has to be turned. You can use the 
best lining in the world and it 
won't work right if the drums are 
more than ten thousandths out-of. 
round. 

Watch out for drums that are 
too thin, When they’ve been turned 
out more than 60 thousandths in 
diameter, or more than 25 percent 
of original thickness, there’s not 
enough metal left for safety, The 
answer is a new set of drums— 


Grey-Rock Drvision. 
+ * * 


Power-Steering Pump 
oo“ the maximum operating 
pressure has been reduced on 
the 1959 power-steering pump, the 
high-pressure 1958 pump must not 
be used with 1959 power-steering 
components, Serious damage may 
result to the larger diameter 1959 
power cylinder if the 1958 type 
pump is used. 

The 1959 pumps are identified by 
the words “850 Max.” etched in the 
relief-valve cap. All 1958 service 
pumps will be marked “1050 Max.” 
on the relief-valve cap. The 1958 
production-installed pumps were 
marked with a yellow paint stripe. 
—Forp Division Service Lerrer 
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in Acrylic profit and performance 


with Martin Senour’s 
Versatile Acrylic... Dytho-lac 


you save time and cut costs with the leader 
in shop engineered colors 


“Original Equipment”’ Acrylics are fine on the line—but when it comes to 
refinishing—you need Acrylics specifically designed for shop use. In product, 
program and every respect... Martin Senour Versatile Acrylics 


provide you with the most outstanding program in the industry. 





The Only Acrylics distributed through 
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Auto Markets 




















(Continued from Page 30) 


Reo, 1; Willys, 1, and Morris, 1.— 
(Ruby Fenoglio.) 
* * 


* 


North Carolina 

Imported-car registrations in 
North Carolina totalled 1,068 in 
August, compared with 893 a 
month earlier. 

By makes, registrations were: 
Renault, 257; Fiat, 159; Volks- 
wagen, 118; English Ford, 87; 
Vauxhall, 69; Opel, 68; Simca, 66; 
Hillman, 55; Morris, 38; Austin, 32; 
Volvo, 31; MG, 23; Peugeot, 17; 
Mercedes-Benz, 15; Borgward, 6; 
Goliath, 6; Triumph, 5; Jaguar, 2, 
and miscellaneous, 14. 

* + a 


Baltimore 
New-car registrations in Balti- 
more totalled 2,483 in July, com- 
pared with 2,415 a month earlier. 
Registrations by makes were: 
Chevrolet, 736; Ford, 605; Plym- 
outh, 198; Rambler, 171; Oldsmo- 





bile, 111; Pontiac, 106; Dodge, 87; 
Studebaker, 53; Buick, 50; Cadillac, 
44; Chrysler, 42; Mercury, 35; De- 
Soto, 29; Lincoln, 13; Imperial, 8, 
and miscellaneous, 186. 

New-truck registrations number- 
ed 229, compared with 263 a month 
earlier. By makes: Chevrolet, 75; 
Ford, 47; GMC, 31; International, 
26; Willys, 14; Dodge, 12; Mack, 6; 
White, 3; Brockway, 2; Diamond 
T, 2; Reo, 2, and miscellaneous, 9. 
—(Kate Savage.) 

+ * 


* 


Sioux City, Ia. 

A total of 302 new cars were reg- 
istered in Woodbury County (Sioux 
City) Ia, compared with 333 a 
month earlier. 

By makes, they were Chevrolet, 
100; Ford, 82; Pontiac, 22; Plym- 
outh, 20; Oldsmobile, 16; Rambler, 
16; Buick, 12; Mercury, 8; Cadillac, 
5; Dodge, 5; Renault, 4; DeSoto, 3; 
Chrysler, 2; Studebaker, 2; Mer- 





cedes-Benz, 2; Lincoln, 1; Metro- 
politan, 1, and Opel, 1. 

New-truck registrations totalled 
43 in August, compared with 55 in 
July. By makes: Ford, 16; Chevro- 
let, 14; International, 5; GMC, 4; 
Diamond T, 2; Dodge, 1, and Volks- 
wagen, 1. 

A year ago in August, there were 
238 new cars and 48 new trucks 


registered. 
nd * 


Des Moines 

Total automobile sales in Polk 
County (Des Moines), Ia., fell off 
about one-fifth in August but still 
were approximately 20 percent 
higher for the 1959 year as com- 
pared with 1958. 

There were 912 new cars sold in 
August, compared with 1,134 in 
July. 

For the auto license year Dec. 
1, 1958, to Sept. 1, 1959, total sales 
were 17,588 compared with 6,026 
in the 1958 license year. 

Chevrolet continued to hold first 
place, but its percentage of lead is 
down considerably from 1958. 

Renault edged past Volkswagen 
to lead foreign-car sales for the 
first time in two years. Total Re- 
nault sales to Sept. 1 were 142, 














“Weve checked your credit 
rating over thoroughly .. . have 
you ever considered walking to 
work?” 





compared with Volkswagen’s 140.— 
(Fred Lazell.) 
* x 
Minneapolis 

Delivery of new cars in Hennepin 
County (Minneapolis), Minn., was 
50 percent higher in August than 
in the same month a year ago, ac- 










































immediate acrylic color matching: 
New, simplified custom mixing system 
factory-packaged colors—Any color match is yours 
in minutes with Martin Senour's integrated Acrylic Program. 
The M-S Special Acrylic Base is the quick, easy answer to custom- 
mixed Acrylic Lacquers. The M-S Factory Packaged Versatile 
Acrylic fills all most-called-for color needs. Only Martin Senour 
offers this “complete service’. Exclusive with N.A.P.A. Jobbers. 


immediate delivery on 1960 acrylic colors—Martin Senour has 
ready-to-go colors, matched to manufacturer's specifications for every 1960 car 
on the road. You'll be first with the Acrylic colors when the demand is greatest... 
and customers won't wait. Through N.A.P.A.’s nationwide network of ware- 
houses, stocking thousands of N.A.P.A. jobbers, every order gets immediate 
attention, swift delivery. 


Dytho-lac—the versatile acrylic—Here's the finish that outshines 
them all in depth of lustre, durability and beauty. 
e Covers both Acrylic and regular lacquers 
e Needs no special undercoats or undercoat thinners 
@ Only one color thinner (not two) is required 
e Better resistance to strong grease or wax removers 
e Superior color retention, non-fading and non-chalking properties 


plus 


Complete color reference—The new Martin Senour 
Automotive Color Directory puts you out front with the finest 
color information in the automotive industry. Every color is 
catalogued by individual make, by year, clear back to 1952 
for Chevrolet, Ford and Plymouth, back to 1954 for all others. 
At a glance you find the exact color needed. It's the ulti- 
mate in reference for every touch-up and refinishing job. 


All-in-one acrylic inventory—This one con- 

venient color cabinet is the most economical way to 
offer complete Acrylic selection. There’s no waiting, no 
phoning, no delay—you have the exact package color 


within easy reach. No worries, ever, about obsolete 

colors with this positive inventory control. Con- 
structed of all steel, it's a double door design for 
wall or bench. Holds 50 pints. Completely dust- 


N.A.P.A. Jobber today! 


proof and safe with a top quality lock. 


Acrylics are booming—More and more 
of your customers will be calling for Acrylic 
work. The service you give and the profits you 
make depend upon the efficiency and accuracy 
of your Acrylic Program. It makes sense and 
means better business to make yours a 
Martin Senour Shop. Why not call your 


MARTIN 


PJ =f felt -) 
PAINTS 





THE MARTIN-SENOUR COMPANY 


AUTOMOTIVE DIVISION 
2500 S. Senour Avenue, Chicago 8, Illinois 


cording to Finance and Commerce, 
business newspaper. 

A total of 3,073 cars were regis- 
tered, compared with 2,094 a year 
ago. In July this year, registrations 
were 2,837. 

The eight-month total was 27,- 

036, more than 5,000 ahead of 

last year’s eight-month count. 

August registrations were: Chev- 
rolet, 1,029; Ford, 692; Oldsmobile, 
181; Rambler, 175; Plymouth, 171; 
Pontiac, 144; Buick, 133; Renault, 
78; Mercury, 70; Dodge, 67; Cadil- 
lac, 39; Studebaker, 39; Lincoln, 30; 
Chrysler, 25; Edsel, 18; Peugeot, 18; 
DeSoto, 17; Volkswagen, 17; Hill- 
man, 17; Goliath, 14; MG, 14; Tri- 
umph, 10; Vauxhall, 9; Volvo, 9; 
Morris, 8; Austin-Healey, 4; Eng- 
lish Ford, 4; Opel, 4; Simca, 3, and 
miscellaneous, 33. — (Donald M. 
Lyons.) 


* * * 


Washington, D. C. 

New-car registrations in the Na- 
tional Capital area totalled 1,730 in 
August, compared with 2,141 a 
month earlier. It was the smallest 
monthly total since February. 

By makes, registrations were: 
Ford, 396; Chevrolet, 344; Pontiac, 
170; Plymouth, 126; Rambler, 105; 
Oldsmobile, 96; Buick, 46; Cadillac, 
40; Dodge, 40; Chrysler, 35; Mer- 
cury, 35; Studebaker, 30, and Volks- 
wagen, 30. 

Mercedes-Benz, 24; Fiat, 23; 
Renault, 20; English Ford, 15; 
Hillman, 15; Volvo, 15; DeSoto, 
12; Vauxhall, 12; Opel, 11; Tri- 
umph, 11; Austin, 10; Simca, 10; 
Peugeot, 7; MG, 6; Edsel, 5; Im- 
perial, 5; Lincoln, 5; Morris, 5; 
Taunus, 5; Jaguar, 4; Borgward, 
3; Alfa Romeo, 2, and miscellan- 
eous, 12. 

New-truck registrations totalled 
165, compared with 213 a month 
earlier. The truck total was also 
the smallest since February. 

By makes, registrations were: 
Chevrolet, 59; Ford, 40; Interna- 
tional, 22; GMC, 11; Dodge, 7; 
Mack, 5; Divco, 4; White, 2; Willys, 
1, and miscellaneous, 14.—(William 


Ullman.) 
om. a 


Indianapolis 

New-car sales in Marion County 
(Indianapolis), Ind. numbered 
3,272 in August, compared with 
3,796 a month earlier. 

Domestic-car sales dropped from 
3,576 to 3,061 while imports were 
down from 330 to 211. 

By makes, registrations were: 
Ford, 773; Chevrolet, 770; Oldsmo- 
bile, 301; Pontiac, 271; Plymouth, 
239; Rambler, 163; Dodge, 141; 
Buick, 125; Cadillac, 66; Mercury, 
51; Studebaker, 50; Volkswagen, 
45; DeSoto, 36; English Ford, 31; 
Chrysler, 29; Fiat, 18; Simca, 18; 
Opel, 16; Edsel, 14, and Imperial, 


Renault, 14; Hillman, 11; Tri- 
umph, 8; Lincoln, 7; Mercedes- 
Benz, 7; Volvo, 7; Morris, 6; 
Continental, 5; Metropolitan, 5; 
MG, 5; Austin, 3; Peugeot, 3; 
Saab, 3; Borgward, 3; Goliath, 
2; Jaguar, 2; Vauxhall, 2; Willys, 
1, and eous, 7, 
New-truck registrations totalled 

219 in August, compared with 392 
in July. By makes, they were: Chev- 
rolet, 77; Ford, 65; GMC, 18; Dodge, 
16; International, 12; Volkswagen, 
11; Willys, 6; White, 4; Reo, 3; 
Mack, 2; Studebaker, 2; Autocar, 
1; Diveo, 1, and miscellaneous, 1. 


—(C. L, Kern.) 
7 7 * 


New Orleans 

New-car sales in New Orleans 
for August totalled 2,422, compared 
with 2,559 for the previous month 
and 1,347 for the like period of last 
year. Truck sales amounted to 288 
in August, 

New-car sales by makes were: 
Chevrolet, 862; Ford, 616; Pontiac, 
133; Oldsmobile, 117; Plymouth, 94; 
Rambler, 73; Buick, 69; Volks- 
wagen, 47; Vauxhall, 42; Dodge, 41; 
Cadillac, 39; Studebaker, 36; Re- 
nault, 31; Mercury, 29; Fiat, 26; 
Metropolitan, 25; Simca, 138, and 
Opel, 12. 

Chrysler, 11; Morris, 10; Edsel, 
10; Triumph, 8; DeSoto, 7; Hill- 
man, 8;. Lincoln, 7; MG, 7; Austin, 
7; English Ford, 7; Volvo, 5; Lloyd, 
4; Mercedes-Benz, 4; Continental, 
3; Imperial, 3; Singer, 3; Jaguar, 3; 
Taunus, 3; Lancia, 3, and miscel- 
laneous, 5. 

Truck sales by makes were: 
Chevrolet, 110; Ford, 86; Interna- 
tional, 33; GMC, 23; Volkswagen, 
18; Dodge, 6; White, 5; Mack, 3; 
English Ford, 2; Diamond T, 1, 





and Goliath, 1—(Gordon Hebert.) 
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Prices of 58s added and '50s dropped in December, 1957. Prices of '59s added and ’51s dropped in December, 1958. 
bars 


"568 °59 
April 


"568 °59 
May 


"58°59 
June 





"68 =*°59 
duly 


"58 
Aug. 


"59 "68 °59 
Sept. 
to Date 


(Copyright, 1959, by Automotive News) 


for 








Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 





* ® * 


ALBANY 


Tim Anspach Dealer’s Auto Auction, Sale 
every Tuesday. Prices are for sale of Sept. 
8. The car market here today was not a 
little lower, it was sure enough LOW! The 
market reacted on all cars except a few 


grade As. Sold 83 cars from 121 con- 
signments. 
BUICK—’57 RM conv., $1,450* (ps). 
*56 Special 2-dr. Riviera, $840. 
’54 Super 2-dr, Riviera, $520*; Special 
conv., $395". 
CADILLAC—’56 (60) Special 4-dr., $1,- 
950* (ps) 


*55 (62) conv., $1,450* (ps). 

"54 (62) Coupe de Ville, $1,110* (ps). 
CHEVROLET—'58 Bel Air (8) 4-dr., $1,- 
550*; Biscayne (6) 4-dr., $1,410*. 

’57 Bel Air (8) 4-dr, hardtop, $1,510*; 
2-dr. hardtop, $1,435*, $1,135*; Two- 
ten (6) 2-dr, hardtop, $1,050; 2-dr., 


$960. 

"56 Bel Air (8) 4-dr., $1,125*, $825*; 
Two-ten (6) 2-dr., $890; 4-dr., $825, 
$700" 


$810*, $675; Bel 
$700*; Two-ten 


55 Bel Air (6) 2-dr., 
Air (8) 4-dr., $790*, 


(8) 4-dr., $545*. 

’54 Bel Air 4-dr., $500*%; Two-ten Del- 
ray, $440*; station wagon 4-dr., $430*; 
4-dr., $425*, $350; 2-dr., $210. 

’53 Two-ten 2-dr., $230; Bel Air 4-dr., 
$210; 2-dr., $205*. 


CHRYSLER—’57 Saratoga 2-dr., $1,550* 
(ps); Windsor 4-dr. hardtop, $1,460* 
(ps). 

"54 Windsor conv., $275* (ps). 

DeSOTO—’57 Firedome 4-dr., $1,220*. 


"55 Firedome 4-dr., $450*. 

DODGE—'57 Coronet (8) 4-dr., $950*. 

’55 Royal (8) Sierra 4-dr., $710. 

’54 Coronet (8) Sierra 4-dr., $470; Royal 

(8) 4-dr., $260* (ps). 
FORD—’'59 Ranch Wagon (6) 4-dr., $1,- 
825. 

‘58 Fairlane 500 (8) skyliner, $1,800* 

(ps). 

’57 Fairlane 500 (8) 4-dr., $1,040*; Cus- 
tom 300 (8) 4-dr., $1,040*%; Custom 
300 (6) 4-dr. (taxi), $640. 

’56 Fairlane (8) 2-dr, Victoria, $875* 
(ps). 

’55 Fairlane (8) Crown Victoria, $820*, 
$650*; 4-dr., $715*; 2-dr., $425* (ps); 
Ranch Wagon (8) $640; Cus- 

tom (8) 2-dr., $535*. 

'54 Crest (6) 2-dr. Victoria, 3420*; Cus- 
tom (6) 2-dr., $340*, $330*; Main (6) 
4-dr., $285. 

’53 Custom (8) 2-dr., $320. 
LINCOLN—’54 Capri 2-dr., $590* 
MERCURY—’54 Monterey 2-dr., 

’53 Monterey 2-dr, hardtop, $420. 


2-dr., 





’52 Monterey 2-dr. hardtop, $200*, $150*. 
OLDSMOBILE—’55 (88) Super 4-dr., 
$700*, $675*, $660* (ps). 
*54 (98) 4-dr., $450* (ps). 
PLYMOUTH—’57 Savoy (8) 2-dr., $810. 
"56 Savoy (8) 4-dr., $710*; Belvedere 
(6) 4-dr, hardtop, $690*. 
’55 Belvedere (6) 4-dr., $500; Savoy (8) 
4-dr., $500*. 
’54 Belvedere Suburban, $500*; 
$420*; Savoy 2-dr., $320. 
’53 Cambridge 2-dr., $230; Cranbrook 
4-dr., $150". 
PONTIAC—’55 Star Chief 4-dr., $470*. 
STUDEBAKER—’55 Commander (8) 4-dr., 
$300. 


conv., 


SEATTLE 


Seattle Auto Auction. Sale every Wed- 
nesday, Prices are for sale of Sept. 9. 
BUICK—’56 RM 4-dr. Riviera, $1,185* 

(ps). 
’55 Super conv., $825* (ps); Special 2-dr. 
Riviera, $890*. 


‘54 Super 2-dr. Riviera, $795* (ps); 
4-dr., $320*. 
CADILLAC—’51 (62) 4-dr., $275*. 
CHEVROLET—’'58 Brookwood (6) 4-dr., 
$1,695*, $1,600*; Biscayne (8) 2-dr., 
$1,475*; Delray (8) 2-dr., $1,320*. 
’56 Bel Air (8) sport coupe, $1,210*; 


One-fifty (6) 2-dr., $595. 
"55 Bel Air (8) conv., $1,010* (ps); 4- 





dr., $870*; Two-ten (6 )Delray, $710*. 


"54 station wagon, $750*. 
’52 Deluxe 2-dr., $245. 
DODGE—’57 Custom Royal (8) 2-dr. hard- 
top, $1,560* (ps). 
"56 Coronet (8) 2-dr., $795. 
FORD—-'58 Fairlane 500 (8) 4-dr. Victoria, 
$1,825*; Country Sedan (8) 4-dr., $1,- 


695*; Custom 300 (6) 2-dr., $1,405. 
"57 Thunderbird (8) 2-dr. hardtop, $2,- 
480* (ps); Ranch Wagon (8) 2-dr., 
$1,375*, $1,320*. 
"56 Country Sedan (8) 4-dr., $1,230*; 
Fairlane (8) conv., $1,075*; 2-dr., 
$995". 


"55 Fairlane (8) 4-dr., $740*, $555. 
"54 Ranch Wagon (8) 2-dr., $505*. 
"53 Custom (8) 4-dr., $435*. 
‘52 Country Sedan (8) 4-dr., $350*. 
HUDSON—’55 Hornet (6) 2-dr. hardtop, 
$1,075*. 
LINCOLN—’48 Continental 2-dr., $300*. 
MERCURY—’55 Montclair sport coupe, $1,- 
040* (ps). 
NASH —’53 Ambassador 2-dr. hardtop, 
150* 


OLDSMOBILE—’57 (88) Super 4-dr, Holi- 
day, $1,775* (ps). 
’56 (88) Super conv., $1,360* (ps), $1,- 
170* (ps); 4-dr. Holiday, $1,245* (ps). 
"55 (98) conv., $855* ). 
"53 (88) 2-dr., $190*. 
PLYMOUTH—’'54 Belvedere 4-dr., $400*, 








’55 Star Chief 4-dr., $765*. 
MISCELLANEOUS — '48 Willys Jeepster, 


Harold Henry’s Los Angeles Dealer Auto 
Auction. 


BUICK—’59 Electra 4-dr., $2,760* (ps). 
’57 Century Estate Wagon, $1,990* 


55 Century 4-dr. 

’54 Special 2-dr. Riviera, $475*. 
CADILLAC—’58 (62) 2-dr., $3,180* (ps). 

"57 


"56 


(ps). 
"55 (62) 2-dr., $1,625* (ps), $1,385+ 


’58 Impala (8) sport coupe, $2,245* (ps), 


’57 Corvette (8) conv., $2,200; Bel Air 


"56 Bel 
’55 Bel Air (8) sport coupe, 2 at $1,000*, 


’54 Bel 
"53 Bel 
*51 Deluxe 4-dr., $140*. 

’50 Deluxe Bel Air, $280, $210°*. 
CHRYSLER—’58 Windsor Town & Coun- 
DeSOTO—’53 Firedome 4-dr., 
DODGE—’ 57 Custom Royal (8) 2-dr. hard- 


’55 Royal (8) 2-dr. hardtop, $550*. 

’53 Coronet (8) 2-dr. hardtop, $205*. 
EDSEL—’58 Citation 4-dr., $1,625* (ps). 
FORD—’59 Thunderbird (8) conv., $4,200*, 


(ps). 
’58 Thunderbird (8), $3,085* (ps), $3,- 


"57 


— : 


* 


$165 
LOS ANGELES 


Sale every Tuesday. Prices 
sale of Sept. 8. 


are 


ps); 
Riviera, $1,710* (ps) 
Riviera, $780* (ps). 


Super 2-dr. 


(62) Sedan de Ville, $3,065* 
$2,785* (ps); 2-dr., $2,955* 
Coupe de Ville, $2,950* (ps); 
$2,600* (ps). 

(62) Coupe de Ville, $2,050* (ps), 
$1,685* (ps); Sedan de Ville, $1,850* 


(ps), 
(ps); 
t-dr., 


(ps). 


"54 (60) Special 4-dr., $1,295* (ps) 1 
'53 (62) conv., $535* (ps). ] 
"52 (62) 4-dr., $2 ° 
"50 (62) 2-dr., $375*; 4-dr., $350*. 
"49 (61) 4-dr., $110. } 
CHEVROLET—’59 Bel Air (8) sport sedan, ‘ 


85* 


$2,105*; Biscayne (8) 2-dr., $1,835*. 


Yeoman (6) 
2-dr., 


$2,185* (ps); 
655*; Yeoman (8) 
cayne (8) 4-dr., 2 at $1,525* (ps) 


2-dr., $1,- 
$1,500; Bis- 


(8) sport coupe, $1,575*, 
sedan, $1,540*; 4-dr., 
Two-ten (8) 4-dr., $1,180*; 
(8) 2-dr., $1,060. 

Air sport coupe, 
sport sedan, $1,130*; 4-dr., 
Two-ten (6) 2-dr., $735*. 


; Sport 
(ps); 
One-fifty 


$1,305*; 
$1,035*; 


$860* (ps); Two-ten (8) 4-dr., 
$700; Two-ten (6) Delray, $665. 
Air sport coupe, $635*, 
Two-ten 4-dr., $465*. 

Air 4-dr., $515*; 2-dr., $440; 
$235. 


$785, 
$625°; 


conv., 


try, $2,575* (ps). 
$290*. 


top, $1,540*; Coronet (8) 4-dr., §$1,- 
160". 


$3,790* (ps), $3,650* (ps), $3,605* 
(ps); Fairlane 500 (8) skyliner, $2,- 
800* (ps); 2-dr. Victoria, $2,550* (ps); 
Galaxie (8) 2-dr. Victoria, $2,430° 

is) § 


015*, $2,950*; 
dr., $1,785*. 

Country Sedan (8) 4-dr., $1,600*, 
$1,485*; Fairlane 500 (8) 4-dr. Vic- 
toria, $1,565* (ps); 2-dr. Victoria, $1,- 
(ps); conv., $1,455*; 4-dr., $1,- 
(ps); Custom 300 (8) 4-dr., $1,- 


Country Sedan (8) 4- 





050° 


"56 Country Squire (8) 4-dr. (9 pass.), 


Vie- 








COLORADO 


MARYLAND 





NEW JERSEY 











Denver Auto Auction 
9% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 
Auctioneers: Geo, Workman—Bill Hauschildt 
Titles and Checks Guaranteed 








CONNECTICUT 








NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our I2th year 
of continuous operation. 
Sale every Wednesday 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 








. FLORIDA 
DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues. 11 
A.M. Dealer-owned. Dealers only. 
INDIANA 


INDIANAPOLIS—Indianapolis Auto 
Auction, P.O. Box 24007. Wed. 11:00 
A.M. Dual Ring. CHapel 4-9546. 


MISSOURI 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 
300 TO 400 CARS 


We Issve Our Checks and insure Tities 
Owned and Operated by 
J. F. REED — HUGO HASHEIDER 
NORB RUGH 
Twin Ring Selling 




















BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 


MICHIGAN 


Aptco 
DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 


Aptco 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


Aptco 


Send for free copy of next 
week's Aptco Auction Report 











Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 


® UAL RING" 2 lines running simultane- 
ously, 

® Conveniently located in the heart of the 
automobile world. 

®@ Ten acres of completely fenced parking 
area, 

®@ Always a fine selection of sharp cars. 

© Friendly relations prevail at all times, 

®@ Congenial auctioneers, 

® Fair management, 


MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M. D. McCollum, Vice-President and Manager 
3711 Western Road Phone ar 








For Fast, Accurate Directions to 
Leading U. S. Auto Auctions, Dealers 





Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 
We issue auction checks— 
Guarantee titles. 

Dual Lane Sale—4 Auctioneers 
Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY THURSDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 
CApitol 8-0100 for Reservations 


iy 








Look in LUCAD. 











@.1 4) 


OVER 500 EVERY WEEK 


NO HOUSE CARS! 


At is of the East 
N-A-D- 


Every WEDNESD 


€ tast 


tne Crossr 


* 
AY, 11 A.M. 


NATIONAL AUTO 
DEALERS EXCHANGE 



























































AT THE WORLD'S BIGGEST 
AUTO AUCTION 











PONTIAC—'S6 Star Chief 4-dr. Catalina, $1,300* (ps); Fairlane (8) 2-dr, t 
$1,200*. (Continued on Page 45, Col. 1) i 
+ 
1 
NEW YORK PENNSYLVANIA ( 
LAFAYETTE—Syracuse Auto Aucti 
Center of Empire — Check an CORRY f AUTO AUCTION 
Title Protection. (Wed.). » Corry, 
— a ieee EVERY FRIDAY—1:00 P.M. : 
Guaranteed Checks— 
GREATER NEW YORK Guaranteed Titles 
AUTO AUCTION, INC. “The fr jest auction with the most ac 
(Exit 31—Merrit Parkway) tion.” For reserved quabers aa Comp 
Bedford-Banksville Road, Banksville, N.Y. | Conwnings “Odi Adcock,” Ounenr’ George 
Sale Every Tuesday—12 Noon Hartley. 
Auctioneer—CARL MARKER 
Guaranteed Checks and Titles. 
Phone—BEdford Village 4-3100 TENNESSEE : 
I 
NEW YORK STATE'S OLDEST JOHNSON AUTO 
TIM ANSPACH INC. AUCTIONS 
Dealer Auto postion Lawrenceburg, Tenn.—Tuesday fy 
ev perme i 1) O'Cieet Huntsville, Ala.—Friday ' 
80 car sale average 100% Insured—No Registration Fee 
All Titles and Checks Guaranteed 
TEXAS 
NORTH CAROLINA 
RALEIGH — Mann’s Auto Auction AMARILLO AUTO 
Sale, Rt. 5. Ph. 3-1564, Titles & AUCTION, INC. | 
checks guaranteed. Mon. 10 A. M.| 3902 & 10TH Phone: DR 2-9503 | 
WE PICK UP AND SELL 
PENNSYLVANIA FOR LEASING COMPANIES ANYWHERE | 
12 Years Fair Dealing . 
] Auction Checks Issued . 
Now : 3 ls SALE EVERY FRIDAY 
a Reference: American National Bank 4 


Bobby Clark—OWNERS—Pat Patterson 











WASHINGTON 








Manheim 


oa 
Auto Auction, Inc. 
Manheim, Pa. on Route 72 
Phone Manheim MOhawk 5-2401 
5 miles So. of Pa. Turnpike 








700-900 Clean Cars Auctioned Every Friday 
Auction Checks Issued; Guaranteed Titles 


Write for free accurate market reports 


SOUTH SEATTLE AUTO AUCTION 


E. Marginal Way Seattle 88, Wash. 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 
HIGH MARKET AREA 





Beb McConkey 
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dl = 
p= 5 4-dr., $1,735* (ps); 4-dr, Riviera, top, $350. 
ter, 1,700* FORD—’59 Thunderbird (8), $3,410* (ps), 
. ° "ST RM A-dr., $1,680 (pe); Super. 4-dr.; Model Breakdown $3,400° (ps), $3,325 (ps); | Country 
ps Pps); pecia an (8) 4-dr., *; Galaxie 
Use -Car Auction Prices Estate Wagon, $1,195*; 4-dr, Riviera, Of Auction Averages 4-dr., $2,300* (ps); Fairlane 500 (8) 
$1,170* Sept.. 1959 A Jul 4-dr., $2,010* (ps); Ranch Wagon (8) 
uto 56 Special 4-dr., $820°*. To “» ug., tA 4-dr., $1,900; Custom 300 (8) 4-dr., 
are ‘55 Special 4-dr, Riviera, $700*; 4-dr.,| Model oDate § 1008 ave $1,760°. 
$595*. 2,574 618 ’58 Thunderbird (8) conv., $3,100* (ps), 
7 (Continued from Page 44) ’54 Special 2-dr, Riviera, $300* (ps). "lees Tee $2,985* (ps); Feiriane 500 (8) conv., 
8); : : CADILLAC—’ 62 onv., $4, * : 9 $1,810*; 4-dr, Victoria, $1,695* (ps), 
__toria, $945; 4-dr., $845%; 2-dr., $810*.| '55 Chieftain 4-dr., $460*. Genes ae Prd oe ge dene 1,306 1,300 $1.685*' (ps); Custom 300’ (8) 4-dr., 
55 Country Sedan (8) 4-dr., $1,000* | RAMBLER—’56 Super 4-dr., $595. (ps); 2-dr $4,330* (pa): 4-dr " Oe 915 910 $1,310*; 2-dr., $1,240*, $1,120 
(ps); Custom (8) 2-dr., $1,740*; Fair- ’55 Custom 4-dr., $555*. 260* (ps) 3 4 td ‘i 4 689 674 57 Fairlane 500 (8) skyliner, $1,650* 
). lane (8) 2-dr., $675; Main (6) 2-dr., '58 (62) 4-dr, hardtop, $3,010* (ps). (ps), $1,600* (ps), $1,590* (ps), $1,- 
8), 3525. ‘ ‘ CHICAGO ‘57 (62) conv., $2,465* (ps); 4-dr., $2,- 436 427 575*; 2-dr. Victoria, | $1,245*; 4-dr. 
8): 54 Crest (8) 2-dr. Victoria, $465*, $450; 290° (ps). . 297 286 Victoria, $1,240*, $1,155*; conv., $1,- 
ir. Custom (8) 2-dr., $385; Main (8) busi- Arena Auto Auction, Sale every Tues- 56 (62) Sedan de Ville, $2,125* (ps); 215 192 225*; Fairlane (8) 4-dr, Victoria, $1,- 
. : ness coupe, $210. day. Prices are for sale of Sept, 8, Sold 4-dr., $1,590* (ps). : Ps); 270*; Fairlane (6) 4-dr. Victoria, $1,- 
8), *53 Ranch Wagon (8) 2-dr., $210. 208 cars from 312 consignments, 55 (60) Special 4-dr., $1,480* (ps); (62) Overall 070*; Country Sedan (8) 4-dr., $1,240*, 
50% 50 Custom (8) 4-dr., $290. BUICK—’59 Electra conv., $3,050* (ps) 2-dr, hardtop, $1,340* (ps); 4-dr., $1,- Average $ 996 $1,028 $1,031 $1,220*; Ranch Wagon (8) 2-dr., $1,- 
gt ar yo pe. ere 58 ow conv., $2,200* (ps); 4-dr, Rivi- 010* (ps) bigite . hi is 200, $1,185* (ps); Custom 300 (8) 
Be 568 Ps); rown 4-dr. hardtop, era, $2,200* (ps), $2,150* (ps); Spe- = > " 4-dr., $1,000* (ps); 2-dr., $990*, $825*; 
5 lh! +g : OMN{25° (ps), $2,380" (ps); 4dr, hardtop tion wagon 2-dr., $650*; 4-dr., $585°.| Custom 300 (6) 4-dr., $850*, $815*; 
LINCOLN—'54 Capri 2-dr., $800* (ps). $2,340* (ps): 2-dr, hardtop, $2,270*| °54 Bel Air 4-dr., $500*; Two-ten 2-dr., 2-dr., $630, 
MERCURY—’56 Custom sport coupe, Beasley Takes Over (ps); Bel Air (8) 4-dr $1 980°: Bis- $485, $390. "56 Fairlane (8) 4-dr, Victoria, $920* 
$675*. A, ° cayne (8) 4-dr., $1,830. ; ’53 Two-ten 2-dr., $345; 4-dr., $310, (ps), $895*, $860*; Fairlane (8) 4-dr., 
ee ae Ahan $800* oe) $150* Nashville Auction 58 Bel Air (8) 2-dr $1 590* (ps); 4- $305. seoee’ 2-dr., $760*; Custom (8) 2-dr., 
NASH—'5: assador super 4-dr., > ss +4 . ° ne , — ¥ 0*. 
in, OLDSMOBILE —'59 (88) 2-dr. Holiday,} NASHVILLE, Tenn.—Nashville $1,545" tm) ean? s dae , aa 'sase: Te ae Windsor 2-dr. hardtop,/ .9¢ wairlane (8) Crown Victoria, §T70*, 
x $2.840° (ps); (88) Super 4-dr., $2,835°| Auto Auction, Inc. is now under Brookwood (8) '4-dr., $1,540*; | Bis-| '55. Windsor 2-dr. hardtop, $600*, aa Oo eee 
3), : : . 2% a , -dr., * -dr., . 
a 'S7 (98) 4-dr, Holiday, $1,635* (ps); 2-|the exclusive management of -_—eoe Oe ee el Oe Windsor ade” Gitex, Guuee. 54 Country Sedan (8) 4-dr., $605*; 
is- at. Holiday, $1,350* (ps). ‘. Thomas W. Beasley, who is also! .57"5.) “air (8) 4-dr, hardtop, $1,435*, | DeSOTO—’57 Firesweep 4-dr, hardtop, $1,- Crest (8) 2-dr. Victoria, $460; 4-dr., 
56 (88) Super 4dr. Holiday, $1,170°/ national president of the Auto $1,310*; conv., $1,400*, $1,375*, $1,- 295* (ps), $1,090*; 4-dr., $1,180* (ps). $450°. 
55°98) 2-dr. Holtd F850" tps) $735* | Auction Trade Assn. 305* (ps); 4-dr., $1,390* (ps), $1,385*;| ‘56 Fireflite 4-dr., $810*; Firedome 2-dr.| ‘5% Custom (8) 4-dr., $395, $320°; 2- 
-dr. Holiday, $ ps), - Two-ten (8) 4-dr., $1,205, $1,025; One- hardtop, $790* (ps); 4-dr., $650*. , $390°. 
(ps); (88) Super 4-dr, Holiday, $785 Beasley succeeds Fred Walker, fifty (8) 2-dr., $950 '55 Firedome 4-dr., $580*; 2-dr. hardtop, +52 “Gountry Sedan (8) 4-dr., $310. 
ea xbe) Sa. “ee, ie, (88) 2-ar. who is retiring from the business| ‘56 Bel Air (8) conv., $1,105* (ps), $1,- $565*. , ; me oy 57 Crown 2-dr. hardtop, $1,- 
’ ” ry *. as . +. 9 wi -dr., . 
|_ $540" (ps). ‘ for reasons of health, as president yw ay <., ee a ; son pg mend he a. ) conv., $1,-| MERCURY—'57 Turnpike Cruiser 4-dr. 
"53 (88) 2-dr. Holiday, $525°. of the concern. Charles G. Neese, station wagon 2-dr., §885°; Two-ten 295* (ps); Coronet (8) 4-dr., $1,010*. hardtop, $1,700* (ps); Voyager 4-dr., 
51 (88) 2-dr. Holiday, $235°. general counsel and a director, was (6) 4-dr., $845; 2-dr., $715°. ’56 Coronet (8) 4-dr., $720*; 2-dr, hard- $1,530° (ps); Montclair 4-dr. hard- 
ye, PACKARD—’55 Clipper 4-dr., $485*. lected vic sident edi 55 Bel Air (8) 2-dr hardtop, $790*; top, $710* top, $1,420* (ps); 4-dr., $1,190*; Mont- 
— elvedere -ar, arda- ‘ ’ - * 
5, PLYMOUTH—’58 Belvedere (8) 4-dr, hard- | clecte e-president succeeding Bel Air (6) 4-dr., §$700* (ps); Two- 55 Royal (8) Sierra 4-dr., $730°. erey 4-dr., $1,310* (ps). 
x ag a nl (ps); Savoy (8) o.. Beasley. Robert L. Martin contin- ten (6) 2-dr. hardtop, $715, '$550*;| °54 Royal (8) Sierra 4-dr., $510*. 56 Montclair 4-dr, hardtop, $1,160* 
; of Suburban (8) Bn Ay 3g F oo ues as secretary and treasurer. Two-ten (8) 2-dr, hardtop, $690; sta-| °53 Coronet (8) 4-dr., $385*; 2-dr, hard- (Continued on Page 64, Col, 2) 
0; (8) 2-dr., $885* 
"56 Belvedere (8) conv., $875*; 4-dr., 
* 
55 Belvedere (6) station wagon 4-dr., 
n- $675*. 
’53 Cranbrook 4-dr., * saa 
*50 Deluxe 2-dr., $125 
i- PONTIAC—’57 Star Chief 2- dr. Catalina, 
" $1,400* (ps). 
’54 Star Chief 2-dr. Catalina, $410*. 
’53 Chieftain 2-dr. Catalina, $245*. ; 
’52 Chieftain 2-dr, Catalina, $160*, } 
’50 Chieftain 2-dr., $100*. 
., RAMBLER — ’'59 American (6) station 
ie wagon, $1,750. 
” 58 Super (6) Cross Country, $1,860*. 
; ’55 Custom Cross Country, $850*. 
hd *6563 Custom Cross Country, $375. i 
STUDEBAKER—'59 Lark (6) 4-dr., $2,- | 
- 150*. 
L- ’*53 Commander (6) 2-dr., $430. : 
WILLYS—'52 2-dr., $195. 
‘ MISCELLANEOUS—’59 Ford (8) Ranch- 
= ero, $1,980*; Chevrolet (6) %-ton pick- 
- up, $1,660. 
- "57 Ford (8) Ranchero, $1,350*; (6) 
8 Ranchero, $1,140; Dodge (8) %-ton 
; pickup, $800. 
a. 2 ’56 Ford (8) F-100 pickup, $850*; Powell 
a ' pickup, $275. 
’55 Chevrolet (8) %-ton pickup, $750; 


' Ford (8) F-100 pickup, $540, $525, 
j $475*. 
53 Willys pickup, $525; Dodge (6) %- 
ton pickup, $435. 
’52 International %-ton pickup, $320. 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of Sept. 
BUICK—’58 Special 2-dr., $1,610*. 

’57 Special 4-dr., $1,210*. 

"56 RM 2-dr., $1,075* (ps); 4-dr. Rivi- 

era, $925* (ps); Special 2-dr., $720*. 

"55 Special 4-dr. Riviera, $770*; 4-dr., 

$655*; 2-dr., $410*; Century 4-dr., 2 ° ons ° ° 
$720* (ps); Super 2-dr, Riviera, $710* Versatile Stran-Master design facilitates beautiful blend of glass and brick. : 
(ps); RM ’2-ar., $700* (ps). 

b CADILLAC —’59 de Ville 2-dr. hardtop, 


, . « 
; ; $5,070* (ps); 4-dr. hardtop, $4,550*. : 
c "5S (62) 4-dr. hardtop, $3,125* (ps). 1 
’57 (62) 2-dr. hardtop, $2,300* (ps). 
’54 (60) Special 4-dr., $905*. 
* a 
t | 24 _— Sat 

’57 Bel Air (8) 4-dr, hardtop, $1,435* 

(ps); 4-dr., $1,150*; Two-ten (8) sta- F 

tion wagon 2-dr., $1,300*; Delray, ; 

$1,100*; 2-dr., $1,010*; Two-ten (6) 4 

2-dr., $940. } 
°56 Bel Air (8) 4-dr., $1,050*. ; 


*53 (62) 4-dr., $485*. 
CHEVROLET— $59 Impala (8) 4-dr. hard- 
54 Two-ten 2-dr., $450; Delray, $375. 
CHRYSLER—’54 NY 4-dr., $200*. 


top, $2,265 
DeSOTO— 57 Firesweep station wagon, $1,- 
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"58 Impala (8) conv., $1,880*, $1,765*; 
Bel Air (8) 4-dr., $1, 550*. 





a 











25°. F 
DODGE—’'57 Custom Royal (8) 4-dr., $1,- 7 ; = } 
160*; 2-dr., $1,025* (ps); Coronet (8) Car ies Service Station, Garage or Dealer 4 
4-dr., $950*. =! el o 
’56 Coronet (8) 2-dr., $725*; 2-dr, hard- ship arge or small, plain or fancy Stran ; 
top, $715°. Master is designed to do what you want it ' 
’55 Royal (8) 2-dr., $635*, $525*. : 
EDSEL—’59 Corsair 2-dr. hardtop, $2,300* to do. $ 
i (ps). & 
eee Teanterbend ©) Dar. pert. For instance, you can select the handsome 
$1,550* (ps); Custom 300 (8) 2-dr., a ; 
$1,400", $1,d60*; Fairlane (6) 2dr. -Ctghnasie Color (or colors) yee re vicar ' 
ctoria, $1,360. ue, bronze, green, gray, rose or white. Protec- 
’57 Country Sedan (8) 4-dr., $1,340*; P ° ° ° ° z 
Fairlane 500 (8) conv., $1,300* (ps), tive Stran-Satin Colors retain their sparkling \ 
$1,275*; Ranch Wagon (6) 2-dr., $1,- . h 
105*, $1,025*; Custom (8) 4-dr., $1,- new look, too. Double layers of long-lasting : 
000, $940* (ps); 2-dr., $935*. ° ° ° 4 5 
5s Baitiane (S) ddr. $045° (ya); Main vinyl-aluminum coating are factory applied. j 
i (6) 2-dr., $565*. : 
| Wg) ddr. $650; ‘2-ar.” $400"; Ranch Indoors, you choose the floor plan that’s best } 
Wagon (6) 2-dr., $585, $580; Fairlane for your business and building site. Stran- ‘ 
| *54 Custom’ (8) 2-dr., $370. Master’s versatile design gives you optimum q 
| _ °53 Crest (8) 2-dr., $220*. . en 8 y P al 
LINCOLN —°58 Premiere 2-dr., $2,640* space per dollar invested. Volume-produced to ‘ 
MERSURY—'ST Commuter 4-dr.. $1,310°: reduce the cost, Stran-Master may be pur- ave aitek colar lee 
Monterey 2-dr., $1,275*; 2-dr. hardtop, ee sl ’ . 
$1,265°: conv.’ $950° (ps). a for oe down on Stran-Steel’s 
’55 Custom 2-dr., $450*. o 
Toe Se. tee. ve-year purchase plan. Clip and mail the 
OLDSMOBILE — ‘59. (98) _4-dr.__ Holiday, coupon or call your local Stran-Steel dealer R 
$3,025* (ps); (88) 4-dr., $2,3 one : Stran-Steel Corporation, Dept. AN-48 
ST (98) 2dr, $1,660"; (88) conv., $1,- today. He’s listed in the Yellow Pages under we 
525*. Steel Buildi Buildi Steel Detroit 29, Michigan 
"Oh (06) Sas. Malidey, 9080° (ps): (08) ect Dulldings or bullaings—siee. Please send complete literature on Commercial and 


2-dr., $545*; 4-dr, Holiday, $500*. : — . - . 
53 (88) 4-dr., $210* (ps). Industrial Buildings in Stran-Satin Color. I’m inter- 


PLYMOUTH—’58 Plaza (8) 2-dr., $1,080*. ted i ildi i ft. q 
’57 Fury (8) 2-dr., $1,250*; Belvedere apa goths weg approximately___ t. x___ ft. to 


























(8) 2-dr. hardtop, $1,200* (ps); 4-dr., N-48 
5G Belvedere (8) 4-dr $61", $625, STRAN amr calenkenials Name _______— 
bei Fw 3420, $400"; Plaza (4) ar. c Detr : : _— aay ae ena 
$200. oit 29, Michigan « Division of INI PLES EN Ee na 
PONTIAO — ’58 Bonneville conv., $1,850* : Address Bien aes 
So 'Star Chief 2-dr., $850*; Chieftain paauues evenrwiana: = ATIONAL STEEL me) CURT en Asien City Zone____ State________ 








Safari, $825. 
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Tom Cartee has been named 
St. Paul branch manager for Frue- 
hauf Trailer Co. He joined Freu- 
hauf in 1935 and had supervised the 
operation of Fruehauf’s Sioux Falls 
(Ia.) branch and the Sioux City 
(S. D.) sub-branch since 1953. 

* * + 


Firestone Names Cumming 


Eastern Sales Manager 

J. L. Cumming has been named 
manager of the eastern sales divi- 
sion of Firestone Tire & Rubber 
Co. with headquarters in New 
York, 

Cumming has for the last year 
held a special sales assignment in 
Akron. He succeeds Charles L. 
Largent, who was appointed gen- 
eral trade sales manager. 

* * * 
General Tire Ups Reilly 

Arthur I. Reilly has been pro- 
moted passenger tire sales man- 
ager for General Tire & Rubber 





Co.’s New York division. He for- 
merly was Newark (N. J.) terri- 


tory salesman. 
* * * 


Goodyear Cites McCarty 


For 40 Years’ Service 

John E. McCarty, chief engineer 
of truck tire development for Good- 
year Tire & Rubber Co., has been 


presented a service award in honor| # 
of his 40 years with the company.| ~ 


McCarty’s career spans the life 
of the over-the-road trucking in- 
dustry. He joined Goodyear in 1919, 
just three years after the company 
had started the Wingfoot Express, 
demonstration long-haul truck runs 
to prove the durability of truck 


tires. 
*~ * e 


General Tire Announces 
Three Major Promotions 


John J. Denbrock has been pro- 
moted to assistant to the vice-presi- 











dent in charge of plastics for Gen- 

eral Tire & Rubber Co., Akron. 

Other major promotions are: 
Wayne Thorne to manager of the 

building materials division and Al- 

fred G. Turner to manager of wall 

and counter-top material sales. 

a 


Chicopee Shifting Kehoe 


To Automotive Sales Staff 


Thomas F, Kehoe will join the 
automotive sales 
staff of Chicopee 
Mills, Inc., in De- 
troit Oct. 1, ac- 


W. Brown, auto- 
motive sales man- 
ager. He is being 
transferred from 
a central staff 
position in Chick- 
opee headquar- 
ters in New 
Brunswick, N. J. 
Chickopee’s Detroit office han- 
dles all original-equipment automo- 
tive textiles, and all nonautomotive 
fabrics for Michigan. 
* * * 


Rodich to Head C-D-F 
William L. Rodich has been ap- 


T. F. Kehoe 


cording to Harold | 





pointed president of Continental- 
Diamond Fibre Corp., subsidiary of 
Budd Co., Philadelphia. 

= x * 


Mullin Is Appointed 


Carter Service Manager 

R. J. Mullin has been appointed 
service manager of Carter carbure- 
tor division, ACF Industries, Inc., 
New York. 

Mullin will be responsible for all 
internal and field service opera- 
tions. He formerly was service 


supervisor. 
- * 


Hyster Promotes Welch 
Fred Welch, with Hyster for 11 
years in marketing, has been ap- 
pointed general parts and service 
manager and also will supervise 
the operation of the eight company- 
owned retail dealerships through- 


out the country. 
* + * 


Hein Retires; Headed 
Chrysler Parts Plant 


After 26 years of service with 
Chrysler Corp., Wally T. Hein has 
retired as manager of the Atlanta 
parts plant. He was succeeded by 





HOLMES provides 3 PROVEN WAYS 
to STEP-UP dealer EARNINGS 


pon gg 
i A 


HOLMES 400 WRECKER 


ton capacity. Designed 


ideal for use in congested areas. Built 
with a non-swinging, extendable boom, 
dual rear end controls and out board 
leg for side recoveries. Send today for 
model specifications, price, etc. 





IMPROVED TOWING SLING 


The Car-Guard Towing Sling with New, 
Improved Rubber-Covered Nylon straps 
permits Towing of all cars, without scar- 
ring or defacing light chrome and body 
parts. Telescopic V-Type Space Bars 
provide a very fast method of hook-up. 
Can be installed on almost any Tow 
Truck. Send for full Details. 












A small, power-operated unit with a 
rated 4-ton capacity, that can be very 
profitably used on trucks of /2- to 1%- 






low in height, 


Handles badly 


that can NOT Be Towed with 
conventional equipment. 
tremely valuable for retrieving 
late model cars with Automatic 
Transmission and Air Suspen- 
sion. Fits all width of cars, with 
or without wheels. 
can quickly assemble and posi- 
tion Dolly for towing. Send 
today for full Details. 





1. EXPANDS SERVICE OPERATIONS—Modern Wrecker Ser- 
vice with HOLMES Units such as shown, greatly expands many 
profitable service operations. In providing Today’s most advanced 
type of Road Service, a shop naturally gets the important Road 
Calls—Earns good Tow Fees and actually picks-up many new 
customers that would never get into the shop otherwise. 


2. INCREASES SHOP PROFITS—Wrecked or disabled cars 
represent a vast market for most every known type of shop work. 
Getting such jobs into the shop helps to absorb fixed expenses, 
stabilizes work loads, and permits more profitable use of all service 
facilities. It only takes two or three of these jobs per month to 
substantially increase shop profits. 


3. STEPS-UP NEW CAR SALES—In addition to being the 
shop’s most productive Service Salesman, HOLMES WRECKER 
SERVICE provides a valuable source of new car prospects. Being 
first to contact the owners of cars in need of extensive repairs, is an 
important advantage in selling new cars. Send Today for Details. 


| NEW, SPEED-KING TOWING DOLLY 


wrecked cars 


Ex- 


One-man 
























ERNEST HOLMES COMPANY 


Chattanooga 7, 





Tennessee 





L. H. Koenig, 44, who joined the 
company in 1954. 

After joining Chrysler in 1933, 
Hein, 65, served in the Detroit, Chi- 
cago and Minneapolis offices of the 
company’s parts division before he 
was named manager of the Atlanta 
plant in 1944, 

* 


Ford Promotes Booth 


Wallace W. Booth has been ap- 
pointed finance director for Ford 
Motor Co. of Canada, Ltd. He for- 
merly was manager, budget depart- 
ment, finance staff, for Ford Motor 
Co., Dearborn. 

* * a 

Fuller Promotes Burling 

J. H. Burling, formerly assistant 
comptroller, has been elected secre- 
tary-treasurer of Fuller Mfg. Co, 
Kalamazoo, Mich., a subsidiary of 
Eaton Mfg. Co. 

* 


* * 
Nelson Associates Appoints 


Arnold Account Supervisor 


Frank M. Arnold has been ap- 
pointed account supervisor for Nel- 
son Associates, Inc. 

For the last four years, Arnold 
had been national used-car man- 
ager for Chrysler Corp. 

* + * 


Clark Equipment Names 


Transportation Sales Chief 

Clark Equipment Co.’s industrial 
truck division has appointed Philip 
E. Campbell man- 
ager of transpor- 
tation sales. He 
will direct all of 
Clark’s sales ac- 
tivities in the 
railroad, truck- 
ing, marine and 
air transporta- 
tion fields from 
headquarters at 
Clark’s plant in 
Battle Creek, 
Mich. 

Campbell joined Clark in 1942, 
He has been assistant district man- 
ager, district sales manager, sales 
manager of the company’s gas 
truck section and, most recently, 
manager of national accounts for 
southern states. 

* 


P. E. Campbell 


* = 
Simmons Is Promoted 


D. Riley Simmons has been nam- 
ed business management manager 
for the Plymouth-DeSoto Dallas 
region. 

+ + * 


Rudy Joins Indiana Firm 


J. A, Rudy has been appointed in- 
dustrial sales manager of Potter & 
Brumfield, Princeton, Ind. 

* a ~ 


Wagner Appoints Salzmann 


Automotive division, Wagner 
Electric Corp., St, Louis, has an- 
nounced the appointment of Don 
Salzmann as assistant sales man- 
ager, air brake sales, original 
equipment division. 

+ + * 


Ernest Holmes Appoints 


Churchwell to Head Sales 


D. Lynn Churchwell has been ap- 
pointed sales manager for Ernest 
Holmes Co., Chat- 
tanooga, Tenn. He 
succeeds the late 
Gary F. Davis. 

For 22 years 
Churchwell has 
been factory rep- 
resentative for 
Holmes in North 
Carolina, Vir- 
ginia, Maryland, 
Delaware and 
part of West Vir- 
ginia. The com- 
pany makes wreckers and wrecker 
equipment. 





D. L. Churchwell 


os * + 
Mack Appoints Hassey 
Communications Manager 

Thomas C. Hassey has been ap- 
pointed communications manager 
for Mack Trucks, Inc. He will be 
responsible for the coordination of 
Mack’s employe communications 
programs and plant-community re- 
lations. 

He formerly was a member of 
the industrial relations staff of 
Union Carbide Corp. in New York. 

* * +” 


Chevrolet Appoints Courter 


Resident Comptroller in Flint 
Robert G. Courter has been ap- 
pointed resident comptroller of 
Chevrolet’s assembly plant at Flint. 
Courter, who had been resident 





(Continued on Page 47, Col, 1) 
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comptroller at Chevrolet’s central 
office in Detroit, succeeds John D. 
Mintline, who has been named as- 
sistant comptroller for GMC Truck 
& Coach. 

* s * 
Controls Co. of America 


Names Wilgus to Sales Post 
H. B. Wilgus has been named 
general manager of automotive and 
air-conditioning sales for Controls 
Co. of America. 
Wilgus served previously at O. A. 
Sutton Corp., Electric Products Co. 
and Redmond Co. 
* * + 

Smith Joins Permatex 
As Michigan District Chief 
Harlan N. Smith has been ap- 
pointed district manager by Perma- 
tex Co., Inc., for a large part of 
Michigan and Northern Indiana. 
Prior to his appointment, Smith 
had been a manufacturer’s agent 
representing several automotive 
parts concerns. 
* * 


Mack Promotes Allen 


To Used-Truck Manager 
Robert W. Allen, former man- 
ager of Mack’s Philadelphia 
branch, has been appointed na- 
tional used-truck manager. 
Allen, who has been with Mack 
for 33 years, will coordinate the 
used-truck sales efforts of all 
Mack divisions and branch of- 
fices. 
+ * oe 
Packard Electric Names 


Lakin, Wolcott in High Posts 
Appointment of J. Robert Lakin 
as general sales manager and L. C. 











/ succeeding the late J. H. Devor. 


Wolcott as director of engineering 


L, C, Wolcott 


J. R. Lakin 
has been announced by Packard 
Electric division, General Motors. 

Lakin had been general sales 
manager of GM’s Moraine Products 
division. He joined GM as an engi- 
neering trainee at Delco Products 
in 1934. Wolcott joined the former 
Packard Electric Co. in 1927, In 
1932 he was named chief engineer. 

* * * 


Brown Is Named to Head 


Wagner Electric, Subsidiary 
George W. Brown has been elect- 

ed president and chief executive 

officer of Wagner Electric Corp., 


Brown also was elected president 
of the firm’s subsidiary, Wagner 
Brake Co. Ltd., Toronto. Previously 
he had been executive vice-presi- 
dent of the parent firm. 

+ * a 
Goodyear Assigns Whisler 
To Industrial Products Unit 


K. J. Whisler has been appointed 
assistant manager, automotive job- 
ber sales department, Goodyear 
Tire & Rubber Co.’s industrial 
products division, Akron. 

Films and flooring division dis- 
trict manager in Chicago since 
1955, Whisler will report to A. L. 
Steele, department manager. He 
will assist in the overall adminis- 
tration of the department which 
handles replacement sales of auto- 
motive and home appliance belts 
and hose through a national net- 
work of jobber and dealer outlets. 

* * os 


Bell Promoted in Sales 


James M. Bell has been named 
to the newly created position of 
assistant sales vice-president for 
the western division of Russell, 
Burdsall & Ward Bolt & Nut Co. 
He had been Pacific Coast sales 
manager. 


* * * 
Big Four Ups Kovaric 


A. J. Kovaric has been named 
assistant to the sales manager of 





Big Four Industries, Inc. He had 


(Continued from Page 46) 


been a Big Four factory represent- 
ative in Los Angeles. 
* * os 


Shaw Quits as President 
Of Rubbermaid, Inc. 


Forrest B. Shaw has resigned as 
president and general manager of 
Rubbermaid, Inc., Wooster, O. 

Shaw, a 34-year veteran in the 
rubber industry, was elected presi- 
dent and general manager last 
August to succeed James R. Cald- 
well, company founder who now is 
chairman of the executive commit- 


tee. 
a * * 


PPG Boosts Berghoff 
Guy J. Berghoff has been ap- 
pointed vice-president in charge of 
Pittsburgh Plate Glass Co.’s paint 
division. He succeeds the late 
C. Robert Fay. Berghoff joined the 
company in 1934 and most recently 





was general manager of paint sales 


for the merchandising division. 
* * * 


Schrader’s Baker Named 
General Sales Manager 


Donald C. Baker has been ap- 
pointed general sales manager of 


A. Schrader’s Son, 
a division of Sco- 
vill Mfg. Co., Inc. 
He had been man- 
ager of Schra- 
der’s Akron 
branch since 1957. 
He joined Schra- 
der in 1948, 
Wallace C. Man- 
ville has been 
named to succeed 
Baker in Akron. 
Manville, who 
joined Schrader in 1949 as a sales 
engineer at the Brooklyn plant, had 
been in charge of sales at Akron. 
+ * 


Reagan Ends 42 Years 


With AMC, Predecessors 


W. J. (Bill) Reagan, 65, manager 
of factory operations, automotive 
export, at American Motors’ Ken- 
osha plant, retired Aug. 31 after 42 


D. C. Baker 





years with the corporation and its 
predecessor companies. 

Reagan joined Nash Motors at 
Kenosha in October, 1917, the year 
that Charles W. Nash introduced 
the car bearing his name. 

*” * * 


General Promotes Bowling 


In Off-Road Tire Sales 
George E. Bowling has been pro- 


| |moted to manager of special-pur- 


pose tire sales for General Tire & 
Rubber Co.’s Cincinnati and Mem- 
phis divisions. 

He will supervise the sale of off- 
the-road tires in the Southcentral 
U. S., including Southern Ohio and 


Indiana. 
* * * 


Noble Succeeds Shaw 
As Rubbermaid President 





Donald E. Noble, executive vice- 
president of Rubbermaid, Inc., 
Wooster, O., has been elected presi- 
dent and general manager of the 
company. He succeeds Forrest B. 
Shaw, who resigned. 

The board also elected Thomas 
G. Clark secretary-treasurer and 





Glen C. Neal assistant treasurer. 





Clark formerly was assistant secre- 
tary-assistant treasurer, and Neal 
was credit manager and general 
office manager. Noble has been 
with Rubbermaid 18 years and had 
been executive vice-president since 
July, 1958, 
+ + * 


Moraine Promotes Rasper 
To General Sales Manager 


Mark E. Rasper has been pro- 
moted to general sales manager 
of the Moraine 
Products division, 
General Motors. 
He succeeds J. 
Robert Lakin, 
who has been 
transferred to the 
Packard Electric 
division as gen- 
eral sales man- 
ager. 

Rasper, a vet- 
eran of a quarter 
century with GM, 
was sales manager of automotive 
assemblies at Moraine prior to his 
promotion and directed the sale of 
power brakes, brake assemblies and 
wheel and master cylinder assem- 
blies. 





M, E, Rasper 








Wagner Lockheed 


are applied. 


You, like America’s car and truck manufacturers, can rely on 
Wagner products. Wagner Lockheed Brake Parts are made right to 
function perfectly ... assuring you of better, safer brakes. 


Save time. Save money. You'll find that Wagner Lockheed is the 


most complete and most trouble free line of top-quality brake 
service products on the market. It includes master cylinders, 
wheel cylinders, pistons, springs, washers, cups, boots, hose 
and all related items for every make and model vehicle. 
Available individually or in factory sealed kits. 

For details on complete line which includes brake parts, brake fluid 
and brake lining—consult your nearest Wagner distributor, or mail 


the coupon for a free copy of Catalog AU-1. 


Waener Lockheed 





LOCKHEED BRAKE PARTS, FLUID, BRAKE LINING and LINED BRAKE SHOES + AIR HORNS 


This Wagner inspector deals in extremely fine measurements. His com- 
parascope, which enlarges inside surfaces to many, many times their 
original size, tells him if cylinder bore surfaces are smooth enough for 
positive sealing of the rubber cups against cylinder walls when brakes 
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Wagner Electric 
6393 PLYMOUTH AVE., ST. LOUIS 33, MO., U.S.A. 
(Branches in principal cities in U.S. and in Canede) 


@rporation 


Please mail us Catalog AU-1 on your 
complete line of brake service products. 
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Highways and Safety ... 





States Told to Prepare 
For Traffic Increase 


Unless states act promptly to pre- 
pare to handle the vastly expanded 
traffic volumes that will develop in 
the next few years, the U.S. faces 
chaos in highway transportation, 
Frederick N. Clarke, president of 
the American Assn. of Motor Ve- 
hicle Administrators, told the an- 
nual meeting of the Governors’ 
Conference. 

In a report of state traffic 
safety activities during the last 
12 months, submitted at the re- 
quest of the conference, Clarke 
noted that highway travel mile- 
age during the next 18 years will 
be greater than that for all the 
previous 58 years of this century. 
Three things must be done at 
once to prepare the states to han- 
dle this vast increase in traffic, 
Clarke said. 

First, states immediately should 





initiate factual studies to develop 
what the agencies of government 
concerned with highway use (traf- 
fic engineering, law enforcement, 
driver licensing, etc.) will need to 
handle the future job adequately. 

Second, states must engage in 
traffic safety research on a broad 
scale to develop more adequate in- 
formation on accident causes util- 
izing the facilities of universities 
and other state agencies. 

Third, states should review the 
organization of motor vehicle ad- 
ministration and see that it has 
appropriate stature and recognition 
in the governmental structure to 
perform adequately its increasingly 
important responsibilities. 

Clarke also reported on the re- 
sults of the program that has 
been carried on cooperatively by 
the AAMVA and automobile 





manufacturers to improve the 
safety of vehicles. 

He called attention to the im- 
proved headlamp that had been de- 
veloped and approved in June of 
this year, to the recent develop- 
ment of a longer life muffler and 
to improvements in brakes and in 


rear vision. 
+ +. 


2 Tire Posters 
Offer Advice on 
Safety, Service 


The service managers committee 
of the Rubber Manufacturers Assn. 
has published two wall display 
posters. 

One, measuring 17 by 22 inches, 
is titled “Safety Precautions You 
Must Observe When Mounting or 
Demounting Automobile Tires.” It 
pictures the various types of rims 
in current use and describes and 
illustrates the fundamental auto- 
mobile tire mounting and demount- 
ing methods, as well as safe infla- 
tion procedure. 

The other, titled “Why Tires 
Wear Fast or Fail Early,” meas- 
ures 22 by 34 inches. By photo- 
graphs, line drawings and statisti- 
cal charts it presents the effect 





upon tire life of sustained excessive 
speed, heat, incorrect inflation and 
poor driving habits. 

Tire manufacturers and mass 
distributors have purchased quan- 
tities of these posters for distribu- 
tion to their retail outlets, Single 
copies may be obtained without 
charge from the Rubber Manufac- 
turers Assn., Inc., 444 Madison 
Ave., New York 22, N. Y. 


Surprise Checkup 
Spots Many Faulis 


In. a surprise inspection by the 
Colorado State Patrol in Denver, 
one of every three autos was found 
defective or in violation of the 
State motor-vehicle laws, according 
to Cpl. Ray Van Hook, head of the 
inspection unit. 

He said citations were issued to 
28 drivers for such violations as 
misuse of license plates, failure to 
have title certificates in the cars 
and serious mechanical defects. 

Drivers of 67 vehicles which had 
defects were warned to have them 
corrected within a reasonable pe- 
riod or face court summonses, Van 
Hook added. 

He said the results indicate that 
motorists must check their cars 





NEW AUTOMATIC CLIMATE CONTROL BY HARRISON 
Tor FURRELSIFED Ml 





GENERAL MOTORS USHERS IN A NEW CONCEPT IN 
CAR AIR CONDITIONING! 


HARRISON RADIATOR DIVISION OF GENERAL MOTORS, 


From Harrison’s extensive research facilities comes the latest advance in future 
passenger comfort. It’s the first fully automatic climate control for cars! 

And it’s ready to go on Firebird III, General Motors’ daring new, experimental 
dream car. Passengers can travel from the Arctic to the Equator and keep inside 
car temperature constant with a single setting of just one small dial. This is 

the most advanced heating and cooling system yet devised for cars. And of course 
it comes from Harrison . . . for no one is better equipped to design.air 
conditioning for the cars of tomorrow than the leader in heating and cooling 

the cars of today! Harrison’s engineering and manufacturing skill has solved 
temperature control problems in every line of industry and defense. 

If you have a heating or cooling problem, look to Harrison for the answer. 





LOCKPORT, 


AUTOMOTIVE RADIATORS + OIL COOLERS * THERMOSTATS © AIR CONDITIONERS + HEATERS « DEFROSTERS 


NEW YORK 





periodically even though they have 
passed earlier State inspections. 
* « +. 


Pa. Drivers to Get 
Insurance Break 


The Pennsylvania Insurance De- 
partment has approved a merit- 
rating plan designed to save careful 
drivers as much as 15 percent on 
premiums: The new policy wag 
introduced Sept. 1. 

Under the plan, points are charg- 
ed for various moving traffic viola- 
tions and convictions, One point is 
charged for moving traffic viola- 
tions, except some minor charges, 
and two points are charged for an 
accident which results in injury or 
damage of over $50. 

Serious charges, such as driving 
while drunk, hit and run, assault 
by auto and driving with revoked 
or suspended license, are assigned 
five points. 

A driver with no points will get 
a 15 percent discount, while those 
with two points will pay the basic 
rate for the insurance policy, Drivy- 
ers with more points. will pay 
over the basic rate, ranging from 
20 to 100 percent. - 

+* 


Point-System Bill 
Is Introduced 


In Pennsylvania 


A bill to set up a point system 
of penalties for speeding and other 
driving violations has been intro- 
duced in. the Pennsylvania Legisla- 
ture with bipartisan support. Gov. 
David L. Lawrence is said to favor 
the measure. 

It provides that a driver’s license 
will be revoked for a year when 
he accumulates 10 points in a year. 

In Tennessee, legislation to pro- 
vide for marking of. boats, trailers 
and other trailing objects lower 
than the vehicle towing them may 
be sought in the 1961 legislative 
session. 

Greg O’Rear, State safety com- 
missioner, said he would study the 
advisability of seeking such a 
measure. The state has no law re 
quiring the marking of “low loads,” 
and concern has been expressed 
that low trailers constitute a safety 
hazard. 

A colored cloth flag atop a high 
pole has been suggested as ade- 
quate marking for towed vehicles. 

* * a 


AAA to Discuss 


Tax Diversion 


Diversion of motor-vehicle tax 
and toll revenues to other than 
highway purposes—particularly for 
the subsidizing of mass transit— 
will be a topic at the 57th annual 
meeting of delegates of the Ameri- 
can Automobile Assn, in Atlantic 
City Sept. 22 and 23. 

Other problems affecting auto 
safety and economy are on the 
agenda for the two-day session, in- 
cluding principles and practices of 
traffic law enforcement and the 
problem of financing the $40 billion, 
41,000-mile Interstate Highways 
System. 

Principal speakers will be L, L. 
Colbert, president of the Automo- 
bile Manufacturers Assn.; Lou E. 
Holland, president of the AAA 
Foundation for Traffic Safety; AAA 
President Frederick T, McGuire jr., 
and Russell E. Singer, AAA execu- 
tive vice-president. 

a2 x 


* 
- 
Safety Council 
To Hold Annual 
s e 
Parley in Chicago 

“Safety in the Sixties’—a fore- 
cast of things to come in safety in 
the next 10 years—will be the 
theme of the 47th National Safety 
Congress, annual convention of the 
National Safety Council. 

it is scheduled for Oct. 19-23 in 
Chicago, and 12,500 safety special- 
ists from the U. S., Canada and 
several foreign countries are ex- 
pected to attend. 

There will be 300 sessions on all 
forms of safety and 900 program 
participants. 

The highlight of the Congress 
will be the annual banquet Oct. 20 
in the Conrad Hilton Hotel. The 
banquet speaker will be E. J. 
Thomas, chairman, Goodyear Tire 
& Rubber Co. 
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Financial 


Front 








An excellent second quarter | 
pushed first-half earnings of Hou- 
daille Industries, Inc., Buffalo, sub- 
stantially above those for the cor- 
responding 1958 period, according 
to Ralph F. Peo, president. 

He said the company earned 
$1,391,183 on second-quarter sales 
of $23,802,342. A year ago, second- 
quarter earnings were $728,570 on 
sales of $14,590,845. 

For the six months ended June 
30, Houdaille sales were $41,119,716, 
compared with $27,456,230 for the 
year-ago period. First-half earnings 
this year were $1,499,378, compared 
with $545,884 last year. 

oe a 4 


B-W’s First Half 
Best in History 


Borg-Warner Corp. this year 
posted the best first half in its 
history, according to Roy C. Inger- 
soll and Robert S. Ingersoll, chair- 
man and president, respectively. 

Net sales for the first six months 
this year reached a new high of 
$327,803,587, representing a gain of 
22.9 percent over the $266,735,887 
reported in the comparative period 
last year. Net earnings for the first 
half of 1959 climbed to a new peak 
of $18,290,376, or $2.04 a share, rep- 
resenting an increase of 89.8 per- 
cent over the $9,636,643, or $1.06 a 
share, earned in the first half of 
1958. 


Gamble-Skogmo Sales Top 
$66 Million During Half 


Consolidated sales of Gamble- 
Skogmo, Inc., in the first half 
amounted to $66,445,007, up from 
the $53,126,416 in the like period of 
1958. Profit for the half was $2,994,- 
281, up from the $1,802,929 in the 
first half of last year. 

Second-quarter sales were $38,- 
184,696 this year and $29,692,474 last 
year. Profit for the period was 
$2,037,584 this year and $1,167,475 in 
1958. 

* ak of 
Twin Coach 


Twin Coach Co., Buffalo, first 
half report, 1959 vs. 1958: Profit, 
$1,000,494 and $739,017; Sales, $19,- 
067,413 and $20,770,122. 

* * * 


Thompson Ramo Reports 


Sales, Profits Increases 


Sales of Thompson Ramo Wool- 
dridge, Inc., totalled $197,227,132 for 
the first six months of this year, 
an increase of 16 percent over the 
$169,736,276 for the like period of 
1958, according to D. E. Wooldridge, 
president. 

Net income was $4,752,907, com- 
pared with $3,951,690 for the cor- 
responding period a year ago, the 


firm said. 
e-@-* 


$831,933 Profit Reported 


By Motor Wheel Corp. 


Net earnings of $831,933 or 98 
cents a share were reported last 
week by Motor Wheel Corp, for 
the six months ended June 30. 

This compares with a loss of 
$13,446, or 2 cents a share for the 
same period of 1958, Six months 
sales were $32,118,626, as compared 
with $25,786,829 in 1958. 

* * ok 


Clark Equipment Expects 
Record 9-Month Profit 


Clark Equipment Co. earnings for 
the first nine months of 1959 will be 
highest in the firm’s 56 years of 
operation, George Spatta, president, 
told the Security Analysts of San 
Francisco, 

But the outlook for the fourth 
quarter is “almost totally depend- 
ent on the steel strike,” he added. 
“At the end of the third quarter,” 
Spatta said, “our earnings should 
be greater than for any full year 
in Clark Equipment’s history. Sales 
are also/likely to be at a record 
level.” 


Goodrich Sales, 


Profits Increase 


Net sales for the first six months 
of 1959 amounted to $383,369,949, an 
increase of 14.8 percent over the 
$333,975,305° for the like period of 





1958, according to B. F. Goodrich 
Co. 


Net income amounted to $19,612,- 
490, up 37.1 percent over last year’s 
$14,307,241, the company added. 

Other income for 1959 includes a 
long-term capital gain resulting 
from the sale of Harmon Color 
Works to Allied Chemical Corp., 
Goodrich said, with the gain 
amounting to $2,784,782 before 
taxes and $2,231,083 after taxes. 


General Finance 


Sets Profit Record 


General Finance Corp. reached 
a record high in earnings in the 
first half of 1959, successfully off- 
setting the adverse influence on 
profits of higher money costs, 
Chairman Byron S. Coon reported. 

Net income of $1,754,000 was the 
highest in the company’s history 
and 19 percent greater than earn- 





ings of $1,477,000 reported for the 
similar period of 1958. 

Retail automobile financing vol- 
ume for this six months period of 
1959 amounted to $66,873,000, an 
increase of 37 percent over volume 
of $48,951,000 for the similar period 
last year. If continued at the pres- 
ent pace, the volume for the entire 
year will be at an all time high 
in the company’s history, Coon 
stated. 

oe * * 


ACF Industries 


ACF Industries, Inc., first fiscal 
quarter ended July 31, 1959 vs, 1958: 
Profit of $1,963,000 vs. loss of $553,- 
000; sales, $77,283,000 and $42,- 
298,000, 


* * * 


General Acceptance Profit 
Increases 119% in First Half 


F. R. Wills, president of General 
Acceptance Corporation, reported 
that earnings in the first half show- 
ed a 119-percent gain over the like 
period of 1958, with net income 
amounting to $1,263,422 as against 
last year’s $575,656 (adjusted to re- 
flect the retroactive influence of re- 
cent Federal income tax legislation 











A permanently installed bucket, 
to prevent spilling water on 
the radiator and hood, was an 
auto accessory on the market in 
1922. 





on life insurance company opera- 
tions). 

In 1957, the year in which earn- 
ings set a record high, first half 





net income was $1,128,873. Volume 
in the first half amounted to $124,- 
044,485 or 33 percent over the $93,- 
418,014 reported in the first half 
of last year. 

+ * 


Hertz Reports 
Best First Half 


Hertz Corp, achieved a 20 per- 
cent increase in revenue and a 107 
percent increase in earnings in the 
first six months of 1959, marking 
the highest half-year in the cor- 
poration’s history, according to 
Walter L, Jacobs, president. 

He said revenue for the first six 
months was $52,563,960, compared 
with $43,802,174 in 1958. Net income 
for the first six months was $3,427,- 
082, compared with $1,649,381 for 
the 1958 period. 

Jacobs said the six-month figures 
for this year and 1958 do not in- 
clude operating results of Atlantic 
National Insurance Co., a wholly 
owned subsidiary, and Hertz Amer- 
ican Express International, Ltd., a 
subsidiary owned jointly with 
American Express Co, 
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ALL CHECKS AND TITLES 
GUARANTEED 


Code of Ethics. 


All members of this Association are pledged to a strict 


The membership is composed of only Auction Operators 
who have proven experience, 


Financial responsibility, 


Honor and Success in their operation. 


National Auto Auction Association covers the Entire U. S. 


and has achieved an indispensable place in the automo- 
tive industry and advanced into a brilliant and highly 


respective future. 


Banks - Finance Companies: — Repossessed Cars can be 


handled anywhere in the U. S. with details taken care of 
locally by the closest member of the National Auto Auc- 
tion Association. Save Trouble—Save Expensive Transpor- 


tation—Storage Free, 


Refurbishing and repairs at Dealer 


cost, Cars sold for cash at Auction to the highest dealer 


bidder. 


disposed of for Cash, Location 


Leasing Firms—Your units for Liquidation can quickly be 


of Cars no problem, Re- 


furbishing at Fleet Cost, No consignment too large or 


New Car Dealer:—Adjust your used car inventory every 


20 days, Auctions are the answer. 


%* FOR YOUR NEAREST N.A.A.A. AUCTION MEMBER WRITE:— 


NATIONAL AUTO AUCTION ASSOCIATION 


Executive Office: 803 So.Columbia St..Frenkfert, Ind. 
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TIRE VALVE—A tire valve featuring a 
non-sticking valve core has been an- 
nounced by A. Schrader's Son Division, 
Scovill Mfg. Co., 470 Vanderbilt Ave., 
Brooklyn 17, N. Y. Called the Swivel-T, 
the core features a precision-formed plug 
washer of Teflon (arrow) that swivels on 
@ one-piece plug body, it is said. Free to 
swivel, the low-friction Teflon is said to 
provide easier non-stick installation and 
removal, more positive air sealing, and 


longer functioning life. 
Soe © 





af 


DEGREASER—King Co., Inc., 6 Carteret 
Rd., Port Reading, N. J., has announced 
a@ degreasing machine which is said to 
combine the advantages of chemical 
vapor cleaning with portability and 
simplicity. Introduction of an_ electrical 
thermal switch does away with the cum- 
bersome and confining water piping 
which other degreasers need to prevent 
the escape of chemical vapor, it is said. 
If any electrical failure should occur in 
the machine, it is turned off automatic- 
ally to insure safety. The degreaser is 
available in five models, ranging from 
115 volts AC and 1,500 watts to 220 
volts AC and 5,000 watts, in either single 
or three phase. i 


WEB EXTENSION — Barrett Equipment 
Co., 2101 Cass Ave., St. Louis 6, Mo., has 
announced a web extension, designed for 
use on the thin-webbed Bendix shoe. 
The web extension extends the web of 
the shoe to allow a secure grip in the 
shoe holder of bench radius shoe grind- 


ers, it is said. 
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VW Gas Heater Offered 


By Stewart-Warner 

A gas-fired heater for Volkswag- 
en sedans and Transporters is 
being made by the South Wind di- 
vision of Stewart-Warner Corp., 
Indianapolis. 

The combustion type heater, 
which ignites instantly, is said to 
deliver hot air within 15 seconds, 











NEW PRODUCTS 








even during below freezing weath- 
er. It consists of a burner and 
stainless steel heat exchanger, com- 
bustion air blower with ignition 
unit, fuel pump and vent blower 
system, 


STEERING 
HOSE 
ASSEMBLIES 





POWER STEERING HOSE—A line of or- 
iginal equipment Everflex power steering 
hoses has been introduced by Everhot 
Products Co., 2001 W. Carroll Ave., Chi- 
cago, Ill. Featured in the line is the 
Dealer Display Assortment, No. SP-5. This 
display includes the five most called-for 
power steering hoses. A Everflex catalog, 
No. P-659, is available. It features an 
alphabetical listing of power steering 
pressure and return hose assemblies by 
car make, model and year; a listing by 
Everfiex part number, plus an Interchange 
Guide from car manufacturers to Ever- 
flex and from replacement manufacturers 


to Everfiex, it is said. 
. = © 





CRANE—A truck-mounted crane is the 
latest addition to the line of lifting equip- 
ment produced by Auto Specialties Mfg. 
Co., St. Joseph, Mich, Easily convertible 
to a portable or stationary shop crane, 
the Ausco unit is available in both man- 
val-hydraulic powered and _ electric-hy- 
dravlic powered models (six or 12-volt 
battery). A complete line of special-pur- 
pose lifting accessories is available, in- 
cluding sheave, motor block, barrel hook 
and sling cross bar attachments. 





HOSE REEL—An inexpensive and effici- 
ent hose reel has been designed for the 
Stargas butane delivery trucks, Lone Star 
Gas Co., Dallas, Tex. It consists of. two 
metal rings welded to the end of the 
single barrel tank. The filler hose is wrap- 
ped around the outside ring and the 
vapor return hose wraps around the inner 
ring. There are no moving parts to wear 
out. These 1,700-gallon, single-barrel de- 
livery trucks are produced by Master Tank 
& Welding, Dallas, Tex. 











DIRECTIONAL SWITCHES—Manually op- 
erated, Pathfinder truck directional 


switches are now guaranteed for the 
lifetime of the trucks on which they are 
installed, according to the Auto Lamp 
Mfg. Co., 2909 Indiana Ave., Chicago 16, 
Ill, Plastic tipped handle flashes right or 
left signals. The builtin throw-over switch 
flashes all four signals at one time for 
stop, tail, and double-contact rear light 
flashing in emergency, it is said. Red 
blinking eye on switch shows driver that 
signals are flashing. Called the 4W-550- 
WF, this switch comes in baked enamel 
or chrome finish, with corrosion proof 
harness to fit att steering columns. 





SHIFT CONVERSION KiT—Ansen Au- 
tomotive Engineering, Inc., 6317 S. Nor- 
mandie Ave., Los Angeles 44, Calif., has 
introduced a floor stick shift transmission 
conversion kit. The unit includes side- 
shifting arms and new linkage. No al- 
teration to clutch link or tr issi 
is required, it is said. All moving parts 
are hardened and guaranteed against 
wearing or breaking. Spring-loaded shift- 
ing lever allows shifting from low gear 
to second automatically without missing 
shift, it is said. “ 





LOCKOUT HUB—H. S. Watson Co., 
1316 Seventy-seventh St., Emeryville 8, 
Calif., has announced availability of their 
model LO-30 Lockout Hub for the ‘59 


Ford four-wheel drive. 
_-— © 





PLASTIC PACKAGING — Par-Paks clear 
plastic bags, imprinted with the name of 
the jobber and his advertising message, 
have been announced by Par-Pak Co., 214 
E. 26th St., New York 10, N. Y. Par-Paks 
come with plastic bag-ties which are used 
to seal the open ends of the bags. The 
units are said to provide protection 
against dirt and dust. Large bags are 
available for engines. 


Radio for Compacts 


American Television and Radio 
Co., Minneapolis, has introduced a 





customized, self-contained radio for 

small imported cars and compact 

American cars, The radios, weigh- 

ing six pounds, are being manufac- 

tured in the company’s plant here. 
+ * * 





ANTENNA—The Spring-O-Matic radio 
antenna features a heavy-duty spring 
mounted at the base which allows the 
antenna to give without breaking or 
permanently bending when hit by any ob- 
struction. After passing under the obstruc- 


tion, it springs back into normal posi- 
tion, it is said. It is available in four 
models. Two and three-section models 


featuring the ball-tenna priciple, and two 
and three-section conventional models. 
Nemco-Speedex Mfg. Co., 418 S. Wyman 


St., Rockford, Ill. 
a. 6 *@ 


Dump-Trailer Booklet 


Light, medium and heavy-duty 
dump trailers tailor-made to fit 
specific hauling applications are 
featured in a booklet called “Profit- 
able Payloads,” now available from 
Hercules Steel Products Co., Gal- 
ion, 





CLEARANCE LAMP—Grote Mfg. Co,, 
Bellevue, Ky., has announced the avail- 
ability of a thin clearance and marker 
lamp which extends less than one inch 
from the mounting surface. Called model 
222, it is 2¥Y_ inches in diameter and 
mounts on a weatherproof sealing pad. 
The aluminum housing is rustproof and 
the prismatic twist-on lens is shatterproof 
and fadeproof, it is said. The lamp is also 
available as an armoured model (A-222). 


* * * 
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TIRE CHANGER—Manufactured by May 





Brothers Mfg. Co., 21300 Eureka Rd., 
Taylor, Mich., the Mighty M unit will 
d t and r nt a tubeless truck 











tire in less than 90 seconds, and a con- 
ventional tube-type truck tire in three 
minutes, it is claimed. The compact tire 
machine measures 80 inches long and 27 
inches wide, and requires a minimum of 
work area. In operation, a tire is locked 
on the turntable. This turntable then re- 
volves as air pressure moves the cup- 
shaped discs downward—applying pres- 
sure to the bead. The curved edge of 
each disc floats under the flange of the 
rim without damaging the bead, it is 
said. 








MARKER LIGHT—A patented marker 
light with retractable lens, which is said 
to reduce maintenance costs by up to 90 
percent, has been announced by Robbins 
Light Mfg. Corp., 402 N. Michigan Ave., 
Greensburg, Ind. When struck or bumped 
by trucks hitting obstacles, the lucite plas- 
tic lens retracts in the aluminum base. 
This patented feature prevents breakage 
of the lens, saves time and money spent 
for lens replacements and helps reduce 
costly equipment down time, it is claimed. 
Available with red or amber lens, one or 
two bulbs, six or 12 yotts. 





SPRING BOOSTER — Koil-Aid, a coil 
spring booster, is said to restore sagging 
automobile springs to their original spac- 
ing, height and resiliency. Koil-Aid is 
made of tempered steel and fits 95 per- 
cent of all cars with coil springs, it is 
claimed. The unit reduces bottoming, aids 
wheel alignment, cuts down tire wear 
and makes steering easier, it is said. 
Perfection Automotive Products Corp., 925 
W. Elizabeth, Detwoh, Fe Mich. 





SAFETY SIGN—A safety unit designed 
to meet the need of transporting children 
or school personnel, has been announced 
by Coach & Equipment Sales Corp., 2 
Main St., Penn Yan, N. Y. It is called the 
Safety Escort. The plastic, illuminated sign 


reads. “school bus" both front and rear 
and is equipped with two alternately flash- 
ing red warning lamps for both front and 
rear. A builtin wig wag unit operates the 
flasher lamps when side doors are open 
or partially open. It also has two flare 
shaped hold-down pads, one four-circuit 
plug and socket connector for electrical 
hookup, instrument panel switches for 
lamp and sign circuits and door switches 
for the two right side doors. A second 
face is available and is lettered ‘student 
driver." 








REPLACEMENT PIPES—Grand Automo- 
tive Products, Melrose Park, Ill., has an- 
nounced a line of heavy-duty resonator 
replacement pipes to fit both 134 and 
2-inch tailpipes, These enable mechanics 
to replace worn-out resonators without 
buying new r tors and tailpipes, it is 
said. The pipes are sized, slotted and ex- 
panded on both ends. 
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Rootes Sales Climb .. . 





Import-Car News Notes 


Renault 


OBERT E. VALODE, vice-presi- 
dent of Renault, Inc., believes 
the entry of the Big Three in the 
compact-car field will help Renault 
because it will “quicken motorists’ 
interests in all economy cars.” 
He emphasized that no auto pur- 
veyor can afford to stand still. 

Along this line, he noted that 
Renault will open its $2 million 
central parts depot in New York 
in September, that it will start 
delivering the new Caravelle 
sports models to dealers this fall, 
that a new light truck will be 
available next spring and that 
the advertising program is being 
expanded. 

Jack C. Kent, Renault general 
sales manager, said dealers sold a 
record 49,377 cars in the first seven 
months of this year—2,000 more 
than the full-year total for 1958. 

He said July sales reached a new 
monthly peak of 8,714, eclipsing 
the former record of 8,295 which 
was set a month earlier. In July, 
1958, Kent said, 4,135 Renaults were 
sold in the U.S. ‘ 

* 


Fiat 

IAT MOTOR CoO., INC., is set- 

ting up a six-state distributing 
firm in Denver. 

Anticipating sales of 1,000 cars a 
month in Colorado, Wyoming, Kan- 
sas, Iowa, Nebraska and Missouri, 
the new corporation, Mid-States 
Italian Motors, Inc., will share 
space with Italian Motor at 501 E. 
Seventeenth Ave. 

William E. Randall is president 
of the new wholesale distributing 
firm, which will have 25 regional 
dealers in its territory. John E. 
Caspurn is vice-president and gen- 
eral manager at Denver. 

~ * * 
Triumph 
peony TR-3 sports cars have 
taken 14 trophies in three ma- 
jor European rallies in recent 
weeks. 

Triumph’s took three awards in 
the 20th running of the Coupes des 
Alpes, or Alpine Rally, covering 
2,300 miles in the French, Italian, 
Austrian and Swiss Alps. 

One TR-3 was first in the 
Grand touring category for cars 
over 2,000 c.c. (this was a regular 
TR-3 with oversize sleeves giv- 
ing a displacement of approxi- 
mately 2,200 c.c.). 

In another classification, for nor- 
mal production cars in the 1,600- 
2,000 c.c. class, TR-3s took first 
and second. This year’s Triumph 
wins were their third in consecu- 
tive years in the Alpine Rally. 

Holland’s earlier Tulip Rally saw 
TR-3s setting up the amazing rec- 
ord of the first nine places in their 
class, In the Scottish International, 
a five-day event of endurance and 
special tests a Triumph was first 
overall, as well as first in class. 

o* * * 

Toyopet 
NAKAE, president, Toyota 
® Motor Distributors, Inc., Los 
Angeles, Toyopet 
distributors, has 
announced the 
appointment of 
Harold N. John- 
son as general 
manager of Toy- 
ota for North 
America. He suc- 
ceeds Erik J. 
Hansen, who re- 

signed. 

Johnson, who 
joined Toyota 
Motor in June, 1958 as national 
Service manager, also was in 
charge of parts depots and product 
planning. 

Johnson brings to his new posi- 
tion over two decades of automo- 
tive background. 

* 


H. N. Johnson 


* + 
Peugeot 
FRANCOIS De Peyrecave, Peu- 
geot president, believes the im- 
Port-car market in the VU. S, will 
continue to grow despite the in- 
troduction of the Big Three’s com- 
Pact models this fall. 
Visiting officials of Spitzer Mo- 


economical operation will help to 
protect its market, which now is so 





good in this country that there is a 
waiting list.” 

He also said the Peugeot is closer 
to the size of the Lark and Ram- 
bler than to that of the new Big 
Three entries. Spitzer handles the 
Peugeot and Renault, both French 


cars. 
ad * * 


Jaguar 
AGUAR exports to the U. S. dur- 
ing the year ended July 31 were 
20 percent above those of the pre- 
ceding 12 months. Exports to the 
U. S. totalled 53 percent of all Jag- 
uar exports. Production has reach- 





ed a record level of more than 20,- 
000 cars a year, and more than half 
of them are exported. 

* * +” 


Volkswagen 
ONALD K, ROBINSON has 
been named advertising man- 

ager for Riviera Motors, Portland, 


Ore., Volkswagen distributor, 
* * * 


Borgward 

ERGUS IMPORTED CARS, 
INC., Eastern distributor for 
Borgward, is setting up a Borg- 
ward Dealer Service School at 444 
W. Fifty-fifth St., New York. Deal- 
ers will be invited to send their 

service managers to the school. 
The courses will be directed by 
Sanford Merling and Fred Roscher, 
of the Fergus organization, who re- 
turned recently from a three-week 





service school at the Borgward fac- 
tory in Bremen, West Germany. 
Fergus also announced an exten- 
sion of its parts-depot program. 
Louis C. Santelli, vice-president, 
said the new system will make 
Borgward parts available through 
dealers anywhere in the U. S. on 


24-hour notice. 
* * od 


Simca 

HARLES E. MILLER has been 
named Southern area sales 
manager for Simca, succeeding 
Arthur W. Rowbottom, who moved 
to Detroit as Central area sales 
manager. Miller formerly was 
dealer placement manager for 
Chrysler Corp.’s Southern area of- 

fice in Atlanta. 

In other Simca changes, E. L. 
Joseph, formerly Central area sales 
manager, moved to Los Angeles to 
become Western area sales chief. 





He succeeded M. J. Harris, who 


now is dealer-placement director 
for Chrysler-Imperial division, De- 
troit. 

« * * 


Saab Adds 4th Port 


AAB MOTORS, INC., announces 
the unloading of the first ship- 
load of Swedish Saab automobiles 
at Jacksonville, Fla., on Aug. 3 for 
the southeastern market. 
Jacksonville ig the fourth major 
port of entry that Saab is now 
using to supply the U. S, Other 
ports are in Hingham and Boston, 
Mass., and Port Newark, N. J. 





Wentworth Adds Edsel 


ALBANY, Ore. — Wentworth 
Motors, Inc. (Mercury), has 
added Edsel and Taunus. Edsel 
formerly was handled by Waverly 
Motors, Albany. 








How to make your used cars 


sound as good as they look: 


Appearance-conditioning is not enough to insure 
fast used car turn-over! A noisy engine—or sluggish, 
ragged performance—can often ruin a sale and turn 
an otherwise desirable car into a costly space eater. 


Most car dealers agree that appearance- 
conditioning is the No. 1 sales bait for 
used cars. But, unfortunately, after spend- 
ing from $30 to $55 to give that car a 
flawless, shining exterior—there is seldom 
enough left to cover both a mechanical 
reconditioning and a desirable profit 
mark-up. 

But—when the car attracts the prospec- 
tive buyer’s interest—his first question is 
always “How does it run?” When you 
turn the key, and start the engine, he’s at 
the point of decision. And that is the 
point where even the clatter of noisy hy- 
draulic valve lifters can cause him to hesi- 
tate, and move on to other offerings, 


Now—for less than the cost of one day’s 
car upkeep (estimated by the industry at a 
minimum $3.50) you can give that engine 
and its automatic transmission a complete 
non-mechanical tune-up with Casite’s 3 new 
gasoline—motor oil—and transmission fluid 
additives, 

Experienced as you are in this business, 
you'll be amazed at the results. Practical tests 
on large and small used car lots prove that in 
three out of five cases engine noises stop, 
performance is smoothed, and transmission 
leaks, jerks, and roughness are cured. 

The other two cases ? The answer is evi- 
dent. Put them in for mechanical repairs, or 
price ’em and move ’em, 
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Don’t overlook the sales and profit possi- 
bilities in Casite’s 3 new additives for 3-Zone 





engine correction and protection. Here’s what 
they’ll do for you and your customers: 


1. Improved Casite—for the firing zone. 
The nation’s favorite “tune-up in a can” is 
now vastly improved with spark plug and 
carburetor cleaner and acid inhibitor, 








Recommended for use in the gas tank or 
carburetor air intake to free valves and rings, 
and clean carburetor and spark plugs. Also 
for use in crankcase oil for quicker starting, 
less start-up wear and to break-in new or 
rebuilt engines. The list price is $1.25, 


2. Casite 3-C—for the friction zone. A 
new heavy-duty crankcase concentrate that 
stops noises in the car’s engine. Added to the 





motor oil, Casite 3-C, with Barimen, stops 
hydraulic lifter noises, quiets and smooths 
the engine. Makes a tougher oil that won’t 
thin out—oil that cushions the load on every 
working part—cuts friction and wear. Cleans 
the engine and keeps it clean. Protects against 
acid, rust and corrosion, too. List price $1.50. 


3. Casite “Smooth-Seal”—for automatic 
transmissions. “Smooth-Seal” reduces jerks 
and roughness, and assures smooth, quiet 
operation. It stops and prevents leaks due to 
hardening or shrinking of the transmission 
seals. It reduces shock and wear and enables 
delicate parts to last longer, The list price is 
$1.95. 





Try free samples —at our expense. 


Write us on your company stationery and 
we will send you free a full-size can of each 
additive to test for yourself. We'll also give 
you the name of your local Casite Distributor, 
who can promptly serve your future needs. 


Casite Division 
HASTINGS MANUFACTURING COMPANY 
HASTINGS, MICHIGAN 


Casite Additives + Piston Rings 
Oil Filters * Spark Plugs 
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Roundup from State Capitals... 








Legislation Affecting Auto Industry 


ge imipeamyn the widespread uptrend in the level of state 
taxes as the result of current-year state legislative ses- 
sions throughout the nation, the Pennsylvania sales tax was 


boosted from 31% to 4 percent. 


The levy also was broadened to apply to a number of pre- 





viously exempt items and 
services, including automo- 
bile inspections made in com- 
pliance with state law. Effect of the 
new sales tax act will be to pro- 
duce an estimated $148.5 million in 
additional biennial revenue. 
Meanwhile, the Alabama legisla- 
ture enacted a bill expected to raise 
$24 million in additional annual 
revenue by eliminating many ex- 
emptions to the state’s sales tax. 
The measure left the levy at a rate 
of 3 percent, imposed a 1% percent 
tax on machinery which was pre- 








viously exempt 
and a 1% percent 
tax on automo- 
biles or on the 
cash difference in 
the event of 
trade-ins. 
Wisconsin law- 
makers recessed 
their 1959 session 
until Nov. 3, when 
they will return 
, to consider tax re- 
Bethune Jones visions to raise 
additional revenue, 
Prior to the Wisconsin legisla- 
tive recess, a 25 percent state in- 








come tax surtax was enacted to ap- 
ply only to personal incomes earned 
in 1959. A 20 percent surtax was 
passed to apply to 1960 incomes, 
but that was a formality to comply 
with state law. 
+ +* 

HE Wisconsin surtax for 1960 

will be among matters reviewed 
when the solons return in Novem- 
ber, Under spending proposed for 
the second year of the state’s fiscal 
biennium, the surtax will have to 
be raised to at least 45 percent on 
1960 incomes or some other means 
of taxation found. Since both poli- 
tical parties regard a 45 percent 
surtax as dynamite, efforts will be 
made to find some other way of 
raising the needed money, 

The November session in Wiscon- 
sin will receive recommendations 
from a citizens tax impact study 
committee, which igs expected to 





suggest what it considers the best 
plan for the state. A proposed state 
sales tax is expected to be revived 
at the fall session irrespective of 
whether the study committee in- 
cludes it in its recommendations. 

Besides putting a 25 percent 

surtax on the personal income 
levy for 1959, the Wisconsin leg- 

islature, before recessing, also 
a 50 percent increase in 
the state tax on wine. 

A bill enacted by the Texas leg- 
islature is expected to yield $186 
million in additional biennial reve- 
nue through new or increased taxes 
against such items as motor ve- 
hicle sales, corporation franchises, 
utilities gross receipts, natural gas, 
hotel-motel occupancy, and sales of 
cigarets, cigars and other tobacco 
products; boats and motors, air 
conditioners, radios, television sets, 
photographs, furs, jewelry and 
liquor and wine. The Texas levy 
on vehicle sales was raised from 
1.1 to 1.5 percent. 

+” * 


+ 


Mich. Sales Tax Up 


A 7%-MONTH tax deadlock in 
the Michigan legislature was 
broken when a conference commit- 
tee reached agreement on a pack- 
age raising the state sales tax from 















itzlers New 


BLACK 


oegives you rapid drying 
under all weather and 
humidity conditions 


@ No matter what your shop temperature and 
humidity, Ditzler’s brilliant high-gloss Jet-Black 
Enamel— DQE-9000— provides speedy initial 
drying and wrinkle resistance. It dries through 
overnight to a film of amazing toughness. And 
you get these drying properties without sacrifice 
of gloss, color holdout and durability. 


@ The intense black pigments of DQE-9000 con- 
tain an abundance of film-forming solids—give 
you excellent build and coverage. Flowout is 
smooth and even. Stability is assured even with 
hot spray application. And you can bake at 
higher temperatures without loss of color or sheen, 
permitting you to match original finish accurately. 


@ Try Ditzler's DQE-9000—and you'll agree it’s 
the best black enamel you’ve ever used. 


Ditzier Color Division, Pittsburgh Plate Glass Company 
Detroit 4, Michigan 


DITZLER 


PAINTS « GLASS ¢ CHEMICALS ¢ BRUSHES « PLASTICS « FIBER GLASS 


PITTSBURGH PLATE 





IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 





GLASS COMPANY 


3 to 4 percent and setting hizher 
levies on business activities. The 
program will raise an estimated 
total of $128.5 million in additional] 
annual revenue, of which $120 mil- 
lion is expected to come from the 
sales tax boost, 

The Massachusetts house of rep. 
resentatives overwhelmingly  de- 
feated a 3 percent sales tax bill 
advocated by Governor Furcolo, It 
would have yielded $120 million a 
year, of which $80 million would 
have been allocated to cities and 
towns. 

Kentucky’s electorate will vote 
in November on the following 
question: “Are you in favor of 
the issuance and sale of bonds to 
pay a bonus to veterans of the 
Spanish-American War, World 
War I, World War II, and the 
Korean Conflict, which bonds 
shall be paid from the proceeds 
of a tax levied upon retail sales?” 

Under this proposal, which was 

drafted by the Kentucky legisla- 
ture a year ago, the new retail sales 
tax would have to be levied at such 
a rate as will pay the interest upon 
and retire the bonds in not less 
than 30 years. Food and food prod- 
ucts, medicines and clothing would 
be exempted from the levy. 

Among new developments in the 
field of highway financing and tax- 
ation, proposals for raising the 
Alaska state gasoline tax from 5 to 
7 cents a gallon and for highway 
bond issuance were endorsed by the 
recent first annual Alaska road 
conference in which 19 cities and 
chambers of commerce partici- 
pated. 


* * * 


— that the California leg- 
islature next year will be asked 
to increase the 6-cent state gaso- 
line tax was expressed by Senator 
Randolph Collier, chairman of the 
state senate transportation commit- 
tee, Predicting a request would be 
made to add one cent to the gaso- 
line levy for city streets and county 
roads, he said that if Federal aid 
is reduced, “we'll have to add at 
least % cent on top of that if we 
are going to carry out the 20-year, 
$10 billion state freeway program 
approved by the recent legislature 
and signed by the governor.” 

The Delaware legislature ad- 
journed until next Jan. 4 without 
completing action on highway fi- 
nancing, but it may be reconvened 
earlier at the call of its leaders. 
Left hanging was a proposal for 
bond issuance approximating $14 
million for a highway program, and 
suburban road, beach errosion and 
dirt road improvement projects, 

A bill to increase the Pennsyl- 
vania gasoline tax from five to six 
cents a gallon, to raise $62 mil- 
lion in additional biennial reve- 
nue for highways, was passed by 
the lower branch of the state 
legislature and sent to the senate, 
where it was expected to run into 
stiff opposition. 

Oklahoma lawmakers, before con- 
cluding their 1959 session, enacted 
a bill designed to clear the way for 
financing two new toll highways 
which would run through the east- 
ern and southwestern parts of the 
state. Under the measure, the state 
would set aside up to $1 million @ 
year in taxes on gasoline consumed 
on the state’s turnpike system for a 
trust fund to underwrite interest 
payments on revenue bonds for the 
proposed new pikes. 

The Oklahoma act provides for 
investment of trust funds in Fed- 
eral highway accounts receivable. 
Thus, it would permit the state 
highway department to use the 
money on Federal-aid projects, 
while still having the trust fund as 
an added guaranty to bondholders. 

* * 7 


Calif. Dealer Law Voided 


NEW legal developments in the 
states affecting the marketing 
of automotive and other products 
include a recent opinion by Los 
Angeles Municipal Judge Byron J. 
Walters declaring unconstitutional 
provisions of the California vehicle 
code requiring state licenses for 
new-car dealers. 

The ruling was made by the court 
in finding two dealers, James B 
Fahy jr. and Virgil] Dunn, not 
guilty on misdemeanor charges of 
violating Section 200 of the code. 
It had been charged that the two 
men, operating as Fleet Car Sales, 
Inc., in Los Angeles, violated the 
section by failing to obtain a per- 
mit and by conducting business 
without a franchise from a manu- 
facturer. 

Judge Walters held, however, 





(Continued on Page 53, Col, 1) 
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the law was discriminatory in 
that such a requirement was not 
provided for any other business 
aiong similar lines. He further 
held that the law tended to stifle 
competition and to create a mon- 
opoly. 

In Ohio, a bill designed to restore 
a state fair trade act, permitting 
manufacturers to establish mini- 
mum resale prices for their prod- 
ucts, was enacted into law by the 
state legislature over Gov, DiSalle’s 
veto. 

A 1936 Ohio fair trade law had 
been invalidated by the state su- 
preme court in 1958. The new law 
was drafted in a manner intended 
to overcome the court’s objections. 

The Kansas supreme court, 
meanwhile, held that state’s un- 
fair trade practices act to be 
unconstitutional. In general, this 
law prohibited retailers from sell- 
ing goods below cost plus a 6 per- 
cent markup after adding freight 
and cartage expenses, 

The high Kansas tribunal said 
the act was unconstitutional princi- 
pally because it exempted grain 
and feed dealers. This exemption, 
the court declared, was not separ- 
able from other parts of the act 
and therefore the entire law was 
unconstitutional. 

A new California law appropri- 
ates $90,000 to the state attorney- 
general's office to enforce the state 
unfair trade practices act, Another 
new California law provides treble 
damages for violation of the Cal- 
ifornia law, which prohibits selling 
anything at less than cost for the 
purpose of injuring competition. 

* * * 

HE Wisconsin legislature en- 

acted a bill backed by Gov. Nel- 
son to direct the assistant state 
attorney-general in charge of anti- 
trust prosecutions to cooperate with 
the Federal Trade Commission to 
reduce monopolistic practices, 

Failing of Wisconsin legislative 
approval were three other bills 
sought by the governor. They would 
have: Forbidden discrimination in 
prices among buyers or sections of 
the state in such a way as to less- 
en competition: outlawed any act 
made with the intent or effect of 
preventing competition or creating 
@ monopoly; and set fines of $100 
to $5,000 for violation of a present 
law, with up to triple damages for 
the injured party. 

Featuring new legal develop- 
ments affecting motor vehicle 
equipment regulations, enforce- 
ment of a new Kansas muffler 
law was prohibited by a Federal 
Court order handed down re- 
cently in Topeka pending a rul- 
ing on the validity of the act. 

The action was taken in a suit 
filed by AP Parts Corp., Toledo, 
which sought a permanent injunc- 
tion against enforcement of the 
law on the ground it tends to de- 
prive it of its property and business 
in Kansas without due process of 





Reese to Discuss 
Profit Formula at 
Kentucky Parley 


LOUISVILLE. — David G. Reese, 
Oldsmobile-Rambler dealer in 
Drexel Hill, Pa, will discuss 
“Formula for Profit” at the con- 
vention of the Kentucky Automo- 
bile Dealers Assn. 

The parley continues through 
Sept, 22 at Kentucky Dam Village, a 
State park on the Tennessee River. 

Reese, immediate past president 
of the Pennsylvania Automotive 
Assn., has addressed several] dealer 





conventions in recent years, A suc- 
cessful dealer himself, he empha- | 
sizes expense control in his presen-| 
tation, | 

Other convention speakers will 
be D. C. Burdette, Ford division 
Louisville district sales manager, 
and Dean Chaffin, 1958 NADA pres- 
ident and a Buick-Chevrolet dealer 
in Bozeman, Mont. 

Also, E. P. Latimer, president, 
American Discount Co., Charlotte, 
N. C.; M. R. Darlington, managing 
director, Inter-Industry Highway 
Safety Committee, Washington, and 
J. E. Stanford, public relations 
director, Kentucky Farm Bureau 
Federation. 





law in violation of the Federal con- 
stitution. 

The controversial Kansas statute 
requires mufflers on all motor ve- 
hicles, bans noisy mufflers, cutouts 
and bypasses, and further stipu- 
lates: 

“Any replacement for any muf- 
fler must in all respects be equiva- 
lent to the muffler that was the 
original equipment when such mo- 
tor vehicle was delivered from the 
factory. Before any person, firm or 
corporation shall sell or offer for 
Sale any muffler as such replace- 
ment, proof that the same meets 
Said requirements shall be submit- 
ted to and approved by the state 
highway commission.” 

* * * 


Splash Guard Law 


A NEW Illinois law amends a 
controversial “contour” splash 
guard law to provide that trucks 





flat-type splash guards so long as 
the flat-type guards meet certain 
requirements. The origina] “con- 
tour” guard measure had been in- 
validated by the courts. 

The Pennsylvania legislature en- 
acted a new law to permit motor 
vehicles to have more. than one 
back-up light. Bills to allow the use 
of amber parking lights were en- 
acted recently by the legislatures of 
Michigan and Rhode Island. 

Among other recent equipment 
law developments, the Delaware 
legislature enacted a bill requir- 
ing minimum standards for brake 
fluid sold in the state. 

A new California law is aimed 
at requiring truckers to install an 
extra air brake safety device. It 
calls for a device to prevent loss of 
air pressure if an air brake line 
breaks and to permit effective ac- 
tion of the remaining brakes. It 
will be required on any vehicle 
which uses air for braking after 
Jan, 1 or six months following ap- 
proval of such a device by the state 
motor vehicles department. 

Spokesmen for truck and bus 
lines asserted that no such device 
has been developed and called the 
California measure “a cure worse 


can use either “contour” or the old | than the disease.” 


‘= 
ae 


» 


\ 


é 





we 2S 


| | 
Triumph Distributor Names Sales Aids— 


Southwest Triumph Distributors, Inc., Houston, has appointed five district managers. 
From left are Bill Repass, Houston and Southern Texas; John Taliaferro, Oklahoma 
and Northern Texas; Bob Norris, Louisiana; Judson Porter, Central and Eastern Texas; 





Jack Boyer, Western Texas and New Mexico; Tom Watson, and W, J. Tribbey, general 
manager, Southwest Triumph Distributors. 








new car 
customers | 
coming ; 
back! | 


Mobiloil Special can help you make new car custom- 
ers regular customers. It’s the year-’round oil that’s 
right for all cars ...a ‘“‘must’’ for new cars! 


e Protects fully . 
@ In effect, increases the octane rating of gasoline. 


. . in summer heat, sub-zero cold. 


e Helps control engine knock, preignition and spark 
plug fouling. 


e Increases gas mileage, engine power. 
Outsells all other year-’round oils by far! 


MOBIL OIL COMPANY, a DIVISION OF SOCONY MOBIL OIL COMPANY, INC. 
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Ramco’'s 'Gentleman'— 


Hans Siverts, general sales manager 
of Ramco Piston Rings, St. Louis, shakes 
hands with the “gentleman''—8-foot giant 
featured in Ramco's current “Give The 
Gentleman What He Wants" campaign. 
The “Gentleman” symbolizes the stature 
and buying power of customers in the 
automotive aftermarket, to whom Ramco 





sells piston rings. 





GM Top Spender... 





Auto Advertising 


By Martin L. Whitmyer | 
Staff Writer 

General Motors and Ford Motor 
Co. remained true to newspapers as | 
their main advertising medium in | 
1958 despite the fact that 31 of the | 
nation’s top 50 advertisers put more 

than 50 percent of their budgets 
into television promotions. 

Last year, according to a sur- 
vey by Television magazine, 37 of 
the top 50 national advertisers— 
two more than had done so in 
1957 and seven more than in 1956 
—made television their primary 
medium. 

Of the $1,198,003,000 spent by the 
top 50 advertisers in the five meas- 
ured media, 55.7 percent went into 
television, 23 percent in news- 
papers, 19 percent in magazines, 
and 2.3 percent in network radio. 

Thirty-one advertisers put 50 
percent or more of their budget 
into television; 32 made television 
their primary vehicle; five em- 











William Gold, Owner, Speed Auto Sales, Brooklyn, N. Y., says, 


“We get about 80 calls weekly 
from our Yellow Pages ad” 


“We average about 80 calls a 
week from new-car prospects 
who have looked us up in the 
Yellow Pages. Naturally, 
they’re not all buyers. But we 
do end up by selling a pretty 
good percentage. Fact is, I’d 
say better than two-thirds of 
our new-car sales come from 
our Yellow Pages advertising. 


“The big thing about our 
Yellow Pages ads is the way 
they tie us in with Willys Jeep 
national TV advertising. People 
see the Jeep vehicles going 
through the paces and are 
referred to the Yellow Pages to 
find their local dealers. Many 
calls result from this tie-up.” 

An AWHERENESS program 
in the Yellow Pages can get 
plenty of business for you, too. 
For facts and figures on the plan 





to suit your business, call the 
Yellow Pages man at your Bell 
telephone business office today. 





SPEED 
AUTO SALES 


EST. 1931 
AUTHORIZED DEALER FOR 
e KAISER  WILLY’S 

e HENRY J. ¢ JEEPS 


SALES - SERVICE 
PARTS 
UNDER ONE ROOF 
ESplanade 7-5110 


2025-35 Flatbush Ave. 











THIS %4-COLUMN YELLOW PAGES AD 
(reduced) under Automobile Dirs.— 
New Cars, plus a listing under the 
Willys trade-mark heading in the 
Brooklyn Yellow Pages bring William 
Gold the bulk of his new-car business. 





phasised spot television; seven gave 
prime support to newspapers, and 
six put the most of their budgets 
into magazines, 

Generally, the top 50 have 
shown great stability over the 
years. The big change among the 
top 10 last year was Proctor & 
Gamble’s return to first place, a 
position General Motors held for 
five straight years back to 1953 
when it took the lead from 
P&G. 

While each of the Big Three auto 
makers experienced sales drops 
and cut back their total ad ex- 
penditures in 1958, all increased 
their network television shares. 

GM, spending 11 percent less in 

the five measured media last year, 
cut newspapers the most, but in- 
creased network television share 
28 percent, putting it on an equal 
footing with magazines, whose 
share was up one percent, News- 
papers, however, remained GM’s 
top choice, picking up 39 percent 
of the budget, compared with 28 
percent each for network television 
and magazines; 4 percent for net- 
work radio, and one percent for 
spot television. 

Ford followed a similar pattern, 
cutting newspapers the most, but 
retaining them as its top medium. 
Newspapers gained 39 percent of 
Ford’s budget, while network tele- 
vision picked up 29 percent; maga- 
zines, 25 percent; network radio, 
6 percent, and spot television, one 
percent. 

Chrysler’s five-media budget 
dropped the most, 31 percent, but 
returned to television as its top 
medium after having shifted to the 
print medium in 1957. Prior to 
1957, network television’s share of 
Chrysler’s budget had grown larger 
each year, until in 1956 the corpor- 
ation made television its primary 
choice. 

Last year it allocated 39 per- 
cent of its budget for television, 
reducing its newspaper share to 


38 percent from 42 percent the 
previous year. Magazines re- 
ceived 20 percent of Chrysler’s 
1958 budget; network radio pick- 
ed up 2 percent, and spot tele- 
vision, one percent. 

GM spent an estimated $93,795,- 
000; Ford $54,832,000, and Chrysler, 
$45,323,000 in the five media in 
1958, placing them second, fourth 
and seventh, respectively, among 
the top 50 advertisers. 

The figures are based on time 
and space billings, adjusted to al- 
low for production costs in all 
media and for programming costs 
and discounts in radio and televi- 
sion. 

* * * 


Delco Opens Fall Drive 


United Motors Service launched 
its fall advertising campaign for 
Delco batteries with seven half- 
pages in full-color in the Life mag- 
azine of Sept. 21. 

As a tie-in, all Delco battery 
dealers received a full-sized reprint 
of the ad in the form of a folder 
which may be used as a show win- 
dow banner. 

+r * 


A Boost for Service Shop 


A nationwide promotional pro- 
gram designed to project the train- 
ed service station technician and 
the automobile dealer service shop 
man to motorists as a professional 
“engine doctor” has been instituted 
by Emerol Mfg. Co., Inc., Port 
Chester, N. Y., manufacturer of 
Marvel Mystery Oil and other spe- 
cialized engine lubricants. 

The program will focus on “Doc 
Marvel,” a specially created car- 
toon character identified with Mar- 
vel’s product line. Complete with 
stethescope, surgeon’s cap and op- 
erating mask, the figure will be 
used in all phases of the company’s 
promotional activities. These range 
from television, radio and news- 
paper advertising to point-of-sale 
displays and promotional literature. 

According to William Pierce, 
company president, “Doc Marvel” 
represents the trained service shop 
specialist who is as much a pro- 
fessional in his field as the doctor 
is in his. 

Pierce noted that the “Doc Mar- 





vel” campaign will be applicable to 





Bigger Advertising Budget 
Planned for ’60 Rambler 


MIAMI BEACH.—The 1960 Ram- 
bler will have the “biggest advertis- 
ing and merchandising campaign 
ever,” Fred W. Adams, American 
Motors advertising and merchandis- 
ing director, told dealers and sales- 
men attending a 1960 Rambler pre- 
view here. 

Adams’ presentation of the ad 
campaign is part of AMC’s new- 
model show which plays in six 
cities this year. In addition to 
Miami Beach, the show has ap- 
peared in Oakland, Calif. 

Other previews throughout the 
country are scheduled as follows: 
Detroit, Sept. 22, and Atlantic City, 
Sept. 25. 

AMC’s advertising strategy is 
keyed to the theme slogan, “Ram- 
bler—The New Standard of Basic 
Excellence.” The theme will be in- 
tensified throughout the 1960 cam- 
paign, Adams said. 

Adams indicated a considerable 
increase in advertising coverage 
and budget for the coming model 
year. 

Some of the Rambler themes to 
be intensified include the high- 
readership “concept” advertise- 
ments on what the modern mo- 
torist wants and needs in a car; 
a@ new approach on economy which 
the company believes is one of 
the most useful tools it has given 
to dealers; “Love Letter” Ram- 
bler ads, and more of the humor 
which has made many an Amer- 
ican Motors’ print and broadcast 
advertisement memorable, Adams 
said. 

The ’60 Rambler line is being pre- 
sented 
turing orchestral and choral 
numbers with special Rambler 
lyrics. Also featured are pretaped 
television-styled newscasts by top 
NBC commentators describing the 
Rambler news; audience participa- 
tion “shows,” and motion picture 
continuities by Metro-Goldwyn- 
Mayer. 

Each morning presentation is fol- 


in a musical drama, fea-|{ 





lowed by salon showings of the new 
Ramblers, Americans, Ambassadors 
and Metropolitans, and a company 
luncheon with George Romney, 
AMC president, as principal 
speaker. 

Other AMC executives participat- 
ing in the dealer meetings include 
Roy D. Chapin jr., executive vice- 
president; Roy Abernethy, distri- 
bution and marketing vice-presi- 
dent; John W. Raisbeck, sales 
operations vice-president; Virgil E. 
Boyd, field sales manager, and J. 
W. Watson, Metropolitan sales 
manager. 

The cars will be announced to the 
public on Oct. 14, 

* ae 





all of the services offered by sta- 
tion or shop rather than be limited 


only to Marvel products. 
+ * * 


Curtis’ Hood Retires jan. 1 

Charles C. Hood, manager of 
Curtis Publishing Co.’s Detroit of- 
fice, will retire Jan. 1 after more 
than 40 years with the firm. 

Replacing him will be Milton L, 
Peek, presently manager of the 
Saturday Evening Post’s Western 
division, with headquarters in San 
Francisco. 

Also announced was the appoint- 
ment of Frederic H. Lamb as spe- 
cial representative, automotive, in 
Detroit. Lamb has been Chicago 
manager of the Post since 1956. 

: Ba b 


Studebaker Dealers Pick Rep 

The newly organized Studebaker 
Dealers Assn. of Los Angeles and 
Orange County, Calif., has named 
Coleman-Parr Advertising Agency 
to handle its account. 

The organization plans to in- 
vest approximately $250,000 this 
fiscal year, beginning in mid- 
September. A television spot cam- 
paign will initiate the program. 
Newspaper and billboard drives 

will be initiated at a later date. 
a * a 


Alemite on TV in West 


Alemite Co. of Northern Cal- 
ifornia, a division of Stewart- 
Warner Corp., is planning to in- 
vest a five-figure appropriation dur- 
ing the last quarter of this year in 
television promotions. 

For the fourth consecutive year, 
Alemite is sponsoring “Alemite 
Scoreboard” on KPIX following 11 
Sunday professional football games. 

Alemite also is picking up half 
the tab for “The Honeymooners” 
on KRON-TV; cosponsoring “49er 
Highlights” on KOVR-TV in the 
Sacramento-Stockton area, and is 
participating in “The Outdoors- 
man,” a weekly hunting and fishing 
feature over KOVR. 


* * * 


Rep for Milwaukee Show 

Page Advertising Agency, Mil- 
waukee, has been appointed pub- 
licity, public relations and adver- 
tising counsel for the 1960 auto- 
mobile show sponsored by the Mil- 
waukee County Automobile Dealers 
Assn, 

The Auto Show, scheduled for 
early 1960, is expected to have a 
general change of format. 

* * * 


Personnel Changes 

Peter Muckenhaupt from senior 
copywriter at Deering, Milliken & 
Co. to markets and merchandising 
staff of Look magazine . . . Robert 
L. Garrison and William B. Bach- 
man jr., both members of the 
board, to senior vice-presidents at 
MacManus, John & Adams, Inc., 
advertising agency... Leonard 
Gross, free lance writer, and My- 
rick Land, article editor of This 
Week magazine, to senior editors 
on Look magazine. 








* g 





Brewing More Rambler Sales— 
Stirring up an even more effective selling potion for the coming model year could 


be the apt caption of this witch scene from American Motors’ 1960 musical show 
which is ‘playing’ to more than 9,000 Rambler dealers and salesmen at preview 
announcement meetings, now being held across the nation. The entire cast, in addi- 
tion to two van loads of Hollywood and Broadway electronic show equipment, is being 
transported by special chartered plane, the Rambler “Successliner II," to meetings 
in Miami Beach, Kansas City, Chicago, Detroit and Atlantic City throughout September. 
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The following prices include the sug- 
gesied base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
qduded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment, 

(Copyright, 1959, by Automotive News) 
BUICK—LeSabre—4-dr. sed., $2,804; 2- 
dr. sed., $2,740; 4-dr. hardtop, $2,925; 
g-dr. hardtop, $2,849; conv., $3,129; 4-dr. 
g-seat stat. wag., $3,320. Invicta—4-dr. 

., $3,357; 4-dr. hardtop, $3,515; 2-dr. 
pardtop, $3,447; conv., $3,620; 4-dr. 2-seat 
stat. wag., $3,841. Electra — 4-dr. sed., 
$3,856; 4-dr. hardtop, $3,963; 2-dr. hard- 
top, $3,818. Electra 225—4-dr. Riviera sed. 
(6-window hardtop), $4,300; 4-dr. hardtop, 
$4,300; conv., $4,192. (Twin-turbine Dyna- 
fow standard on Invicta, Electra and 
Electra 225. Power steering and power 
prakes standard on Electra and Electra 
225.) 

CADILLAC — Sixty Two—4-dr. hardtop 
(6-window), $5,080; 4-dr. hardtop (4-win- 
dow), $5,080; 2-dr. hardtop, $4,892; conv., 
$5,455; Sedan de Ville 4-dr. hardtop (6- 
window), $5,498; Sedan de Ville 4-dr. hard- 
top (4-window), $5,498; Coupe de Ville 2- 
ér. hardtop, $5,252. Eldorado—Brougham 
4dr. hardtop, $13,075; Seville 2-dr. hard- 
top, $7,401; Biarritz conv., $7,401. Sixty 
special—4-dr. hardtop, $6,233. Seventy-Five 
—8-pass. sed., $9,533; iimousine, $9,748. 
(Hydra-Matic, power steering, power brakes 
standard on all models). ’ 

OCHEVROLET — (Prices are for six- 
cylinder models, For V-8s, add $118.) 
mne—4-dr, sed., $2,301; 2-dr. sed., 


hardtop, $2,556. Impala—4-dr. sed., $2,- 
692; 4-dr. hardtop, $2,664; 2-dr. hardtop, 
$2,599; conv., $2,849. Station Wagons— 
2-dr. 2-seat Brookwood, $2,571; 4-dr. 2-seat 
Brookwood, $2,638; 4-dr, 2-seat Parkwood, 
$2,749; 4-dr, 3-seat Kingswood, $2,852; 
4-dr. 2-seat Nomad, $2,897. Corvette — 
hardtop cpe. or conv., (V-8 std.), $3,875. 

CHRYSLER—Windsor—4-dr. sed., $3,- 
204; 4-dr. hardtop, $3,353; 2-dr. hardtop, 
$3.289; conv., $3,620; 4-dr. 2-seat stat. 
wag., $3,691; 4-dr. 3-seat stat. wag., $3,- 
878. Saratoga—4-dr. sed., $3,966; 4-dr. 
hardtop, $4,104; 2-dr, hardtop, $4,026. 





Patterson Cites 


Need for Young 





Business Leaders 


GRAND RAPIDS, Mich, — The 
need for development of aggressive, 
creative business management tal- 
ent among the nation’s young peo- 
ple was voiced 
here last week by 
M. C. Patterson, 
Dodge general 
manager, He ad- 
dressed the an- 
nual convention 
of the AMVETS, 
at the Pantlind 
Hotel. 

Patterson pre- 
dicted a bright 

: future for the 
M. C. Patterson youth of the 
country. “Their world—the world 
of the 1960’s—is wide open,” he 
said. “It is dazzling with promise. 


“However, just as we all know 
there’s a great need for leaders in 
the fields of education and science, 
politics and medicine, one of the 
greatest challenges facing us in 
the next decade is the shortage of 
business-management talent — 
which may be the most serious bot- 
tleneck in the American economy.” 


Offering suggestions for meeting 
this, Patterson told the group: “We 
Should start by letting our young 
people know just how great the 
shortage is, 

“Currently, 42 percent of all man- 
agement is over 55 years of age. 
The growing demand for manage- 
Ment talent has created a ‘mad 
Market’ and recruiting talent has 
become a big business, Competition 
for good managers is hot—so hot 
that ‘recruiting’ sometimes is a po- 
lite word for ‘piracy.’ 

“But, raiding one business to 
plug a gap in another is no real 
solution to a nationwide problem. 
Business needs large numbers of 
American youth who are aggres- 
sive, who can think and who have 
creative imaginations.” 














U. C. Warranties Ruled 


Insurance in S. D. 

PIERRE, S. D.—Used-car war- 
ranty contracts fall into the cate- 
gory of ihsurance and may be 
regulated by the insurance com- 
missioner, Attorney General Par- 
nell Donohue advises, 

“When a corporation or an 
individual, not the seller of an 
automobile, engages in the busi- 
ness of issuing contracts for in- 
demnity for a consideration, it is 
different than a seller making a 
guarantee of his ware,” the opin- 
ion said. 

The opinion was written at the 
“request of Insurance Commis- 
Sioner William Dawson. 











2-seat Deluxe, $2,641; 4-dr. 2-seat Custom, 
$2,761.50. Plymouth V-8—(On the follow- 
ing models, a V-8 engine is standard and 


* 
a six-cylinder engine is not available.) 
urren rices on fl ‘ ars Belvedere — conv., $2,814.25, Fury — 4-dr. 
sed., $2,690.50; 4-dr. hardtop, $2,771.25; 
2-dr, hardtop, $2,714.25. Sport Fury—2-dr. 
hardtop, $2,927.25; conv., $3,125.25, Sta- 
tion agons—2-dr, 2-seat Custom, §$2,- 
New Yorker—4-dr. sed., $4,424; 4-dr. hard- | $3,223.50; 4-dr. 2-seat Custom Sierra, $3,-| 4-dr. hardtop, $5,089.60; 2-dr. hardtop, $4,- | $14.25; 4-dr, 3-seat Custom, $2,990.75; 4- 
top, $4,533; 2-dr. hardtop, $4,476; conv., | 318; 4-dr, 3-seat Custom Sierra. $3,438.50. | 902.10. Premiere—4-dr. sed., $5,594.20; 4-| dr. 2-seat Sport, $3,020.75; 4-dr, 3-seat 
$4,889.50; 4-dr. 2-seat stat. wag., $4,997; EDSEL—(Prices are for V-8 models.| dr, hardtop, $5,594.20; 2-dr. hardtop, $5,-| Sport, $3,130.50. 

4-dr. 3-seat stat. wag., $5,212. 300-E—2-dr. | Deduct $83.70 for six-cylincer Rangers; | 347.10. (Turbo-Drive, power steering, power PONTIAC—Catalina—4-d d 2,704 
hardtop, $5,318.50; conv., $5,748.50, | deduct $96.50 for six-cylinder stat, wags.) | brakes standafd on all models.) 2-dr. sed $2,633: rg thet 
(TorqueFlite, power steering, power brakes | Ranger—4-dr. sed., $2,683.50; 2-dr. sed., MERCURY— Monterey —4-dr, sed,, $2,-| 2-dr. hardtop, $2,768; conv $3,080: 4-dr. 
standard on Saratoga, New Yorker and Seana bay hardtop, $2,755.50; 2-dr. 831.50; 2-dr. sed., $2,767.50: ‘ante hardtop Samet Gied an "53, 101; She Saas 

- - - - , ° ” ’ . ’ . . . “* * : . 
oy ~ |) EY 5.30: | Rae OP, 87,690.50. Corsair Arar. sed., $2, | $2,917.50; 2-dr. hardtop, $2,853.50; conv.,| wag., $3,209. Star Ohief—4-dr. sed., $3,- 
CONTINENTAL — 4-dr, sed., $6,845.30; ; 4-dr. hardtop, $2,884.50; 2-dr. hard-| $9’149'59' Moniclair—4-dr. sed., $3308: 4.| 005; 2-dr. sed. $2,934; 4-dr. hardtop, §3,- 
4-dr. hardtop, $6,845.30; 2-dr. hardtop, | top, $2,819; conv., $3,072, Station Wagons | ¢." i ordtop $3,437; 2-dr. hardto '$3,- | 138. Bonneville—4-dr. hardtop, $3,333; 2-dr. 
$6,598.30; conv., $7,056.20; town car, $9,-|—4-dr., 2-seat Villager, $2,971; 4-dr., 3-| 35% 50" Dam Lane-—4-dr. hardtop, $4,031; | hardtop, $3,257; conv., $3,478; 4-dr. 2-seat 














208; limousine, $10,230. (Tur b o-Drive, | seat Villager, $3,054.70. 2 

power steering, power brakes standard on| FORD—(Prices are for six-cylinder mod- oan hardtop, $3,954.50; conv., $4,206. | stat. wag., $3,532. 

all models.) els, For V-8s, add $118.) Oustom 300— 0 oy ye gg 2-seat Commuter,| RaMBLER—American—2-dr. Deluxe sed., 
$3,144.50; 4-dr, 2-seat Commuter, $3,215; | ¢1 935. 2-dr. Super sed., $1,920; 2-dr, 2- 


DeSOTO—Firesweep—4-dr, sed., $2,904; | 4-dr. sed., $2,273; 2-dr. sed., $2,219; busi- : 

4-dr, hardtop, $3,038; 2-dr. a hg $2,- | ness sed., $2,132. Fairlane—4-dr, sed., $2,- Suan > we baer! sean 2-seat | seat Deluxe stat. wag., $2,060; 2-dr, 2-seat 
967; conv., $3,315; 4-dr, 2-seat stat. wag., | 411; 2-dr. sed., $2,357. Fairlane 500—4-dr. | Colony Me , . , Vor ere-O-Matic stand-| super stat. wag., $2,145. Deluxe Six—4-dr. 
$3,366; 4-dr, 3-seat stat. wag., $3,508. | 8€4., $2,530; 2-dr, sed., $2,476; 4-dr. hard- 4 es ontclair, Voyager, Colony Park. | sed,, $2,098. Super Six—4-dr. sed., $2,268; 
Firedome—4-dr. sed., $3,234; 4-dr, hard- | top, $2,602; 2-dr. hardtop, $2,537. Galaxie—| Multi-Drive, Merc-O-Matic, power steer-|4-dr, hardtop, $2,343; 4-dr, 2-seat stat. 
top, $3,398; 2-dr, hardtop, $3,341; conv., | 4-dr. sed., $2,582; 2-dr. sed., $2,528; 4-dr, | '"S» Power brakes standard on Park Lane.) | wag., $2,562. Custom Six—4-dr. sed., $2,- 
$3,653, Fireflite—4-dr, sed., $3,763; 4-dr, | hardtop, $2,654; 2-dr. hardtop, $2,589; OLDSMOBILE—Series 88—4-dr. sed., $2,- | 383; 4-dr. 2-seat stat. wag., $2,677, Rebel 
hardtop, $3,888; 2-dr. hardtop, $3,831; | COMV., $2,839; retractable hardtop (V-8| 902; 2-dr. sed., $2,837; 4-dr. hardtop, $3,-| V-8—Super—4-dr. sed., $2,398; 4-dr, 2-seat 
conv., $4,152; 4-dr. 2-seat stat. wag., $4,- | Standard), $3,346. Station Wagons—2-dr., 2-| 036; 2-dr. hardtop, $2,958; conv., $3,286; | stat. wag., $2,692; Custom—4-dr, sed., $2,- 


216; 4-dr. 3-seat stat. wag., $4,358, Ad-| seat Ranch Wagon, $2,567; 4-dr. 2-seat|4-dr. 2-seat stat. wag., $3,365. Super 88— | 513; 4-dr. hardtop, $2,588; 4-dr. 2;seat 
venturer—2-dr, hardtop, $4,427; conv., $4,- | Ranch Wagon, $2,634; 2-dr, 2-seat Country/4-dr, sed., $3,178; 4-dr, hardtop, $3,405; | stat. wag., $2,807. Ambassador—Super— 
749. (Torqueflite standard on Fireflite and | Sedan, $2,678; 4-dr. 2-seat Country Sedan, | 2-dr. hardtop, $3,328; conv., $3,595; 4-dr.|4-dr. sed., $2,587; 4-dr, 2-seat stat. wag., 
Adventurer. Power steering and_ power | $2,745; 4-dr. 3-seat Country Sedan, $2,829; | 2-seat stat. wag., $3,669. Series 98—4-dr. | $2,881. Custom—4-dr. sed., $2,732; 4-dr. 

4-dr. 3-seat Country Squire, $2,958. Thun-| sed., $3,890; 4-dr, hardtop, $4,162; 2-dr.| hardtop, $2,822; 4-dr. 2-seat stat. wag., 


brakes standard on Adventurer.) 
DODGE—Coronet Six—4-dr, sed., $2,- | derbird—(V-8 standard) — 2-dr, hardtop,| hardtop, $4,086; conv., $4,366. (Hydra-| $3,026; 4-dr. 2-seat hardtop stat. wag., 
586.50; 2-dr, sed., $2,515.50; 2-dr, hard- | $3,696; conv., $3.979, Matic, power steering, power brakes stand- | $3,116. 


top, $2,643.50. Coronet V-8—4-dr. sed.,| IMPERIAL—Custom—4-dr, sed., $5,016; | ard on Series 98.) STUDEBAKER—Lark Deluxe Six—4-dr. 

2,707; 2-dr, sed., $2,636; 4-dr. hardtop, | 4-dr. hardtop, $5,016; 2-dr. hardtop, $4,- PLYMOUTH — (On six-cylinder models, | sed., $1,995; 2-dr. sed., $1,925; 2-dr, 2-seat 

$2,841.50; 2-dr. hardtop, $2,764; conv., | 909.50. Crown—4-dr. sed., $5,647; 4-dr.|add $119.50 for a V-8 engine). Savoy Six| stat. wag., $2,295. Lark Regal Six—4-dr. 

$3,089. Royal—4-dr. sed., $2,934; 4-dr. | hardtop, $5,647; 2-dr. hardtop, $5,403; | —4-dr, sed., $2,282.75; 2-dr. sed., $2,232;|sed., $2,175; 2-dr. hardtop, $2,275; 2-dr. 

hardtop, $3,068.50; 2-dr. hardtop, $2,990, | conv., $5,773.50. LeBaron—4-dr. sed., $6,-| business cpe. (V-8 not offered), $2,142.75. | 2-seat stat. wag., $2,455. Lark Regal V-8— 

Custom’ Royal—4-dr, sed., $3,144.75; 4-dr.| 103; 4-dr. hardtop, $6,103. (Torquefiite,| Belvedere Six—4-dr. sed., $2,439.75; 2-dr | 4-dr. sed., $2,310; 2-dr, hardtop, $2,410; 

hardtop, $3,279.25; 2-dr. hardtop, $3,200.75; | power steering, power brakes standard on/sed., $2,389.25; 4-dr. hardtop, $2,524.75; | 2-dr., 2-seat stat, wag. $2,590. Silver 

conv., $3,421.50. Station Wagons—4-dr, 2- | all models.) 2-dr. hardtop, $2,461.25, Station Wagon | Hawk—six-cylinder cpe., $2,360; V-8 cpe., * 
seat Sierra, $3,103; 4-dr. 3-seat Sierra, LINCOLN—Lincoln—4-dr. sed., $5,089.60; | Six—2-dr. 2-seat Deluxe, $2,574.25; 4-dr. | $2,495. 














To Chrysler Motors Corporation Dealers: 


NEW MOPAR SUPREME: Delivers top performance 


3 new. 
pr i pomeprtag 4 . powel r f ul 
profit-makers 
from MOPAR 


Here’s a complete new line of MoPar batteries 











to fit every prospect, every need, every car! 
NEW MOPAR DE LUXE: Meets all demands of great- 
est number of drivers. Silver cobalt coated plates 


with B&Plak insulators for any driving condition. Now —as the big fall battery season begins to boom—MoPar 


offers you a sensational new All-Star Sales Trio—three com- 
pletely new lines of quality batteries. 


With this new sales-packed MoPar power team, you— 
* have batteries for all makes, all models 
® have price ranges to meet all customer demands 
® get a handsome profit return 
Get on the phone right now and call your MoPar Wholesaler. 
Ask him, too, about the special battery promotion material 


available for your display. Act now and make this the biggest 
battery season you’ve ever had! 







MoP. 


Invest in your future... 
: buy 100% MoPar 





NEW MOPAR SPECIAL: Offered at new low price, 
this battery is ideal for used cars and “price buyers.” 
It’s particularly effective as a “leader” item. MoPar Division, Chrysler Motors Corporation, Detroit 31, Michigan 
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Port-of-Entry Prices 
On Imported Cars 
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240; 4-dr. stat. wag., $4,988; Kombi wag.,| Caravan — 2-dr. stat. wag., $2,262.60. SKODA—S-440 2-dr. sed., $1,687; S-445 
$4,891. 180-D (diesel engine)—4-dr, sed.,| (Heater standard on both models.) sed., $1,787; 2-dr, stat. wag., $1,995; g. 
$3,517; 4-dr. stat. wag., $5,216; Kombi PANHARD—Dyna Deluxe 4-dr. sed., $1,- | 450 conv., $2,395. 








The following imported-car prices are 
East Coast Port of Entry figures, They 
include ocean freight, U. S. excise tax 
and import duty. They do not include 
dealer preparation charges, U. S. trans- 
portation fees, state and local taxes or 
optional equipment. 

(Copyright, 1959, by Automotive News) 
ALFA ROMEO—Giulietta — Spider, $3,- 
469; Super Spider, $3,882; Sprint cpe., $3,- 


901; Veloce cpe., $4,292. 2000 Series—4 
dr, sed., $5,028; Spider roadster conv., 
$4,998. 


ARMSTRONG-SIDDELEY — Star Sap- 
phire 4-dr. sed., $6,950. (Automatic trans- 
mission and power steering are standard.) 


ARNOLT-BRISTOL—(Prices are F.O.B. | 
Chicago)—Competition. $3,995; Bolide, $4,- | 


245; Deluxe, $4,995. 

ASTON-MARTIN —- DB4 — cpe., $9,870. 
Mark IlI—cpe., $7,550; conv., $8,190. 

AUSTIN—A-40 2-dr. sed., $1,795; A-40 
deluxe 2-dr. sed., $1,856; A-55 Mark II 4- 
dr. sed., $2,198. (Heater standard on A-40 
deluxe. ) 

AUSTIN-HEALEY—Sprite—conv., $1,795. 
3000—Standard roadster (4-seater), $3,051; 
Deluxe roadster (2 or 4-seater), $3,371. 
(Heater, overdrive, wire wheels standard 
on Deluxe.) 

AUTO UNION—‘‘1000’’—4-dr. sed., $2,- 
526.03; 2-dr. hardtop cpe., $2,300.99; 2-dr. 
sport cpe., $3,924.68. (Heater standard on 
all models.) 

BENTLEY—Series S — Standard Steel 
Saloon, $13,695. (Automatic transmission, 
power steering, power brakes standard.) 
Other models are custom-built and vary 
considerably in price. 

BERKELEY—328-c.c. roadster (2-cylin- 
der), $1,505. 492-c.c. roadster (3-cylinder), 

1,745. 
. BMW—Model 501/2.6 4-dr. sed., $5,000; 
Model 502/Deluxe/2.6 4-dr. sed., $5,600; 
Model 502/3.2 4-dr. sed., $6,000; Model 
502/Super/3.2 4-dr. sed., $6,600; Model 
503/3.2 conv., $11,900; Model 507/3.2 
Touring Sport cpe., $10,500. (Heater and 
power brakes are standard on Models 503 
507.) 


and 

BMW 600—5-pass sed., $1,398; sunroof 
sed., $1,487. (Heater standard on both 
models.) 


BMW ISETTA 300— sunroof, $1,048. 
(Heater standard.) 

BORGWARD—Isabella — 2-dr. sed., $2,- 
495; stat. wag., $2,685; Touring Sport, 
$2,845; Touring Sport Coupe, $3,750. 

CITROEN — 2CV — 4-dr. sunroof. sed. 
(centrifugal clutch), $1,195. ID Luxe— 
4-dr. sed (heater standard), $2,545. ID-19 
—4-dr. sed. (air suspension), $2,695. DS-19 
—4-dr. sed, (air suspension, power brakes, 
power steering, automatic clutch), $3,245. 

DATSUN—4-dr. sed., $1,616. 

DKW—4-dr. sed., $2,283.43; 2-dr. sed., 
$1,995; deluxe 2-dr. sed., $2,157.63; 2-dr. 
stat. wag., $2,321.07. (Heater standard on 
all models.) 

FACEL VEGA—H. K.-500 cpe., $8,550; 
Excellence 4-dr. hardtop, $12,800. 

RRARI—250 Granturismo—cpe. (Far- 
ina body), $12,600; California conv, (Scag- 
lietti body), $12,600, (Heater standard on 
both models.) 

FIAT—500 Series—2-dr. sunroof, $1,098; 
2-dr. sunroof sport, $1,228; 2-dr. Bian- 
china, $1,298; 2-dr. Bianchina sport, $1,- 
428; Jolly, $1,760. 600 Series—2-dr. sed., 
$1,398; 2-dr. sunroof, $1,460; 4-dr, stat- 
wag., $1,658; Jolly, $1,906. 1100 Series 
—4-dr. sed., $1,743; 4-dr, deluxe sed., 
$1,880; 4-dr. stat. wag., $1,998. 1200 
Serles—4-dr. sed., $1,998; roadster (Far- 
ina), $2,812. 2100 Serles—4-dr. sed., $3,- 
192; 4-dr. stat. wag., $3,498. 750 Abarth 
—2-dr. sed., $2,206. (Heater standard on 
all models.) 

FORD (England)—Anglia—Deluxe 2-dr. 
sed., $1,561. Prefect—Deluxe 4-dr. sed., 
$1,661. Escort—2-dr. stat. wag., $1,651. 
Sq stat. wag., $1,761. Consul— 
, $2,034; conv., $2,373. Zephyr— 
, $2,215; conv., $2,574; Zediac— 
. $2,387; conv., $2,865. 
GOGGOMOBIL—T-400—2-dr. sed., $995; 
Florida Sunroof Deluxe 2-dr. sed., $1,035; 
2-dr. Step-In van, $1,350; Coupe deVille, 
$1,395; Coupe deVille conv., $1,445. T-700 
— Cpe., $1,395; sport roadster, $1,445; 
Roust-About, $1,595; Sprint cpe., $1,695. 

GOLIATH—1100 Series—Hansa 2 -dr. 
sed., $1,949; Hansa conv., $2,126; Hansa 
2-dr. stat. wag., $2,095; Empress 2-dr. 
Sport Sedan, $2,275; Tiger Sport Coupe, 
$2,568. (Heater standard on all models.) 

HILLMAN — 4-dr. Special sed., $1,699; 
4-dr. Deluxe sed., $1,849; conv., $2,099; 
2-dr. stat. wag. (Husky), $1,639; 4-dr. 
stat. wag. (Minx), $2,299. 

HUMBER—Super Snipe—4-dr. sed., $3,- 
995; 4-dr. stat. wag., $4,575. (Automatic 
transmission, power brakes and heater are 
standard.) 


MR. BUSINESS MAN! 


For good customer entertaining, 
resultful conferences or real re- 
laxation, there's no place like 
ST. CLAIR INN, just 50 miles up- 
river from Detroit! Re our. complete 
facilities, contact Creighton Holden 
or Mrs. Margaret Nelson. 








St. Clair Inn and Country Club 
OPEN ALL YEAR... ON THE SCENIC ST. CLAIR RIVER 
Owned and operated by the Holdens 
ST. CLAIR, MICHIGAN e dial FA 9-2222 














Send for 
free folder. 


AMER-STAGE 
805 East 134 St. 
Bronx 54, N. Y. 








| JAGUAR—Mark IX—4-dr. sed. (auto- 
matic transmission and power steering), 
$6,020. 3.4 Litre Sedan—(overdrive), $4,- 
|567; (automatic transmission), $4,667. 
| XK-150—Roadster, $4,520; roadster (over- 
| drive), $4,685; roadster (automatic trans- 
}mission, $4,770; cpe., $4,500; cpe. 
(overdrive), $4,665; cpe. (automatic trans- 
| mission), $4,750; conv., $4,620; conv. 
| (overdrive), $4,785; conv. (automatic 
| transmission), $4,870. XK-150-S—roadster 
| (overdrive), $5,120; cpe, (overdrive), $5,- 
075; conv. (overdrive), $5,195. 
LANCIA— A p pia —4-dr. sed., $2,892; 
| conv., (Vignale), $4,490; cpe. (Farina), 
$4,438; cpe. (Zagato ‘‘S’’ modified), $4,- 
| 708. Aurelia—conv. (Farina), $5,830; cpe., 





$5,830. Flaminia—4-dr. sed., $5,998; cpe. 
(Farina), $6,355; sport (Zagato), $6,485; 
|G. T. Touring, $6,485. 

| LLOYD—600 Series—2-dr. sed., $1,395; 
2-dr. sunroof sed., $1,445; conv., $1,510; 


2-dr. 4-passenger stat. wag., $1,445; 2-dr. 
4-passenger sunroof stat. wag., $1,500; 
2-dr. 6-passenger stat. wag., $1,675; 2-dr. 
6-passenger sunroof stat. wag., $1,740; 
2-dr. 6-passenger stat. wag. (long wheel- 
base), $1,795; 2-dr. 6-passenger sunroof 
stat. wag. (long wheelbase), $1,895. 
MAICO — 500 — 2-dr. sed., $1,325. 700 
Sport—2-dr. sed., $1,845. (Heater standard 
on both models.) 
MERCEDES-BENZ—180—4-dr. sed., $3,- 





wag., $5,119. 190—4-dr. sed., $3,431; 4-dr. 
stat. wag., $5,184; Kombi wag., $5,088. 
190-D (diesel engine)—$3,708; 4-dr. stat. 
wag., $5,411; Kombi wag., $5,316. 190-SL 
—roadster, $5,020; cpe., $5,232; cpe.-road- 
ster (with interchangeable hard and soft 
tops), $5,416. 219—4-dr. sed., $3,823. 220-S 
—4-dr, sed., $4,283; cpe., $7,641; conv., 
$7,641. 300—4-dr. conv., $12,621. 300-d— 
(diesel engine) —4-dr. hardtop, $10,418. 
300-SL—roadster, $10,928; conv., $11,106; 
cpe.-roadster (with interchangeable hard 
and soft tops), $11,375. (Heater standard 
on all models. Power brakes standard on 
all models except 180, 180-D, 190 and 
190-D. Automatic transmission standard 
on 300-d 4-dr, hardtop.) 

METROPOLITAN — 2-dr. $1,- 
672.60; conv., $1,696.60. 

MG-MGA 1600—roadster (disk wheels), 
$2,444; roadster (wire wheels), $2,544; cpe. 
(disk wheels), $2,667; cpe. (wire wheels), 
$2,767. MGA-DOHC—conv., $3,069; coupe, 
$3,263 (disk brakes and knock-on disk 
wheels standard). Magnette Mark III—4- 
dr. sed., $2,695. (Heater standard on 
Magnette.) 

MORETTI—1750 Series (35 horsepower)— 
Super Panoramica 4-dr. sed., $2,495; Coupe 
Turismo, $2,495. 750 Series (43 horsepower, 
dual carburetors)—-Super Coupe Turismo, 
$2,995; Spyder conv., $2,995. 

MORGAN—‘‘Plus Four’’ cpe., $2,855. 

MORRIS — ‘‘1000”" Standard 4-dr. sed., 
$1,678; 2-dr. sed., $1,495; conv., $1,574; 
2-dr. stat. wag., $1,798. ‘1000’ Deluxe— 
4-dr. sed., $1,718; 2-dr. sed., $1,599; conv., 
$1,636; 2-dr. stat. wag., $1,825. Oxford 
—4-dr. sed., $2,259. 

NSU PRINZ—2-dr. sed., $1,398; sunroof 
sed., $1,487. (Both are 5-passenger mod- 
els.) NSU Sport Prinz—cpe., $2,245. 
(Heater standard on all models.) 

OPEL—Rekord — 2-dr. sed., $1,957.50. 


hardtop, 





697; Grand Standing 4-dr, sed.,. $1,725. 


PEERLESS—G. T. 2-litre cpe., $3,995. 

PEUGEOT—403 — 4-dr. sunroof sed., 
$2,250; 4-dr. stat. wag., $2,490. 

PORSCHE—1600 Series — conv., $3,581; 


Super conv., $3,981; cpe., $3,700; Super 
cpe., $4,150; Carrera cpe., $5,700; hardtop, 
$3,865; Super hardtop, $4,315; Carrera, 
hardtop, $5,865; cabriolet, $3,950; Super 
cabriolet, $4,400; Carrera cabriolet, $5,950. 

RENAULT—4ICV 4-dr. sed., $1,345; 4- 


dr. Sunroof sed., $1,400. Dauphine 4-dr. 

sed., $1,645; 4-dr. Sunroof sed., $1,700. 

(Heater standard on all models.) 
RILEY—1.5 4-dr. sed., $2,319. (Heater 


standard.) 

ROVER—90—4-dr. Deluxe sedan, $3,395. 
105—4-dr. Deluxe sedan, $3,625 (automatic 
overdrive. (Heater standard on all models). 

ROLLS-ROYCE—Silver Cloud—Standard 
Steel Saloon, $13,995. (Automatic trans- 
mission, power steering, power brakes 
standard.) Other models are custom-built 
and vary considerably in price. 

SAAB—‘‘93B’’—2-dr. sed., $1,895; 2-dr. 
sed. (automatic clutch), $1,995; 2-dr. sun- 
roof sed., $2,019; 2-dr. sunroof sed. (auto- 
matic clutch), $2,119. Granturismo 750— 
2-dr. sed., $2,568. (Heater standard on all 
models. ) 

SIMCA—Aronde—Deluxe 4-dr. sed., $1,- 
698; Super Deluxe 4-dr. sed., $1,798; 
Elysee 4-dr. sed., $1,898; Montlhery 4-dr. 
sed., $1,971; Chatelaine 2-dr. stat, wag., 
$1,963; Grand Large 2-dr. hardtop, §$2,- 
071; Monaco 2-dr, hardtop, $2,146; Plein 
Ceil hardtop sport cpe., $2,947; Oceane 
conv., $3,167. Ariane (4-cylinder)—4-dr, 
sed., $1,998. Ariane (V-8) —4-dr. sed., 
$2,098. Vedette (V-8)—Beaulieu 4-dr. sed., 
$2,298. (Heater standard on Aronde mod- 
els.) 

SINGER — Gazelle — 4-dr. sed., $2,095; 
conv., $2,349; 4-dr. stat. wag., $2,425. 





SUNBEAM—Rapier—2-dr. 
499; conv., $2,649. 
TAUNUS — Standard — 4-dr. sed., $2,. 
120.50; 2-dr. sed., $2,028.50; Combi-wagon, 
$2,237. Deluxe—4-dr. sed., $2,266.50; 92. 
dr. sed., $2,174.50; Combi-wagon, $2,283, 
Tempo—Viking Rapid—6-passenger stat, 
wag., $2,170.60; 9-passenger stat, wag, 
$2,203.60. Matad or—3-passenger stat, 
wag., $2,482.75; 6-passenger stat, 
$2,514.65; 9-passenger stat. wag., §2, 
546.55; 12-passenger stat. wag., $2,712.50, 
TOYOPET—Crown Custom — 4-dr. sed,, 
$1,999; 2-dr., stat. wag., $2,111. Toyotg 
Land Cruiser (4-wheel drive)—canvas top, 
$2,930; steel top, $3,365. 
TRIUMPH—4-dr. sed., $1,699; 4-dr. stat, 
wag., $1,899; TR-3 (sports cars)—soft top 
$2,675; hardtop, $2,835. 
TURNER—Standard 950 Sports roadster, 
$2,245; Stage II roadster, $2,635; Coventry 
Climax I roadster, $3,170; Coventry Climax 
III roadster, $3,370. 
VAUXHALL — Victor — 4-dr. sed.. $1,- 
957.50; 4-dr. 2-seat stat. wag., $2,262.60, 
(Heater standard on both models.) 
VESPA — V-400 — 2-dr. sunroof sed., 
$1,080. 
VOLKSWAGEN—2-dr. sed., $1,565; 2-dr, 


hardtop, §2,. 


sunroof sed., $1,655; conv., $2,055; stat. 
wag., $2,245; deluxe stat. wag., $2,620, 
Karmann Ghia—cpe., $2,430; conv., §2,- 
695. (Heater standard on all models.) 
VOLVO—4-dr. sed., $2,795; 2-dr. sed., 
$2,330; 2-dr. stat. wag., $2,490. (Heater 
standard on all models.) 
WARTBURG—Standard 4-dr. sed., $1,- 


688; standard 4-dr. sunroof sed., $1,778; 
deluxe 4-dr. sed., $1,799; deluxe 4-dr. sun- 
roof sed., $1,889; 2-dr, stat. wag., $1,898; 
4-dr. deluxe stat. wag., $2,085; conv., §$2,- 
099; coupe, $2,199; sports roadster, $2,799, 
(Heater standard on all models.) 








personal income. 


Here is a double market. 
light trucks and pickups for agricultural 
uses... and they buy autos out of their 
Double buying swells 
this market to 1% billion dollars. 


Thanks to unbalanced media buys... 


Your competition neglected 











Farmers buy 
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What's New... 








In Parts and Accessory Distribution 








Sweeney Named 
To Speakers Unit 
For °60 [ASI Show 


NEW YORK. Warren N. 
Sweeney, a representative for man- 
ufacturers of automotive-shop 
equipment, has been added to the 
speakers bureau to aid in publiciz- 
ing the 1960 International Automo- 
tive Service Industries Show. 

The show, sponsored by the Auto- 
motive Service Industry Assn. and 
the Motor & Equipment Manufac- 
turers Assn., will be held Feb. 10-13 
in the Coliseum here. It will be the 
first such show ever held in this 
area, 

The annual convention of the 
ASIA, formed last year through the 
merger of the National Standard 
Parts Assn. and the Motor & 





Equipment Wholesalers Assn., will 
be held in Carnegie Hall Feb. 8-9. 

The IASI joint operating com- 
mittee assigns speakers to outline 
purposes and scope of the 1960 
show to jobber, dealer and other 
industry groups in the New Eng- 
land states, New York, Pennsyl- 
vania, New Jersey, Delaware, 
Maryland, Virginia and the District 
of Columbia. 

The committee expects groups in 
these states to make up the bulk 
of the attendance at the show. 

* * * 


First Phase of Expansion 


Is Completed by Panef 


MILWAUKEE.—Panef Mfg. Co., 
Inc. has completed the first phase 
of a long-range expansion and 
modernization program with a 
move to larger offices, the addition 
of machinery for doubling produc- 





tion, and increased plant and ware- 
house space. 

Layton E. Perkins, president, 
said new vibratory filling equip- 
ment will be installed this fall for 
filling dispensers with dry, powder- 
ed lubricants. 


Aftermarket Units 


Form Liaison Body 


CHICAGO. — The Automotive 
Wholesalers Trade Assn, Execu- 
tives and the Automotive Service 
Industry Assn. have set up a liaison 
committee to establish areas of 
mutual interest and support be- 
tween the national association and 
executives of the state organiza- 
tions. 

AWTAE is represented by G. C. 
Morris, committee chairman and 
executive director of Automotive 





Wholesalers of Texas; Maury J. 
Mayer, executive secretary, Michi- 
gan Automotive Wholesalers Assn., 
and A. Glenn Gaffney, executive 
secretary, East Bay Automotive 
Jobbers Assn. 

The ASIA representatives are: 
J. A. Bryant, ASIA second vice- 
president and head of Motor & 
Electric Supply Co., Bowling Green, 
Ky.; John Reynolds, Straus-Frank 
Co. San Antonio, and Henry 
Trauscht, Evanston Auto Co., 
Evanston, Ill. 


ASIA rm Discuss 
New Programs 


At 8 Meetings 


CHICAGO. — Eight meetings on 
its expanded services for manufac- 
turer, rebuilder and warehouse dis- 
tributor members will be held this 
fall throughout the country by the 
Automotive Service Industry Assn., 
according to B. W. Ruark, execu- 
tive secretary of ASIA’s manufac- 
turer, rebuilder and warehouse di- 
visions. 

Ruark said the underlying pur- 
poses of the meetings is to ex- 
change information on manage- 





this 1/2 BILLION dollar 





American Agriculturist 
Arizona Farmer-Ranchman 
Arkansas Farmer 
California Farmer 
Colorado Rancher & Farmer Georgia Farmer 
The Dakota Farmer 


The Farmer 


The Farmer Stockman 


auto and truck market 


Farm families are both a personal market 


»«.- and an industrial market 


Your competitor forgot. He neglected to balance 
his advertising media buys over the farm auto and 
truck market potential. That’s the reason State 
and Local Farm Papers can offer you a relatively 
free hand in this 1% billion dollar annual market. 

Your competition is presently trying to persuade 
farmers to buy primarily through slop-over, urban 
advertising. This oversight is your opportunity to 
be heard—and listened to—with unusual attention. 

Here’s why State and Local Farm Papers are best 
to balance coverage. They’re flexible, and can be 


distribution-matched. 


units, or as a group. 
they’re written with the color and warmth possible 
only with limited-area circulation. Readership runs 
as high as 94% on editorial matter... almost as high 
on ads. And they are the media farmers prefer over 
other rural publications. 

Help yourself to this 1% billion dollar auto and 
truck market with State and Local Farm Papers. 
They’re the flexible, personal, and preferred sales 
medium influencing your farm customers. 


Buy them individually, in 
They’re personal, because 


Find out more about the rich Farm Market... Explore the great sales potential it 
offers. Write for Booklet —‘‘Farmland USA, America’s Biggest Class Market.”’ 
State and Local Farm Papers, Rm. 1600, 28 E. Jackson Blyd., Chicago, Illinois. 


Florida Grower & Rancher 


Kentucky Farmer 





Montana Farmer-Stockman 


Nebraska Farmer 


Idaho Farmer Michigan Farmer New England Homestead 
Indiana Farmer Mississippi Farmer Ohio Farmer 
Kansas Farmer Missouri Ruralist Oregon Farmer 


Pennsylvania Farmer 
Prairie Farmer 
Southern Planter 
Tennessee Farmer 
Utah Farmer 
Wallaces Farmer 
Washington Farmer 
Wisconsin Agriculturist 


ment know-how, set forth ASIA’s 
method of divisional operation, 
spotlight industry matters of over- 
all importance and, most import- 
antly, find out how members feel 
the association can best carry on 
the dozen or more proposed new 
services to which members have 
given top priority. 

The afternoon sessions of the 
all-day meetings, he said, will be 
devoted to discussions by sales ex- 
ecutives on how ASIA can best 
train salesmen of its manufacturer, 
rebuilder and warehouse distribu- 
tor members, 

The schedule of meetings fol- 
lows: Sept. 22, Sherman Hotel, Chi- 
cago; Oct. 6, Commodore Perry 
Hotel, Toledo; Oct. 9, Statler Hilton 
Hotel, Cleveland; Oct, 13, Statler 
Hilton Hotel, New York; Oct. 20, 
Atlanta Biltmore Hotel, Atlanta; 
Nov. 6, Muehlebach Hotel, Kansas 
City; Nov. 12, Statler Hilton Hotel, 
Los Angeles; Nov, 20, Leamington 
Hotel, Minneapolis. 


* * * 


‘Round Table Newsletter’ 


Published by ASIA Unit 


CHICAGO.—A “Round Table 
Newsletter” is being published for 
manufacturer, warehouse-distribu- 
tor and rebuilder members of the 
manufacturers’ division of the Au- 
tomotive Service Industry Assn. 

B. W. Ruark, executive secretary 
of ASIA’s manufacturers’ division, 
said the newsletter will enable 
members to exchange experiences 
and will highlight important indus- 
try activities. 


Committees Named 
For °60 Pacific 


Automotive Show 


LOS ANGELES.—Walter Olson, 
president of the Pacific Automotive 
Show, has appointed the following 
committeemen for the 1960 show 
which will be held March 10-13 in 
the Denver City Auditorium: 

Show Committee—Norman Allen, 
E. V. Bennett, John J, Burke, Ken 
Goss, Neil Imes, William Knoyer, 
Drexel D. Minshall, B. K, Sweeney 
jr. and Lyle F. Wolf, all of Den- 
ver, and Erle D. Pound, Albuquer- 
que, N. M. 

Credentials Committee — Exhibit- 
ing Manufacturers and Sponsoring 
Wholesalers: Kenneth W. Kutter, 
Harry Porter and E. J. Witulski, 
all of Denver; Burr Coleman, 
Wheatridge, Colo.; Dale Nelson, 
Salt Lake City; Woody Seuell, En- 
glewood, Colo., and Craig Steven- 
son, Phoenix, Ariz. 

Publicity and Public Relations 
Committee—co-chairmen: J, W. 
Foster, Denver, and Spurgeon L. 
Wood, Aurora, Colo. 

Booster and AAR Activities—co- 
chairmen: Ralph Cooper (B-3), 
Lyle F. Wolf (B-3) and Roy White, 
(AAR), all of Denver; M, E. Keary 
(B-49) Salt Lake City, and Lee L. 
Vaughn (B-39), Phoenix, Ariz, 

Housing Committee—co-chair- 
men: Norman Spitzer and Martin 
V. Sulzbash both of Denver. 

Floor Committee — co-chairmen: 
Calvin R. Bodemann and Virgil H. 
Tout, both of Denver. 

ab os 


MEMA Brochure 


NEW YORK.— A brochure list- 
ing the product classifications of 
more than 500 manufacturers is 
available free from the Motor and 
Equipment Manufacturers Assn., 
250 W. Fifty-seventh St., New York 
19, N. Y¥: 
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3-4-5 TON CAPACITIES 
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STATE AND LOCAL DEALER INQUIRIES 
INVITED 
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Suttle Wins Third Term 


At Va. Group’s Helm 


HAMPTON, Va.—Michael Suttle 
jr., general manager of Suttle Mo- 
tor Corp, (Oldsmobile-Cadillac), 
Newport News and Hampton deal- 
ership, has been elected to his third 
term as president of the Newport 
News-Hampton Automobile Dealers 
Assn. 

Reelected with him were Martin 


J. Krinick, vice-president of Center 
Car & Truck Sales, Inc, (Ford), 
Newport News, vice-president, and 
Willets H. Bowditch, president of 
Bowditch Ford, Inc., Hampton, sec- 
retary-treasurer. 

New members of the association 
board of directors are H. N, Allen 
jr. (Buick), Newport News; H. A. 
White (Oldsmobil1e-Cadillac), 
Hampton, and D. I. Rosser (De- 
Soto-Plymouth), Hampton. 











and labor. 





Long lasting metal number tags — large 4" 
easy to read numbers. One side has black num- 
bers (to indicate work completed); the other side 
has red numbers (to indicate work has not been 
completed). 


AUTO WORK NUMBER METAL TAGS 


Easy and accurate way to 
keep up with car, parts 












DIXIE SEAL & STAMP CO. 
83 Poplar St. + Box 972 Atlanta 1, Georgia 








News to Note... 








BALTIMORE.—H. C. Morgan, 
manager of Bendix Radio division’s 
industrial communications and elec- 
tronics products group, announced 
the inauguration of a new dealer 
sales program for mobile radio 
products. 

He said the new sales plan will 
utilize qualified technical service 
dealer organizations as sales and 
service outlets for all Bendix mo- 
bile radio products, Heading the 
new program is Bruce C. McCallum, 
manager of distributor-dealer sales. 

* 


GM Training Centers Aid 


Guardian Maintenance Plan 


ATLANTA, — General Motors 
training centers across the country 
are helping to promote the corpora- 
tion’s guardian maintenance pro- 

gram, Arnold Steele, manager of 
the Atlanta center, said his staff 
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AND A QUICK 
CHANGE GIVES 
ME A HIGH LIFT 
JACK THAT 
SPEEDS UP TIGHT 
UNDER- CAR 
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Only $166.40 puts the entire AUSCO One End Lift, 


Transmission Handler and Lift Extender combination in your shop! 





AUTO SPECIALTIES MFG. CO., INC. St. Joseph, Michigan 
Other plants in Benton Harbor and Hartford, Mich. and Windsor, Ont., Can. 


Hydraulic Hand Jacks, Sof-Lift Jacks, 





Hydraulic Service Jacks, One End Lifts, Transmission Handlers, Shop Cranes, Garage Horses 


Auto News in Brief 





impresses upon dealers the impor- 
tance of informing customers that 
expert maintenance is vital to 
today’s cars. 

Last year, the Atlanta center 
provided 74,294 hours of instruction 
for dealership person nel from 
Georgia, Alabama, North Carolina, 
South Carolina and Tennessee. 

* * * 


Purolator Sweepstakes 


Starts Six-Month Run 

RAHWAY, N. J.—The 1959 
Purolator Prizarama Sweepstakes 
started June 1 with over $126,000 
in prizes for men who work in 
service stations, garages or deal- 
erships. 

Scheduled to run for six months 
in three two-month segments, the 
program offers, as key prizes, 
Esther Williams swimming pools 
and Triumph station wagons, 

* * * 


Oklahoma Trucker Named 


ATA ‘Driver of the Year’ 


WASHINGTON. — The American 
Trucking Assns. has conferred the 
industry’s “1959 driver of the year” 
title on Carl C, Crim, Okmulgee, 
Okla, He drives a tank truck for 
Hugh Breeding, Inc., Tulsa. 

ATA said Crim has compiled 26 
years and more than 1% million 
miles of accident-free driving. “He 
has a long record of administering 
first aid, assisting at accident 
scenes and risking his life to save 
others,” ATA said. 

* 


* * 


Further Remodeling Slated 


For R. L. Polk Headquarters 


DETROIT.—The second major 
remodelling program within a year 
in its nine-story headquarters build- 
ing has been announced by R. L. 
Polk & Co., which compiles auto 
registrations and other statistical 
information for the industry. 

Ralph L. Polk, president, said 
plans call for renovation of the en- 
trance, lobby, first-floor offices and 
installation of new passenger ele- 
vators. 


* * * 
4 Young Plants Honored 


DETROIT.—The National Safety 
Council has presented awards for 
excellent safety records to four 
plants of Young Spring & Wire 
Corp. The plants are in Memphis; 
Ypsilanti, Mich.; Corona, Calif., and 
Ajax, Ont. 

” * * 


$1.7 Million Saving Seen 


As Ind. Insurance Rates Dip 
INDIANAPOLIS. —Indiana auto 
owners will save up to $1,700,000 in 
insurance premiums this year as a 
result of lower rates, the State In- 
surance Department has reported. 
Not all motorists will reap the 
savings, a department spokesman 
said, but for most drivers the 1959 
insurance rate has been cut an av- 
erage of 4.3 percent for liability 
premiums and 1.58 percent for 
combined collision and comprehen- 
sive insurance. 
* * or 


18 Million Cars Predicted 


For California in 20 Years 
SAN JOSE, Calif.—Highway 
Patrol Commissioner Bradford 
M, Crittenden has estimated 
there will be 18 million autos on 
the State’s highways in 20 years. 
Speaking to the California 
Peace Officers convention, he dis- 
cussed the job that will be faced 
in controlling traffic when there 
are enough cars in _ the state to 
form 85 b lines 
from the Motes border to the 
Oregon line. 
* 





* * 
Ryder Buys Leasing Firm 
SAN FRANCISCO.—Ryder Truck 


Rentals, Inc., Coral Gables, Fila., 
has purchased the truck-leasing 


assets of Barrett Garages, Inc., for | ' 


a reported $1,800,000, The new 
operation is being conducted in 
both Oakland and San Francisco, 

* of +. 


Publicity Committee Named 


For 1960 IASI Show 


MUNCIE, Ind.—Charles S, Rog- 
ers, chairman of the joint operating 
committee for the 1960 Interna- 





tional Automotive Service Indus- 





tries Show, has appointed a »ub. 
licity committee for the exhibition 
which is slated for Feb, 10-13 at 
the New York Coliseum. 

Chester A, Klein, Republic Auto 
Parts, Inc. has been appointed 
committee chairman, and William 
A, Raftery, Signal-Stat Corp., has 
been named vice-chairman. They 
will be assisted by C. Hazard 
Beckford, Franklin Auto Supply 
Co., Inc., and Rogers as an ex 
officio member. 

” x * 
New Book Recounts 


Great Auto Races 


DETROIT.—Memorable speed 
events are chronicled in “Races 
That Shook the World,” by Rodney 
Walkerley. 

The 120-page, illustrated book is 
published at $2.75 by Arco Publish- 
ing Co., 480 Lexington Ave., New 
York 17, N, Y. 

+ * ok 
Crump Completes Expansion, 
Occupies Two New Plants 

RICHMOND, Va.—B. T. Crump 
Co., manufacturer of seat covers 
and other accessories for auto in- 
teriors, has completed expansion 
plans with the occupation of two 
large plants, according to Robert 
H. C. Seaton, president. 

The main sewn-textile plant and 
office building has 127,000 square 
feet of space, and the new automo- 
tive supplies and distribution center 
has 20,000 square feet of space. 

* 


oa * 
80,000 License Plates 
ALBUQUERQUE, N. M.—Berna- 


lillo County auto license plate sales 
for 1959 have topped 80,000, Dick 
Pino, county license plate distribu- 
tor, reported. 
* * * 


Eaton Absorbs Sales Unit; 


Northeast Region Formed 


CLEVELAND.—Eaton Mfg. Co. 
has absorbed Gregg & Associates, 
formerly an independent sales 
agency which has been serving 
the company’s Dynamatic divi- 
sion in the New York region for 
the last 10 years. 

Ralph E. Fisher, sales vice- 
president, also announced estab- 
lishment of a Northeast sales 
region for Dynamatic products, 
consisting of New England, New 
York, Buffalo, Philadelphia, Pitts- 
burgh, Washington and the Rich- 
mond districts. W. E, Gregg jr. 
who formerly headed Gregg & 
Associates, has been appointed 
Northeast regional manager. M. 
M. Wolock, an associate of 
Gregg’s, was named New York 
district manager. 


* * * 


Dotson Motor Folds 
ALBUQUERQUE, N. M.—J. O. 
Dotson has filed a petition in bank- 
ruptcy in Federal Court here and 
has closed J. O, Dotson Motor Co. 
(Ford), Lovington. 


.. © ss 


Perkins Truck Diesels 


To Be Built in Brazil 


NEW YORK.—F. Perkins, Ltd., a 
subsidiary of Massey-Ferguson, an- 
nounces that production will begin 
in Brazil during the second half 
of 1960 of a six-cylinder diesel en- 

(Continued on Page 59, Col, 1) 





A Sales Message— 


An attention getter for Bank St. Ram- 
bler, in Decatur, Ala., is its white service 
trucks bearing the sign as shown above. 
It reads “If your wife can't park that 





monster, buy a Rambler." 
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The limousines are built on the of last year, Moss said. 





1. What's good about aluminum brakes? 

a. First of all, aluminum brakes are safer. Heat build- 
up causes brakes to fade after repeated application. A 
single sudden stop from 80 mph can build up as much 
heat in brake drums as a home furnace could generate 
in one minute at full blast. Since aluminum throws off 
heat three times faster than iron, aluminum brakes 
run cooler and fading is substantially reduced. 


2. Have aluminum brakes been thoroughly tested? 
a. A test car with aluminum brakes has made as many 
as 100 “crash” stops from 60 mph without loss of brak- 
ing efficiency. For several years now, large trailer 
trucks running over steep mountain roads have been 
using aluminum brakes with great success. And ad- 
vanced foreign and American racing cars have de- 
pended on aluminum brakes for consistent stopping 
Power for longer than that. Although aluminum 


.. brakes are relatively new to passenger cars, they’re 


not new to drivers whose safety absolutely depends on 


safe brakes under brutal driving conditions. 


3. Do linings last longer with aluminum brakes? 

a. They certainly do. Heat build-up “cooks” brake 
linings, making them wear out faster. Iron drums trap 
heat; aluminum throws it off. Aluminum brakes couple 
safety with economy. 


4. Do aluminum brakes have any effect on comfort? 
a. Yes. A car with aluminum brakes will ride better, 
because there’s less “‘unsprung”’ weight on the wheels. 
The less unsprung weight, the less bounce; hence, bet- 
ter riding qualities. And lighter wheels hug the road 
better, too. In the near future, you can look for further 
use of aluminum in the entire wheel assembly—for 
even better comfort and handling ease. 


5. Are aluminum brake drums available now? 
a. Yes. In fact, one make has featured aluminum 


brakes since 1957 and another will introduce them this 
year. It appears certain that there will be even further 





+QUESTIONS YOU MAY BE ASKED ABOUT ALUMINUM BRAKES 


use of aluminum brake drums in 1960. Actually, alu- 
minum brake drums are the result of years of re- 
search by automotive engineers working with Alcoa’s 
Research and Development Division. Aluminum’s 
strength, corrosion resistance and light weight make 
it the ideal metal for such a tough job. And for other 
tough automotive jobs, too, including engines, radia- 
tors and exterior trim. You’ll be seeing a lot more 
aluminum in next year’s cars. 


6. Where can | get more information? 

a. From your own automobile manufacturer or Alumi- 
num Company of America, 1810-JJ Alcoa Building, 
Pittsburgh 19, Pennsylvania. 


X ALCOA ALUMINUM 


GIVES EVERY CAR MORE GLEAM and GO! 





| 
j 
; 





60 


AUTOMOTIVE NEWS, SEPTEMBER 21, 1959 








How Nation's Salesmen Meet... 





Practical Problems of Selling 


“¢O THE gentleman drove away 
in his 59 Mercury Park 
Lane,” recalled Pat Sedlak as he 
recounted how getting the cus- 
tomer behind the wheel all alone 

helped him make a sale. 
Sedlak is a salesman for Mori 
Motors, Monessen, 


Sales Pa. Here’s his 
story: 

Case Mr. Jones just 

Histories came in to look 


around, He men- 
tioned the impending steel strike 
(this was early in the summer), 
but I took him for a demonstra- 
tion ride anyway in a Mercury 
Park Lane. 

He fell in love with the car. 
He liked the roominess, the com- 
fort, the styling. 

I knew I'd seen him somewhere, 
so I asked: “In addition to your 
regular job at Pittsburgh Steel 
Co., do you work somewhere else 
on the side, Mr. Jones? Tend bar, 
or something?” 

What a blunder! 

aa * * 
IS ’57 model was parked at 
the curb and inside were sev- 
eral religious models. As I drove 
the car around the block, it 


Oldsmobile Claims 
Big Decrease 
In Road Noise 


LOS ANGELES.—Road noise and 
harshness will be reduced sharply 
in ’60 Oldsmobiles, says Jack F. 
Wolfram, general manager. 

“This has been accomplished,” 
Wolfram said, “by making full use 
of Oldsmobile’s Guard-Beam frame 
in conjunction with the location of 
new live-rubber ‘Vibra-Tuned’ body 
mountings at the nodal points of 
the frame.” 

Wolfram explained to newsmen 
attending Oldsmobile’s West Coast 
press preview that the nodal points 
—points of maximum vibration 
along the frame—are determined 
by the use of special electronic 
equipment. 

He told the writers that the ad- 
vancement had been brought about 
by Lowell Kintigh, an Oldsmobile 
assistant chief engineer, who has 
made a vocational hobby of an- 
alyzing and learning to control vi- 
brations. 

“With the use of special] elec- 
tronic equipment,” Wolfram con- 
tinued, “Kintigh determined the lo- 
cation of the nodal points on the 
frame. His idea was to place the 
body mountings at these points to 
virtually eliminate the transmission 
of vibration from the frame to the 








Ford Dealer in N. C. 
Suffers $250,000 Fire 


SHELBY, N. C. — Hoyte Keeter 
Motor Co. (Ford) was destroyed by 
fire the night of Aug. 24 with 
damage being estimated by Hoyte 
S. Keeter, operator, at between 
$200,000 and $250,000. 

The fire is believed to have start- 
ed in a fan in the rear of the build- 
ing, spreading to nearby paint cans. 
The entire two-story building and 
its contents, including company rec- 
ords, were ‘destroyed. 
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goodbye when I remembered that 
my boss, Dean Mori, is a better 
salesman than I am. 

I told him Id like him to meet 
my boss and, after the introduc- 
tions, I excused myself and they 
got down to business. 

* +” * 
A FEW minutes later, Mr. Mori 
asked me to drive Mr. Jones 
to the warehouse and return with 
a ’59 Monterey. I purposely took 
no extra license plate along: 

At the warehouse, I said: “Mr. 
Jones, you drive the Park Lane 
back to Monessen and follow 
me closely, because I forgot to 
bring another license plate with 
me,” 

Apparently the second ride all 


dawned on me—Mr. Jones is an 
usher at my church, and the pre- 
ceding Sunday he had directed 
me to a pew. 

I reminded him of this, and 
it appeared that my blunder 
wasn’t ag great as I had first 
suspected, But he still hedged, 
and we didn’t enter the closing 
office, 

We were at the door saying 





Dailey Picks Ministry 
COON RAPIDS, Ia.—Milo Dailey 
II has decided to give up his auto- 
mobile dealership and study for the 
ministry. Dailey Motor Co., in 
which he was associated with his 
late father, will be sold at auction. 








by himself sold him completely. 
When we returned to the dealer- 
ship, Mr. Jones asked: “If I buy 
this car now (Saturday), can I 
have it today?” 

“Certainly, certainly,” I said. 

So the gentleman drove away 
in his 59 Mercury Park Lane.— 
Pat SEpLAK. 





California Investigates 
Car Warranty Programs 
SACRAMENTO, Calif.—A Cali- 
fornia legislative committee has 
begun an investigation of car war- 
ranty programs in the state. 
Assemblyman Thomas M. Rees, 
Los Angeles Democrat, said the 
committee would look into charges 
that legitimate claims aren’t being 
paid and that the claims procedure 
is so complicated that it is almost 
impossible to collect. 





Oneida Introduces 


New Coach Line 


CANASTOTA, N. Y.—Oneidg 
Products, a division of Henne 
Motor Co., has introduced the 
Oneida Suburban, a new line of 
passenger coaches designed for 
city, intercity and highly special. 
ized uses, 

The firm said the Suburban in. 
corporates such features as sliding. 
type 54-inch aluminum sash hinged 
at the top, headrest-type seats, 
dual headlights, special destination 
signs, heavy-duty floor covering, 
sedan doors, 76-inch headroom, 
“giant size” full wraparound two- 
piece windshield and large luggage 
compartments. 

The units are available with both 
forward and rear power, with a 
large variety of motive power, 
transmissions, brakes, steering and 
electrical systems, the firm added. 
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DEAL YOURSELF IN ON THESE NEW MONROE MONEY-MAKERS! 


Here are two new Monroe package deals that offer you tremendous 
value, big volume and hefty profits. Take your choice—or order both— 
and deal yourself in on one of the hottest profit opportunities in years! 


_ $5000 PROFIT FOR YOU 
IN THIS TD-12 ASSORTMENT OF 
12 MONRO-MATIC SHOCK ABSORBERS 


Six pairs of Monro-Matic shock absorbers to fit the 
most popular cars on the road. Packed in a sturdy 
shipper that doubles as a display carton. 


-&> 


FREE Tool Board— 
a $10.00 value! 


This complete set of shock ab- 
sorber tools comes free with each 
TD-12 Assortment. These are 
top-quality tools that’ll come in 
mighty handy for many jobs 
around the shop. 





sturdy display carton. 





$4200 PROFIT FOR YOU 


IN THIS P-D-6 ASSORTMENT OF 
6 LOAD-LEVELERS* 


The three most popular size Load-Levelers* comprise 
this special introductory assortment. Packed in a 


FREE Display Board 


This colorful 21” x 31” display 
board comes free with each P-D-6 
Assortment. Can be wall mounted 
or displayed on the wire rack in- 
cluded. Hardware for mounting 
one Load-Leveler* also included. 
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Used-Car Notes 














New Home for Long Motor— 


This is the new home of Long Motor Co, (Ford) in Gilmer, Tex. The main building, 
9 by 40 feet, houses offices, parts department, storage facilities, business office, 
glesmen's offices and conference room. There also is a 70 by 100-foot shop building. 
Attached to the front is a glass-walled, 40 by 32-foot showroom. The dealership is 
operated by Jake Long. 





LOUISVILLE. — Bob Ryan Auto 


‘| Sales has been sued for $5,287 dam- 
|.ages by a used-car buyer who 


claims he wound up in court be- 
cause of a faulty title issued by the 
firm. The action was filed by 
Joseph Durbin and his father, An- 
thony. 


Joseph Durbin charges that after 
he was involved in an accident, 
State Police found that the motor 
number of his registration papers 
did not check with the engine’s 
serial number. He was arrested on 
a charge of faulty registration and 
fined $22. The suit maintains that 
father and son lost time from work 
because of the court action. 


Boy Ryan said another dealer 
gave him the wrong number with 





the car. It all began, he said, when 
a person with two cars of the same 
make traded in one and gave a 
dealer a bill of sale on the wrong 
auto. 
* + + 

Phila. Independents Back 
Inspection-Delay Proposal 


PHILADELPHIA.—The Philadel- 
phia Independent Automobile Deal- 
ers Assn. is supporting a bill which 
provides a 48-hour delay in having 
vehicles from out of state in- 
spected. The bill has been passed 
by the House and has been sent 
to the State Senate. 

Association head Milton Berr 
wrote senators that the 48-hour 
grace period would permit dealers, 
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who drives a heavily loaded vehicle needs Load- 


Levelers*— Monroe stabilizing units with built-in ride control 


for a level ride under all road and load conditions. 


Load-Levelers* are widely advertised, easily sold, 
anteed. Quickly and easily installed on old or new 
in place of original-equipment rear shock absorbers. 


Your jobber stocks Load-Levelers* for immediate delivery. 
Call him for your supply now . . . and start “‘cashing in” on one 


of the hottest automotive items in years. 


*Trademark 
- MONROE | 
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MONROE AUTO EQUIPMENT COMPANY 
MONROE, MICHIGAN 
IN CANADA + MONROE-ACME, LTD., TORONTO 
World’s Largest Maker of Ride Control Products 
including famous Monro-Matic shock absorbers 
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CALIBRATED RIDE CONTROL WITH ANY LOAD 








who have their own service and 
inspection departments, to trans- 
port vehicles purchased in neigh- 
boring states to their place of busi- 
ness. 

+ * * 


Kiser & Donaho Formed 


TUCSON, Ariz.—Ralph Kiser and 
Ned Donaho have established a 
new concern, Kiser & Donaho, Inc., 
3418 E. Speedway Blvd., to handle 
used cars and distribute Apache 
camp trailers in Arizona, 

* nd * 


W & W Motors Expands 


KNOXVILLE, Tenn.—Ross C., El- 
lerbe has sold Ross & Co. to 
W & W Motors, a used-car firm 
owned and operated by Wayne 
Watkins and John Waddell. 


* 5 * 


Greens Open Second Lot 


FORT WORTH.—Green Motor 
Co. has opened its second lot here 
at 401 Henderson. Robert Green 
and his brother, Ethan, are co- 
owners. 





Goodyear Sees 
Another Record in - 
Replacement Mart 


AKRON.—Auto tire replacement 
sales will set a record for the 
fourth straight year in 1960, accord- 
ing to O. E. Miles, trade sale vice- 
— Goodyear Tire & Rubber 


Miles said 56,605,000 passenger-car 
tires were sold in the U. S, replace- 
ment market in 1957, and 61,570,000 
in 1958. He expects the total to hit 
66 million this year and 68 million 
or more in 1960. 

“Retread tire sales also are ex- 
panding,” he said, “Retread units 
should top 33 million in 1960 after 
setting records at 29 million in 
1958 and 31 million in 1959, 

“Demand for whitewall tires, 
which now make up about 40 per- 
cent of all auto replacement sales, 
is expected to increase another 10 
to 12 percent,” Miles said. “And de- 
mand for mud and snow tires will 
rise 15 percent next year.” 

Motorists can look forward to 
even better tires in 1960 than are 
now available, according to Miles. 

“Accelerated tire development 
work, being pushed hard by bigger, 
heavier and more powerful cars 
and increasing numbers of high- 
speed expressways and turnpikes, 
paid off in 1959 and will produce 
better quality tires in 1960,” he 
said, 

“Stepped-up tire research and 
merciless tire testing on Goodyear’s 
140-mile-an-hour Texas test track 
increased tire mileage up to 25 per- 
cent on the company’s entire line 
of passenger car tires in 1959,” 
Miles said. 





Davidson Chevrolet Moves 


DENVER. — Davidson Chevrolet, 
Inc., has moved to new quarters at 
2555 S. Colorado. Don Davidson 
heads the dealership. He has been 
a Chevrolet dealer here since 1955, 
and his family has owned a Chev- 
rolet dealership in Mobridge, S. D., 
since 1923, That outlet now is head- 
ed by Roy Davidson, a brother. 
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Wage Earner Must Be Sold on Them, Macfadden Says .. . 





‘Blue Collar’ Views on Compacts 


NEW YORK.—A number of “sig- 
nificant” findings have been re- 
ported by the Marketing and Re- 
search Department of Macfadden 
Publications, Inc., in its study of 
the American wage earner’s views 
on compact cars, 

The department said the survey, 
based on opinions voiced by more 
than 1,000 members of a panel of 
“blue-collar” workers, showed: 

1. Wage earners are not aware 
of any price differential between 
smaller cars and standard-size 
American cars. They do not con- 
sider purchase price as an ad- 
vantage of smaller cars over 
standard cars. 

2. Wage earners are not yet con- 
vinced that smaller cars meet as 
many of the important specifica- 
tions and requirements as do larger 
cars. 

3. Most wage earners do not pres- 
ently indicate a desire to buy the 
foreign smaller cars. Their atti- 
tude: “Buy American so American 
dollars are spent on jobs for Amer- 
ican workers.” 

Wage earners feel that the 
new Big Three compacts will 
shake up the entire auto market. 
For this reason, most would like 
to wait and see what is going to 
happen before buying a smaller 
car. 

5. The prestige of newness has 
strong appeal for most wage earn- 
ers. Many feel that in a compact 
car they can get at a reasonable 
price both prestige of newness and 
the extras now most reasonable in 
buying a used car. 

Pointing out that the country’s 
26 million wage earners constitute 
a major market for compacts, 
Everett R. Smith, Macfadden’s 
marketing and research director, 
said manufacturers must: 

1, Inform wage earners of any 
price differential between smaller 
and standard-size cars. 

2. Show how a new smaller car 
offers prestige of newness plus the 
luxury of extras at a small price. 

3. Convince the “blue collar” 
worker that smaller cars are safe, 
roomy, easy to repair, easy riding 
and have good tradein value. 

Smith said the study also showed 
that the average income of these 
families is between $5,000 and 
$7,000, that a quarter of them have 
a@ second car and a third who don’t 
are thinking of buying one. 

“But the combination of pur- 
chasing power and lower price 
will not automatically lead to 
sales,” Smith added. “The moti- 
vations and the purchasing pat- 
terns of the wage-earner families 
differ from those of their white- 
collar counterparts. 

“Their reactions to marketing 
programs are controlled to a large 
extent by the mores and customs 
of the social structure in which 
they live and the media through 
which a wage earner may learn 
about these cars are restricted. 

“Thus,” Smith continued, “it is 
important to consider the sales ap- 
proach to the wage earner in a dif- 
ferent light from the strategy for 
reaching the white-collar workers.” 

He said that most of the work- 
ers queried felt that before they 
decide whether to buy a com- 
pact or conventional car, they 
should know more about the 
small car’s gas mileage, repair 
costs, initial price, safety, work- 
manship and riding quality. 

They rated the smaller cars best 


$12 Station Wagon Fee 


Enacted in Pennsylvania 

HARRISBURG, Pa.—A bill to 
establish a special license classi- 
fication for all station wagons 
and charge an extra $2 for an- 
nual registration was given final 
passage by the Pennsylvania leg- 
islature and sent to the governor 
for signature. 

Under the measure, some 400,- 
000 station wagon owners in 
Pennsylvania who now pay the 
$10-a-year passenger vehicle fee, 
will pay $12 starting with the 
1960 registration period. 

However, the new suburban ve- 
hicle registration would mean a 
saving to about 40,000 other sta- 
tion wagon owners who use their 
vehicles commercially. They now 
pay truck fees ranging from 
$16.50 to $26 a year. 











on operating economy and work- 
manship, ease of handling, engine 


performance and appearance, Smith | po 


said. But they ranked standard 
cars tops on riding quality, safety, 
workmanship and easy and inex- 
pensive repairs. 

American cars such as the Ram- 
bler and Lark won the nod over 
foreign models. Thirty-eight per- 





Olds Announces 
2 Major Changes 


In Sales Force 


LANSING.—Two major changes 
in Oldsmobile’s field sales forces 
have been announced by V. H. 
Sutherlen, Oldsmobile general sales 
manager. 


Edward D. Ruth, Atlantic re- 





H. J. O'Connell 


E, D. Ruth 


gional manager for the past two 
years, has been transferred to 
Pacific regional manager to fill a 
vacancy created by the recent re- 
tirement of E. J. Bigley. Ruth has 
been with Oldsmobile’s sales de- 
partment for 25 years. 

Herbert J. O’Connell, New York 
zone manager for the last 2% years, 
has been promoted to Atlantic re- 
gional manager. He has been with 
Oldsmobile for more than 13 years 
and was a retail car salesman for 
nine years before joining Oldsmo- 
bile. 





cent favored the former, compared 
with only 18 percent for the im- 
rts. 

Most of those who preferred the 
U. S. cars gave as their reason, “we 
are meeting foreign competition 
and keeping American dollars in 
America.” 

Others claimed that the im- 
ports are too light, it is too hard 
to get parts and they are too 
dangerous. 

Of the potential second-car buy- 
ers, Smith said, 41 percent felt they 
would consider a foreign car and 
59 percent said no, Of the potential 
first-car buyers, only 15 percent 
said they would look at a foreign 
car. 

Those who said they would con- 
sider a foreign car stressed econ- 
omy features and ease of handling, 
Smith said. 

“Wage earners living in the in- 
dustrial Midwest appear to be least 
interested in owning a foreign car,” 
he said. “As might be expected, it 
is the younger wage earner who 
shows the greatest interest in for- 
eign cars.” 

He said eight of 10 workers 
thought it was a good idea for 
the Big Three to build compact 
cars. 

The biggest reason for this view, 
Smith added, was the wage earn- 
er’s desire to see U. S. competition 
force foreign cars off the market 
so American workers can get jobs 
instead of foreign workers. 

Those who didn’t like the idea of 
the Big Three compacts said the 
cars would be a fad or fear the 
high costs of U. S, labor will price 
the new models out of the market. 





Andis Moves 


GREENFIELD, Ind.—Andis Mo- 
tor Sales (Dodge) has moved its 
showrooms from a downtown lo- 
cation to a new building on the 
western edge of town. Alva T. 
Andis is the owner. 








“Well, now we don’t need to 
spend our money for one of them 
‘compact’ cars!” 








Tire Shipments 
Up in Month 


NEW YORK. — Manufacturery 
shipments of car tires during July 
amounted to 9,241,937 units, an in. 
crease of 4.01 percent above the 
8,885,554 tires shipped during June, 
according to the Rubber Manufac. 
turers Assn. 

Production of car tires in July 
amounted to 9,856,774 units, increas. 
ing 9.25 percent above the June 
production of 9,022,197 tires. Inven- 
tories in the hands of manufactur. 
ers at the end of July amounted to 
16,853,356 units, an increase of 4.46 
percent as compared with the June 
inventories of 16,134,426 tires. 








———. 


Survey Shows Autos Lead 
In Hiking Research Budget 


NEW YORK.—Auto manufactur- 
ers increased their 1959 research 
and development budgets 32 per- 
cent over the 1958 level to lead all 
industries analyzed in a survey by 
the American Management Assn. 

The average increase for 582 
companies in 23 industries was 

12.1 percent, the study found. 

That makes 1959 the alltime high 

for research and development 

budgets. The previous high was 

reached in 1958. 

The 12 percent increase this year 
compares with a 4 percent year-to- 
year gain in 1958. 

The results of the survey were 
disclosed by Dr. Philip Marvin, 
head of the management group’s 
research and development division, 
at a forum for company presidents 
at the Astor Hotel here. 

He said 64 percent of the firms 
studied increased their budgets for 
the development of new products 
and processes this year. Another 
8 percent were unchanged, and 28 
percent reduced budgets. 

All but one of the 23 industry 
groups studied increased their 





budgets this year. The lone decline 
was registered by the “miscellane- 
ous machinery and parts” category. 
Last year, six groups had de- 
creases. 

Following the auto industry in 
percent of increase were instru- 
ments, up 29.7 percent; electrical 
machinery, up 23.8 percent, and 
metalworking machinery, up 21.7 
percent. 

Marvin said new-product expend- 
itures in 1958 averaged 3.2 percent 
of dollar sales, compared with 2.8 
percent in 1957. 

The rubber industry topped all 
groups with a research and devel- 
opment budget totalling 9.3 percent 
of sales, and general industrial ma- 
chinery was second with 7 percent. 
Auto makers were ninth in this 
category with 2.8 percent. 


Wilcox Adds Studebaker 
SEATTLE.—Wilcox Motors, 600 
E. Pike, has been awarded a Stude- 
baker franchise. Leonard M. Wilcox 
is president of the company. It will 
continue to handle Mercedes-Benz. 








New-Car Penetration in States for First Six Months, 1959 
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New Hampshire ......... 8.63} 85) .23| 54) 3.06] 7.87| 12.55, 21.32) 1.00) .40| 2.75] 25.47| 2.85| 1.83| 24.01] 4.70) 4.89] 38.28) 3.28| 11.79 
New Jersey .......s.0005 5.92} 1.79| 48) 1.06] 2.53, 7.76] 13.62/ 20.71| .58| .65| 2.44] 24.38) 3.81| 3.35) 22.39) 6.25| 7.24) 43.04) 2.37| 10.67 
New Mexico .........06. 4.25] 1.03} .34| 52) 2.70, 5.26, 9.85] 24.38) .85| .39| 2.66] 28.28) 4.64| 1.90] 27.48] 5.98] 4.61) 46.01| 2.53] 9.08 
a 6.07} 1.52} .42| .95| 2.53) 7.75, 13.17| 19.94) °57| .61/ 2.42) 23.54) 4.05, 3.36] 21.74] 8.11] 7.35| 44.61) 2.43] 10.18 
North Carolina .......... 3.56} 94/15} 67; 2.17) 6.44, 10.37} 28.96] .82| .29| 2.23] 32.30] 4.68] 1.93) 23.21] 5.72) 6.37) 41.91] 1.76] 10.10 
North Dakota .........+. 5.86| 1.42| .30| 98) 3.18] 8.16] 14.04) 27.94/ 1.39]  .36| 3.30 32.99] 4.42) 1.42| 24.77] 7.01| 5.08] 42.70] 1.46] 2.95 
BN ii cons tgevectans 5.43) 1.00] .23) 87) 2.97| 6.38) 11.45] 25.08 .93| .37| 2.77| 29.15| 4.87] 2.15] 23.45] 6.72| 7.20) 44.39} 2.55| 7.03 
Oklahoma ...........05. 4.52} 68) .20| 59] 1.80] 4.68! 7.95| 26.19) .47| .31| 2.36] 29.33] 4.60) 2.08] 29.88| 6.56] 6.73] 49.85 1.75) 6.60 
IT i caceanpececates 9.32}  .57| .23| 74) 1.51] 4.83] 7.88) 21.36, 93) 40] 2.50] 25.19] 3.85] 1.74] 23.08] 4.48} 6.39] 39.54] 3.37] 14.70 
Pennsylvania ..........+. 6.59] 1.64| .38/ 1.19) 3.21) 8.35, 14.77| 20.85, 83) 48 2.77) 24.93| 4.43} 2.68] 24.02] 6.03| 6.14 43.30) 2.75] 7.66 
Rhode Island ............ 7.91| 1,34) 31/44) 2.43) 7.98) 12.50] 25.71] .33| .56| 2.33) 28.93) 3.27| 2.57| 21.28| 5.07) 4.33) 36.52| 1.80] 12.34 
South Carolina .......... 4.22} 77| .16| 53) 2.12) 6.33} 9.91/ 26.72) .73| .31| 2.36 30.12] 5.09| 1.69] 23.60] 4.83| 5.93| 41.14, 2.59 12.02 
South Dakota ........... 5.58] 1.32/ .25| .65| 2.78| 6.66, 11.66| 27.27} 1.53] .28| 2.91| 31.99] 4.90] 1.53] 25.86| 7.02] 5.95 45.26, 1.76) 3.75 
Tennessee .........-005. 4.91| 74, .24|  .69| 2.26] 5.83, 9.76] 26.63) 1.13} .38| 2.28} 30.42| 4.89] 1.89] 26.44] 6.50] 6.99] 46.71| 1.70) 6.50 
OU inns 500 connnneas 3.70} .69| .26| 46) 1.60) 4.41| 7.42) 26.22) 51/38] 1.82) 28.93| 4.61| 2.29] 28.98] 6.97, 6.38] 49.23] 1.66 9.06 
WE ckasdes vincueaeeees 8.10} .88| .24) 1.21] 2.17) 5.92} 10.42) 21.49] .87| .41| 3.42] 26.19] 5.24) 2.33] 22.72| 5.94) 7.54) 43.77] 1.50] 10.02 
ee eer 7.92} 1.09| .15| 83) 2.97) 8.60] 13.64| 21.48] .79| .18| 2.88] 25.33) 3.84) 1.54] 23.73} 3.52) 4.34 36.97) 2.40] 13.74 
NOR 6s svensk ss teens 4.20] 1.09] .26| 84) 2.43) 7.98| 12.60/ 25.55; .68| .44| 2.66] 29.33] 4.10| 1.76] 23.38] 4.98} 5.99] 40.21) 1.84| 11.82 
Washington ...........4. 7.69 .69| .22/ .60| 2.20) 5.12} 8.83) 23.85) .99| .44| 2.69] 27.97, 3.72| 1.45| 22.34] 4.37] 5.63| 37.51| 2.25) 15.75 
West Virginia ........... 5.10; 1.20] .21| .95| 2.88) 6.74, 11.98) 24.10) 1.31| .41| 2.93] 28.75| 5.12| 1.85| 24.33) 6.37] 6.34 44.01) 2.80] 7.36 
SE ET a 10.35] .95| 20/69} 2.77| 5.64; 10.25] 23.92; .66| .41| 2.40/ 27.39] 5.01| 2.11) 24.19) 7.11] 7.21] 45.63] 1.85) 4.53 
Wyoming ..........0.06. 7.35] .94| .27| 76) 2.12| 4.96, 9.05 21.63} .97| :52| 2.82] 25.94] 5.44] 2.85| 25.42| 6.89! 6:49] 47.09] 1.88| 8.69 
District of Columbia ,..... 5.37| 1.46] .36| 80 2.40| 10.51| 15.53] 20.32) .53| .67| 1.77] 23.29] 2.55] 3.46] 21.32] 6.33] 6.94] 40.60] 2.31| 12.90 





6-Month Sales Data Supplied by R. L. Polk & Co. 
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George L. Glaser Writes: 





and improved six-cylinder Merce- 
des-Benz models—with a lower and 
more streamlined body—will be ex- 
hibited by Daimler-Benz at the In- 
ternational Automobile Show in 
Frankfurt-on-Main this week. 

The cars are designated 220, 

replacing the former 219; the 220 
S, an improvement of the old 
220-S, and the 220-SE, an added 
starter. The latter is a fuel-in- 
jection model. 

All three have the same new 
wheelbase, 108.25 inches, and the 
same new body with identical ex- 
terior and interior measurements. 
They differ, however, in perform- 
ance and equipment. 

The cars have a lower and broad- 
er radiator grille, an increase of 35 


percent in overall window area 
with larger wraparound wind- 
shields, sturdier bumpers, ridges 


along the rear fenders and a 50 
percent increase in trunk space. 
They also have the large ver- 
tical front lights, like those on 
the 300 sport cars, padded instru- 
ment panel, a new steering wheel 
with a large padded safety hub, 


speedometer with changing colors 
at various speed levels. 

Standard equipment on the 220 
also includes a windshield-washing 
unit, a lockable glove compartment, 
two fog lamps, four parking lamps 
and two backup lights. 

In addition to these features, the 
220-S and 220-SE have four padded 
armrests, flexible hand grips and 
recessed handles and a new type 
of instrument panel framed in 
shock-absorbing unholstery. 


A steel sliding roof and auto- 





Just Like a Car— 


The Garant, a new truck introduced by 
Rheinstahl-Hanomag, has _ independent 
front-wheel suspension like a passenger 
car. 


BONN, Germany.—Three new| 


padded sun visors and a vertical | 





Auto Letter from Europe 


matic clutch are optional on all 
three models. 

The overhead camshaft engine 
of the 220 now is equipped with 
two downdraft carburetors, The 
power plant develops 105 horse- 
power at 5,000 r.p.m. 


| 
| 
| 


standard equipment includes a win- 
dow- washing unit, turbo brake | 
drums in front and lockable front 
doors. 

The engine of the 180 model de-| 
velops 78 h.p, at 4,500 r.p.m., and 
the output of the 190 has been | 





The engine of the 220-S has two 
two-stage downdraft carburetors, 
and its redesigned valve gear and 
camshaft give improved torque at| 
practically all speeds and increase 
output to 124 h.p. at 5,200 r.p.m., 
the company said. 


boosted to 90 h.p. at 5,000 r.p.m. | 
|The output of the diesel models) 
|180-D (46 h.p.) and 190-D (55 h.p.) | 
has not been changed. 

Both the 180 and 190 models have 
lower hoods. 





The intermittent manifold fuel- 


injection system on the 220-SE en-| 


gine has been further improved, 


Daimler-Benz said, and now has| 


straight instead of curved induc- 
tion pipes. 

The engine now has an output 
of 134 h.p. at 5,000 r.p.m. 

The company said the four- 
cylinder models, 180, 190, 180-D 
and 190-D, also have been im- 
proved. 

They also have the lower and 
broader grille, sturdier bumpers 


Another German manufacturer, 
Rheinstahl-Hanomag, has intro- 
duced a new truck called the 
| Garant, a heavier version of the 

forward-controlled Kurier. 

With a van body, the Garant can 
carry 2% tons and also features) 
independent front-wheel suspen-| 
sion, a rarity for trucks, The van) 
body has a door in the rear with | 
two wings and a side door. | 

The vehicle is powered by a 2.8-| 
liter, four-cylinder diesel engine} 
which develops 65 h.p. at 2,800 


| 
| 
| 
| 
| 
| 





and more modern taillights. Added 





r.p.m. 








| 
In Annual Buffalo Cavalcade .. . 


Pierce-Arrows Roll Again 


BUFFALO.—Sleek auto bodies of 
finely crafted aluminum. 

Colors glowing with four to eight 
coats of hand-rubbed finish. 

High-speed acceleration from 
2 to 50 m.p.h.—without shifting. 

Brakes copied from the Isotta- 
Fraschini, famed Italian luxury 
car. 

And economy? Twelve miles per 
gallon of gas—in an easy-riding, 
5,000-pound car. 

This isn’t the dream car of to- 
morrow. It is the dream car of yes- 
teryear—the Pierce-Arrow, “Aristo- 
crat of Motordom.” 

More than 20 restored models 





Briggs Sells Business, 


Quits as DADA Chief 


DETROIT.—The Detroit Auto 
Dealers Assn. has announced the 
resignation of A. F. (Al) Briggs, as 
its president, following the sale of 
Smith-Briggs, Inc. (Ford), to Pat 
Milliken-Ford, Inc. Gordon Wilson 
sr., of Trumbull Chevrolet, DADA 
vice-president, will serve as acting 
president for the balance of the 
year. : 

Elected to fill the DADA board 
vacancy created by Briggs’ depar- 
ture was Floyd Rice (Ford), De- 
troit. 





Police Puppet Show— 
: Traffic education for German children is provided by Hamburg police with this 
Puppet show on wheels. The special truck is a Hanomag-Tempo, manufactured by 
Rheinstahl-Hanomag. 








| 
| 
from all parts of the country took | 
part in a 25-mile cavalcade, the} 
second annual tour of the Pierce- 
Arrow society. | 

The biggest car was a 6,000- 
pound, 1917 touring car with | 
148-inch wheelbase. Driven by | 
Henry E, Becker, Roseland, N. J., 
it cost $6,500 new and has cov- 
ered 167,000 miles. 

Left behind in a hotel parking} 
lot was a Pierce-Arrow two-seat | 
motorette, which cost $900 in 1901. 
Robert Greene, its owner, doubted 
that its 2%-horsepower motor 
would carry it up a bridge on the 
parade route, It is steered by a 
tiller. 

The Pierce-Arrow Society was 
formed here last year to promote 
the preservation and restoration of 
“America’s finest motor car.” 

The cavalcade paused on Great 
Arrow Ave. for dedication of a 








marker at the old Pierce-Arrow | 
plant, where the car was manufac- 
tured from 1901 to 1938, 


Unrestored Pierce-Arrows now 
bring $900 to $3,000 on the open 
market, a society member said. 

“Once they’re brought back to 
like-new condition, they’re virtu- 
ally priceless,“ said Peter V. R. 
Lapey, who had two Pierce-Ar- 
rows in the cavalcade, 

He drove a 1930 touring car with 
soft top and two windshields, one 
for the driver and a second behind 
him for the passengers in the back 
seat. 

“The car delivers a great deal of 
power at low speed in high gear,” 
said Lapey. “It produces 135 
horsepower at 3,200 r.p.m.— mod- 
ern cars have to wind up to 5,000 or 
6,000 r.p.m. before they get maxi- 
mum horsepower. This car can 
crawl at 2 m.p.h. in high gear or 
cruise at 50 m.p.h.—it’s almost like 
automatic transmission.” 





Harrison Plans 


Plant Expansion 


LOCKPORT, N. Y.—Plans for 
immediate construction of a 180,- 
000-square-foot warehouse and a 
200,000-square-f oot manufacturing 
building at the West Lockport 
plant of the Harrison Radiator di- 
vision are announced by L. A. 
Zwicker, general manager. 

The additions are being made, 
Zwicker explained, to meet Harri- 
son’s need for centralized ware- 
house facilities and additional man- 
ufacturing area to handle the 
increasing demand for automotive 
air conditioners. 





Greenwald Expands 
AKRON.—A Plymouth dealer 
in Akron for a number of years, 
James H. Greenwald, of Green- 
wald Plymouth, has opened a 
second Plymouth dealership here, 








THE NADA 
USED CAR 
GUIDE... 


A Leadon 


in the Used Car 
reporting field 
because it’s « « « 


» « Published in 8 regional editions to reflect 
conditions in your market. 


LOCAL . 


CURRENT « « «Published every 30 days. 


COMPLETE « « « Average wholesale, average retail and 
(in most areas) the average loan values. 
Also easy to identify scale drawings of 
both domestic and imported passenger 
cars. 


NOW ... A SIMPLIFIED AND EXPANDED 
TRUCK SECTION 


Easier to Use 


MOST MODELS TO 
26,000 #GVW 


Quantity prices on request 






ONLY 


$8 -00 


PER YEAR 











known as Colonial Plymouth, Inc. 


Quantity 


XO) DIULGIN LOIN 


of 
GREY IRON CASTINGS 


ate 


PONE OF THE NATION’S 


LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


ats 


“THE WHELAND COMPANY 


FOUNDRY DIVISION 


TW OFFICE AND MANU! DiAKIT< 


al V Vad lelele). Wve das 13094: 
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New Law Curbs 


Auction Activities 





Used-Car Auction Prices 








In Salt Lake City 


SALT LAKE CITY.—An ordi- 
nance restricting activities of auc- 
tioneers within the city limits has 
been passed here with the support 


(ps) ; 
(ps); 


Monterey 4-dr, 
Custom 4-dr., 


’55 Monterey 2-dr, hardtop, a So; 2 


(Continued from Page 45) 


hardtop, $1,010* 
$820*, 


of the community’s auto dealers. 4-dr., $595°; Custom 2-dr., 
“ dr, hardtop, $410; 4-dr., $310" 
Highlights of the ordinance are:| , 
54 Monterey 2-dr. hardtop, $510*; 4- 
1. Auctioneers must obtain a City dr., $425*, 
license at a cost of $100 a year.| ‘53 Monterey 4-dr., $360, 
Transient auction operators muSst| OLDSMOBILE—’58 (88) 4-dr., $1,910* 
pay a license fee of $50 a day. (ps). 
3. Auctioneer. m 1 "57 (98) 4-dr, Holiday, $1,690* (ps); 
s ust supply the (88) Super 4-dr, Holiday, $1,670* 


City with a $5,000 corporate surety 
bond. 

3. Merchandise on sale must have 
been within the state at least 90 
days prior to being placed on sale. 


dr., $1,080* 


$850* (ps); 2-dr. 


(ps). 
"56 (98) 4-dr. Holiday, $1,210* (ps); 4- 
(ps) ; 
Holiday, $1,085* (ps). 
’55 (88) Super 4-dr, Holiday, $875* (ps), 


(88) Super 4-dr. 


Holiday, $175* 


4. Auction stocks cannot be re-| PLYMOUTH—’57 Belvedere (8) 4-dr., $1,- 
plenished. 135*; conv., $1,125* (ps); Suburban 
8) 2-dr., *; 8) 4-dr., 
5. Before any auction, the opera- ae oe 
tor must file with the City license| 56 Savoy (6) 4-dr., $715*. 
assessor and collector a descrip-| PONTIAC—'’58 Chieftain 4-dr. Catalina, 
= $1,770*; Safari 4-dr., $1,695* (ps). 
— wad + 1% = — iat un-| +57 Btar Chief 4-dr., $1,300*; Super 4- 
ess such item is valued at less than ar., $1.296°; 2-dr., $1,195*; Chieftain 
-dr., $1,100°, 


$5. 

6. Auctions are prohibited on 
Sundays and holidays. 

The ordinance will have no effect 


4-dr., $660*. 
’55 Chieftain 2- dr., 


"56 Star Chief 4-dr, 
. 


$340*. 
*53 Chieftain conv., $325*. 


Catalina, $1,050*; 


on the Salt Lake Auto Auction, ns ye Rebel Super (8) 4-dr., 
,825* (ps), ° 
which is conducted outside the city) .5¢ Custom 4-ar, $850*: Deluxe 4-dr., 





limits. $500. . 








tomers. And outstand- 
ingly different, Tri-Ex 
refined WOLF’s HEAD 
has proved itself over 
and over again as the 
oil that keeps custom- 


PS 


Seamsylvana Motn Ods 


OLF? 





ers satisfied. With WoLF’s HEAD car-owners get 


complete engine protection . 


That’s because WOLF’s HEAD is 100% Pure 
vania . . 


steps for extra life... extra toughness... 


. . smoother perform- 
ance... fewer repair bills . . . use less oil. 


Pennsy]l- 


Tri-Ex refined three important extra 


scienti- 


fically fortified for complete, all round protection. 
WoLr’s HEAD is outstandingly different and it’s a 
difference that makes a difference to your customers 


...and to you. 


Keep customers coming back again and again... 
with WOLF’s HEAD . . . commanding distinctive 


customer loyalty. 


Ano LveES 





WOLF’S HEAD OIL REFINING CO., 
OIL CITY, PA. 


NC. 





MISCELLANEOUS—’58 Ford Panel, $1,- 
005. 





Nashville Auto Auction, Sale every Wed- 
| nesday. Prices are for sale of Sept, 9. 
Sold 116 cars from 188 consignments. 


2 NASHVILLE, TENN. 


meer 7 "58 Century 4-dr., $1,850*, $1,- 
5* 

’57 Special 4-dr, Riviera, $1,560*; 4-dr., 
$1,430*. 

"56 Super 4-dr. Riviera, $1,250* (ps); 
Special 2-dr., Riviera, $1,000*; 4-dr., 
$960*. 

’55 Special 2-dr., $650*. 

'54 Special 2-dr., $400*. 

"53 Special 2-dr, Riviera, $310*; 2-dr., 
$260*. 

CADILLAC—'56 (62) Coupe de Ville, $1,- 
850* (ps). 

"55 (62) 4-dr., $1,430* (ps), $1,425* 
(ps). 

"54 (62) 4-dr., $1,000* (ps). 

"53 (62) conv., $675*; 4-dr., $495* (ps). 

CHEVROLET—’'59 Impala (8) conv., §$2,- 
355*; 4-dr., $2,295* (ps). 

58 Bel Air (6) 4-dr., $1,360*, $1,295. 

’57 Bel Air (6) 2-dr., $1,170*; Two-te 
(8) 2-dr., $1,170*, $1,150*, $1,130*. 

56 Two-ten (8) 2-dr. hardtop, $1,085* 
station wagon, $1,080; 4-dr., $900, 
$870, $820, $805*; One-fifty (6) 2-dr., 
$795; Bel Air (6) 4-dr., $600*. 

55 Two-ten (8) 4-dr., $780, $760, $750*, 
$625; Bel Air (8) 4-dr., $757, $725*, 
$700. 

’54 Bel Air 4-dr., $560*. 

’53 Bel Air 4-dr., $430. 

DeSOTO—’'56 Firedome 4-dr., $915* (ps). 

’55 Fireflite 4-dr., $750*; Firedome 4-dr., 
$530* 

’54 Powermaster 4-dr., $300*, $210*. 

DODGE—’57 Coronet (6) 4-dr., $785*. 

’56 Coronet (8) 2-dr., $700*. 

‘55 Coronet (8) 4-dr., $500. 

FORD—'59 Custom 300 (6) 2-dr., $1,580. 

’58 Fairlane 500 (8) conv., $1, 675*; Fair- 
lane (8) 4-dr., $1,390*; Custom 300 
(6) 4-dr., $1,270*. 

"57 Fairlane 500 (8) 2-dr. Victoria, 
$1,425, $1,415*; 4-dr., $1,320*, $1,305"; 
Fairlane (8) 4-dr., $1,150*, $1,080"; 
Custom 300 (6) 4-dr., $1,180*, $1,175*, 
$1,160*, $1,145, $1,115* (ps). 

"56 Fairlane (8) 4-dr., $990* (ps), $980*; 
Custom (8) 2-dr., $800, $785*, $640*. 

’55 Fairlane (8) 2-dr., $835, $675, $595; 
4-dr., $765*, $705; Main (6) 2-dr., 
$570. 

"53 Custom (6) 4-dr., $450. 
LINCOLN—’54 Capri 2-dr., $365. 
MERCURY—’58 Monterey 4-dr. hardtop, 

$1,675*. 


"56 Montclair 4-dr., $1,015* (ps). 
’55 Monterey 2-dr, hardtop, $760. 
— 57 (88) Super 4-dr., $1,- 
+53 iss) Super 2-dr. Holiday, $900* (ps); 

(88) 2-dr. Holiday, $700* 
’54 (98) 2-dr. Holiday, $740*. 
PLYMOUTH—’'58 Belvedere (8) 2-dr., $1,- 
540° (ps). 
’57 Savoy (8) 2-dr., $1,015*. 
’55 Savoy (6) 2-dr., $537. 
’53 Cranbrook 4-dr., $240. 
PONTIAC—'57 Star Chief 2-dr. 
$1,405*. 
’56 Chieftain 4-dr., 


Catalina, 


$820*. 


’55 Chieftain station wagon, $850*, 
* 
EBENSBURG, PA. 
Ebensburg Auto Auction. Sale every 


Thursday, Prices are for sale of Sept. 10. 
Clean models bringing top dollar as al- 
ways. Prices remaining steady, Sold 60 
cars from 75 consignments. 
BUICK—’57 RM 4-dr., $1,355* 
dr., $1,250* (ps). 
’56 Century conv., $810*; Special 2-dr. 
Riviera, $760* (ps). 
’55 Special 2-dr., $505*. 
’53 Super 2-dr. Riviera, $220*; RM 2-dr., 
$160* (ps); 4-dr., $155* (ps). 
CHEVROLET—"58 Biscayne (8) 4-dr., $1,- 


(ps); 2- 


490*; Biscayne (6) 4-dr., $1,416*. 

"57 Two-ten (8) 4-dr., $1,100; Two-ten 
(6) 4-dr., $1,025. 

55 Bel Air (8) 2-dr., $775*%; Two-ten 
(6) 2-dr., $600; One-fifty (6) 2-dr., 
$505*. 

"54 Two-ten 4-dr., $460; 2-dr., $355*, 
$340*, $310*. 

"53 Bel Air 2-dr., $290; Two-ten 4-dr., 
$265. 

DODGE—’53 Coronet (8) 2-dr., $225*. 
EDSEL—’58 Ranger 2-dr., $1,080*. 
FORD—’59 Galaxie (8) skyliner, $2,375* 
(ps). 
56 Custom (8) 4-dr., $625; Fairlane 


(8) conv., $600*, 
55 Fairlane (8) 4- dr., $635, $575*; 
tom (8) 4-dr., $575. 
HUDSON—’55 Wasp (6) 4-dr., $440*. 
LINCOLN—’'55 Capri conv., $690* (ps). 
MERCURY—’55 Monterey 2-dr., $520. 
'54 Monterey 2-dr., $410*. 
’51 Station Wagon 2-dr., $165*. 
OLDSMOBILE—’57 (88) 4-dr., 


Cus- 


$1,120* 
(ps). 

PLYMOUTH—'57 Plaza (8) $800; 

Plaza (6) 2-dr., $670 

"56 Suburban | (6) 2-dr., “$910*. 
PONTIAC—’59 Catalina 2-dr., 

’56 Chieftain 2-dr., $750*. 

’54 Chieftain 4-dr., $185. 

’52 Chieftain 4-dr., $150. 
RAMBLER—’59 Custom (8) 4-dr., $1,925*. 
MISCELLANEOUS—’55 Chevrolet (6) %- 

Ton pickup, $675, 

*52 Chevrolet Cab & Chassis, $170. 

*51 Chevrolet %-Ton pickup, $165. 

"50 GMC %-Ton pickup, $280; 

pickup, $140. 

’49 GMC %-Ton pickup, $125. 


CHICAGO 


Greater Chicago Auto Auction. Sale every 
Thursday. Prices are for sale of Sept. 10. 
Sold 387 cars from 585 consignments. 


4-dr., 


$2,005*. 


4-Ton 


BUICK—'59 LeSabre 4-dr., $2,505* (ps). 
"58 Super 4-dr. Riviera, $2,215* (ps), 
$1,940* (ps); Special 2-dr. Riviera, 


$1,705* (ps). 
’57 RM 4-dr. Riviera, $1,650* (ps), $1,- 


600* (ps), $1,380* (ps), $1,350* (ps); 
Century 2-dr. Riviera, 2 at $1,335* 
(ps); Special conv., $1,260* (ps). 

"56 Super 4-dr. Riviera, $1,105* (ps); 
RM 4-dr., $900* (ps), $735* (ps); 
Century conv., $720* (ps). 

’55 Special 4-dr., $840*, $440*; 2-dr. 


Riviera, $780* (ps); conv., $575* (ps); 
Century 2-dr. Riviera, $675* (ps), 





$440* (ps); Super 2-dr. Riviera, $515* 


(ps). 

’54 Century 4-dr., $315*; Special 2-dr., 
$225. 

"53 Special 4-dr., $375*, $315* (ps); 
Super 4-dr., $325*, 

CADILLAC—’59 (62) conv., $4,595* (ps); 
2-dr., $4,130* (ps); 4-dr., $4,050* (ps). 

"58 (60) Special 4-dr., $3,675* (ps); (62) 
2-dr., $3,325* (ps). $3,200*, $3,125*; 
4-dr., $3,150*. 

’57 (62) Coupe de Ville, $2,500* (ps), 
$2,450* (ps), $2,400* (ps); 4-dr., $2,- 
200* (ps). 

’56 Eldorado conv., $1,860* (ps); (60) 
Special 4-dr., $1,750* (ps). 

"55 (62) Coupe de Ville, $1,340* (ps), 


$1,000* (ps). 
*54 (62) Coupe de Ville, +49 (ps). 
$20 


"52 (60) Special 4-dr., 
CHEVROLET—’59 Corvette ly conv., $3,- 
175; Impala (6) conv., $2,145* (ps); 
Brookwood (6) 4-dr., $2,025; Biscayne 
(6) 2-dr., $1,850*. 

"58 Impala (8) 2-dr., $1,845*, $1,575*; 
Biscayne (8) 4-dr., $1,540*, $1,385", 
$1,270*; sport coupe, $1,370*; 2-dr., 
$1,285; Biscayne (6) 4-dr., $1,490*, 
$1,355; 2-dr., $1,415*, $1,070; Nomad 
(6) 4-dr., $1,525* (ps); Delray (8) 
2-dr., $1,255*; Delray (6) 2-dr., $1,- 
200 


"57 Two- ten (8) station wagon, $1,550*, 
$1,375* (ps); Two-ten (6) 4-dr., $1,- 
145*; station wagon, $1,110*; Bel Air 
(8) sport coupe, $1,390*, $1,350, $1,- 
335*; sport sedan, $1,365*; 4-dr., $1,- 
095; Bel Air (6) 4-dr., $1,125*; One- 
ore (6) station wagon, $1,335*! 2-dr., 
$765 

°56 Two-ten (6) station wagon, $1,000*; 

2-dr., $810; 4-dr., $795*, $705; Two- 
ten (8) 4-dr., $410* (ps); Bel Air (8) 
4-dr., $890*; sport coupe, $600*. 

’55 Bel Air (8) conv., $835* (ps); 2-dr., 
$680*, $650, $575*; 4-dr., $675*; Two- 
ten (8) 2-dr., $780*, $730*, $635; Two- 
ten (6) station wagon, $760*, $665; 
One-fifty (6) 2-dr., $240. 

54 Bel Air sport coupe, $570*, $275*; 
4-dr., $360; Two-ten Delray, $405. 

"53 Two-ten 4-dr., $425, $335; Bel Air 
sport coupe, $370* (ps). 

CHRYSLER—’57 Windsor Town & Coun- 


try, $1,610* (ps); NY 4-dr., $1,350* 
(ps). 
’56 Windsor 4-dr., $770*. 
DeSOTO—’57 Firesweep 4-dr., $1,030*. 
’55 Firedome 2-dr. hardtop, $755* (ps); 
4-dr., $720*. 
’53 Firedome 4-dr., $255*. 
DODGE—’57 Custom Royal (8) 4-dr., $1,- 


210* (ps). 
’54 Royal 2-dr, hardtop, 
’53 Coronet 2-dr., $265. 


$500*. 


FORD—’58 Thunderbird (8), $2,865* (ps); 
Fairlane 500 (8) conv., $1,800* (ps); 
Skyliner, $1,600* (ps); 2-dr. Victoria, 


Country Sedan (8) 4-dr., 

Fairlane (8) 2-dr. Vic- 
toria, $1,520; Custom 300 (8) 4-dr., 
$1,360*; Custom 300 (6) 2-dr., §$1,- 
035; Ranch Wagon (8) 2-dr., $1,345. 

’57 Fairlane 500 (8) conv., $1,375* (ps), 
$1,230*, $1,000*; 4-dr., $1,230*%; 2-dr. 
Victoria, $1,215*, $970*; 4-dr. Vic- 
toria, $1,195*; 2-dr., (ps); 
Fairlane 500 (6) 4-dr., $935; Fairlane 
(8) 2-dr. Victoria, $i, 245°, 
Custom 300 (8) 4-dr., $1,065*; 
(6) 4-dr., $870; 2-dr., $750, $665, 

"56 Thunderbird (8), $2,010*, $1,800; 
Fairlane (8) Crown Victoria, $965* 
(ps); 2-dr. Victoria, $875*, $780* (ps), 
$720*; 4-dr. Victoria, $765*; 4-dr., 
$510*; conv., $505*; Ranch Wagon 
(6) 2-dr., $885*; Country Sedan (8) 
4-dr., $875*; Custom (8) 4-dr., $760*, 
$570"; 2-dr., $530, $520. 

’55 Fairlane (8) Crown Victoria, $750*; 
2-dr. Victoria, $735* (ps), $665*%; 4- 
dr., $625*; 2-dr., $540; conv., $295*; 
Custom (8) 4-dr., $410*, $370*; Cus- 
tom (6) 2-dr., $370. 

*54 Crest (8) conv., $285*. 

) "56 Wasp 4-dr., 

IMPERIAL—’58 Imperial 

$2,660* (ps). 
’57 Imperial 4-dr., $1,925* (ps). 
LINCOLN—’58 Continental Mark III 4-dr. 
hardtop, $3,300* (ps); Capri 4-dr. 
hardtop, $2,705* yg 32, 555* (ps). 
’56 Premiere 2-dr., $1,3 
*54 Capri conv., $330* a. 
MERCURY—’58 Park Lane sport coupe, 
$1,930* (ps); Montclair 4-dr., $1,610* 
(ps). 
’57 Turnpike Cruiser conv., $1,740* (ps); 
Colony Park 4-dr., $1,565* (ps); Mont- 


$1,510* (ps); 
$1,645, $1,495°*; 


$475*. 
4-dr. 





hardtop, 


clair conv., $1,350*; sport sedan, $1,- 
226*; sport coupe, $1,130* (ps). 

56 Montclair 2-dr., $1,100* (ps); 4-dr., 
$685*; Monterey 4-dr., $850*, $735°*; 
Medalist 2-dr., $585*. 

"55 Monterey sport coupe, $565*. 
NASH—’55 Statesman Super 4-dr., $370*. 
OLDSMOBILE—’59 (88) conv., $3,000* 

(ps); 4-dr. Holiday, $2,995* (ps); 2- 
dr. Holiday, $2,725* (ps); (88) Super 
4-dr., $2,550* (ps). 

’*58 (88) Super 2-dr. Holiday, $2,090* 
(ps); (98) 4-dr. Holiday, $2,000* (ps); 
conv., $1,985* (ps). 

"57 (88) Super 2-dr. Holiday, $1,525* 
(ps); (88) 4-dr., $1,300*; conv., $1,- 
290* 


56 (88) 4-dr., $1,070*, 


AMC Profit Rise 
Now Surprising 


Company Officials 


DETROIT.—American Motors’ 
profits have gone up so sharply 
that they are now surprising even 
to executives of the company, 

Those eligible for the company’s 
management bonus have decided to 
reduce the bonus percentage, the 
company’s most recent statement 
to stockholders said. 

The bonus was to have been paid 
from 10 percent of profits. This 
has been reduced to 6 percent be- 
cause “indicated profits are sub- 
stantially higher than anticipated 
at the time the program was 
adopted nearly a year ago.” 

While the bonus percentage was 
cut nearly in half, the company’s 
profits have gone up by about 240 
percent. The company earned $49.6 
million in the first nine months of 
its current fiscal year, compared 
to $14.6 million in the comparable 








period of last year, 





'55 (88) 4-dr., $850*; 2-dr., $750"; (98) 
4-dr., $715* (ps). 

"54 (88) 2-dr, Holiday, $770*, $645 
(ps); 4-dr., $525*, $300*. 

PLYMOUTH—’59 Fury (8) conv., $2,265 

(ps); Belvedere (8) 4-dr., $1,895*. 

’57 Belvedere (6) 2-dr. hardtop, $1,229 
(ps), $1,105* (ps); 4-dr., $875; Belve. 
dere (8) conv., $1,180* (ps); 4-dr,, 
$1,025*; Plaza (8) 4-dr., $765*, $565, 

’56 Savoy (6) 4-dr., $650, $300. 

’55 Belvedere (8) 2-dr, hardtop, $545°; 
Savoy (6) 4-dr., $330*, $330. 

’53 Cranbrook 4-dr., $285. 


PONTIAC—’59 Bonneville 4-dr. Vista, $3,. 
Catalina 4-dr., 


025* (ps); $2,8258 
(ps); 4-dr, Vista, $2,605* (ps). 

’58 Bonneville conv., $2,235"; sport 
coupe, $2,165* (ps); Star Chief 4-dr, 
Catalina, $1,730* (ps). 

"57 Star Chief conv., $1,465* (ps), $1,. 
400* (ps); 4-dr, Catalina, $1,465* (ps), 
$1,125* as Chieftain 2-dr., $1,130°, 

56 Star Chief 2-dr., $820* (ps), $790* 

55 Star Chief conv., $925* (ps); 4-dr,, 
$670*, $630*; Chieftain 4-dr., $605; 
2-dr., $555*, $345. 

’54 Chieftain 4-dr., $285*, 

RAMBLER—’59 Custom (6) 4-dr., $1,710*; 


Super (6) 4-dr., $1,580. 
’57 Custom (6) 4-dr., $1,385. 
STUDEBAKER—’59 Lark (6) 2-dr., §1,- 


600°. | 
’57 Silver Hawk (6) 2-dr., ,215, §$1,- | 
005*. 
" Commander (8) 2-dr., $690*. 
MISCELLANEOUS—’ 56 Ford (8) %-Ton, 
$465*. 
DANVILLE, VA. 


Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Sept, 9, 
Sales increasingly active. 

BUICK—’58 Special 2-dr., $1,530*. 
’57 Super 4-dr., $1,445* (ps). 
"56 Special 2-dr., $1,205*, $1,160*, $1,- 
040*, $905*; 4-dr., $995; Super 4-dr., 


$1,025* (ps). 
’55 Special 4-dr., $795*, $565*, $505. 
’54 Century conv., $625* (ps); 2-dr., 
$345* (ps); Special 4-dr., $450. 
CHEVROLET—’59 Impala (8) conv., §$2,- 


530°. 
’5S Impala (8) 2-dr., $1,940* (ps); Bis- 
$1,325*, $1,300. 


cayne (6) 4-dr., 
‘57 Bel Air (8) 4-dr., $1,425; 2-dr., 


Air (8) 2-dr., $995; Two-ten 
(6) 2-dr., $805. 

’55 Two-ten (8) 4-dr., $885, $775; Two- 
ten (6) station wagon, $670*; 2-dr., 
$650, $340; 4-dr., $650, $400; Bel Air 
(8) 2-dr., $855; Bel Air (6) 2-dr., 
$800. 

’54 Two-ten 4-dr., $525; 4-dr. hardtop, 


$325; 2-dr., $520, $425; Bel Air 2-dr., 
415 


$335; 2-dr., 
$305; 2-dr., 


Air 4-dr., $480*, 
$355; Two-ten 4-dr., 


$ . 
53 Bel 
$390, 
$300. 
’52 Deluxe 2-dr., $200. 
DODGE—’53 Coronet (8) 4-dr., $300. 
FORD—’59 Galaxie (8) 2-dr., $2,215* (ps), 
’58 Fairlane (8) conv., $1,705; Fairlane 


500 (8) 2-dr. Victoria, $1,605* (ps); 
2-dr., $1,505* (ps); Ranch Wagon (8) 
2-dr., $1,490. 

’57 Country Sedan (8) 4-dr., $1,480*; 
Fairlane (8) 2-dr., $1,405* (ps), $1,- 
355; 2-dr. Victoria, $1,345* (ps); Cus 
tom (6) 4-dr., $905. 

’56 Fairlane (8) 2-dr. Victoria, $1,210° 
(ps), $1,105* (ps), $915* (ps); 2-dr., 
$920*, $780*; Custom (8) 4-dr., $800*, 


'55 Fairlane (8) 4-dr., $730; Custom (8)— 


2-dr., $730*, $720, $675*, $450. 

’54 Ranch Wagon (8) 2-dr., $565; Cus- 
tom (8) 4-dr., $555, $410; Crest (8) 
4-dr., $440*. 

53 Ranch Wagon (8) 2-dr., $375; Cus- 
tom (8) 4-dr., $290* (ps); 2-dr., $265; 
Custom (6) 4-dr., $215; Crest (8) 


conv., $230*. 
MERCURY—’55 Monterey 2-dr., $280. 
’54 Monterey 2-dr. hardtop, $580. 
’52 Monterey 2-dr., $275*. 
OLDSMOBILE—’58 (88) 2-dr., $2,230* 
(ps). 
’56 (88) 2-dr. Holiday, $1,050; 4-dr., 
$1,030; 2-dr., $840. 
’55 (88) 4-dr., $1,055*, $980*. 
"54 (88) 2-dr., $730*, $575*, $460; 2-dr. 


Holiday, $655*; 4-dr., $565* (ps). 
PLYMOUTH—’57 Belvedere (8) 2-dr., $1,- 
185*; Savoy (8) 2-dr., $755*. 
’55 Savoy (8) 2-dr., $620. 

’53 2-dr., $160, $150. 
PONTIAC—’57 Star Chief 2-dr., 
’55 Chieftain 2-dr., 2 at $730*. 

’53 Chieftain 2-dr., $210*. 
MISCELLANEOUS—'57 Ford %-Ton, $960. 

’56 Ford (8) F-100, $745; %-Ton, $630. 

’55 Ford %-Ton, $635, 0. 

’53 Ford (6) %-Ton, $405. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales Inc., Sale every 
Wednesday. Prices are for sale of Sept. 9 


$1,550*. 


BUICK—’57 Super 4-dr. Riviera, $1,480° 
(ps). 
’56 Century conv., $1, 050* (ps); Special 
2-dr. Riviera, $865* 
’55 Special 2-dr. Riviera, $620* (ps); 
Super 4-dr., $555* (ps). 
’54 Century 2-dr. Riviera, $475*; RM 
2-dr, Riviera, $225* (ps). 
‘53 Super 2-dr, Riviera, $210. 
’52 Super 2-dr. Riviera, $190*. 
51 RM conv., $125* we 
CADILLAC—' 57 Eldorado 2-dr. hardtop, 


$2,500* (ps), 
’54 (62) conv., $1,200* (ps). 

’41 Ambulance, $125. 
CHEVROLET—’58 Biscayne (8) 2-dr., $1,- 
400*; Biscayne (6) 4-dr., $1,350. 
’57 Bel Air (8) 2-dr. hardtop, $1,390* 

(ps); 4-dr., $1,200*, $1,155*; Two-ten 
(8) station wagon, $1,335; Two-ten 
One- 


(6) 4-dr., $1,085, $1,055, $1,000; 
fifty (8) 4-dr., $910*. 
’56 Bel Air (6) 4-dr., $1,055*; Two-ten 
(6) station wagon, $835*. | 
55 Bel Air (6) 2-dr. hardtop, $780; 
Two-ten (8) station wagon, §710*; 
4-dr., $430*; Two-ten (6) 4-dr., $650, 7 
$410, $390; 2-dr., $505. 
’54 Bel Air station wagon, $540*; Two- | | 
ten 4-dr., $380; One-fifty 2-dr., $140. 


’53 Two-ten 4-dr., $425*, $245; Bel Ait 
2-dr. hardtop, $305*, $295; 4-dr., 
$180*. ' 

"52 Deluxe 4-dr., $225. 

*51 Deluxe 2-dr., $175*. 
CHRYSLER—’55 NY conv., 
DODGE—’57 Coronet (8) 

$1,125*. 

’55 Coronet (8) 2-dr., $490. 

54 Royal (8) 4-dr., $300* (ps). 

53 Coronet (8) conv., $285*. 

'52 Coronet (6) 4-dr., $115*. 

FORD—’58 Fairlane 500 (8) 2-dr. eres 





$850* (ps). 
2-dr, hardtop, | 


$1,625* (ps); Custom 300 (8) 4-dr. . 
$1,155; Custom 300 (6) 2-dr., $1, 1 
045°. 1 
’57 Custom 300 (8) 4-dr., $1,175*; Fair- ] 
(Continued on Page 65, Col, 1) 
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How long 

does it take you 

to find these 
engine faults? 

































Fault Description Old Way 
Distributor Cam Lobe Accuracy 30 min. 
Distributor Breaker Point Condition 30 min. 
Distributor Cam Angle & Variation 30 min. 
Distributor Cap & Rotor Condition 10 min. 
Ignition Coil & Cond Condition 15 min, 
Sparkplug & Ignition Wire Conditi 10 min. 











Carburetor Unbalance (8 cylinders) 10 min. 














This is only a partial list. Many mechanical 
jobs are shortened too. Write for details 
and/or a free demonstration. 


oU Mon 
EnginScope’ 


Automotive Equipment Division 
ALLEN B. DU MONT LABORATORIES 
750 Bloomfield Ave., Clifton, N. J. 











—_+_. j-—— 
50°; (98 ’56 Fairlane (8) 4-dr., $880; 2-dr, Vic- 
) toria, $720*; Custom (8) 4-dr., $590. 

*, $6a5e e e ’55 Thunderbird (8) conv., $1,380; Fair- 

lane (8) 2-dr. Victoria, $800*, $720*, 
sed-Car Auction Prices ane 

‘hose 54 Custom (8) 4-dr., $300. 

4 “$1.2008 ’53 Custom (8) 2-dr., $235. 

5: Belve. —— IMPERIAL—’57 Imperial 4-dr., $1,710*. 

1); 4-dr,, (Continued from Page 64) LINCOLN — '57 Premiere 4-dr. hardtop, 

5", $565, $1,800*; 2-dr. hardtop, $1,410*. 

. lane (8) 2-dr, Victoria, $1,035*; 4-dr. ’56 Century 2-dr. Riviera, $1,035* (ps); "56 Capri 4-dr., $895*. 

P, $5458; Victoria, $1,005*. Special conv., $890*. MERCURY—’57 Montclair 4-dr., $1,380*; 

° 56 Fairlane (8) conv., $945* (ps); 2- "55 Super 2-dr. Riviera, $750* (ps). 2-dr. hardtop, $1,150*; Monterey 4-dr., 

dr., $700; Main (6) 2-dr., $425. 2-dr. Riviera, $320*, $310*. $1,200*. 

ista, $3,.] '55 Country Sedan (6) 4-dr., $735; Main| caniILLAC—'59 (62) 2-dr. hardtop, $4,-| °56 Monterey sport coupe, $905*. 

» $2,825 (8) 4-dr., $425. 300* (ps); 4-dr., $4,275* (ps). ’55 Monterey 4-dr., $700*; Montclair 2- 

). 54 Country Sedan (8) 4-dr., $430*°;/ +57 (62) Sedan de Ville, $2,320* (ps); dr., $580*. 

Sport Crest (6) 2-dr. Victoria, $300*. 4-dr., $2,100* (ps). ’51 Sports 4-dr., $130. 

Nef 4-dr, iyyNCOLN—’56 Capri 2-dr. hardtop, §$1,- *56 (62) conv., $1,825* (ps); 4-dr. hard- | OLDSMOBILE—’58 (88) Super 2-dr, Holi- 

P 060* (ps), $900* (ps). top, $1,635*, $1,550* ag 4-dr., $1,- day, $2,190*. 

Ps), $1, Try _’ ” 675* (ps), $1,500* (ps), $1,475* (ps); ’57 (88) 8 4-dr. Holid 1,605* ; 

ae CURY 56 Medalist 4-dr., $685*. J uper A ay, Gi, ; 

65" (Ps), asit “55 Statesman (6) 4-dr., $225. __2-dr. hardtop, $900* (ps). Fiesta 4-dr., $1,550*. 

$1,130°, | EDSMOBILE—'57 (88) 4-dr. Holiday,| ‘55 (62) conv., $1,295* (ps). '56 (88) 4-dr., $895*. 

“ oem. $1,350* (ps). CHEVROLET—’59 Impala (8) 4-dr., $2,- *55 (98) 2-dr. Holiday, $890*; (88) 2-dr. 

| seen 56 (88) Super 4-dr, Holiday, $1,050* 085* (ps). Holiday, $500*. 

’ 5°; (ps). *58 Impala (8) conv., $1,700* (ps); Bel| PLYMOUTH—’58 Savoy (8) 4-dr., $1,300, 
pACKARD—’53 4-dr., $100*. Air (8) 2-dr., $1,610* (ps); 4-dr. hard- $1,030*; 2-dr., $1,210*; Savoy (6) 4- 

ws PLYMOUTH—’58 Suburban (8) 4-dr., $1,- top, $1,600* (ps), $1,500* (ps). dr., $1,150; Plaza (8) 4-dr., $725*. 
$1,710°; 750* (ps). ’57 Bel Air (8) 2-dr. hardtop, $1,230*. ’57 Belvedere (8) conv., $1,125*; Savoy 
57 Suburban (8) 4-dr., $1,275" (ps). "56 Two-ten (8) station wagon, $960*; (8) 4-dr., $940*; Plaza (8) 4-dr., $795. 
56 Suburban (6) 4-dr., $795. Two-ten (6) 2-dr., $765*. ’56 Belvedere (6) 4-dr., $810*. 
dr., $1,- NTIAC—’57 Star Chief 2-dr. Catalina, "55 Bel Air (8) 2-dr. hardtop, $825*. ’55 Belvedere (6) 2-dr. 205*. 
PO! . $ 

15, $1 $1,350* (ps). 351 4 "53 Bel Air a $235*; One-fifty busi- ’*52 Cambridge 4-dr., $145. 

ev, ” 655 Chieftain 4-dr., 510* (ps); -dr., ness coupe, 0. PON = " a 
(eon ro wr do 4-ér DeSOTO—’56 Firedome 4-dr., $850*. - jaw Chief adr. $1,10°," aemeeas 

imi 3. ‘| DODGE—'54 Coronet (6) 4-dr., $265. i_fdr., $1,100*. 
: ’53 Coronet (6) 4-dr., $150. os po maael “a 
M BEACH, FLA. | EDSE=—'59 Villager 4-dr., $2,300. '54 Chieftain 2-dr. Catalina, $260*. 
=a is FORD—'58 Country Sedan (8) 4-dr., $1 
ion. Sale ae Ye a tats ve’ | STUDEBAKER—'59 Lark (6) 2-dr., $1,- 
ry Wed West Palm a Auto wa . 4 525* (ps); Ranch Wagon (6) 4-dr., 515° 

Y P Thursday. rices are for sale 0 , a : 

Sept. 9. [got 10. Sake Gore tp over tact week: ye ort Fairlane (8) 2-dr. Victoria, MISCELLANEOUS — '59 Ford Ranchero, 
market off slightly on late models. Strong| +57 Fairlane 500 (8) 4-dr., $1,220*: Fair- py —— (6) 2-dr, pickup, 
on anything else clean. lane (8) conv., $1,200* (ps); Country| sno Qo we 

0°, ta FE ot, Comtury Ser. Riviera, $1,- Sedan (8) 4-dr., $1,180*; Custom 300| |? Chevrolet (6) Carryall, $740. 

, ” Ss). bas * 

r 4-dr., : 00 Counts} atl (8) 4-dr., $925* (ps); au= Auctions tin Brief au» 

$505 Fairlane (8) 2-dr. Victoria, $900* (ps); 

- 2-dr., $675*, $630*%; Main (8) 4-dr., FARGO, N. D. 

? $645; Custom (8) 4-dr., $600*. Tri-State Auto Auction. Sale every Thurs- 

Ve, $2e SE [ty] or "55 Fairlane (8) 4-dr., $625*; conv.,|day (Sept. 10), Consignment low. Sold 75 

» Pay $545*; Custom (8) 4-dr., $565. percent of automobiles consigned, 
3); Bis- ’53 Main (8) 2-dr., oe * * ¢ 
} ’52 Crest (8) 2-dr 210 
300. 53 Crest | hee. . MANHEIM, PA. 
2-dr., Cars BUBSON— 53 Hornet (6) 4-dr., $125*. Manheim Auto Auction, Inc, Sale every 
IMPERIAL—’58 Imperial 4-dr., $2,710. Friday (Sept. 11), Weather: Clear. Sold 77 

['wo-ten "57 Imperial 2-dr. hardtop, $2,225* (ps). | percent of 680 consignments. 

: ‘Two. LINCOLN—’58 Premiere 4-dr. hardtop, 

” ondr ALBANY $2,006" (ps), ~ 

; ir —’59 XK150 conv., $2,025. "39 Zephyr (12) 4-dr., 5. 

oh CALDWELL, N. 3 MERCURY—'58 Monterey conv., $1,625* 

~ * « Oe (ps). 
ardtop, | Austin Healey—'55 roadster, $755. ’56 Monterey 2-dr. hardtop, $985* (ps). 
; a ford (English)—’58 Escort station wagon, "55 Monterey 2-dr. hardtop, $650. 
" $775. "54 Monterey 4-dr., $475* (ps). 
2-dr CHICAGO ’53 Monterey 2-dr. hardtop, $410; 4-dr., 

; Q-dr., | Austin Healey—'59, $2,400, $1,610. 3255". 
jJaguar—'57 XK140 hardtop, $1,705. 50 4-dr., $205. 

Triumph—’58 4-dr., $1,000. OLDSMOBILE—’ 57 (88) 2-dr. Holiday, $1,- 

D. Vauxhall—’58 4-dr., $925. 200% (ps). 

* (ps), | Volkswagen—’58 2-dr., $1,445. 56 (88) conv., $1,080* (ps). 

airlane | '56 sunroof, $1,015; 2-dr., $675. ’55 (88) 4-dr. Holiday, $790*:; 4-dr., 

(ps); DANVILLE, VA $695* (ps); 2-dr. Holiday, $775 (ps), 
. ’ ° $550*. 

on (8) | Vokswagen—'59 2-dr., $1,420. 54 (98) 4-dr., $480* (ps). 

1,480°: 57 2-dr., $1,030. ’53 (88) 4-dr., $470*, $275*. 

)” $1,- DETROIT PACKARD—’56 Clipper 2-dr. hardtop, 

Ag : 5 $575*. 

| oo uw—8,-ma °" $1,200. PLYMOUTH—’56 Suburban (6) 2-dr., 

a $650; Savoy (6) 2-dr. hardtop, $210. 

2-dr EBENSBURG, PA, '55 Plaza (6) 2-dr., $460. 

$800° Metropolitan—’55, $400. PONTIAC—’'57 Star Chief 4-dr., $1,135*. 

m (8 S ANGELES ’55 Chieftain 4-dr., $610* (ps). 

. Lo RAMBLER—'57 Super (6) Cross Country, 

- Cus- Borgward—’58 Isabella station wagon, $1,- $1,245, $1,200*. 

st (8) | wumman—'52 Minx conv., $100 om Sas basdhan 3 ot oane 

rs ” . 52 2-dr. hardtop, 2 at $200. 

- Cus. | Wsetta—’58 sunroof 2-dr., $200. STUDEBAKER—'55 Champion 4-dr., $270. 

ae oe MISCELLANEOUS—'58 Volkswagen Truck, 

) "53 roadster, . $1,400. 

t (8) TRenault—'58 Dauphine 4-dr., $1,125, $1,-| +57 Volkswagen Panel, $850. 

0 - —T ae ’55 Chevrolet (6) %-Ton pickup, $530; 

Fi "57 Dauphine 4-dr., ; %-Ton pickup (6), $400, 
ites rt — aa 51 GMC (6) %-Ton pickup, $200. 

2,230° ; y a ee 

‘ ’56 sunroof 2-dr., $885. 

4-dr. MANHEIM, PA. CALDWESA. N. 3. 

a ” , 
Austin Healey—’57 conv., $1,650. Skyline Auto Auction, Sale every Thurs- 
Borgward—’58 station wagon 2-dr., $1,- day. Prices are for sale of Sept. 10. 1959, 

2-dr. 000 1958 and 1957 models slightly softer in 

’ price here this week as over 80 percent of 


9: Ly Pats ~ ug wagon 4-dr., | entries changed hands, Sold 150 cars from 
$795. oe "1185 consignments. 
’ e BUICK—’58 Special 4-dr., $1,800*. 

wT Ration wage, Stvs. ’57 Special 2-dr. Riviera, $1,405*; 4-dr., 











wie Ford (English)—’58 2-dr., $850. $1.250 
. , 2-dr., $690. ,250. : 
laa Seg ae "56 Century 4-dr. Riviera, $1,165*; Spe- 
Jaguar—’58 $2,285 P cial 4-dr, Riviera, $930*; 4-dr., $885*; 
$960. IMG—’59 $2 050. ‘ Super 4-dr. Riviera, $875*. 
$630. | 58 2-dr. hardtop, $1,655; conv., $1,480.| ‘55 Super 2-dr, Riviera, §865*; Special 
Metropolitan—’59 2-dr.. hardtop, $1,150. 2 2-dr. Riviera, $620*. ron 
'58 2-dr. hardtop, $1,000, $910; $890. *54 RM 2-dr. Riviera, $425°. 
‘57 2-dr. hardtop, $930. 53 Special 4-dr., $270. 
NN Opel—’59 “2-ar. $1,460. CADILLAC—’'57 (62) Coupe de Ville, $2,- 
4 58 station wagon 2-dr., $1,475. a dads 4-ar., $1.585° 
vel pao? ; D -dr. " S) -GF., Ot, ; 
St. 4 Pace. ee eee eee a ’55 (62) Coupe de Ville, $1,440*. 
480° | > : ‘ 88 ’51 (62) 4-dr., $150*. 
oe eee” See, CEES, GONe. CHEVROLET—'59 Biscayne (6) 4-dr., $2,- 
ecial | Simea—’'59 4-dr., $1,070 250. 
, at F * . ‘58 Bel Air (8) 4-dr. hardtop, $1,650*, 
— s ’ ,700; 4-dr., , 
~ ag weg station wagon, $1,700; 4-dr $1,580*: Biscayne (6) 4-dr., $1,650*, 
naar iz s ieat " $1,385*, $1,380*, $1,375, $1,370", $1,- 
teat TAN: cone.. 0,798. 300%, $1,215; 2-dr.,” $1,350*, $1,325*, 
’57 TR-3 conv., $1,550 $1,325, $1,250*, $1,220; Biscayne (8) 
Vauxhall—'58 4-dr., $1,180; Super 4-dr., 8 a eal Brookwood (8) 4-dr., 
$1,095. oui ames - 
ons 5 ¢ 0: 2-dr., 57 Two-ten (8) station wagon, $1,350*; 
me saeacog? > sunroof, $1,690; : 4-dr., $1,215*; Two-ten (6) 4-dr., $1,- 
'57 3-dr., $910, $650 200*, $1,150*, $1,100, $1,025, $1,000, 
56 th hg $770. J $975, $970*, $850; 2-dr., $975, $935, 
~ Jn atte 7 a $835; Biscayne (6) 4-dr., $1,320*. 
$1,- a ave Sennen Wagen, $1,900. ’56 Bel Air (8) 2-dr. hardtop, $965, 
Wartburg 59 Camping Wagon, $950. $900; 4-dr., $900*; Two-ten (6) 4-dr., 
390° “ 4 $900. 
ten NASHVILLE, TENN. 55 Bel Air (6) 2-dr. hardtop, $970*; Bel 
-ten | Metropolitan—’57, $590. Air (8) 4-dr., $610*, $545. 
yne- 7 ’54 Bel Air 2-dr. hardtop, $450*, $370*; 
2 SACRAMENTO Two-ten 2-dr., $365, $230; One-fifty 
pon Austin Healey—’'54 roadster, $700. 2-dr., $215. 
i‘ Ford (English)—’58 Consul, $860. 53 Two-ten 4-dr., $300*; Bel Air 2-dr., 
720 Simea—’'56 4-dr., $500 $285" 
10°: Volkswagen—’'59 conv., $1,530. 51 Bel Air 2-dr, hardtop, $150. 
550, SALT LAKE CITY CHRYSLER—'57 Saratoga 4-dr., $1,560*; 
Renault—’58 4-dr., $975. Windsor 4-dr,. hardtop, $1,510*. 
‘wo- | Simca—’55 station wagon, $250. A+ Ren Sas bendeen ene 
140. | Volksw: "59 2- 850, $1,790. “ wo » Gem 
aoa a” Ot DeSOTO —-'57. Firedome 4-dr.,  $1,305*; 
dr., 7. Firesweep 4-dr., $1,210*. 
SEATTLE '53 Fireflite 4-dr., $100*. 
Vauxhall—’59 4-dr., $1,345. DODGE—’'58 Coronet (8) 4-dr., $1,275*. 
’57 Royal (8) 4-dr., $1,195*; Coronet (8) 
VALDOSTA, GA. 2-dr. hardtop, $1,175*; 4-dr., $1,120*, 
° Simea—’59 4-dr., $920. $950* 
OP: | Volkswagen—'58 2-dr., $1,290, $1,200. ’56 Custom Royal (8) 4-dr., $905*. 
WAREHOUSE POINT, CONN. '55 Royal (8) 2-dr., $695*. 
Renault—'57 Dauphine, $675 "54 Meadowbrook 4-dr., $135. 
Volkswagen—'56 2-dr., $825. FORD—'58 Fairlane 500 (8) conv., $1,- 
Wartburg—’59 skyline, $840; 2 at $830. att . Bigg OE cide 
P alriane ear, : a, a . 
4 WEST PALM BEACH, FLA, ‘ST Fairlane 500 (8) 2-dr, Victoria, $1,- 
103 Austin Healey—'58, $1,775. 390*: Fairlane (8) conv., $1,175*; 2- 
"| Flat—’58 2-dr., $650. dr., $910*; Custom (8) 4-dr., $720; 
. | Hillman—'59 Husky 2-dr., $1,055. Custom (6) 2-dr., $500*; Ranch Wag- 
vir. 


Renault—’'58 Dauphine 4-dr., $920*. on (8) 2-dr., $450*. 
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Again in 1960...the tire news in Detroit 


~ ANNOUNCING. 
TIRE ADVANCES 


Once again, Goodyear’s balanced design, precision-built tires will bring out the 
best in Detroit’s advanced new models. You’ll get not only a softer, quieter ride, 
but also new steering control and up to 25% more mileage! 





There are two ways, generally speaking, of building 
tires. 

You can go all out to emphasize a particular tire 
feature—such as skid resistance, softness of ride or 
long mileage. 

Or you can build them the way Goodyear builds 
them—with the design objective of creating the best 
tire that’s a balance of all desirable factors. 


For 1960, Goodyear’s balanced design, precision- 








built approach has again resulted in the major tire 
advances on the new cars: 


3 ADVANCES FOR ’60 


1. A softer, quieter ride. You'll hear a lot about this in 1960, | 


but it actually started with Goodyear some 30 months ago. At 
that time, we started “softening” the tread rubber in Goodyear 
tires—but only up to a balance point we had carefully pre-tested. 
If you soften tread too much, the tire design gets out of balance 
and you sacrifice mileage. 


i =—, ead a —— 
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THE DETROIT TESTING APPROACH 


In testing tires, Detroit’s automotive engineers 
use the same careful approach that Goodyear uses 
in building them. 

Before car manufacturers give their stamp of ap- 
proval to any tire designed for original equipment 
it must prove outstanding in the tests listed below. 
Goodyear’s design, construction and testing ac- 
tivities are all pointed toward the best balanced 





GOO 


tire performance in all of these areas: 


Tests for handling 

Cornering traction + Wet pavement traction + Grav- 
el traction + Steering response + Initial transition + 
Overall transition + Steer effect (over, under) + 
Directional stability + Nibbling (rut or car track 
stability) * Corner hopping or dancing + Stopping 
ability on dry, wet and icy pavements. 





| 


Tests for noise 

Broken pavement + Spalled pavement + Stone or 
brick pavement + Smooth pavement, wet and dry « 
Joint slap + Cornering squeal + Braking squeal. 


Tests for ride 
Harshness + Vertical shake + Lateral shake + 
Thump + High & low speed roughness + Flat- 


spotting » Hysteresis (bounciness). 
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comes from GOODYEAR 


STHREE MAJOR 
FOR 1960 CARS 





2. New steering control. You'll notice this most in cornering 
and along lane overlaps or car tracks—and especially on wet 
pavement. Again, this Goodyear advance comes from the best 
balance of several design factors—tread design, cord angle and 
the rubber and 3-T Cord used. 


3. The longest-wearing new car tires in automotive history. The 
Goodyear tires on the new models are the world’s first Turnpike- 
Proved Tires—now even finer for 1960. No matter where you 
drive, or how, they’ll deliver up to 25% more safe mileage. Two 
big reasons: exclusive Goodyear triple-tough 3-T Cord and “‘in- 
timate compound”’ tread rubber. 


General tests. 

High speed performance + Tread wear » Durability « 
Recappability + Fuel economy. 

Tires may look alike, but there’s a tremendous 
difference in the way they’re made and in what 
they’1l do. We predict you'll discover the difference 
in 1960 driving on new Goodyear tires. Goodyear, 
Akron 16, Ohio. 























MORE PEOPLE RIDE ON GOODYEAR TIRES 
THAN ON ANY OTHER KIND! 


Watch the award-winning “Goodyear Theater” on TV every other Monday evening. 
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Employes Earn More, Too 





MEMO TO: 
Imported Car Dealers and Managers 


THE IMPORTED CAR DEALERSHIP 


A "How To Manage” Seminar 
by the 
Business Management Department 


NATIONAL AUTOMOBILE DEALERS 
ASSOCIATION 
October 6 and 7, 1959 


Savey Hilton Hotel 
New York City 


By Ruel McDaniel 
Staff Correspondent 

CRANE, Tex:—The ups and downs 
of the new-car market affect Crane 
Motor Co, (Dodge-Chrysler-Imperi- 
al-Plymouth) . far less than most 
dealerships because this company 
has devised a program that helps 
eliminate business fluctuations. 

Crane’s secret is. tires, batteries 
and other extra services — plus 
salesmanship and an _ incentive- 
pay plan that applies te everyone 
in the organization from the sales 
manager to the porter. 

Manager Thomas C. Hogan jr. 
said the company stepped up the 
sale of tires and batteries by stock- 
ing enough of them to set up a dis- 
play in the showroom as well as in 
the service department, 

Any employe who sells a tire or 
a battery receives a 5 percent com- 
mission, and the dual displays 
make it easy to suggest these items. 

“Everybody talks tires and bat- 
teries,’” Hogan declares. “It’s a lit- 
tle difficult for a customer who 


Register with NADA Hdgas., 200 K. St., NW, 
Washington, D. C. 


FEE: $75 per NADA Member; $100 per Non-member 
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to help you sell... | 














HERE’S YOUR ANSWER TO CUSTOMERS 
Who want longer muffler life 


“Mufflers of Armco 
ALUMINIZED STEEL 
last twice as long’”’ 


Armco ALUMINIZED STEEL is made to 
order for the “hot” exhaust systems 
of today’s high-powered automobiles. 
It fights off the attack of heat, with- 
stands corrosive exhaust liquids and 
road chemicals. That’s why, in actual 
seven-year road tests, mufflers of 
ALUMINIZED STEEL averaged at least 
twice the life of mufflers made of un- 
coated steel. 

Developed by Armco Research, 
ALUMINIZED STEEL is a 2-in-1 metal, 
made by coating steel with molten 
aluminum by a special hot-dip process, 
Ask your parts supplier about the 
availability of mufflers with vital parts 
made from this special steel. Armco 
Steel Corporation, 1999 Curtis Street, 
Middletown, Ohio. 





ARNMCO STEEL 


Armco Division + Sheffield Division » The National Supply Company * Armco Drainage & Metal Products, 
Inc. « The Armco International Corporation « Union Wire Rope Corporation » Southwest Steel Products 











Extras Boost Profit for Crane 


needs a tire or a battery to get out 
without buying one.” 

Crane has instituted a salary- 
commission program that has 
boosted company profits and has 
hiked the earnings of nearly every 
employe. 

The parts man, for example, re- 
ceives a salary ef only $200 a 
month, But he gets a commission 
of 2 percent on all parts sold for 
use in Crane’s service department 
and 5 percent on all parts sold 
for use outside, 

“We make the salary low enough 
that a man cannot live on it,” Ho- 
gan says. “Thus, he is not satisfied 
to rock along on his assured salary. 
He must sell in order to make any- 
thing above a bare living wage.” 

Hogan asserted that his parts 
man is the highest-paid manager in 
the area, 

The wash-and-grease man draws 
a weekly salary of $60, but he 
makes an additional commission of 
10 percent on his labor and 5 per- 
cent on all tire, battery and other 
sales he makes, He grosses more 
than $400 a month. 

All servicemen draw their usual 
commission on labor and receive 5 
percent commission on tire, battery 
and other sales. So everybody is on 
the lookout to sell something to 
somebody. 

The company has added auto air 
conditioning service to bring in 
more customers and contribute to 
profit, and offers employes a bonus 
for selling it. 

“The smalltown dealer must 





Dealer Convicted 


Of Bribe May Get 
Judicial Acquittal 


TUCSON, Ariz.—Gene Bogard, 
Tucson truck dealer who was con- 
victed on three counts of bribery, 
has been granted a new trial and 
there is a possibility that he may 
be acquitted by judicial order. 

The new trial was granted by 
Superior Court Judge Gordon Far- 
ley, who presided during the trial. 

Admitting he had “considerable 
misgivings about submitting this 
case to the jury,” Farley also said 
he felt the court should grant a 
defense request for an arrest of 
judgment, but that he was not sure 
he had such authority. 

If the State Supreme Court rules 
that he has the authority, Farley 
added, he will honor the request 


for acquittal. A decision is not]. 
likely before Sept. 15, when the/ ®& 


high court ends its summer recess. 

Bogard was charged with bribing 
Lambert Kautenburger, chairman 
of the Pima County Board of 
Supervisors, through advantageous 
leasing of autos in 1955, 1957 and 
1958. 

The prosecution contended that 
Bogard sought Kautenburger’s 
good will to influence the super- 
visors in Bogard’s bids to sell 
trucks to the county. Bogard testi- 


fied he had no illegal intentions. 
—— 


utilize every possible opportunity 
to make money, so long as he 
does not lese sight of the fact 
that he primarily is in business 
to sell automobiles,” Hogan said 

“It has been our experience that! 
every item related to the sale of 
automobiles and service should be 
explored for possible additional] 
profit.” 

The company frequently makes 
more profit from financing the sale 
of a used car than it makes on the 
car itself. It has set up a separate 
company, with an office adjacent to 
the showroom, for financing used- 
car sales. 

“The first reaction from some 
dealers is: ‘This 
dealership that has ample capital, 
but I can’t afford it,’” Hogan de- 
clared. 

“But I would like to point out 
that we started this dealership in 
1946 on $4,500 and have not put in 
a cent of additional capital, and 
yet we are able to handle all our 
used-car financing.” 

He stressed that if the dealership 
cannot afford to use its capital for 
financing, it still may borrow at 
the bank or refinance with larger 
finance companies and make a sub- 
stantial profit from financing. 

Hogan cited an example of how 

financing pays. The company 
sells a used car for $500. It sells 
the owner insurance and finances 
it, bringing the total to $544.50. 

The customer makes a down pay- 
ment and signs to pay out the bal- 
ance in 12 monthly installments. 
The company makes a profit of 
$8.90 on the insurance-and $108.06 
in interest and carrying charges 
on the car itself, for a total of 
$116.96, which is more than it made 
on the car sale. 

Hogan says that despite the fact 
that the dealership makes about 20 
percent on the financing, its rates 
are lower than those prevailing 
among local companies specializing 
in financing used cars. 

ok * * 


is fine for the} 





Everyone Sells— 

Everyone sells at Crane Motor Co., 
Crane, Tex. Here, an employe utilizes 4 
display in the showroom, adjacent to the 





parts department, to interest a customer 


in a new battery. 
* * 





Financing a Used Car— 





Thomas C. Hogan jr:, manager of Crane Motor Co., Crane, Tex., works out a finance 
contract with.a used-car customer. The dealership has formed a separate was 
to finance sales of used units. Crane Motor handles Dodge, Chrysler, Imperial an 
Plymouth in a small (about 1,500 population) ranching and oil community in West 


Texas. 
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Valiant Goal Is 300,000 . . 





Sa 


Previewed 






















templates a 21-percent dealer dis- 
count for the Valiant. 
Ford Motor Co. 


tern established by General Motors 
in setting the dealer discount on 


Corvair. 


J eee. 


UNIQUE front-engine power- 

plant will be introduced by the 
Valiant. A 170-cubic-inch six, the 
100-horsepower engine is inclined 
90 degrees for a lower hood line 
and to permit longer manifolds for 
improved performance and econ- 
omy. 

The Valiant’s weight will not be 
revealed until shortly before public 
introduction. 

Standard equipment on the Vali- 
ant will be a floor-mounted stick 
transmission. An optional three- 
speed automatic transmission is 
said to be more 
than 100 pounds 
lighter than the 
V-8 TorqueF lite 
in a size small 
enough to permit 
a substantial re- 
duction of the 
Valiant’s trans- 
mission tunnel. 

Valiant’s engine 
has a 3.40-inch 
bore, a 3.125-inch 
W. C. Newberg stroke and a com- 
pression ratio of 8.6 to 1. A Chrys- 
ler-built alternator replaces the 
conventional DC generator, A sin- 
gle-throat downdraft carburetor is 
equipped with a torque-rod type of 
throttle linkage. 

The Valiant sedan will be 70.4 
inches wide and 53.3 inches high. 
These specs compare to Corvair’s 
66.9-inch width and 51-inch height, 
and Falcon’s 70-inch width and 
§4%4-inch height. 

' Two Valiant series will be offered 
he V-100 and a deluxe V-200. 
he four-door sedan and two wag- 
Ms will be available in each series. 
* * 
f A departure from the an- 
4 nounced merchandising plans 
for its competitors, Chrysler Corp. 
lans to offer power brakes and 
ower steering as optional equip- 
nent with the Valiant. 

The Valiant suspension will con- 
Mist of front torsion bars and rear 
leaf springs—similar to other 
Whrysler Corp. cars. 


| In addition to the Valiant and 
its new powerplant, Chrysler un- 
‘veiled a raft of new engines and 
‘features which Colbert estimated 
‘cost more than $350 million. 


The canted-angle engine princi- 
ple has been adapted for a new 
Plymouth and Dodge Dart six, as 
well as the Valiant. The Plymouth 
and Dart engine will have 225- 
tubic-inch displacement and will 
introduce aluminum in many com- 
ponents. 

A ram induction system for all 
Chrysler V-8 engines and improved 
fuel economy for the eights were 
listed as ’60 features. 

* * * 


NEW automatic transmission 
will be offered for the sixes, 
while a heavy-duty manual trans- 
Mission has been designed for the 
-8s. 
Other features slated for the ’60 
Chryslers are: 
Standardized transmission con- 
trol pushbuttons; a1 l-aluminized 
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Firestone Is Using Tyrex 
In New Premium Tire 


AKRON.—A new premium tire, 
combining the most recent ad- 
vances in tread rubber, cord ma- 
‘terials and safety features, has 
_been announced by Raymond C. 
’ Firestone, president of Firestone 
_ Tire & Rubber Co. 


“This new premium quality tire 
is now available with Tyrex eord 
body and is outstanding for its 
Safety features,” Firestone point- 
_ ed out. Premium tires of all man- 
~ ufacturers until now have been 
built exclusively with nylon-cord 
body, Firestone said. 


is expected to | 
follow suit in conforming to a pat-| 





Chrysler’s 1960 Lines 


for Press 


(Continued from Page 4) 


‘mufflers; improved Captive-Air 
tires; easier manual steering; an 
emergency flasher system that 
lets the driver light up front and 


iant will offer swivel seats as op- 
tional. 
* * 
HRYSLER claimed that its new 
“Unibody” construction has im- 
proved four-door sedan rigidity 
100 percent over conventional 
frame-and-body construction. 
Squeaks and rattles are mini- 
mized in the new models, the com- 
pany said, by a new set of engine 
mountings and a seven-sequence 
body dip system designed to curb 
rust. 
Counting the Valiants, Simcas 
and a Chrysler 300F to be an- 
d later, the company will 


* 





rear turn lights simultan ly, 
and floor panel markings for seat 
belts. 
Foot-operated parking brakes 
will be standard equipment on all 


terior door handles have been set 
flush with body surfaces on all 
makes. 

The swivel seats pioneered by 
Chrysler Corp. this past model year 
| will be operated automatically for 
/1960. Opening of the door will 
| swivel the seat out, and closing of 
the door will swing it back into 
place. All models except the Val- 








Chrysler-built cars for 1960. Ex-| 


offer a total of 93 different car 
models in 1960. 

The more than 400 newsmen 
gathered here for the preview also 
saw a new Simca sedan—the Etoile. 
| It will make its debut at the Paris 
|auto show next month and be 
| added to the Simca line throughout 
|the U. S. in late October. 

Twenty-five new truck models 
| were previewed by Dodge in a out- 
door “Dodge City” comedy com- 
plete with wranglers, Indians, 
| dancing girls and even the U. S. 
| cavalry. 








form that is to accompany the fil- 
ing of constitutions and by-laws by 
all unions has been prepared in 
preliminary form and about 250,000 
copies will be distributed to unions 
well before the reports are due— 
in 90 days. 

The department also announced: 

1, General information bulletins 
explaining provisions of the law for 
the guidance of labor and manage- 
ment officials, union members and 





Las Vegas First 
In Chrysler’s | 


Dealer Showings | 


LAS VEGAS, Nev.—More than! 
900 Chrysler dealers and their wives | 
from 11 western states will pre-| 
view the 1960 Chrysler and Im-) 
perial models today (Sept. 21) at 
the Stardust Hotel here. 

C. E, Briggs, general manager of | 
Chrysler and Imperial division, will | 
be keynote speaker. He will be as-| 
sisted in previewing the cars to 
dealers by Ben Grauer, radio and 
television newscaster. 

E. M. Braden, general sales man- 
ager for Chrysler and Imperial, will 
outline 1960 sales strategy. 

The Las Vegas dealer preview is 
the first of five scheduled meetings. 
More than 6,000 other Chrysler- 
Imperial dealers and their wives 
will preview the 1960 lines in suc-| 
cessive meetings to be held in the 
following cities: Detroit, Sept. 23; | 
Kiamesha Lake, N. Y., Sept. 25;| 
Augusta, Ga., Sept. 28, and Kansas| 
City, Sept, 30. 

Dealers attending the Las Vegas | 
meeting are from California, Nev-| 
ada, Washington, Oregon, Idaho,| 
Montana, Utah, Wyoming, Color- 
ado, New Mexico and Arizona. 

* * 
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Peek at Chrysler— 


Carrell Currie, Miss Wool of 1960, gets 
a glimpse of the 1960 Chrysler New 
Yorker under the approving eye of C. E. 
Briggs, general manager of Chrysler and 
Imperial division. The car is one of 16 
models in the ‘60 line to be shown to 
dealers at a series-of five meetings across 
the country. Miss Wool emphasizes the 60 
percent increase in use of wool broadcloth 
in the 1960 New Yorkers. 











Dealers to Benefit Most 
Under New Labor Law 


(Continued from Page 3) 


guaranteed mileage. 


the general public are being pre- 


pared. 


* * 


Dealer Wins Election 
REPRESENTATIVES of the 

* Department of Labor in 21 ma- 
jor cities are available to explain 
the law to interested persons, 

3. The AFL-CIO and represen- 
tatives of management associa- 
tions have been requested to 
designate representatives to con- 
sult with department officials on 
the details of the new law with 
respect to the provisions affect- 
ing them. 

In dealer-labor news, shop em- 
ployes at Dexter Chevrolet Co, in 

Detroit voted 18-to-16 against union 
representation by Teamsters Local 
376 in an election conducted by the 
NLRB. 


FTC Upholds 


Ad Crackdown 
7 e 
On ‘Life Time’ 

WASHINGTON, — The Federal 
Trade Commission has approved a 
consent order barring Continental 
Mfg. Corp., Culver City, Calif., from 
using misleading guarantees and 
other misrepresentation to sell its 
“Life Time” batteries, spark plugs 
and oil filters. 

The Commission affirmed an ini- 
tial decision by Hearing Examiner 
Loren H. Laughlin based on an 
order agreed to both by the com- 
pany and the FTC’s Bureau of Liti- 
gation. 

“Life Time” batteries are not 
guaranteed in every respect for six 
years as advertised, the FTC 
charged in its Dec. 10, 1958, com- 
plaint. Among other limitations, the 
guarantee furnished provides for 
free replacement or repair, at Con- 
tinental’s option, only within one 
year from the purchase date, and 
thereafter only on a prorated basis. 

Also challenged were claims that 
the spark plugs are sold with a 
money-back guarantee good for an 
unlimited time or are guaranteed 
for 50,000 miles. 

Refunds are made only within 15 
days from the date of sale, which 
the company considers to be the 
day shipped, not the day received, 
from Culver City; and, the com- 
plaint alleged, Continental usually 
refuses to replace plugs though 
used for only a small fraction of the 


* 





The order forbids claims that any 
product is guaranteed unless (1) 
the terms and conditions of the 
guarantee are clearly and conspicu- 
ously disclosed, and (2) the com- 
pany actually complies with it. 

Also, the company must stop 
claiming that its battery is self- 
charging; that it manufactures all 
products sold or any which it pur- 
chases from the manufacturer, or 





that it owns or maintains an office, 
factory, or warehouse in citie od | 
where it does not. 


you Never need 
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Quality 


Brake Parts 


War more than 27 years, EIS has been building precision brake parts 















d controlling their manufacture every step of the way. The result 
is been — and continues to be — a quality line that surpasses the 


ial requirements of car manufacturers! 
know that EIS Brake Parts have the complete confidence of those 


0 sell them as well as those who install them. That is why, when 


say, “Give me EIS Brake Parts,” you know for sure that there's 
f any question about their quality! 


HERE ARE SOME OF THE BRAKE PARTS 
THAT HAVE ESTABLISHED EIS AS 


Expanders are available 
ter vertically-mounted 
truck cylinders. 





EIS plain Cups are avail- 
abie if you want them. 
re made with 
walls and wide flares. 
Moulded of HRC’, of 

course! 


Write for 1959 Catalog 
Supplement-28H-15! 





Ask your EIS Distributor or write for Catalogs! 
And, if you haven't received the NEW EIS WALL 
CHART NO. WC-28H, ask him for it. 


TOMOTIVE CORP., MIDDLETOWN, CONN. 












Need room for your 
1960 parts? 


SLIDING SHELVES LET 


YOU SHIFT 
INTACT! 


Shelves, with dividers intact, slide in and out like 
drawers, on guides located every 1144”. Positive 
catch holds shelf in place (no creeping forward) 
... doesn’t interfere with instant removal. 

Dividers hook instantly in place without clips 
... adjust on 1” centers. No scratching of shelf 


fronts. 
Rugged heavy gauge steel constru 


bins to withstand severe usage .. . 


service life. Specially treated finish is 
ant to heat, marring, and scratching. 


All shelves and drawers have handy 14%” high 


label holders for easy identification of 
Extensive line of ZIP-IN BINS 

combinations of shelves, dividers, and 

units measure 84” high exactly ... 


appearance of continuous assembly no matter how 
arranged or later expanded. All components are 


easily interchangeable. 
Available for immediate delivery 
in any color. 


Write today for 
full facts on complete line. 


INVENTORY 















ction enables 
give longer 
highly resist- 


merchandise. 
offers varied 
drawers. All 
give striking 


Division of Avrora Equipment Company 
734 Prairie Avenue, Aurora, IIlinois 
Steel Shelving .. Parts Bins. . Drawer Units 
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}Feridium’ anode 
-MAKES THE BIG 
DIFFERENCE 


Resinweld* 


OIL 
FILTERS 


THE ONLY FILTERS THAT 
COMPLETELY REMOVE 
BOTH SLUDGE AND ACIDS! 
ee 


Of course, there are other big differences in 
LEE FILTERS that set them completely apart 
from all others. They feature ONE-PIECE 
CONSTRUCTION — BUILT-IN NEOPRENE 
CENTER POST SEALS — MULTI-FLOW PER- 
FORATED CENTER TUBE OUTLETS — TOP AND 
BOTTOM PLATED FINISH STEEL CAPS — 
PLATED FINISH STEEL SHELLS (there’s no 
paint to dissolve and contaminate the oil) — 
FULL-FLOW UNRESTRICTED BODY SHELLS as 
many as 3,000 inlet and outlet apertures) 
— HEAT-TREATED AND CURED ACCORDION- 
PLEATED, RESIN-IMPREGNATED, FULL-FLOW 
ELEMENTS and the famous FERIDIUM* ANTI- 
ACID ANODE CATALYST! 


Lee Resin-Weld* Filters conform to functional 
standards set by SAE, U.S. Army Procurement, 
Fort Belvoir Research and Development and ini- 
tial equipment requirements of car manufac- 


LEE FILTERS are available in plain 

cartons with YOUR factory part 

number or in the nationally advertised 
LEE package. 


“Discardit'’* “Micralytic’’* tuters. See your Expeditor Distributor. 
LEAK-PROOF Element FLAME-PROOFED 
with the Element 
Feridium® Anode! for Carburetors! 








*Feridium, Resin-weld, Discardit and Micralytic 

are the Registered Trade Marks of Lee Filter Corp. 
Patents Pending. 

LEE FILTER CORPORATION 

North Arlington, New Jersey 
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COLUMBUS MARKET WITH THE 


Hispatch- JOURNAL 


LOW COMBINATION RATE 


Representatives: 
O'Mara & 
Ormsbee, Inc. 


Columbus ad 


Has The 
COLUMBUS 





Buying Power... 
The Dispatch and 
Journal Have 
The Selling 


Power. 


OHIO STATE 


Hispatch - JOURNAL 


COLUMBUS, OHIO 





Report from States... 





Act to Hike 


NEW YORK.—A number of new 
developments affecting taxes and 
revenue of local governments have 
been reported from state capitals 
and municipalities throughout the 
nation, The reports follow: 

ALABAMA: A number of cities 
and counties with local sales 
taxes were expected to change 
them to conform with the new 


Oil Retailers 
Break Records 
At Annual Parley 


NEW ORLEANS.—tThe National 
Congress of Petroleum Retailers 
announced that its 13th annual 
meeting here broke al] records for 
“attendance, accomplishment and 
importance of the actions taken.” 

Delegates took affirmative action 
on 36 issues ranging from partici- 
pation in Congressional hearings 
to the importance of service-station 
operators receiving cash discounts 
on gasoline purchases. Speakers in- 
cluded Senator Estes Kefauver, 
Tennessee Democrat, and William 
Kern, of the Federal Trade Com- 
mission. 

The actions taken, NCPR said, 
“showed a determination to push 
forward on basic issues of eco- 
nomic betterment for service-sta- 
tion operators and protection of 
their rights through cooperation 
with industry and government and 
through broadened membership 
service programs.” 





Local Governments 


Tax Take 


state sales tax, which would per- 

mit the local governments to pick 

up extra revenue. 

The new law, effective Oct, 1, is 
expected to raise $24 million in ad- 
ditional annual] revenue through 
elimination of many exemptions to 
the State sales tax, The measure 
left the levy at 3 percent, imposed 
a 1% percent tax on machinery 
which was previously exempt and 
a 1% percent tax on autos or on 
the cash difference in the event of 
tradeins. 

Only items to remain exempt 
from the levy are farm products, 
raw materials, utilities, coal and 
coke used in mining, gasoline and 
oil, fuel oil for kiln use, bus, train 
and airplane tickets, materials used 
in shipbuilding, fuel oil and supplies 
taken aboard ship at the port of 
Mobile, and railroad cars, ships and 
barges manufactured in the state. 

Georaia: A 35 percent increase in 
Atlanta business-license costs, to 





N. H. Import Tax Bill 


Moves Nearer Passage 


CONCORD, N. H.—The House of 
Representatives in New Hampshire 
has approved a conference commit- 
tee report on a bill revising local 
taxes on foreign-made automobiles 
in cities and towns throughout the 
state. 

The levy will be based on the 
port-of-entry price, less the Federal 
excise tax, as approved by both 
| branches of the Legislature recent- 
lly, but the conferees made one 
| change in the measure. 








to $60 to the price of its Lark 
models, and American Motors is 
said to be holding the line. It was 
learned that ’60 Ramblers being 
shipped to dealers bear the same 
price tags as in 1959. 

Pontiac, Oldsmobile and Cadillac 
announced “factory list” prices for 
1960 which are exactly the same— 
model for model—as in 1959. 
on * om 


| Sb gengt denser garg only increase was 
a boost of about $16 (including 
Federal tax) on its Biscayne sedans 
and Brookwood station wagons. 
Arm rests, right-hand sun visors 
and other features have been made 
standard on these models, Bel Air 
and Impala prices are unchanged 
from ’59, 

Chevrolet’s V-8 models will be 
about $107 more (with tax) than 
six-cylinder units. In 1959, the 
differential was $118. Also, an oil 
filter is standard for 1960; it was 
about $9 extra last year. 

Buick’s LeSabre two-door sedan 
and convertible went up about $16 
(including tax), and other LeSabres 
rose about $65. Padded instrument 
panels now are standard on all Le- 





Eaton Has Differential 


With Controlled Slip 


MARSHALL, Mich.—The Pump 
division of Eaton Manufacturing 
Co. is producing a controlled slip 
differential for cars and trucks, 
according to F. I, Goodrich, 
Eaton administrative vice-presi- 
dent. 

At the same time, Goodrich an- 
nounced plans for expanding the 
facilities of the division at an 
estimated cost of $450,000 to pro- 
vide the necessary space for pro- 
duction of this differential and 
for future new products, 

The new differential is being 
produced for one of the Big 
Three auto companies to be of- 
fered as optional equipment on a 
light truck in its 1960 line, Good- 
rich said. Other manufacturers 
are testing the device in their 
vehicles, he added. 








GM, Rambler Hold Line 
On Prices; Lark Up $9-$60 


(Continued from Page 1) 


Sabres, and custom trim is standard 
on all but the two-door sedan. 
ik * . 


ONTIAC reduced its radio and 
heater prices. For 1960, a radio 


raise about $700;000 in additiong] 
revenue next year, was adopted by 
the City Board of Aldermen. 

Described as a “temporary stop. 
gap” method of raising revenue, the 
plan, at least for the present, end- 
ed controversy over a proposed city 
gross receipts tax, 

MarYLAND: Baltimore officials are 
considering asking enactment of 
State enabling legislation to permit 
imposition of a local 1 percent 
“payroll” or earnings tax. 

Such a levy would produce an 
estimated $16 million the first 
year if applied to all persons who 
work in the city, regardless of 
residence, If nonresidents are ex- 
empted, the revenue loss would 
amount to an estimated 25 per- 
cent, the officials said. 

Other suggested tax possibilities 
include: A utility tax of 8 percent 
levied against domestic use of gas, 
electricity, telephones and heating 
fuels; a tax on the total deposits in 
savings banks and in building and 
loans associations; a garbage col- 
lection fee; a tax on overnight 
street parking; a tax on cab rides; 
and a levy on restaurant meals. 

Missouri: Mayor Raymond Tuck- 
er of St. Louis announced he would 
give “serious consideration” to a 
proposal that the City engage an 
impartial research agency to study 
the city’s tax structure before it is 
further changed in any way, 

Since the city’s financial prob- 
lems were recently solved through 
adoption of a local earnings tax 
increase from % to 1 percent, 
there have been r dations 
for various types of tax decreases, 

Tucker’s administration had 

promised some form of tax relief if 
the voters approved the earnings- 
tax amendment, which is expected 
to provide $4.5 million in additional 
revenue during the current fiscal 
year. 

Tax-reduction proposals under 
discussion in St. Louis include: 
Elimination of MacArthur Bridge 
tolls; exemptions in the earnings 
tax for low-income families; lower- 
ing of the property tax, and reduc- 
tion of the merchants and manu- 
facturers sales tax. 

Ou10: In vetoing a bill that 
would have raised the cost of li- 
cense plates for passenger cars 
from $10 to $12.50, Gov. Michael V. 
DiSalle said he hoped the action 





an understanding of the need for 
revision of our existing tax struc- 
ture with reference to the relation- 
ship of the state and loca] govern- 

















1608 Centinella Ave., Inglewood, Cali 










“may bring to the citizens of Ohioyis 
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will be about $89 (with tax), and a| ments. cent 

| heater will be about $94, Both were The rejected measure also [iy 

| priced at $101.65 in 1959. pe Ah Rn 9p the — b and 

New standard-equipment items in : ox tags Y- F 

Oldsmobile’s Super 88 series include SS a trai | ger. 

padded instrument panel, courtesy! “Higaile prs em hoa it would have the 

lights, wheel trim rings and chrome] ..n¢ another $14 million a year Al: 

window a A back to local governments for high- ~ 

° way purposes, but added it “would Ca 

HE Lark Deluxe Six, Studebak-| not provide for the needs of some | q, 

er’s lowest-priced series, is up local governments and would add Co 

about $40 on sedans and $60 on the| unneeded funds to others.” De 

two-door wagon, including Fed- Fi 

eral tax. Regal Six and V-8 models| Chevrolet Expanding Ge 

were increased about $9 to $14. E ° . C Ids 

The new Lark convertible will MEINCCTINGE enter Ili 

carry a sticker price of about DETROIT.—Work is ‘under way | Inc 

$2,600 with a six-cylinder engine |°" 2 two-story addition to the } Jo, 

and about $2,740 with a V-8. pre ny ba sg Cent orn | Ka 
: n Warren. is expected to 

P Lark’s other new model, four-| 4. completed early in 1960. = 

door station wagon, will be offered Encompassing more than 35,000 M. 

in b th the Deluxe and Regal ser-| square feet, the new section is be- Mg 

ies. It will be priced at about $2,430 ing erected in the area between | My 

in the Deluxe Six version. ; the existing laboratory and experi- | \j 

The Hawk sports coupe, available} mental shop wings. Allowing for Mi 

only as a V-8, will be about $2,640/| rearrangement of facilities, the ad- | Mj 

with excise and dealer prep, up| dition will provide additional draft- | yj 

about $145 from 1959. ing room space and work areas. a Mc 
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THE NEW ELECTRONIC Ne 
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can make Money tor yow Rh 

' 

THIS NEW FUEL-FEED THROTTLE HOLDER main- Soi 

tains constant driving speed automatically... cuts Zz 

gasoline use up to 25%... relieves driving fatigue Ut 

Ree get a provides safe toe-tip control ...can be installed Ve 

mOTOR TREND in ANY car in less than one hour. Retails for only Vi 

Seal of Approval $29.50—with BIG, BIG profits for you! W: 

*Trade Mark Ww 

Wi 

W: 

GLIDE CONTROL CORPO * Di: 
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sales share above 14 percent in 


Dakota and Pennsylvania. 
+. 


Amen MOTORS topped its 
average in 22 states, Its peak 


* + 


| was 10.35 percent in Wisconsin, but 
it ran above 9 percent in Oregon, 

S-P’s average was bested in 24 
states, rising to a crest of 4.95 
above 4 percent in Alaska, 


32.26 percent for GM in Alaska; 
Tight Money Ups 


Car Loan Interest 


Rate Goes to $4.25 
At New York Banks 


(Continued from Page 6) 
tion for auto paper and state reg- 





There are areas where banks are 
already charging the legal maxi- 
mum on auto loans and no increase 
is likely in the immediate future 
with most state legislatures out of 
session for the rest of the year. 


creased their discount rate from 
to 4 percent, the highest since 
1932. The rate is still well below 
the record high discount rate of 7 
percent charged in 1920-21. 

The discount rate is the interest 
charged banks on borrowings from 
the Federal Reserve System. High- 
er discount rates tend to put a curb 
on bank lending but the most re- 


percent in Indiana and holding | 


Slimmest first-half pickings were | 


The Federal Reserve banks in-| 


‘States Scramble the Sacred Cows 


| 23.29 percent for Ford Motor in the 


jn three states, sixth in 12, seventh Delaware, Massachusetts, North) District of Columbia; 7.16 percent 


‘for Chrysler Corp. in Louisiana; 
| 3.20 percent for AMC in Louisiana; 
| 1.39 percent for S-P in Florida and 


2.95 percent for miscellaneous | | 


| makes in North Dakota. 
* * * 
ON A make-by-make basis, mar- 
ket penetration ranged from 
| weakest to strongest as follows: 

RAMBLER—3.20 percent in Louisi- 
ana to 10.35 in Wisconsin. 

CHRYSLER—0.65 in Arizona to 1.79 
in New Jersey. ImpertaLc—0.15 in 
| North Carolina and Vermont to 
0.61 in Nevada. DeSotro—0.44 in 
| Florida and Rhode Island to 1.21 
in Utah. Dopce—0.97 in Alaska to 
3.21 in Pennsylvania. PLymMouTH 
—4.19 in Louisiana to 10.51 in the 
| District of Columbia. 
| Forp—19.44 in Nevada to 28.96 in 
|North Carolina. Epser—0.33 in 
Rhode Island to 1.53 in South Da- 
kota. Linco.Nn—0.18 in Vermont to 
1.26 in Nevada. Mercury—1.77 in 
Mississippi and District of Colum- 
bia to 3.46 in Michigan. 

Buick—2.32 in Alaska to 5.82 in 
| Montana. Capitac—i.45 in Wash- 
| ington to 3.81 in Florida. CHEvrRo- 
| LET—18.31 in Nevada (the only 
| state where it fell below 20 per- 
|cent) to 29.88 in Oklahoma. OLps- 
| MOBILE—2.73 in Alaska to 8.11 in 
New York. Pontiac—3.28 in Alaska 
to 7.84 in Michigan, 
| STupEBAKER—1.39 
| 4.95 in Indiana. 


Good Year Seen 


| 


For Die Casting 


CHICAGO. — Barring further 








in Florida to 








Ready for Lunch— 


model preview for dealers from the Great 





Three Ford dealers check on the beef being barbecued for a lunch during the new- 


Lakes region. They are, from left, Clarence 


H. Kalmbach, Russ Tansel and E. H. Kalmbach. The Kalmbachs are with Kalmbach 
Ford Sales, Swanton, O., while Tansel heads Russ Tansel Ford Sales, Dundee, Mich. 
<= Ss 


Dealers Look Over Falcon, 
Can’t Agree on Its Future 


(Continued from Page 2) 


Falcon, it was a common observa- 
tion that went like this: “Who 
would buy a small car when, for a 
few hundred more dollars, they 
could have a full-sized automo- 
bile?” 

A couple of dealers from the 
Detroit area found the answer to 
the question in the last year. One 
found that there are some people 


dealer said he thought used-car 
prices were in for a tumble and 
that he was cleaning out his in- 

ventory. 

One dealer said that used cars 
which are near the price of a Fal- 
con will be sure to drop. Another 
said this wasn’t so—there isa 
market for these cars among those 
who want a full-sized car. 





cent increase was more a case of | labor strife, production of zinc and 
the FRB going along with interest; aluminum die castings in 1959 
rate boosts, rather than initiating| should exceed the '58 output, indus- 


who want a new car but don’t 
have the “few hundred more dol- 
lars.” 


Romney Irritated 


The Treasury had to pay more 
than 4 percent for short-term 
money borrowed last week, the 
first 4 percent rate on such bor- 
rowing in more than 26 years. 
The Government sold last week’s 
91-day bills at a yield of 4.166 
percent, topped only by the 4.259 
percent paid during the Bank 
Holiday in 1933. 

Another result of the interest up- 
swing was seen in the sale of an is- 
sue of 5 percent debentures by 
General Motors Acceptance Corp. 
The underwriters tried to sell the 
issue at par (the face amount of 
the bonds) with a yield at 5 per-| 


Customers could not be found to 
take the final 10 percent of the is- 
sue at 5 percent, the price support 
was withdrawn from the issue and/| 
the remaining bonds sold at a re-| 
duced price with a yield of about 


Major finance companies again 
increased the amount of interest 
they will pay on for short-term| 
money borrowed on commercial 
paper. The boosts ranged from % to} 
% percentage points and the new 
rate schedule is highest since the 
Bank Holiday era, 

Commercial paper is a prime 
source of funds used by finance 
companies to extend floor-plan 
credit to auto dealers. 

One finance company official said 
the commercial paper rates will 
have to keep going up as long as 
the Treasury bill rate continues to 


One early result of the increased 
costs of borrowing was reports that 
some businesses are cutting back 
on programs which require borrow- 
ed funds, most notably inventory 


Away from the money market, 
there were new signs that the steel 
strike is catching up with the econ- 


The Government reported un- | 
employment fell by 300,000 in Au- | 
gust to reach 3.4 million. The 
drop was less than normal for the 
month, Meanwhile, employment 
decreased by 350,000 to 67.2 mil- 
lion, Side effects of the steel 
strike plus model changeovers in 
the auto industry were blamed 
for the unfavorable employment 





The Federal Reserve Board re- | 
ported that industrial production in 
August fell to 149 percent of the 








1947-49 average, largely due to the) 
strike and its side effects. 
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ic, the 
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ls are 
ent offin 32, eighth in one and ninth in 
ermit | two. 
cent * * ca 
ERCURY, in eighth nationally, 
e an was eighth in 20 states, ninth 
first }in 19, 10th in eight and out of the| 
who |Top Ten in three states—Missouri, 
s of |New York and District of Columbia 
» ex- | (considered a state for statistical 
ould rposes), 
per- Ninth-place Cadillac was sev- 
enth in the District of Columbia, 
ilities tied with Buick for seventh in 
reent Nevada, and was in eighth place 
in nine states, ninth in six, 10th 
atte in 11 and out of the Top Ten in 
its ib 22 states. 
- and Dodge, ranked No. 10 in total 
col. | sles, was eighth in 13 states, ninth 
ight in 19, 10th in 10 and unranked in 
doe: | eight. 
—— Studebaker was the only make 
‘uck- }20t in the Top Ten nationally to 
vould make it that high on the ladder on 
to al® state basis. Lark claimed No. 5— 
e an palling ab oto ie cae 
and Rambler—in aska. was 
a seventh in one state (New Hamp- ulations. 
shire), eighth in six states, ninth 
rob- | in four and 10th in 21. 
ugh * * cd 
tax = THE corporate level, average 
ent, market penetration in the first 
ions |half was 44.20 percent for GM, 27.59 
ses, |for Ford Motor, 10.77 for Chrysler 
had [Corp., 5.73 for AMC and 2.22 for) 2,/ 
ef if | SP. 3 
ings- GM topped its national penetra- 
cted | tion figure in 24 states, cresting 
ional | at 49.85 percent in Oklahoma, al- 
isca] | though it also topped 49 percent 
in Louisiana, Texas and Illinois. 
der | Ford Motor exceeded its national 
ude: | figure in 29 states. Its best show- 
idge jing was 32.99 percent in North Da- 
ings | kota, although it topped 32 percent 
wer- | in North Carolina. 
duc- Chrysler Corp.’s penetration ex- th 
anu- |ceeded its national average in 22| “°™. 
states, with a peak of 15.53 percent 
that Jin the District of Columbia and a 
f li- ° ° 
car Cars in Operation 
al V. a 
Sno ate 3 Pct. to 
. . 
ne |Lop 58 Million 
ion- (Continued from Page 2) 
ern | crease in registrations with 9.6 per- 
- cent, followed by Florida with 7, 
of Utah with 6.1, New Mexico with 5.7 
a and Nevada with 4.7. ; 
ail- Following are estimated passen- 
ger-car registrations for 1959 and 
the percentage increase: cent. 
ave UMN iscnscsbesapdicang 44 
a III cass sectevekcveness 9.7 
= q | Arkansas ............. 4.5 
soon California 3.4 
add Dolorado .................. 3.9 
Connecticut 3.2 
Delaware ................ 2.9 | 5.21 percent. 
Florida .......... 7.2 
Georgia .......... 4.7 
RES 2.0 
NIN ocsccvcsssoncee 2.2 
way | Indiana .................... 2.5 
I os, sce ssaseasesre 3.3 
rin | Kansas .................... 1.9 
1 to | Kentucky ................ 2.1 
Louisiana ................ 3.9 
000 | Maine o.oo... 3.4 
be- Maryland ................ 4.4 
een | Massachusetts 2.7 
eri- | Michigan ................ 1.6 
for | Minnesota .............. 3.5 
ad- | Mississippi .............. 3.5 
aft- BOUEL -.......-.00000... 3.1 
» + | eeemtane .................. 2.0 | increase. 
 PMOROROIED ............0.0 2.5 
MIS 5.3 
New Hampshire .. 202,000 4.5 
New Jersey ............ 2,050,000 4.1 
New Mexico .......... 305,000 5.4 
* | New York .............. 4,467,000 2.3 | building. 
North Carolina .... 1,281,000 3.8 
North Dakota ...... 227,000 2.6 
eae 3,425,000 1.6 
i Oklahoma. .............. 836,000 2.3 | omy. 
e eee 701,000 3.6 
Pennsylvania. ........ 3,585,000 2.7 
Rhode Island ........ 294,000 2.8 
South Carolina .... 708,000 3.8 
South Dakota ........ 253,000 3.3 
Tennessee .............. 1,025,000 4.5 
OS eae 3,343,000 1.7 
eas 317,000 5.4 
Se EE Seas 119,000 1.7 
Virginia .................. 1,175,000 = 1.8 
Washington .......... 1,079,000 3.8 | report. 
West Virginia ........ 479,000 0.5 
Wisconsin .............. 1,282,000 2.3 
j Wyoming ................ 135,000 3.9 
- © Dist. of Columbia.. 179,000 1.8 
— | steel 
TOMI oo siccciackucs 58,591,000 3.0 ! 





The index stood at 153 in July. | 


| try leaders said at the annual meet- 
jing of the American Die Casting 
| Institute. 

| They estimated totals of 310,000 
tons of zinc and 390 million pounds 
| of aluminum castings, based on an 
| anticipated output of 6.5 million 
| cars this year, an ADCI spokesman 
said. 

| In 1958 the industry turned out 
| 252,000 tons of zine castings and 
290,250,000 pounds of aluminum 
| castings. Industry leaders said they 
expect an even better year in 1960. 


The other observed that “the re- 
cession made a lot of people more 
eareful with their money.” 

There was wide disagreement 
among the dealers questioned on 
the effect of the compact cars on 
used-car prices. 

At one extreme, a dealer said: 
“Look, they’ve been talking about 
these small cars for three months 
and what has it done to used-car 
prices. Nothing. They are moving 
along real steady.” 





At the other extreme, another 





Car’s Stability Accented . 





Spinning Out in a Corvair 


(Continued from Page 2) 


| the Corvair had received enough | 


mollycoddling and that we were go- 
ing to give it a real test. 

One of the outstanding impres- 
sions I had of the Corvair is its 
extreme lowness (51.3 inches) and 
this was dramatized at the start 
of the test run by an unbelieve- 
ably low sign under which the 
driver is directed to drive, Most 
of the newspapermen invariably 
flinched and ducked the first time 
under. 

Making a sharp and quite easy 
turn (since only 40 percent of the 
weight is on the front wheels), our 
Corvair immediately began picking 
up speed. Quite frankly, it took 
some little distance before we hit 
55 to 60 miles an hour. The accel- 
eration of this car, particularly in 
second gear, is a little disappoint- 
ing. 

When Railton finally reached the 
desired speed, we were on a stretch 


Auto Show Slated 
In Greenville, S. C. 


GREENVILLE, S. C.—The Green- 
ville Automobile Dealers Assn, is 
planning to stage an auto show 
Jan, 21-23 in the new Greenville 
Memorial Auditorium. 

The show is being co-sponsored 
by the local Junior Chamber of 
Commerce. 

American as well as imported 
cars will be shown, and plans are 





of dry, asphalt pavement and we 
began making a series of gentle 
right turns and left turns. 

* * ok 

HE car reacted well with these 

turns and Railton began mak- 
ing more severe turns—all the time 
picking up a little speed and mak- 
ing harder and harder turns, back 
and forth. 

Finally, after 15 or 18 hard 
right and left turns, our Cor- 
vair hit a bit of the gravel shoul- 
der and it suddenly shot off the 
road and into the mid-field, 
bumping and rolling along until 

I thought we never would stop. 

Railton kept fighting the wheel 
and keeping up on a fairly straight 
course, after initially losing control. | 
Like a good test driver should, he 
kept his foot off the brakes, con- 
fidently expecting the engine to 
slow us down. 

When we had covered well over 
100 yards of broken field and there 
was little sign of our speed slack-| 
ening, he looked down and found| 
that the shift lever had jumped or 
been bumped out of place and we’d 
been free-wheeling along. | 

Shortly after getting the car back 
in gear, we returned to the ap-| 
proved route and completed the, 
run, 

As the car rolled to a stop at the | 
starting point, I mentally agreed | 





By Competitors’ 
New-Car Claims 


(Continued from Page 2) 
economy runs and in the hands of 
owners,” Romney said. 

“Nor can we see how a private 
test of a standard six could jus- 
tify the claim of economy equal 
to the Rambler Six when this re- 
sult has not occurred in publicly 
conducted tests, or, more impor- 
tant, as a result of owner use 
and established experience.” 

He said such claims “are reminis- 
cent of the exaggerated Big Three 
claims and counter-claims during 
their furious horsepower race.” 

Romney also said he could under- 
stand the Big Three’s reference to 
the Rambler as old-fashioned when 
their “compact-car concept will be 
based on their efforts to apply 
Rambler’s 20-year use of unitized 
or single-unit construction to their 
new cars.” 

“If single-unit Ramblers are 
old-fashioned,” he asked, “what 
term is adequate to accurately 
describe the relative antiquity of 
their continued use of separate 
body-and-frame construction for 
their standard big cars?” 

A special report on AMC plans 
for 1960 was given by Romney at 
the fifth annual new-car preview 
for employes last Saturday (Sept. 
19). The '60 models were unveiled 
before about 35,000 workers and 
their families at the Milwaukee 
County Stadium. 

Other speakers were Roy D. 
Chapin jr., automotive executive 
vice-president; Roy Abernethy, 
automotive distribution and mar- 
keting vice-president, and E. W. 
Bernitt, automotive operations 
vice-president. 


Chevy Dealers 





Mark 35th Year 


MONROVIA, Calif.—Vincent Mc- 
Donald and James H. O’Boyle are 
observing their 35th anniversary as 
Chevrolet dealers. The firm was 
founded in Mesa, Ariz., and moved 
to Monrovia 30 years ago. 

McDonald and O'’Boyle, which 





being made to add some top at- 
tractions, said a spokesman for the | 
dealer association. | 


with Ed Cole, Chevrolet’s general| has been in its present quarters at 
manager, that the safety limit for) 201 W. Huntington Dr. since 1959, 
a rear-engined car is about 2,800| enlarged its service department by 
pounds (Corvair’s weight is 2,340),/ 33 percent in the last year, accord- 
but I also decided to avoid any) ing to the partners. 

more high-speed turns in a Corvair| McDonald said gross sales last 
when on a wet or gravel road. | year amounted to $1,750,000. 
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on every model. 


offer. 


for orders from 6-10 copies. 


out the year with saved sales. 
Order now! 





Dealers’ Costs, Dept. AN-1 
P. O. Box 1312 

Waco, Texas 

Please rush upon publication 


copii 
COSTS, listing actual factory invoice prices of all 1960 U, S. cars, imports, pick- 
plus listings of exactly what is included 
"60 


up trucks and optional equipment 
as STANDARD equipment on each 


BY KNOWING MY COMPETITORS’ COSTS! 
Single Copies . . $7.00 each [_] Check Enclosed 
6-10 Copies . . . $6.50 each 
Over 10 Copies . . $6.00 each [_] Bill Me 





Know Your Competitors’ Costs! 
Save Sales This Year With The 
1960 Edition of DEALERS’ COSTS 


Will you lose sales in ’60 because you don’t know your competi- 
tor’s costs? Will your salesmen be in a position to quote accurate, 
specific price comparisons to prospects? Will they be sure they 
are offering a deal your competitor can’t beat? 


Or, will they lack adequate, up-to-date, competitive cost inform- 
ation—lose deals again this year? Deals that should be closed. 


KNOW YOUR COMPETITORS’ COSTS 


The new 1960 edition of DEALERS’ COSTS puts every com- 
petitor’s costs at your salesmen’s fingertips for immediate refer- 
ence. This inexpensive, complete, easy-to-use 63-page booklet in- 
cludes all factory invoice prices on 1960 domestic models (includ- 
ing the Big Three’s new compact cars—the CORVAIR, FALCON 
and VALIANT), imports, pick-up trucks, and optional equipment 
. «+ plus listings of exactly what is included as standard equipment 


Here’s the one way to eliminate sales your salesmen lose be- 
cause they aren’t sure of the kind of deal their competitors can 


SAME LOW PRICES 


Supply all your salesmen with a copy of the 1960 edition of 
DEALERS’ COSTS. Again this year this essential automobile 
selling tool is offered at the low price of $7.00 a copy. $6.50 each 
Only $6.00 each for orders Over 10 
copies. Your initial investment will be repaid many times through- 


Save sales in ’60 as hundreds of dealers did last 
year by knowing your competitors’ costs. 


MAIL THIS COUPON TODAY! 


model. I W. 





<-- 


ies of the 1960 edition of DEALERS’ 


ANT TO SAVE SALES IN 





Study the Task and Relax 





Preventing Tension on the Job 


By Ernest W. Fair 
Staff Correspondent 

BOULDER, Colo.—Few indeed 
are the auto executives who never 
have faced tensions in their jobs. 
It’s seldom a pleasant feeling. Ner- 
vous and physical tensions reduce 
efficiency, affect one’s health and 
make the simplest tasks more dif- 
ficult. 

Experts say that 90 percent of 
such tension troubles among 
business and professional men 
could be avoided. The application 
of their suggestions is simple, 


$15,370 Awarded 
To Ex-Salesman 
In Crash Hassle 


SPOKANE.—T otal damages of 
$15,370 have been awarded by a 
Superior Court jury to Edward O. 
Morrison, former auto salesman for 
Ernie Majer, Inc. 

Morrison, whose demonstrator 
was involved in an accident in 1954, 
had sued Anchor Casualty Co, for 
$23,376. At the time of the crash the 
car was not being used for business 
and the insurance firm refused to 
settle accident claims. 


Morrison contended that although 
there was a conditional contract for 
sale of the car to him, he did not 
actually own it. Anchor argued that 
he did own the vehicle and that it 
was not covered on a “frolic” of his 
own. 


Upon termination of a salesman’s 
employment, Morrison said, the car 
had to be returned to the employer 
if the salesman did not pay the bal- 
ance on the contract in a lump sum 
at that time. 

He asked reimbursement for 
money paid on claims resulting 
from the accident, legal expenses 
and for loss of income because of 
his inability to drive for three 
years. 














in 64 strokes, 


No. 711 Jack with 
Universal Adapter 


23°. 


No. 


No. 





No. 70 Stand with 
No. 700 Jack 


=z 
BN 





Spark Plug Cleaners 
and Testers 
UNMATCHED QUALITY AT $42.50 for 


bench model. Double filter bag sep- 
arates dirt from cleaning compound. 
Comparator plug tester for proved 
test. Recessed glass mirror for better 
vision. Handy drawer for small parts 
and tools. 





Pumping handle rotates a full 360°. 
No. 711 Vertical Two-Stage Lift raises from low to 32” to full 72” 


POWERGLIDE ADAPTER tilts forward 90°, 


TRANSMISSION JACK 


FULLY EQUIPPED— 
COST LESS 


COMPLETE PACKAGE: 


#700 Jack, Universal Adapter, POWER- 
GLIDE Adapter, Truck Cradle, Engin 
Support Bar handl all t ti 
transmissions and 75% of truck trans- 
missions, 


FOR ONLY $181.00 


—less than you'd pay for the jack 
alone of any other makel 


WUDEL bemic 





backwards 8°, 


. UNIVERSAL ADAPTER handles all other automatic transmissions. 
Designed to carry all the weight of the transmission on the transmis- 
sion flange with adjustable jaws snugly fitting the corners of the pan 
and preventing any possible damage to pan. TRUCK CRADLE designed 
to handle 4 and 5 speed truck transmissions in the Chevrolet, Ford, 
Dodge and others. 


For highest quality at LOWEST PRICE, buy WUDEL Transmission Jacks 
No. 700 Jack with Universal and 

Powerglide Adapters 
No. 711 Jack with Universal and 
Powerglide Adapters 

63 Truck Cradle Adapter 
No. 70 Stand for No. 700 Jack 
80 Engine Support Bar 


See your jobber or write for free bulletin 


Edmund J. Wudel Mfg. Co. 


6082 Ferguson Drive, Los Angeles 22, Calif. 


-..-,.42.50 
5.95 
18.00 
6.50 
22.00 
29.50 


No. 400 
VIXEN Deluxe ..... 


No. 40/ 
Wall Shelf for No. 400.... 


No. 444 VIXEN 
Deluxe Cleaner only...... 


No. 12 VIXEN 
Spark Plug Cleaner...... 


No. 34 
VIXEN Tester only........ 


No. 135 VIXEN 
Cleaner and Tester ...... No, 


No, 





Freely pivoting rolling wheels. 





sideways 





Ww 


No. 63 Truck Cradle 


‘er 


No, 80 Engine Support Bar 





400 with 
401 Wall Shelf 


and the results can be most valu- 

able. 

Perhaps the individual reader 
does not need to employ all these 
suggestions, but certainly one or 
more can be used to advantage by 
everyone. 

Look for the day-in and day-out 
routine parts of your chores. These 
are tension builders. 

There are, of course, numerous 
routine tasks that cannot be avoid- 
ed. A solution is to spread such 
jobs over the entire day rather 
than stacking them up one after 
another. 

There also may be instances 
where tension-building routine 
chores can be broken into sections 
and tackled at different times of 
the day rather than all at once. 


Next, take time to relax your 
muscles and nerves at least once 
each half day—more often if pos- 
sible. A desk job calls for little 
physical effort and muscles tend 
to tighten up. Sitting in an office 
chair hour after hour is a clear 
invitation to a case of jitters. 
Such muscle and nerve relaxation 
can be attained by walking about 
the office, down a hall, or by simple 
“stretching” exercises in front of 
a window. 

Another thing to keep in mind 
is that it is always a lot easier to 
relax when one stops and takes a 
deep breath before tackling any 
tension-building job. Next time you 
watch a professional golf match on 
the course or on television, notice 
how practically every pro does just 
that before he makes an important 
putt. 

But never forget—nerves and 
tensions build up through lack of 
use of body muscles. Seeing to it 
that we work as relaxed as we can 
and mix our executive chores with 
mild physical efforts will avoid at 
least half of these tension buildups. 

Time and again we have heard 
this advice given by men who 
make a study of the problem: 
“When you feel tension coming on 
—STOP. That’s the time to get 
away from the job for a moment 
or two.” 

When one disposes of each 
small accumulation of tension as 
it arises, the big buildup to a 
nervous breakdown never occurs. 

And by the way, don’t overlook 

daily or semiweekly visits to exer- 
cise clubs which are becoming 
more and more popular in every 
major city. These offer a perfect 
release from tension buildups. Even 
looking forward to them can help 
ward off tension. 

What are the things that get you 
riled up and always annoy you on 
the job? All of them are sure ten- 
sion builders. Make a list of them. 
Examine every point closely. Some 
may be your own fault, and ad- 
justment to them is not difficult 
once you are aware of what has 
to be done. 

There usually is a solution for 
just about every one of these con- 
ditions or situations. Start dispos- 
ing of them one by one. The proc- 
ess of doing so will, in itself, serve 
as a valuable tension reliever. 

It’s also good procedure to 
avoid anticipating business trou- 
bles and problems until they ac- 
tually arise. Anyone can make 
himself a nervous wreck by such 
anticipation. 

Are you attempting to do too 
much in too little time? That is a 
definite cause of tension building 





Group to Lease Cars 
Formed in Wyoming 


CHEYENNE, — An association 
through which state employes 
may lease automobiles has been 
formed here with the goal of 
saving individuals money through 
large scale leasing. 

The organization will be known 
as the Wyoming Employes Assn. 
It plans mass leasing, including 
insurance and purchase of auto 
accessories and supplies. The au- 
tomobiles would be leased for ei- 
ther 14 or 48 months. When the 
contract period ends, the leasing 
company would sell the vehicles 
and lessor would receive profit 
above or suffer loss below a pre- 
determined depreciation scale. 

















among businessmen. After all, 
there’s always tomorrow, and there 
always are a lot of other people 
around us to help with any chore 








Ford Trim for '60— 


Secretary Anita Fahey surveys 
trim items that will be used on Ford Mo- 
tor Co.'s 1960 cars. The company said it 
has tightened the standards for exterior 
trim items to produce “the most durable 
finishes in the industry.” . 


Stricter Standards 
For Metal Trim 
Adopted by Ford 


DEARBORN.—For its 1960 mod-4% 
els, Ford Motor Co. has set stand- 
ards for exterior trim items to 
produce “the most durable finishes 
in the industry,” according to John 
Dykstra, manufacturing vice-presi- 
dent. 

Dykstra mentioned the following 
changes which, he said, will result 
in improved durability of Ford trim 
parts: 

1. The use of up to 50 percent 
more nickel for electroplated zinc 
die-cast and steel parts. 

2. More controls to insure that 
specified plating thicknesses are 
maintained. 

3. Styling of bumpers and other 
parts so that contours facilitate 
uniform plating. 

4. The required thickness for an- 
odized coatings on aluminum parts 
has been more than doubled. 

5. Use of a new aluminum alloy 
to provide high luster despite the 
thicker anodized coating. 

6. Formation of teams of Ford 
and aluminum company representa- 
tives to inspect and sample anodiz- 
ing work of suppliers. 

7. Initiation of a program to de- 
termine the best grade of stainless 
steel for automotive parts and in- 
sistence that all stainless steel parts 
be processed to new, more-rigid 
standards. 


metal 
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A merican Pulley Ex pand ing 


PHILADELPHIA. American 
Pulley Co. has announced plans 
for a new building to house ex- 
panded operations, according to 
Charles F. Myers, president. The 
one-story building will be next to 
the firm’s present facilities at 4200 
Wissahickon Ave. 


Sowite 
BUILD Y BUSINESS 


WITH STEMAC INDIVIDUALIZED 


DEALER NAME PLATES 


Identified and satisfied cus- 
tomers assures better serv 


ice relations . . . builds 
repeat business . . ie 
creases sales volume. 

Typical sample, complete 


details on request. 





5434 So, Delaware, Littleton. Colo. 
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Coigier - Stemat ne 
Division of C. A. Norgren Co. the 





or problem. AM 

Wise indeed is the businessman] RB 

who knows his capacities and fit 
never attempts to push himself 

beyond them. cl 

It’s a good idea to learn how to] D 

relax physically whenever you have | D 

a chance, even if it’s for only two] fr 

minutes at a time. P 
Finally, if nothing else works, 

see your doctor. Your problem may }FO! 

be something physical that requires | E 

his attention. F 
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Car, Truck Output Estimates 
e 
| By Automotive News 
PASSENGER CARS 
| (U. S. PRODUCTION ONLY) 
there i tm anton.  t. So 
eople Sept.19, Week Sept. 12, To Sept. 20, Sept. 19, | 
shore 1959 1958* 1959* Date 1958** 1959 | 
AMERICAN MOTORS 
man | Rambler ..................0... 5,500 5,265 4,421 12,121 
a GHRYSLER CORP. ...... 8,400 9,602 3,716 13,839 411,455 526,896 
Obrysber oo.ecccceeescccsseeees 300 488 232 «1,078 += 36,868 ~~ 51,376 | 
9 400 =: 132 174 633 24,706 — 34,617 
ave PONS oiccccaacesssscsssssessssees 3,000 «2,770 «= «1,115 4,610 = 74,747 113,623 
two | Imperial ............ 700 123 489 1,384 8,650 - 13,686 
irks, | Plymouth ........ 3,500 5,089 1,706 6,134 266,484 313,594 
may [FORD MOTOR 12,510 3,641 999 13,534 768,399 1,241,754 
OS ee ee 250 8,503 27,081 
____ J Ford Falcon ................ i es 182 ieee 1,952 
Ford (Standard) ........ 8,100/)\ 3,061 —.......... 8,100 619,546 1,032,430 
Thunderbird ........... 1,065 580 685 1,750 37,740 * 53,539 
IN Winttileintecnensince Ce 132 357 17,661 19,106 
a Se 1,125 84,949 107,646 
ERAL MOTORS .. 32,884 18,642 12,699 53,110 1,490,074 2,019,440 
a 4,279. 6,185 2,676 8,111 156,948 169,240 
a 1,452 1,020 278 «1,730 +=: 90,960. 108,011 
‘Chevrolet (Standard) 11,3007\ 3,609 _.......... 11,300 889,147 1,121,958 
Chevrolet Corvair ...... i ae 2,734 §=8,888 —.......... 21,043 
6,253 >) 4,777 3,802 12,752 211,158 288,399 
5,900 3,051 3,209 10,329 141,861 4310,789 
I | ree 2,519 8137 21,572 110,700 
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‘Total Cars, U. S.**...... 62,444 


Revised. 
als for 1958 include Packard preduction. 
& 


37,150 24,354 100,741 2,820,929 4,178,945 


; COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 




















Week Week Output Jan. 1 Jan, 1 
Ended Same Ended Septembe1 To To 
Sept. 19, Week Sept. 12, To Sept. 20, Sept. 19, 
etal 1959 1958* 1959* Date 1958* 1959 
Mo- CHEVROLET ................. 6,000 5,356 3,936 13,150 188,890 266,418 
a DIAMOND T ................ ‘30 133 52 195 3,894 4,343 
EN 80 67 65 173 1,878 ~——2,200 
SEE, ‘Ax sadicsstesdcokapesdavios 1,500 167 844 3,390 40,295 57,321 
RE RSRDES ER E apo Sevan arene 5,240 1,738 1,686 10,234 150,454 244,493 
7 ATE sh, Aha cerahtenstiaes vedenenses 700 1,028 366 1,262 42,500 62,802 
INTERNATIONAL. ....... 2,889 1,795 2,369 7,655 66,334 105,977 
a I a 390 255 311 1,051 10,747 12,964 
STUDEBAKER .............. 173 100 196 742 4,110 9,735 
al 460 376 372 1,158 11,762 14,531 
~S  _? 1)’, ener 2,150 2,318 1,927 5,657 60,615 83,804 
id- {MISCELLANEOUS ** .. 90 70 70 230 3,377 3,260 
to 
1eS Total Trucks, U. S..... 19,752 14,003 12,194 44,897 584,856 867,848 
hn | Total Cars, Trucks, ein ' 
si- na er actasne 82,196 51,153 36,548 145,638 3,405,785 5,046,793 
“Total Cars, Trucks, _ oe. al Gee Fee ee ec a) 
ME J Camada ncn 2860 3,274 1,046 3,875 254,651 286,302 
'm Grand Total, 
Cars and Trucks, 
nt U. S. and Canada.... 84,556 54,427 37,594 149,513 3,660,436 5,333,095 
NC Revised. - < CaOTh hake sot se 
“Miscellaneous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 
at **Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 
re Mack totals. 
* N.B. All U. S. totals include cars and trucks for military orders. 
te 
* 
- APT Notes Growing Trend 
, oe 
: (To Less Frequent Drains 
‘d NEW YORK.—A comparison of|veys conducted by Crowell-Collier 
4- Jnational surveys of motorists’ buy-| Publishing Co. and Look magazine. 
z- ling habits conducted in 1955 and| More than 9,000 motorists through- 
1957 shows that car mileage be-| out the nation were interviewed in 
e- tween oil changes rose more than| the two surveys. 
3S 1325 miles over the two-year period, Since they were tabulated at 


as 6° 


eoo of 


eum Institute. 


according to the American Petro- 


The survey results “give addi- 
tional evidence to bear out the 
continually declining trend of the 
overall motor oil-to-gasoline ratio 
which has been evident over the 
Past several years,” the report 
States. 

The weighted average distance 
traveled between oil changes rose 
from 1,599 miles in 1955 to 1,925 in 
1957—an increase of 326 miles. This 


Tepresents 20 percent fewer oil 
changes in 1957 than in 1955 and, 
projected nationally, approximately 
53.75 million less gallons of oil sold 
in 1957 than in 1955 in crankcase 
oil changes, the API pointed out. 
The median in the number of 
Miles between oil changes increased 
from 1,348 to 1,788—a rise of 440 
Miles or 33 percent, the report 
added. 

The findings are based on an- 
Swers to a series of questions pre- 
w>ared by API’s marketing research 
committee, which were included in 
the 1955 and 1957 automotive sur- 








different times and on separate 
bases, the special questions on oil 
changes and lubrication had to 
be retabulated to allow compari- 
sons, the API added. 

Service stations generally re- 
flected a gain in favor in 1957 over 
1955 as the place where consumers 
took their cars for oil changes and 
lubrication, the report showed. 
Motorists displayed less inclination 
for “do-it-yourself” oil changes, and 
such sales dropped about 5 percent. 

By geographic regions, service 
Stations showed a decline in 1957 
from 1955 in lubrication work done 
in total South, South Atlantic and 
South Central states. Independent 
garages registered gains in these 
areas during the two-year period. 





Minor Achievement 


KANSAS CITY.—The Advertising 
and Sales Executives Club of Kan-, 
sas City last week honored Jack W. 
Minor, director of marketing for 
Plymouth-DeSoto-Valiant division, 
for his “outstanding achievements 
in the field of marketing.” 


Valiant Last to Get Rolling. . . 








60 Cars in Full Swing; 
Output at 5-Week High 


(Continued from Page 1) 


| 32,884 cars last week, compared 
with 12,699 units a week earlier. 
Second biggest corporate produc- | 
|er last week was Ford Motor Co., | 
up from 999 assemblies a week ear- 
lier to an estimated 12,510 cars. 
Chrysler Corp. was third with 8,400 
| car assemblies last week, compared | 
| with 3,716 units a week earlier; | 
| American Motors was fourth with | 
| 5,500 against 4,421, and Studebaker, 
fifth, was up from 2,519 to 3,150) 
units. j | 
| On an individual basis, Chevro-| 
| let was top producer with 15,000 as- | 
| semblies; Ford division had 10,910; | 
Oldsmobile, 6,253; Pontiac, 5,900; | 
Rambler, 5,500; Buick, 4,279; Plym- | 
outh, 3,500; Studebaker, 3,150; | 
Dodge, 3,000; Cadillac, 1,452; | 
cury, 1,125; Chrysler, 800; Imperial, | 
700; DeSoto, 400; Edsel, 250, and 
Lincoln, 225, 


* * 


N THE truck front, output) 

climbed from 12,194 units the 
previous week to an estimated 19,- 
752 assemblies last week as Ford, 
Chevrolet and Dodge began step- 
ping up the pace on 1960 model out- 
put. 

All other makes also showed in- 
creases over the previous week, 
but that was due chiefly to the 
extra workday last week. All 
makes were down on Labor Day 
the previous week. 

Across the border, output also 
began to pick up as Ford began 

assembling 1960 models and GM, 
Studebaker and Chrysler increased 
assembly line operations, 

Canadian manufacturers’ turned 
out an estimated 2,360 cars and 
trucks last week, compared with 
1,046 vehicle assemblies a week ear- 
lier and 3,274 during the week end- 
ed Sept. 20 a year ago. 

A breakdown of Canadian opera- 
tions showed the makers producing 
an estimated 1,540 cars and 820 
trucks last week, compared with 


Prince Skyline 


Makes Debut 





127,684 | 280,155 days, GM turned out an estimated | 590 cars and 450 trucks a week ear- 


lier. 
ok 


GM Reported Switching 
To Aluminum Bumpers 

DETROIT.—Factory circles were 
buzzing last week with reports that 
at least one General Motors auto 
division has launched a crash pro- 
gram to switch over to aluminum 
bumpers. 

The move was necessitated, ac- 
cording to reports, because of a 


* * 


shortage of specialty steels in the} 


division’s strike-hedge stockpile. 
Another report hinted that GM 
could be expected “to apply pres- 





sure” for settlement of the steel 


strike if the current tieup extends 
beyond Oct. 1. 

GM’s situation on steel is con- 
sidered more critical than that at 
Ford Motor Co., which produces 
about half of its needs at its own 
steel mills, and at Chrysler Corp., 
which has contracted with an in- 
dependent firm for outside steel. 

* ca * 


Chrysler Signs Pact 
To Buy More Steel 

DETROIT.—Chrysler Corp. has 
signed a stop-gap agreement with 
Lone Star Steel Co., Dallas, for cer- 
tain types of steel to tide it over 
the steel strike. 

Chrysler has agreed to take all of 
Lone Star’s “excess” production 
during the next 60 days. Earlier, 
the corporation said it had enough 
steel on hand to keep building cars 
into November, 

Lone Star, which agreed to a con- 
tract extension with the United 
Steelworkers pending settlement of 
the industry strike, is primarily a 
producer of pipe and oil-country 
goods. 
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On West Coast | 


SAN LEANDRO, Calif.—The Jap- | 
anese-built Prince Skyline has been 
introduced on the West Coast by 
Cameron Motors Corp., exclusive 
distributors for the car in the U. S. 

A four-door sedan, the Prince, 
Skyline carries a West Coast p.o.e. | 
price of $2,295, 

The car features a_  $1,900-c.c., 
four-cylinder engine that is said | 
to deliver 90 horsepower and 31 
miles per gallon. The overhead-| 
valve, water-cooled engine also is 
available in 1,500-c.c. series. 

The car is said to have more than | 
ample leg, head and “stretching” 
room. It is 14.3 feet long, 5% feet 
wide and 5 feet high. Curb weight is | 
listed at 2,866 pounds. 

Other features include a syncro- 
mesh selective-sliding type trans- 
mission with four speeds forward, 
four-wheel brakes, and wraparound 
windshield and rear window. The 
car will be offered in 16 color com- 
binations. 


(Continued from Page 3) 


seen so far of the Corvair and the 
other smaller American cars, do 
they seem to be priced and sized 
competitively with the Rambler and 
the Lark? 

Is there any possibility that the 
sizing and the pricing is still 
going to leave the field open for 
what we consider the really small 
foreign car? 

COLE: “We will know a lot more 
about that at the end of the first| 
year when we will know how our! 
dealers—as well as competitive) 
dealers — merchandise these new| 
offerings. 

“We are just going to have to 
wait and see what the demand and 
supply is, and the effectiveness of 
our merchandising approach.” 

x * a 


Other Comments 

N REPLY to other questions, 

Cole made these comments: 

“No one will know what the full 
effects of a car like the Corvair will 
have on the market, It all depends 
on the economy and how good a 
sales job our dealers do. 

“We won’t know the result until 
the year is over. I think, however, 
that a substantial amount of Cor- 
vair business is going to come from 
an expansion of the market. 

“Our economy is on an incline. 
Another very important factor is 
that we have a shortage of used 
cars. The Corvair will help dissipate 
this shortage we have experienced 
in the used-car market... 

“But I am sure that the market 
will be enough to take care of any 
loss that we might experience in 
conventional car sales.” 


* * * 
Why Buy 
UESTION: Why would a family 
want this car over any other 
car, a smaller car? 

COLE: “You have differences of 
opinion, differences in ability to 
buy, and many other things go to 
make up public demand for one 
product or another. I think you will 
see a great change in the buying 
habits of a lot of people as a result 
of the Corvair, but we do not know 

















Prince Skyline Unveiled on West Coast— 


The 1960 Prince Skyline, a four-door, six-passenger sedan, has been introduced on 
the West Coast by Cameron Motors Corp., San Leandro, Calif. 
Japanese car features a four-cylinder, 90-horsepower engine that is said ‘to deliver 
31 miles per gallon. The car is 14.3 feet long, 5% feet wide and 5 feet high. 





The 2,866-pound 





exactly what they plan to do in the 
market place. 

They may say they will do one 
thing, but when they go out to 
actually make the purchase, it 


might be something else.” 
* * * 


Final Word 
E LEFT the final word on mer- 
chandising of the small cars to 
a dealer: 

“I don’t blame the factory for 
advising dealers to give the cars 
away, or the public for trying to 
buy them for nothing. 

“But I do blame dealers who own 
the cars—they pay for them two 
days before they see them—for buy- 
ing retail from the factories and 
selling wholesale to the _ public. 
There’s no future in that.” 





2 New Directors 


Elected to NADA; 
Edwards Renamed 


WASHINGTON.—Richard M. 
Stoudt sr., Jamestown, N. D., and 
Clarence J. McCorkle, Chicago, 
have been elected NADA directors. 
W. Sterling Edwards jr., Birming- 





C. J. MeCorkle 


R. M. Stoudt 


ham, Ala., has been renamed Ala- 
bama representative on the board. 

Stoudt succeeds William C. Davis, 
Bismarck, who did not seek re- 
election as the North Dakota di- 
rector. McCorkle replaces Frank H. 
Yarnall as Metropolitan Chicago 
representative, Yarnall, a former 
NADA president, did not seek re- 
election. 

Edwards is a regional NADA 
vice-president and a member of the 
association’s Investment and Inter- 
national Relations Committees. He 
is a former president of the NADA 
30-Year Club, his state and local 
dealer associations. 

Stoudt purchased his dealership 
in 1941 after 12 years with Ford 
Motor Co. He also operates a farm- 
implement outlet. He is a vice-pres- 
ident of the North Dakota Auto- 
mobile Dealers Assn. and a former 
president of the North Dakota Im- 
plement Dealers Assn. 

McCorkle is a director and for- 
mer president of the Chicago Au- 
tomobile Trade Assn. 

Other recently elected directors 
include Charles C, Freed, Salt Lake 
City; C. A. McRobert, Gresham, 
Ore.; Thomas F. Abbott, Fort 
Worth, and Sam H. White, Hous- 
ton. 
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Philadelphia Study Shows .. . 





It’s 4-Doors and Wagons 


PHILADELPHIA.—Four-door se- 
dans and station wagons are the 
top choices among those planning 
auto purchases within the next 12 
months, according to a poll con- 
ducted by the American Home 
magazine. 

Almost 37 percent of those re- 
sponding to the questionnaire 
said they intended to buy another 
car, The respondents are mem- 
bers of the publication’s 2,500- 
member reader consumer panel. 

Among those listing the make 

they would buy, Ford ranked No. 1 
with 13.6 percent, Chevrolet was the 
choice of 12.9 percent and Plym- 
outh was third with 4.7 percent. 

Other selections: Rambler and 
Oldsmobile, 4.4 percent; Buick, 4.1; 
Pontiac, 4; Chrysler and Dodge, 
2.9; Studebaker, 2.1; Mercury and 
Cadillac, 1.8; Volkswagen, 1.5; other 
American makes, 2.1; other im- 
ports, 2. No choice was given by 
36.8 percent of the respondents. 

A total of 62.3 percent said the 
next car would be new, while 24.5 
percent are planning to buy used 
vehicles. With 75.9 percent, the car} 
will be a replacement, while it will 
be an additional auto for 12.2. 

The most popular body styles 
among families at the moment are 
four-door sedans (42.6 percent) and 
two-doors (26.8). 

Two-door sedans were tops with 


Rambler, GMC 
Say Sales Gain 


DETROIT.—Continued sales in- 
creases were reported last week 
by Rambler and GMC. Their reports 


follow: 
GMC 


Heavy-duty truck sales paced the 
continued gain for all lines in 
August, according to Philip J. Mon- 
aghan, GMC general manager. 

He reported 110 percent more 
trucks in the five-ton-and-up group 
were delivered in August than in 
the corresponding month a year 
ago. Diesels accounted for 63.6 per- 
cent of these sales, he added. 

Diesel sales in this weight class 
were up 259.5 percent over those in 
August a year ago, he continued. 

Total deliveries for the month 
climbed to 6,942 units, Monaghan 
said, an increase of 23.3 percent 
over the like period in 1958. Eight- 
month sales totalled 51,397, up 38 
percent over the 37,253 sales in the 
comparable period a year ago, he 
added. 





* * * 


Rambler 


Rambler sales in the first 10-day 
period of September totalled 7,283, 
a gain of 139 percent over the 3,048 
sold in the comparable period of 
1958, according to Roy Abernethy, 
vice-president of automotive distri- 
bution and marketing of American 
Motors Corp. 

So far in the current model year, 
he said, sales totalled 336,907, a gain 
of 126 percent over the 149,193 sold 
in the like period of 1958, the pre- 
vious record year. 


4 a 
Obituaries 
James F. Cousins 
WASHINGTON.—James F. Cousins, con- 
troller and assistant treasurer of NADA, 
died Sept. 14 after a brief illness. He was 
43. Mr. Cousins, who had been with NADA 
since January, 1953, held several other 
NADA posts at the time of his death, in- 
cluding membership on the Investment 
Committee, the Administrative Committee 
of the Executive Group Life Insurance 
and on the Board of Trustees of the NADA 

Retirement Plan. 
* ok * 
Carl G. Vanderwier 

SOUTH HAVEN, Mich.—Carl G, Van- 
derwier, 37, owner of the former Sampson 
Auto Sales, died of a brain tumor Sept. 8 
in a Muskegon hospital, Prior to his ill- 
ness he was manager of Walker Ford 
Sales. 


* * * 
Emmett Elisworth Moore 
_GLENDALE, Calif.—-Emmett Ellsworth 
Moore, 62, an auto dealer here, died Sept. 
6 at his home in nearby La Canada. 
* * 


Martin E. Callahan 
LOS ANGELES. — Martin E, Callahan, 
61, president and a founder of Callahan 
Engineering Co., builder of truck trailers, 
died of a heart attack in his office Sept. 8. 
* * * 


Joseph B. Deterra 
HAYWARD, Calif.—Funeral services 
were held here Sept. 9 for Joseph B. De- 
terra, 67. A former Hudson dealer, he re- 











tired in 1958. 


16.6 percent and hardtops with 
7 percent, Only 3.2 percent ex- 
pressed a preference for the reg- 

ular convertible, while 17.6 did 
not list a choice. 

The survey also revealed that the 
percentage of families with two or 
more cars had increased from 22.2 
percent in June, 1953, to 34.8 in 
July, 1959. 

The body-style preference has 
changed over the six-year period, 
too. Only 2.1 percent owned hard- 
tops in June, 1953, but by this July 
the total had grown to 9.7 percent. 
Wagon ownership was up to 14 per- 
cent from 4.3. 

Joint decisions of husband and 
wife in selecting the make of car 
bought (64.5 percent) outnumber 
husband decisions (29.5) and those 
by the wife (6). 

Over the six-year span, Chevro- 
let and Ford ran one-two in owner- 
ship. In 1953, 21 percent of the 
families had Chevrolets and 18.7 
owned Fords, The 1959 percentages 
for each were 23.1 and 21.4, 





Warehousemen, 
Parts Rebuilders 


Plan Conventions 


DETROIT.—Two aftermarket as- 
sociations have scheduled conven- 
tions for late October and early 
November. The Automotive Parts 
Rebuilders Assn. will meet Oct. 
28-31 at the Roosevelt Hotel in 
New Orleans, and the Automotive 
Warehouse Distributors Assn. will 
convene Nov. 2-3 at the Muehlebach 
Hotel in Kansas City. 

The APRA conclave will include 
a trade show at which more than 
50 firms will display their wares. 

Among the speakers at the APRA 
meeting will be Thomas S. Perry, 
AWDA president, Perry also heads 
Jobbers Service, Inc., Atlanta. His 
subject will be “Build and Rebuild.” 

The AWDA convention will fea- 
ture a conference between manu- 
facturers and distributors which 
will be moderated by Ira Saks. 
Topics for discussion are: “What 
the warehouse distributor expects 
from the manufacturer” and “What 
the manufacturer expects from the 
warehouse distributor.” 





Classified Want Ads 











HELP WANTED 








JOBBERS 
Top Quality 
CHROME 
NAME PLATES 
Zinc Die Cast—Triple Plated 
NO DIE CHARGE 
$$ SAVE $$ 


LEONARD SMITH COMPANY 
2424 AMBER ST. PHILA. 25, PA. 














DISTRICT REPRESENTATIVE 


Eastern distributor for Volkswagen needs man 
with imported car retail sales experience to 
train for field position with Sales Depart- 
ment. 

Application must include full details of age, 
experience, pay, etc., and give at least three 
references, Box 756, c/o Automotive News, 
Detroit 7. 





EXCEPTIONAL OPPORTUNITY, Imported 
Car Sales Manager. Liberal salary with 
profit sharing bonus. We are seeking a 
truly high grade successful man and are 
prepared to pay the price. Location, Fort 
Worth, Texas. Box 743, c/o Automotive 
News, Detroit 7. 





ACCOUNTANT-OFFICE MANAGER, thor- 
oughly experienced in GM system, to 
take charge office selling 500 cars, Pro- 
gressive organization operating in cen- 
tral Connecticut. Accept male or female. 
Send resume and photograph, Box 782, 
c/o Automotive News, Detroit 7. 

ASSISTANT DISTRICT SERVICE MAN- 
AGER — Applicants must be willing to 
travel for midwest distributor of the 
leading import, Automotive technical and 
administrative background on manager- 
ial level required. Apply Box 775, c/o 
Automotive News, Detroit 7. 
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HELP WANTED 


POSITION WANTED 


suween ae 


POSITION WANTED 





DISTRICT SERVICE REPRESENTATIVE 
—Wholesale experience desired, We have 
openings for district service representa- 
tives in south for one of the top selling 
imports. Good starting salary and bene- 
fits. Must be fully experienced with good 
technical knowledge, Send complete re- 
sume and photograph to Box 777, c/o 
Automotive News, Detroit 7 

WARRANTY AND CLAIMS MANAGER— 
Leading Florida distributor of top rank- 
ing import desires warranty and claims 
manager. Must be capable of handling 
all phases of this operation, Good start- 
ing salary and benefits. Send complete 
resume and recent photo to Box 776, 
c/o Automotive News, Detroit 7. 








Are You a Top Salesman 
Now Earning $10,000? 


You can earn $15,000 or more the first year 
as exclusive agent selling Childers Carports 
to car dealers. National advertising and di- 
rect mail support, No investment. 300 car 
dealers already using. If you have sales back- 
ground with annual earnings of $10,000, air- 
mail your experience with business references 
to Bob Childers, Childers Mfg. Co., P. O. 
Box 7467, Houston 8, Texas, Our references: 
First City National, Houston; Dun & Brad- 
street Rating B+1. 











SALES TRAINING 


REPRESENTATIVE 


Eastern Distributor for VOLKSWAGEN needs 
man to train and qualify for responsible posi- 
tion. 

Applicant should have retail automobile sell- 
ing experience and be qualified to train re- 
tail salesmen. 

Application must include full details of age, 
experience, pay, etc. and give at least three 
references, 

All replies will be treated 
Box 731, c/o Automotive News, 


confidential. 
Detroit 7. 








Sales Mgr. for Import Distr. 


- 

We are looking for a top calibre Sales Mgr. 
to handle an outstanding auto import. 

He must have a proven record of experience 
in the practical procedures required to estab- 
lish and maintain a complete Dealer Network. 
This includes field supervision of District Man- 
agers, Sales Promotions at the Wholesale and 
Retail levels, etc. Headquarters are in N. Y 
This is an important job with a big future. 
Please send full, completely detailed resume, 
in confidence, to President, Box c/o 
Automotive News, Detroit 7. 





SERVICE MANAGER: Broward County’s 
largest automobile dealer needs top qual- 
ity service manager. Must have large 
dealership experience, Excellent pay for 
qualified man, Contact: M. . Brown, 
Slaton Chevrolet, Inc., 1300 N, Federal 
Highway, Ft, Lauderdale, Fla. 


EXPERIENCED AUTOMOBILE FIELD 
REPRESENTATIVE, preferably 24 to 40 
years old, to represent Renault distribu- 
tor in Virginia, West Virginia and the 
Carolinas, Excellent future for aggres- 
sive man. Liberal salary, Send resume to 
Box 760, c/o Automotive News, Detroit 
» 2 








GENERAL SALES MANAGER, Metropoli- 
tan automobile dealer handiing two lines 
of one of the ‘‘Big Three’’ desires young, 
ageressive, experienced sales manager. 
Excellent opportunity for advancement. 
Pay plan commensurate with results. 
Man will have full responsibility for new 
car sales with no strings attached, Deal- 
ership policy one of sound merchandis- 
ing. No gimmicks. Service absorption 
85%. Send all details to Box 761, c/o 
Automotive News, Detroit 7. All inquiries 
strictly confidential. 

SALESMEN—ALL LARGE CITIES, Call 
on fleets. Product for engines, Liberal 
commission, Box 702, c/o Automotive 
_News, Detroit - 


DISTRIC T MANAGER, 
in south, Must have proven record of 
wholesale experience, Ability to close 
open points and knowledge of retail auto- 
mobile operations essential. Attractive 
salary, expenses and car furnished, Send 
complete resume to Box 780, c/o Auto- 
motive News, Detroit 7. 

IMPORT DISTRIBUTOR REQUIRES 
PARTS MANAGER — Executive caliber 
man required, thoroughly experienced in 
parts administration, Will be responsible 
for program of efficient and progressive 
parts department operation for distri- 
butor and dealer network, Background 
must include inventory control proced- 
ures, parts handling, storage techniques, 

mana and personnel su- 
pervision. Good starting salary and bene- 
fits. Experienced men only should send 
resume and recent photograph to Box 
782, c/o Automotive News, Detroit 7. 








for leading import 








YOUNG MAN, 32 years old, wants sal- 
aried position with one of the ‘Big 
Three’ as sales manager or assistant. 
Full knowledge of new and used cars. 
Want to locate in Florida, Box 762, c/o 
Automotive News, Detroit 7, 


YOUR JOB 
1S YOUR 
FUTURE! 


Let us write your resume in a pro- 


that will command 





BUSINESS MANAGER, qualified to assist 
large Ford dealer in management of 
dealership, Can furnish complete analy- 
sis of operating statement with recom- 
mendations for improvement, Can furnish 
daily operating control, Chicago or vi- 
cinity. Box 763, c/o Automotive News, 
Detroit 7. 





FORD PARTS MANAGER—12 years’ ex- 
perience Ford parts; also familiar with 
all phases small dealership. Prefer Flor- 
ida location. 36 years old, married, col- 
lege. Box 764, c/o Automotive News, 
Detroit 7, 





FOR IMPORTED CAR DISTRIBUTOR- 
SHIP—Experienced young man is avail- 
able as general manager or as _ sales 


the know-how to organize and direct field 
force to obtain the right kind of dealer 
network, and the enthusiasm to promote 
and plan programs to reach maximum 
sales penetration, Presently employed in 
this capacity, but want more challenging 
position. Reply Box 765, c/o Automotive 
News, Detroit 7. 





GENERAL MANAGER, experienced GM 
and Ford. If you appreciate a depend- 
able, sober manager for a large volume 
dealership who can produce, please con- 
tact, Successful background in organiza- 





tion — all departments, Box 766, c/o 
Automotive News, Detroit 7. 
TWO AGGRESSIVE, MARRIED, YOUNG 


MEN, who now have responsible posi- 
tions as assistant managers of one of the 
nation’s largest Plymouth dealerships, 
desire responsible positions with company 
that wants to increase volume and raise 
present gross per unit, Present positions 
have no foreseeable future. Pay plan 
must be according to ability and produc- 
tion. Present positions now paying in 
excess of $12,000 yearly. Prefer location 
in Ohio, but will consider relocation -if 
contract is suitable. Box 757, c/o Auto- 
motive News, Detroit 7. 








GENERAL MANAGER — CHEVROLET. 
Desires change to southeast, Six years 
with present dealership. Salary $12M 
plus bonus. Experienced in sales, ac- 
counting, parts and service, No loose 
ends in my operation, My employer does 
not know of this ad, Correspondence con- 











| sales and service departments. 


| 








fidential. Box 778, c/o Automotive News, 
Detroit 7. 

USED CAR MANAGER AVAILABLE. 
Twenty years’ experience appraising, 
buying, selling wholesale, retail, re-condi- 
tioning. Volume deal preferred. At pres- | 
ent in New York area—would relocate. | 


Box 779, c/o Automotive News, Detroit 


~ 
‘. 








Free 


RESUMES, INC. 
3817 Tyler Detroit 38, Mich, 
TE 4-3395 Mr. Carlson 





EXECUTIVE PLACEMENT CO, 
Now Offers Applicant For 
GENERAL MANAGER 


Age 39, married, college B.S. Degree—Very 
settled. Has colorful and successful automo. 
bile background. Highly promotional type 
but profit minded. Can train and direct all 
Wizard with 
knows taxes, statements and general 


figures, 
Our investigation has been thor- 


procedures, 





roS " ‘eo | Ough and background check reveals a man 
manager for import distributorship, Have | with high moral standards, 


completely hon- 
sincere and well accepted socially. 
Former and present employers have high 
praise for ability and character. If you 
want a man you can trust to run your busi- 
ness, write for resume, no obligations. Salary 


est, 


expected normal. Will relocate. Has excel- 
lent reason for change. Write: Executive 
Placement Co., 312-A Euclid St., St. Louis, 
Missouri, Attention: Miss Anthony. 


















$100.00 REWARD for information leading 
to recovery of 1959 Mercury convertible, 
white with black top, Serial 9WA52647 
driven by nurse known as Betty Reiser. nc 
New York plate 1E4172, Phone collect: 
Buffalo, New York, WA 2267, Mr. Ruch. 


DISTRIBU TORS WANTED 
DISTRIBUTORS FRANCHISE. Four na- 
tionally advertised, trademarked, fast 
money savers sold to auto users, dealers, 
jobbers, fleets, hardware dealers and job- 
bers. Over 100% profit, Advertising help 
launches you into your own _ business 
practically overnight, Repeat profits pan’ 
huge. $10.25 Saleable Kit, $5.00 (to avoid § gyjy 
sample hounds) credited first order, 
money back if.returned, Four-page Sell- 
ing Muscle Brochure included free. Serv- AN 

ice Industries, (Rated B-1) 2103-A East 
Somerset St., Philadelphia 34, Pa, 











HELP WANTED 











Manhattan and North Jersey. 








COMPTROLLER 


To assist General Manager of volume Ford Sales Operation in 


Must be an accountant with experience in fields of Financing— 
Taxation—Business Analysis and Personnel Management. 


High remuneration on percentage of profits plus salary basis. 


Send me resume of your background and enclose recent photo. 
Both will be used in strictest confidence. 





























Pr 
P. James Deasy, Partner a 

R & H Management Co. 
Rice & Holman Enterprises by 
Merchantville, New Jersey fo 
HELP WANTED bic 
we 





confidence. 





WE SEEK 


A Top Calibre Automobile Man 
TO MANAGE VOLUME FORD SALES OPERATIONS 
Cars—Trucks—New—Used—Retail— Wholesale—Fleet 
Manhattan-North Jersey Locations 
This is one of the biggest jobs in the retail automobile business, 
and will pay off accordingly to the man who can handle it. If, 
(and only if), you measure up—send me resume of your back- 
ground and enclose recent photo. Both will be used in strictest 
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P. James Deasy, Partner 
R & H Management Co. 
Rice & Holman Enterprises 
Merchantville, New Jersey 
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DEALERSHIPS AVAILABLE DEALER SERVICES CARS FOR SALE PARTS FOR SALE MISCELLANEOUS 
— a t COMPLETE LIKE-NEW Bear frame and 
ed, uC, satan a ©, Reason- front end outfit. Sacrifice at $1,200. 
DEALERSHIP HANDLING able rates. Auto Claims Service, Box 57, a oe eee weed B L U E a C H | P 
umberton, N, C, e be ° . 
ONE OF THE "BIG 3" VOLKSWAGENS CHEVROLET PARTS, antique or classic. | 
Louis Chevrolet, Box 51, Thompsonville, | 
(in Northwest) : Louis | | TOW Pi LOT 
ticut. al 
Let Military Acceptance Immediate Delivery | 
rtually no freezing or hot weather. 60-75 LLOYD PARTS—Orders shipped promptly. 
_ and truck potential. Current ra Py al Help You SELL 1960 Models eI aes oe 7 yo Fst WITH LUBRICATED 
fools and equipment; inventory is $12,000— orida. ention Dan Smith. 
will take $6,000 cash. Factory approval nec- MORE MILITARY PERSONNEL Sedans, vinyl interior and double bumper, LLOYD PARTS: Large stock available. AUTOMATIC BRAKE 
essary. Will lease modern garage and serv. | Wilitary Acceptance Corporation will help > Soar Immediate shipment. J, C, Lewis Motor & BRAKE CABLE 
y station—100 feet — on a | you make more auto sales to Military per- | fully Americanized. Co., Savannah, Georgia. 
-| ' 
at $300 er. he ten |sonnel . , , because: 1960 Model + $1,481.00 LLOYD PARTS—complete stock. Prompt DEALERS’ SPECIAL (F.0.B. Factory Net) 
ing. Write Box c/o |. We finance up to 36 months, odels a ’ 5 
+ 7, b k ithout shipment. Importers and distributors for Fed. Tax Included 
pavet 2. Cars may be taken oversees withow 1959 Models at $1,265.00 Lloyd cars and trucks. Greene County - 
3 age auto loans, finance, or re- Motors, Catskill, New York. Phone: 2000. 
HANDLING GM DUAL and GM Import in| “finance, anywhere in the world, at low, Freight paid to any East and Gulf Coast DECAL TRANSFERS THE FAMOUS 
good location Western New York State. money-saving rates, for officers and non-| port. Bank and Trade references will be - ——$—$$$$$——— 
150-300 new car potential, Sell or lease. commissioned officers of pay grades E5| furnished. TRUCK DECALS: Durable, brilliant col- Ma Oo T oO i M A T | CS 
me Factory approval needed, Modern build- and above . . . on a simplified, non- ors, Designed to your specifications. Low 
Bs snd facilities, Box 722, c/o Automo-| recourse beds RUDI ARONS, INTERNATIONAL | Siri. easy, fo apply, write, for samples 1 TOW. GUIDE 
tive News, Detroit 7. MILITARY ACCEPTANCE corp. AGENCIES G.M.B.H org Ny linia alae 
- Dept. D, P. O. Box 2 roadway gira cana a = 
IN FAST G R O WING TALLAHASSEE, San Antonio, Texas—Telephone CApitol 6-268! Neve Rabenstrasse 32, Hamburg 36, TRU KS" FOR SALE With Universal Swivel 
FLORIDA, dealership for sale with brs " aneptinendign b name a 
county franchises handling Studebaker- we eT te ee Germany 1956 INTERNATIONAL R165—4 car haul- Action 
Lark and Willys-Jeep. Excellent going . Cable address: away, 2 speed rear axle (Like New). ~ 
business, Owner’s health forces sale. to qualified officers) Selling Price $2,795. Right Motors, Inc DEALERS’ SP TAL tf Hook-U 
Write or wire: H. G. Smith Realty, | RARONS HAMBURG 3858 West 25th St., Cleveland 9. Ohio PECIAL (F.O.B. Fecfory Net) 
Ge. 0. Box 1035, Tallahassee, Florida. | Also supplying VW and other parts. __(SH_9-4444). 85 Fed. Tax Included 
HANDLING BUICK-OPEL, located in in-| TWO ESSENTIAL SERVICES BUSES FOR SALE Hs 
dustrial area of Georgia and Alabama, 
ade area of 40,000 people. Modern | INVENTORY SERVICE Liberal Quantity Discounts 
a ioee ee te Ot ngeos tae, Parts accessories and similar goods. | pum: | ‘SCHOOL BUSES To Distributors 
car lot nex ‘ y v~ 
ic 78 mienay. Wal sel eavioment| APPRAISAL SERVICE We are prepored to deliver immediotely|| Write for Mlustrated Catalog 
. with five y 8 : . . . a 
sky. Dealership 11 years -, always ere cal lacancana Aamo team’ WHOLESALE GMC and International chassis with Ward Factory Sales Division 
made a profit. eason for selling, owner Buy greement nnual " 
has taken metropolitan deal. Sale sub- Reports, Tax, Banking and Insurance 200 1959 MODELS Deluxe bodies, 60-passenger. PILOT DISTRIBUTING co. 
ject to factory approval. Box 781, c/o Write for free Call, Write or Wire BATTLE CREEK MICH 
’ 9 e 
Very |_Automotive News ert can SEDea a. deanna RAMBLERS-FORDS-CHEVROLETS FRANK T. MEE, JR Phone WO. 2-5257 All Dept's 
mo: INEW CAR AGENCY now handling Im-| AUTOMOTIVE INVENTORY & APPRAISAL CO. X AK 1. ae, Sigaition i tan Neabel 
type | perial, Chrysler and Plymouth. Will sell | 10040 Freeland Ave. Detroit 27, Michigan} CONVERTIBLES-SEDANS-HARDTOPS SAFETY PRODUCTS. INC $ et ry 
t all] inventory with or without used cars. Will WeEbster 3-6445 ' ° Since 1939 
oe lease ogee t [er car = and Driven only 6,000 to 7,000 miles. 655 Bridgeport Ave., Milford, Connecticut e len Bietvd 
era modern building. In trading area of ap- eae ‘anad| butor 
hor- | proximately 60,000 population, located in Fully equipped. Delivery arranged. Tareny Saree Eastern: Western: 
man} a going city of highly diversified indus- Five bmn ng Ltd. ha ba a A 
alt, | wher Interests, Box 767, c/o Automotive 1960 Auto Costs! MORSE AUTO RENTALS, INC. ————wirsnuv—reasina ———|] toronto, Ontario ‘525 Main St. 
high | News, Detroit 7. Di Beceat 7726 N.E. 2nd Avenue, Miami 38, Florida | WiLL BUY AUTO LEASING COMPANY. Winnipeg 2, 
: Se scov how much your competitors’ cars . _ ° 
you [DEALERSHIP HANDLING STUDEBAK- ual pi The book AUTO costs.” gives Plaza 7-2425 We are an independent leasing company Manitoba 
busi- | BR-Mercedes-Volvo, San Francisco Bay h f, oe P f all 1960 without dealership affiliations and have SN OS aT 
lary | area. 300 new car potential. Excellent| YoU the factory invoice prices of all | the capital and experience to expand our 
icel- facilities and lease. Will consider partner | American cars, 25 foreign cars, 4 American operation. If interested in selling, give RED ARROW TOWBARS, Four clamp 





itive | with automobile experience, Write Box| trucks, and all their equipment. Used by complete details in first letter, All in- = iti bl 
ovis, } 768, c/o Automotive News, Detroit 7. dealers and banks nationwide, Order your _ TR 26 ETRE quiries treated strictly confidential, Box ron “Wy. White Saves A. pty 









































___ INOW HAVE DODGE-DART AGENCY in| '60 edition today for only $i0—three year 774, c/o Automotive News, Detroit 7. New York. 
thriving a roy +" ,000 POP-| subscription $18 (including all supplements). | 1960 MODELS NEW LINES WANTED 1,000 BUSINESS CARDS—Beautifully em- 
4 se, rea- | 
—. pn Sas dw ene ‘potential. AUTO COSTS, Box 224, Dept. 6, New York | i ae Sone Pen, 2339 ‘Kone 
hy te hae oo. ar’ Gan. N.Y. VWs @ GHIAS @ MERCEDES [onio corP. DESIRES AUTOMOTIVE LINES! ington St., Harrisburg, Pennsylvania, 
tral Ave., Phoenix, Ariz. ee ues 6 ouenaeue 2 auenae ON MFG. REP. OR WAREHOUSE DISTRIBU- 
cm 
TOR BASIS. EXCELLENT SALES FORCE AND 
H. K. Williams, Manager PEUGEOTS © ETC. WHOLESALE CONTACTS IN OHIO AREA.|... wee PRIGEMASTER 
EXCLUSIVE-PROFITABLE ‘eaae . ishi to. * With new model changes and new prices, will 
HOME DETECTIVE CO., INC. We are establishing coast-to-coast con White Box 773, ¢/o Automoti N be ready before long. The encyclopedia of 
. . A x c/o omotive : 
DISTRIBUTORSHIP 37 Years operating a complete tact with reliable, independent dealers Detroit 7. F ” ows | dealer cost Prices of all large and the new 
TOR AND who are interested in a continuous and 4 small American made cars, three trucks, 25 
nationally known manufacturer with an —— supply of foreign cars. a ee = optional — 
jable reputation for the finest quality has REPOSSESSION SERVICE di and informati wire, SHOP EQUIPMENT FOR SALE Yearly subscription ‘ones $10.00, ‘5% Goat 
b few exclusive territories available for the|| and America's Premier Skip Bulletins to phone, write: CLAYTON ENGINE DYNAMOMETER,, | for cash with all orders received before Oct. 
dealers, banks, finance firms, law enforce- || ALL COMMERCE & TRADING CORP.| mode! 17-300-CE, never uncrated. Cost|!: All, supplements free, with all the addi- 


pale of hearses and ambulances on Cadillac || (ont sources. Write for loss forms and tional information about the new small Ameri- 































































































2 ‘ “ $3,800. Make offer, Swan-Rawls Motor 
kommercial chassis. Excellent repeat business, || rates on financed, leased, rented autos, ||79 Wall St. 2-5186 A “—y “ Vers &, 0. '¥. ‘o., Box 848, New Bern, North yi my can cars, makes the 1960 PRICEMASTER a 
ession proof market, new and used car|| mobile earaes. freer, weeks. Fast, ‘ain HAnever 2 a ee Cape GARAGE EQUIPMENT FOR SALE. Parts —_ = oii P+ Hen, a pg on 
' service Cherry Point, Fort Bragg, Camp | | guyuuummmmmmmeeeeemmmmmemmmmmmmms ce equipm = and automotive affiliates. Help us to give 
ncing available. Lejeune, N. C., Wilmington and all of a pr ge aggro yg en gy a you the best of service. ORDER ee? NOW 
: ; Carolinas. Write P. O. Box 862 or phone : Te gn achine, | _TODAY—DON'T DELAY. K. B. S$ CO., 
ellent opportunity for profitable earnings BR 2-2034, BR 5-3757, G CARS WANTED Sun motor equipment, complete body 
4 - - reensboro, N. C. thon teals and enul . tain a INC., DEPT. 3A, 924-l Ith St., Rock “island. ili. 
—— pn a relatively small investment. For com- __g te P equipment, two-ton Ford 
z LIMOUSINES passenger—new and used. wrecker and numerous other items 
=: ie details write Box 772, c/o Automotive Dennis Distributor, 4804 N, Saginaw S8t., Hope-Luxem Co., Inc., 708 $8 Burling- 
ast . Detroit 7. Need hard to get parts? Aut ee ‘tinue! Flint 5, Michigan. ton, Logansport, Ind. : ANTIQUE CARS FOR SALE 
lers, Want Ads get quick results. es 1926 BUICK, Phaeton sedan body, interior 
job- and mechanically perfect. Advance Mo- 
help ieee eae aeatataigemencccnceteces WANTED * ° tor Sales, 823 Broadway Ave., Lorain, 
ness DEALERSHIP WANTED U Ic Auction Ohio, CHerry 5-5176. 
_ ANTED—100 to 150 car deal in Penn- CARS FOR SALE 1931 BUICK 2-passenger business coupe. 
; Sylvania near Pittsburgh, Harrisburg or * Only 2,732 made, wooden wheels, side 
ceil p etiladelphia. Cash, Confidential. Box! 194g LINCOLN CONTINENTALS, three— 1958-1959 Police, Fleet end Taxi Ss hop and office equipment, mounts, 49,000 actual miles. Engine 
a 769, c/o Automotive News, Detroit 7._ all clean, all ready to drive anywhere; | Cabs. Box 432, R.F.D. 6, Parkville, , d "| overhauled, new maroon paint, new top. 
ANTED—50-150 GM or Ford franchise; 800 has Mercury V-8 motor; 950 has tools, parts an arage serv-| Only $575. Drives anywhere. Mitchell, 
went in Ohio. Pay cash, Factory approval as- 1957 Oldsmobile motor; 1150 has original Missouri. “ 2 P g 9 501 Woodworth, Alma, Michigan, Phone: 
—— | sured. Confidential, Box 770, Automotive V-12, Paul Goldman, Inc., 241 Broad ice equipment. 1660. 
News, Detroit 7. St., Valley Falls, Rhode Island. 1912 CADILLAC COUPE, restored. Only 
—- three known in existence, Wonderful for 
, z FRI. SEPT. 25th show. $3,400 or trade for 1958, Porters, 
DEALERSHIPS AVAILABLE . . 
Wanted To Buy - 463 Poplar, Reno, Nevada, 
1:00 P.M. Until Sold "SHOP EQUIPMENT WANTED 
CORVETTES, THUNDERBIRDS, AUSTIN HEA- WANTED—28 ft. or 36 ft. 10-inch Bee- 
IN JUST THREE MONTHS LEY, MGA, ar maaeane tade MERCEDES Former Ford Dealer Line frame press with heavy duty truck 
AND ALL OTHER ROADSTERS AND tools. Box 783, c/o Automotive News, 
. 7. . 
CONVERTIBLES. Phone Norfolk, Virginia.| JOHNSON FORD SALES, INC.) Detroit 7. 
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Sale conducted by the Montpelier Auto for the nation's 
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FULL 6 PASSENGER COMFORT @ 85 MPH @ 40 MPG WANTED [nnn 

















Product of the World's oldest car manufacturer—Since 1891 








. . we e. 
... and no wonder! With added promotional impetus, backed 1958's & 1959's New Subscri tion Order 
by a coast-to-coast distributor organization, the sales graph ALL MODELS : 
i i ! Call Write Jack Schwartz 
for PANHARD, the compact car, is headed straight up! all or Write Jack Schwa Susit Astemeties Wats ta: Aiiis Stew 


LEVITTOWN 
RAMBLER 





U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 
All Other Countries — One Year $13 [] or Two Years $22 [] 


Like to be part of the picture as a PANHARD dealer, with 
__.§f big returns on a modest investment? Just fill out the coupon... . 





3130 Hempstead Turnpike, 
we do the rest! Levittown, L. I. PErshing 5-9400 








AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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VENDOME MOTORS CORPORATION 0 sn aR PRUE! | 
120 EAST 56TH STREET 10 ! 
whe Seng al | ea ea | BR ares stteneeeeecceseeseesssceenesensceravencesaaaanens 
TELEPHONE ELDORADO 5-2480 | 1960 ORDERS | 
ete | BEING PLACED Leite ARN. MERE ET 
Sure, I'd like to get the whole PANHARD picture! Please rush details with- All Makes - All Models - All States SWUM RODIN. 5 has cacckensiiscncdeeseteseqegges ence Hecate 
out obligation to: New-car Dealers Interested in Volume Coe. bs aatvecens ae? State 
ref copied ee ian nih ae oi citade ib<ieschcatawans bra sthaea cones ka 
a5 Aska ed nk ghipa thane heeds Anata eas Coane Ree National Purchasing Department TRADE CONNECTION: 
Rollins Leasing Corp. Car Dealer [) Truck Dealer [] Manufacturer [] 
EEE ee RE eg ea PYYTTITVETTT TTT LETTE TTT 14th and Union Sts. Wilmington 99, Del. Jobber [] Insurance oO Financial [1 Supplier oO 
, Chevrolet-Ford-Plymouth-Rambler 
7 (SETS ap eeeeaaer: ZONE..... Yer a a lial ne Especially Invited De Me TT Cer eee eee rr eR 
9-21-59 
SA ARREARS PETE ON TONE 
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